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Al Customer Journey &

OS Mapping
Turn customer journeys into
your Al Marketing system

From keyword-first SEO to signal-first SEO that cares
about what customers actually do after they search.
Use Customer Journey & OS Mapping as the bridge
between Search, your funnels and the wider Al
Marketing OS.
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4 Reasons Why AI Search
needs signal-first customer
journeys, not just keyword lists

Classic SEO meant: find keywords — write content — track rankings. In an AI
Search era, people read AI Overviews before clicking, and systems look harder
at behaviour — CTR, dwell time, scroll depth, conversions. Keywords alone no

longer tell the full story.

AI Customer Journey & OS Mapping helps you see how people move from
Search - Content — Offer » CRM, and which signals convince both Search
engines and Al systems that your site truly creates value.

From keyword-first to signal-first
1=0)

Knowing what people search for only
shows the starting point. Signal-first
SEO looks at what happens after the
click — how long they stay, where they
go next, and which actions send strong
quality signals back to Search.

See the real journey, not just the
slide

Most journeys are drawn from internal
assumptions. AI Customer Journey
uses data from Search Console, GA4,
Line OA and CRM to reveal the actual
paths people take before they become
leads or customers.

Understand which signals AI /
Search really value

By tracking signals at each stage —
impressions, CTR, dwell time, micro
and macro conversions — you see which
pages generate better “quality signals”
than others, and can adjust content or
UX exactly where it matters.

Connect Search insight to the whole
0S

Instead of letting SEO insights die in a
ranking report, AI Customer Journey &
OS Mapping routes those signals into
Lead & Sales OS, CX & Retention OS
and Data & Measurement OS, so every
team can act on the same story.



From pretty funnel slides —
to a sighal map that
actually drives your OS

Most companies have a neat funnel Once the journey is grounded in
slide — Aware — Consider = data, link each stage to your OS —
Purchase = Retain — but it isn’t tied AI-Search / AI-Social for

to real metrics or clear owners. Al awareness, Al-Lead & Sales for
Customer Journey & OS Mapping decisions, AI-CX & Retention for
starts from real behaviour: pull loyalty — and surface only key
paths from Search Console, GA4, signals in one shared dashboard.

Line OA and CRM, then map

“guestions — content — success

signals” for each stage. @ Sketch a simple macro journey
from the customer’s point of view

List current data sources (e.g.
Search Console, GA4, Line, CRM)

Define 3-5 key stages (e.g.

” @ Aware - Decide = Retain)

. . @ Drop existing content/pages into
If ajourney isn’t tied to each stage (even if the map is not

data and clear owners, perfect yet)
it’s just a nice picture
— not a tool that drives

the business. From Keyword -
Journey -
Signals = OS

Al Customer Journey & OS
Mapping helps SEO and

Content teams move
beyond keywords to design
signals and systems that
strengthen the whole
funnel, not just one high-
ranking page.
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Start with a journey
that’s simple and
usable.

Add detail as your data
matures — don’t wait
for perfection before
you begin.
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At this stage, Al’s job
isn’t to write the entire
SOP.

It’s to help you see the
big picture and decide
where to focus first.

Collect the journey from the
customer’s point of view

Ask where people first hear about
you, which pages or channels they
touch before and after buying, and
what happens post-purchase.
Combine stories from Sales, CS, Line
OA and support with simple paths
from Search Console and GA4 to
draw your first macro journey.

Turn the journey into Stages +
Questions + Signals

For each stage, answer three things:
the stage name (e.g. [Problem-
aware], [Decide]), the key customer
question, and the success signals —
time on page, viewed case studies,
clicked contact, etc. Put it into a
table: Stage = Question - Content
- Signal = Next step.

Link the journey into the Al
Marketing OS (6 Layers / 12
Clusters)
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Use Al to read the journey and
highlight gaps

Once you have Journey + Signals +
OS Map, bring in AT in the right way —
to summarise which stages lack
content, where lots of traffic
produces weak signals, and which
improvements to prioritise in the
next 90 days. The team still makes
the final calls; AI simply points to
the leverage points.




Start your AI Customer
Journey & OS Mapping

If you see that your customer journey is
the backbone of your AI Marketing OS,
the next step is to turn it into a working
tool — guiding content, SEO, funnels and
leadership conversations about budget
and outcomes.
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In a Journey — OS Mapping
session, the Vault Mark team
will help you:

— Pull data and insights from
Search Console, GA4, Line OA,
CRM and front-line teams to co-
create a macro journey

— Translate the journey into the
6 Layers / 12 Al Clusters and
define key signals for each stage
— Outline how to grow into Al-
Search OS, Al-Lead OS or AI-CX
& Retention OS over the next 6-—
12 months

You can then use this journey
map and asset as a shared map
between the SEO Lead, Content
Lead, Owner and Data team —
gradually guiding your
organisation towards a truly Al-
first Marketing 0S. %



