Why Your Ads Campaigns Aren't
Delivering Results in the Al Era?

Abstract

It is so incredible how the internet is growing to be more and more powerful with the increasing inclusion
of Al in all aspects of the internet. The Internet is growing to me more impactful in their ability to
transform business whether it be through social media, websites, SEO and everything in between.
However, one thing that business owners suffer is that they have tried paid advertising in some way or
form but got a conclusion that it doesn't work for their business.

Although 'not working' might be because of various reasons, if we interrogate further we find that it is
not because paid advertising doesn't work, but it is because it hasn't been done correctly or effectively.

Introduction

Al is transforming advertising by automating tasks, personalizing ads, and optimizing campaigns for
better results. It enables the generation of diverse ad variations, targets ads to specific audiences,
predicts campaign outcomes, and improves efficiency through data analysis. Real-world examples
include McDonald's, Amazon, and SBT leveraging Al for enhanced advertising strategies. Overall, Al is
creating a revolution in the advertising industry and making it very targeted and personalized.

Why Paid Ads Don't work ?
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Inadequate Audience Targeting

In this era, relying on basic demographic targeting, such as age and gender, may lead to suboptimal
engagement rates. Marketers often fail to reach the right audience by not fully utilizing modern targeting
capabilities. Modern marketers often ignore segmentation beyond basic attributes. Al-driven audience
analysis therefore offers deeper insights into behavior, preferences and purchasing habits, which can
lead to more personalized marketing efforts. In a study by Monash University, it is demonstrated how
understanding and targeting specific audience segments led to more effective public health campaigns,
and brands utilizing Al-driven tools for audience analysis see a 30% higher conversion rate compared to
those relying on basic demographic data.

Failure to Leverage Machine Learning for Optimization:

Despite the availability of advanced tools, many marketers are still stuck using outdated strategies,
manually adjusting their campaigns or sticking with static settings. The problem with this approach is
that it's not agile enough to keep up with changing consumer behavior or competition. A study also
suggests that marketers who don't use machine learning miss out on real-time optimizations, leaving
their campaigns less effective and more costly. Brands have to handle a sheer volume of data and
without machine learning, marketers won't be able to process and adjust their strategies fast enough,
leading to missed opportunities and inefficient spending.

Lack of Quality Content and Relevance

Creating content that connects with people is a challenge many brands face. When the messaging is off
or the visuals don't click, audiences tune out, leaving brands with lower engagement and wasted ad
spending. The National Institutes of Health (NIH) study also shows that when content doesn't connect
emotionally or intellectually with viewers, the likelihood of interaction drops significantly. Whether it's the
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tone, the messaging, or the imagery, if the content doesn't fit, audiences scroll past without a second
thought. Brands can use Al tools to look at engagement patterns—what headlines get clicks, which
images grab attention, or how different audiences react to certain tones. HubSpot highlights how Al can
take this data and suggest specific content adjustments, making messaging more relevant and
personalized. By learning from what works and what doesn’t, Al can suggest real-time changes that
keep ads fresh and engaging. This prevents ad fatigue and ensures that the content stays relevant,
leading to better results across the board.

Insufficient Use of Data Insights in Advertising

In today's digital world, advertising campaigns generate a massive amount of data—from customer
behaviors to engagement metrics. Yet, many advertisers aren't tapping into the full potential of this data.
Instead, they often focus on basic metrics like clicks and impressions, missing out on deeper insights
that could help them improve their ads. This lack of data utilization leads to inefficient spending and
limits how effective their campaigns can be.

Artificial intelligence (Al) can become powerful simply by analyzing large amount of data very quickly
and efficiently. Unlike manual analysis, Al can dig deep into patterns and trends that aren't immediately
visible. For example, it can identify which groups of people are most likely to engage with or buy from a
brand, what kind of content works best, and when to show ads for maximum impact.

By leveraging Al to make sense of the vast amount of information available, businesses can not only
save money but also improve the overall effectiveness of their advertising. In today’s competitive market,
using Al to unlock data insights isn't just a nice-to-have—it's a must-have for successful advertising.

Overlooking Cross-Platform Integration:

A big mistake many brands make is running separate, uncoordinated campaigns on different platforms,
like social media, search engines, and display ads. When messaging and strategy are not aligned across
these channels, it leads to a disconnected experience for potential customers. This confuses the
audience and hence reduces the impact that marketing can cause.. In a world where consumers move
seamlessly between platforms, a lack of integration can make it hard for them to recognize and connect
with your brand.

By understanding how customers interact with your content on different platforms, Al helps brands
deliver a cohesive and personalized experience to users, no matter where they encounter the brand. Al
tools also optimize when and where ads are shown, making sure each touchpoint reinforces the overall
message and reaches the right audience at the right time.

In today's marketing world, aligning campaigns across platforms is no longer optional—it's essential. Al
can help brands ensure their message is clear, cohesive, and impactful, no matter where the audience
encounters it.

Neglecting Mobile Optimization in Digital Advertising

Itis also necessary for brands to optimize their ads for mobile the because over half of web traffic now
comes from mobile devices. The brands, however, lag behind, resulting in a poor user experience.
Consumers are increasingly using their phones to browse and shop, and if ads or landing pages aren't
mobile-friendly, they'll quickly move on. Al can help brands by fine-tuning ads for the mobile, speeding
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up loading times and making it easier for the viewer to navigate. Brands that prioritize optimization for
mobiles will see higher engagement and this will help them stay relevant and competitive.

Inefficient Budget Allocation in Digital Advertising

Many advertisers set a fixed budget for their campaigns and stick to it, regardless of how the ads are
performing. This static budget allocation often leads to missed opportunities and wasted resources. For
example, high-performing ads might not receive enough funds to fully capitalize on their success, while
underperforming ads continue to drain the budget. Without real-time adjustments based on performance
data, advertisers are unable to allocate their resources efficiently, leading to higher costs and lower
returns on investment (ROI). Artificial intelligence (Al) offers a solution to the challenge of inefficient
budget allocation. Al-powered tools can analyze campaign performance in real time and automatically
adjust the budget to maximize ROI

Al also helps advertisers respond to changes in market conditions, audience behavior, and campaign
performance by adjusting budgets dynamically, ensuring that resources are always directed to where
they are most effective. This flexibility helps advertisers avoid overspending on ineffective ads while
boosting the impact of top-performing ones.

Ignoring Customer Journey Mapping

A major challenge many advertisers face is not aligning their campaigns with the different stages of the
customer's journey. Instead of recognizing that people move through different phases before making a
purchase—awareness, consideration, and decision—brands often run ads that treat all potential
customers the same. This can result in missed opportunities to connect with people in a meaningful way.
When advertisers only focus on immediate conversions, they risk losing out on nurturing relationships
and guiding people through the process. It can be a game changer for mapping and targeting the
customer's journey. By analyzing data and behaviors, Al can help segment audiences based on how far
along they are in their buying process. This means brands can deliver more relevant content at the right
time, ensuring that the message fits the customer's needs at each stage.

Resistance to Adaptation in Marketing

In this world of digital marketing the only thing that has remained constant is change. Yet, many
marketers find themselves clinging to traditional methods, feeling more comfortable with familiar
strategies rather than venturing into new technologies. This reluctance to adapt can be risky, especially
in an industry where innovation is crucial for success. While sticking to what has worked in the past may
seem safe, it often leads to missed opportunities and stagnation.

When marketers resist embracing new tools—especially powerful technologies like artificial intelligence
(Al)—they risk falling behind. In a landscape where consumer behaviors and preferences shift rapidly,
the inability to adapt can leave brands struggling to keep up with their competitors who are more willing
to evolve.

The marketing landscape is changing at lightning speed, driven by technology advancements and
shifting consumer expectations. To remain relevant, marketers need to prioritize ongoing learning and be
open to integrating new strategies into their campaigns. This means understanding how tools like Al can
enhance targeting and personalization, and being willing to experiment with them in real time.
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In today's ever-evolving marketing landscape, resisting change can significantly hinder a brand's ability
to thrive. Marketers must be willing to embrace new technologies, like Al, and commit to continuous
learning if they want to stay competitive. By adapting to the latest trends and consumer preferences,
brands can enhance their marketing effectiveness and ensure long-term success. In this industry,
embracing change isn't just a choice—it's essential for marketers who want to lead rather than follow.

Ineffective Use of Retargeting Strategies

One of the biggest challenges in digital advertising is the ineffective use of retargeting strategies. When
users visit a website, they might browse products or services but leave without making a purchase. If
marketers don't have a solid retargeting plan, they miss out on the opportunity to remind these potential
customers about their initial interest, which can lead to lost sales.

Artificial intelligence (Al) can significantly improve retargeting strategies by analyzing user behavior and
tailoring ads to individual interests. By leveraging Al, marketers can create personalized campaigns that
resonate with users, increasing the chances of re-engagement.

For instance, if a user visits a site and looks at specific products but doesn't buy anything, Al can help
brands retarget that user with ads featuring those exact items or similar alternatives. This level of
personalization can create a positive user experience and dramatically increase the likelihood of
conversion

By analyzing user behavior and personalizing retargeting efforts, marketers can reconnect with users
who have already shown interest in their products or services. Failing to effectively utilize retargeting
means missing valuable opportunities to convert previous visitors. With the right approach, brands can
transform interest into action and increase their bottom line.

Failure to Optimize Ad Timing and Placement

In digital advertising, timing and placement are crucial. Unfortunately, many campaigns overlook these
critical factors, leading to ads that miss their target audience at the right moment. When ads are poorly
timed or placed on irrelevant platforms, it can result in wasted budgets and ineffective reach.

Artificial intelligence can analyze vast amounts of data to pinpoint the optimal times and placements for
ad campaigns. By understanding user behavior and engagement patterns, Al can help marketers serve
ads when their audience is most likely to be online and receptive.

To succeed in digital advertising, brands must prioritize optimizing ad timing and placement. Neglecting
these factors can lead to missed opportunities and wasted budgets. Marketers can use Al to analyze
user data and then use scheduling of ad using Al, so that they can ensure that heir ads reach to the right
audience at the right time. In a competitive landscape, optimizing these elements isn't just a good idea—
it's essential for driving engagement and conversions.

Over-reliance on Automation Without Human Oversight

In today's digital marketing world, automation is like that trusty sidekick we all love. It helps advertisers
streamline their campaigns and get things done faster. But here's the catch: when brands lean too
heavily on automation without any human touch, they risk losing something essential. It's like having a
fantastic robot that can do all your chores but forgets to add that personal flair to everything.

When campaigns run on autopilot, advertisers can miss out on golden opportunities to make creative
tweaks and respond to what's happening in real time.
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While automation is fantastic at crunching numbers and handling repetitive tasks, it can't replace the
creativity and intuition that humans bring to the table. That's where the magic happens! When brands
find a sweet spot between automated processes and human oversight, they can adapt their campaigns
in ways that resonate deeply with their audiences.

Brands that keep humans in the mix alongside their Al tools often see higher engagement rates. It's a
reminder that while machines can handle data, people are needed to craft stories and innovative
strategies. In an age where personalized experiences matter, balancing these two elements is crucial for
forming meaningful connections with customers.

Ignoring Customer Feedback and Reviews

In a world where feedback is just a click away, ignoring what customers have to say can really hurt your
advertising efforts. When brands overlook customer reviews and feedback, they risk creating ads that
miss the mark and don’t address the issues their audience cares about. This disconnect can lead to
lower engagement and, ultimately, lost opportunities to convert potential customers.

This is where Al steps in like a superhero! It can sift through mountains of customer reviews, comments,
and social media chatter to give brands a clearer picture of how their audience feels. By using this data,
brands can make smart adjustments that bring their advertising messages in line with what customers
actually want and need.

For example, one brand that took customer feedback to heart revamped its messaging and saw an
impressive 25% boost in positive engagement. By truly listening to their customers and weaving that
feedback into their advertising strategies, they not only improved their messaging but also built loyalty
and trust among their audience. It's a win-win!

Ineffective A/B Testing Methods

A/B testing is like a secret weapon for optimizing ad performance. Yet, many advertisers either skip it or
do it in ways that don't really provide valuable insights. This oversight means missing out on
opportunities to learn what truly resonates with their audience, leading to wasted time and resources.

Here's where Al shines! It can take A/B testing to the next level by automating and refining how brands
analyze different ad variations. With Al's help, advertisers can quickly pinpoint which elements—like
headlines, images, or calls to action—are striking a chord with their audience.

In the fast-paced world of digital marketing, brands need to find the right balance between automation
and that all-important human touch. Ignoring customer feedback and sticking to ineffective A/B testing
can really hold campaigns back. By leveraging Al for insights while keeping the creativity and intuition of
human marketers in play, brands can craft advertising campaigns that not only engage their audience
but also drive conversions. It's all about connecting on a deeper level and making every interaction
count!

Actionable Strategies to Improve Your Paid Ads

Leveraging Al-Driven Predictive Modelling

Predictive analytics tools can analyze past campaign data, letting firms prognosticate future ads'
performance. Data mining along with regression analysis can guide firms on dominant patterns as well
as relationships between variables that influence ad targeting and budget allocation. Techniques such as

Why Your Ads Campaigns Aren't Delivering Results in the Al Era?



K-means and hierarchical clustering of customer behaviors group similar behaviors to refine
segmentation and personalization. On the contrary, decision trees split the process of deciding while the
neural networks find a complex pattern and refine an advertisement strategy towards better engagement
with the customers. Predictive models enable firms to boost customer retention and conversion rates
besides return on investment through paid advertisement.

Benefits

With Al-driven predictive modeling, advertisers can understand the pattern in user behavior and
campaign effectiveness to take proactive measures and optimize ad spend and maximize return on
investment. If there is a guarantee of accurate inventory forecast, business would efficiently use
resources and minimize stockouts or overstocking. Predictive models also reveal trends on sales and
customer behavior allowing marketing strategies for better satisfaction and new business opportunities.
These new approaches will make industries such as retail, hospitality, and airlines better in reaching
their customers, improve revenues, and minimize the losses incurred to lead to competitiveness.

« Employ Dynamic Creative Optimization (DCO):
Harnessing DCO Technology to Deliver Customized Ad Variations in Real-Time

Dynamic Creative Optimization or DCO essentially uses real-time data to automatically generate
personalized ad variations for every individual user. Through the collection and analysis of user data,
including behaviour, demographics, location, type of device, etc., and previous interactions, DCO
dynamically assembles ads using those most relevant creative elements: images, headlines, and calls-
to-action. Therefore each user will be displayed an ad that is very highly and uniquely personalized to
capture their preferences and context. It can change and optimize ad creatives in real-time for maximum
engagement and performance for advertisers. The system, by continuously testing the best
permutations of creatives, identifies the variations of ads with the highest performance to be delivered.
This not only improves the user experience but also enhances the key performance metrics such as
click-through rates and conversion, thereby increasing the ROl and optimizing ad spend. Introducing
DCO in advertising will help brands create far more relevant and targeted campaigns, thus increasing
user engagement with higher conversion rates and a more efficient use of budget.

Benefits

Dynamic Creative Optimization (DCO) revolutionizes digital advertising by delivering highly personalized
ads in real-time, increasing both engagement and conversion rates. By analyzing real-time user data—
such as browsing behavior, demographics, location, and past interactions—DCO enables advertisers to
tailor ad content to individual users. This dynamic approach ensures that each ad is uniquely relevant to
the recipient, significantly boosting user interaction and engagement. One of the big advantages of DCO
is that it adapts to what the user prefers and how they behave in the moment. Whether this means
looking at specific products on an e-commerce site or engaging with specific content, the DCO engine
dynamically assembles the most appropriate creative assets-specific images, headlines, and calls to
action. This amount of personalization is what makes more meaningful connections between the brands
and consumers in return, having an improved click-through rate (CTR) and conversion rates. Creative
copy can also be optimized in real time with DCO as creative versions get tested in real time. The system
will understand what works best since ads are served, and it will fine-tune the creative elements based
upon the response of the users. This type of automated optimization increases the effectiveness of an
ad campaign and maximizes the ROI by spending marketing dollars only on those ads the target
audience actually finds appealing. DCO is better positioned to spur engagement and customer
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satisfaction, thereby propelling overall marketing performance because it delivers highly relevant and
personalized ad experiences. Brands reach users with the right message at the right time; therefore,

what DCO offers stands for a better result in the form of a conversion rate and efficiency in ad spend
use.

Integrate Machine Learning For Audience Insights
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With Machine Learning Algorithms, Huge Data Sets Can Be Used for More Comprehensive Insights into
Audience Segmentation and Behavior Such customer segmentation models that have mainly relied on
demographic factors and manual analysis are being overthrown by machine learning algorithms that can
exploit the power of predictive analytics and real-time data exploitation. Machine learning analysis
makes large datasets more accurate than human existence, bringing out hidden behavioral norms that
may not be identified manually. Algorithms such as K-Means Clustering, Hidden Markov Models (HMM),
and Agglomerative Hierarchical Clustering afford finer segmentation of the audience. Unsupervised
learning techniques, such as clustering, dynamically group the customers based on behavioral patterns,
psychographics, and interactions rather than demographics. This real-time analysis aids business
strategy to develop customized marketing strategies hence enhancing customer engagement and
loyalty. Following this segmentation, predictive analytics can take it one step ahead by predicting future
behavior, so marketers can predict needs early and act to tailor the campaign accordingly. NLP adds
even more depth to sentiment analysis because it provides insight into the customer attitude and
emotions as portrayed through social media posts, product reviews, and surveys. In summary, machine
learning-driven segmentation allows a marketer to have a scalable, effective, and data-driven approach.
It would mean more targeted messages aligned towards the market trends, therefore, on the face of it,
increasing the ROI as well as customer satisfaction.

Benefits
Advantages of using machine learning for customer segmentation:

1. Creating Marketing: "Machine learning allows companies to build specialized marketing campaigns
focused on specific subsets of customers. Using behavior, preferences, and channels of
engagement, machine learning will allow an organization to clearly know where to target at a given
audience. This means there is proper targeting of specific communications tailored to the
appropriate mediums-me it via email, social media, or even text messages. Personalized campaigns
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not only catch the eye of customers but also indicate toward higher engagement and conversion
rates.

2. Increased Accuracy: Traditional segmentation methods often use broad categories such as age or
income, which over generalize and, as such, misses many nuances in customer behavior. On the
other hand, ML models can sort through gigantic complex datasets to spot very subtle patterns.
Through these models, firms are able to analyze the purchase history, online behavior, customer
feedback, and many more customer-company interactions to forge highly accurate segments
reflecting true behaviors from customers. With enhanced precision comes the opportunity for
relevant product or service offers, thereby increasing the chances of customer interaction and
satisfaction.

3. Customer Satisfaction: With the implementation of ML, a company can offer some degree of
personalization which is well beyond demographics only. ML algorithms pertaining to preference,
purchasing, and needs of individuals set up marketing strategies that are more satisfying to a
customer. The individual making an interstate purchase regularly will be exposed to green good
campaigns, while a luxury purchaser will have filtered offers come to his mailbox pertaining to the
luxuries he has indicated over time.

4. Real-time Elasticity: One big strength of ML is its learning and its real-time adaptation.
As the business gathers new data-whether through interactions with customers, market trends, or
even social media-the ML models can adapt customer segments in real time based on those new
conditions. This flexibility in real time gives businesses an agility to react upon changes in the
direction of a customer's behavior and preferences or in a particular market condition. For instance,
if there is a sudden change in requirement by a section of buyers for specific commodity, then the
system can modify its marketing strategies to capitalize on that interest before it fades away.

5. Predictive Analytics: Establishes the future patterns of behavior as a function of historical and
current data analysis with the ML model. Based on the learned history data, ML can predict what
customers are likely to do next because of the previously known patterns of purchases, browsing,
and responses to marketing campaigns. For instance, if the product is seasonal and the model
understands its demand from a specific set of customers, then the marketing campaign would be
developed in advance based on their probable demand.

6. Automation and Efficiency: ML automates the customer segmentation process, allowing businesses
to handle large datasets efficiently without human intervention.
This saves time and helps in minimizing human errors. Business learning to scale the segmentation
efforts based on the rate of customers' base growth can quickly and precisely process even millions
of data points with automation. Mass data processing at scale enables organizations to stay
competitive and agile while operating in fast-changing markets. In a nutshell, machine learning gives
the company the ability to better divide the customers more perfectly, more efficiently, and in real
time. However, this might be a challenge for businesses when they are implementing this process
which essentially means high-quality data for the ML implementation and considerable work on
implementing ML solutions.

 Shift from last-click attribution to multi-touch attribution models that recognize the various
interactions a customer has with the brand before conversion
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In light of the complexities placed upon marketing strategies, simple last-click attribution has become
ever more relevant with multi-touch attribution. The last-click model gives 100 percent credit to that last
interaction before the conversion and over-simplifies the customer's journey much too often. This is
where MTA tends to distribute credit across all touchpoints because one would learn that sometimes it
takes more than just one touchpoint to get the sale. MTA's analytics of every engagement—be it a social
media post, an email, or even an ad—gives marketers a granular, data-driven look at the full funnel of
how consumers are interacting with a brand. This will enable marketers to evaluate and understand the
true impact of each channel and allows them to optimize their spend. There are other MTA models, like
linear, U-shaped, time decay, or a completely custom attribution model, which give businesses the
flexibility to assign credit in ways that fit their specific goals. For example, a time decay model might give
more weight to touch points closer to conversion and a U-shaped model would focus both on first
interaction and lead creation.

This more holistic view takes the component of marketing ROl beyond effectiveness by illuminating the
desired outcome from various campaigns and touchpoints, enabling marketers to make informed
decisions and refine their strategies in order to maximize conversion and customer satisfaction.

Benefits

1. Accurate Measurement of the Channel: MTA measures each and every customer touch point; thus,
which channels are actually helping generate conversions are seen more clearly.

2. Better Budget Distribution: Resources could be put in the right channels where profits are well
generated and the underperforming ones can be reconfigured for proper operations.

3. Strategy Fine-Tuning : With granular insights about the customer journey, strategies in marketing
can get optimized and new campaigns can be formulated for better results.

4. ROl Increase: MTA pinpoints key touchpoints that will drive higher conversion rates while also
guaranteeing a better return on investment through marketing investment.

5. Customer behavior insights: Provides a deeper understanding of customer preferences for
marketers to better craft the content and campaigns to engage the customer efficiently.

6. Reduction of Inefficiencies: Identifies weak touchpoints, which marketers can remove and increase
the marketing efficiency.

7. Data-driven decisions: The data produces informed insights for marketers so they can make smarter
decisions for future marketing efforts.

Using Al for Sentiment Analysis for Brands And Competitors

1. Sentiment Analysis: Emotion Al: This is one form of Al-powered sentiment analysis, which is known as
opinion mining or emotion Al; it is designed to analyze the emotional tone embedded in text data. From
this, it calculates if customer mentions and feedback are positive, negative, or neutral. Hence, a brand
will know the feelings that people have about its products, services, or overall brand presence. For
example, it senses the positive words like "great" or "wonderful," and the negative words like "terrible"
or "disappointing.".

2. NLP: It is a subarea of Al which focuses on understanding and processing human language. It
empowers the Al tools to scan vast volumes of unstructured data that encompasses anything ranging
from social media posts, reviews of movie music books and blogs to news articles. NLP algorithms
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identify the sentiment and the underlying emotion-sheer emotions masked by each text, thereby
providing more profound insights into popular opinions.

3. Real-Time Sentiment Tracking: By enabling constant, real-time tracking of online mentions and social
media conversations about a brand or competitor, Al ensures brands stay aligned with how their
audience's perception might shift with time. Real-time insights help companies respond to an issue at
hand and react more quickly to adverse feedback or exploit positive mentions that build stronger affinity
towards the brand.

4. Data Gathering from All Possible Sources: The Al tools accumulate data from a broad number of
online sources, including social media (Twitter, Instagram, Facebook), blogs, forums, and news portals.
The Brand24 tool is just one of many Al-driven social listening tools. Within minutes, it can process tens
of thousands of mentions, which means that companies will not miss critical conversations regarding
their brands or industries.

5. Actionable Insights through Data: Analysis of how people feel about their products will actually give
insights into whether or not the customer feels satisfied with the service. So, an online mention will give
them a far better understanding of their brand perception. Thus, they will be able to fine-tune their
product or services as per customer feedback, understand where the pain points are, and identify
dissatisfaction early. Sentiment tracking also gives companies the opportunity to know who their brand
advocates are and try managing negative sentiments before it makes any big moves.

6. Competitive Benchmarking: Al-based sentiment analysis also allows brands to understand how they
fare against competitors. For instance, monitoring the sentiment around competitors can give a business
insights into the strengths and weaknesses of its competitors, which can then be used to shape up the
marketing strategies relative to that. In this way, firms come to understand how they sit in the market and
which are the areas where competition needs to be established differently.

7. Automation and Efficiency: The whole process of extracting sentiment is automated with Al. This
analysis of thousands of mentions in cyberspace without Al would take much time and human error. As
this is powered by Al, the process is streamlined, and marketers can readily gain highly valuable insights
with minimal efforts. It can, for instance, come up with a comprehensive breakdown of trends on
sentiments within hundreds of thousands of mentions within a matter of minutes and thus save time as
well as resources.

8. Real-Time Decision Making: Al tools enable brands to make better real-time data-based decisions.
The ability to capture shifts in sentiment at once, brands can fine-tune marketing campaigns, PR
strategies, and customer service tactics almost in real-time. Upon the immediate detection of a spike in
negative sentiment, a brand can immediately investigate and take corrective actions on threats to its
reputation.

9. Predictive Intelligence: Besides live monitoring, Al infuses predictive knowledge into companies and
enables them to predict what actions will be in the future. This will help track historical trends of
sentiments that come about and establish probable customer sentiment evolutions Al will enable brands
to alert one another about potential issues going to emerge due to their customers' sentiments and
capitalize on the positive sentiment trends of upcoming campaigns.

10. Personalization and Customer Retention: By having such detailed insight into the feelings of
consumers, organizations can make marketing campaigns cater to the finer preferences of customers.
Personalized marketing strategies based on sentiment data usually strike a chord with the target
audience and turn out to be great marketing for customers in engagements; also, the rate of retaining
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them increases. In addition, brands determine the point at which they are losing a customer along the
customer journey and make moves to reduce the churn.

Al-driven sentiment analysis is a goldmine for brands, where more accurate insight into both the
customer and the competitor can be guaranteed. By harnessing the power of Al and NLP, businesses
can make informed, data-driven decisions, optimize marketing, and maintain market lead in today's
competitive environment.

Benefits:

1. Instant Insights: Al-powered Sentiment Analytics - instant comprehension of the sentiment, thereby
enabling brands to instantly adjust the message of advertisements, timing, and targeting to always
match the real-time feelings of the target audience.

2. Efficiency in Campaigns: Armed with the knowledge of public sentiment, business houses will
formulate the best possible advertisements to connect with the audience at large. For example, if
everyone is in a good mood about being green (or environmentally friendly) ads will focus on the theme
of running eco-friendly.

3. Data-Driven Decision Making: Whether a product is launched or campaign strategies are improved,
knowledge of the public's sentiment helps brands change their game according to changing customer
preferences.

4. Customer Engagement: With this, sentiment analysis in a company is used to personalize
communications; the fast identification of customer concerns and response can strengthen customer
loyalty and relationships.

5. Brand Sentiment Understanding: Al can track an overall perception of the customer to understand
where the brand is getting it right or wrong; one can amplify positive sentiment in campaigns and make
improvements from negative feedback towards the product or service.

6. Competitive Benchmarking: Competitor sentiment helps the brand to know about market gaps and
opportunities that can be capitalized, giving businesses the chance to outperform competitors in
bridging unmet customers' needs.

Utilizing Programmatic Advertisement for Real-Time Optimization:

Leverage programmatic buying of ads using Al and machine learning to automate the complex ad-
purchasing process, ensuring that in real time on the basis of analyses of a wide volume of data,
including user behavior, demographics, and past interactions, ads are placed automatically at the most
relevant spots, which ensures precision audience targeting. It dynamically adjusts in real time based on
its performance to make sure that messages reach the right users at the right time with the right
message. The programmatic advertising flow is operated across all channels and has key elements such
as the Demand Side Platforms where advertisers can manage multiple ad exchanges, Sell Side Platforms
which enable the publishers to efficiently sell ad space. In this process, automation actually minimizes
interference by human intervention and thus enables marketers to save time and reduce complexity in
operations as well as handle strategy and creative optimization. What is achieved through this
automation process of ad buying is the reallocation of spending by targeting only those relevant to a
message. It results in much more efficient use of ad budgets, higher engagement rates, and improved
conversions. In this regard, programmatic advertising enhances campaign performance through
personalized ads with increased precision, relevancy, and timing.
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Benefits:

A hallmark of programmatic advertising is that advertisers pay only for measurable outcomes-be it a
click, conversion, or acquisition. This means every marketing dollar works directly to achieve tangible
output. Thus, the focus shifts from just paying for impressions on ads to actual business objectives,
such as engaging customers and sales growth.

Programmatic advertising offers the possibility of achieving scale. Whether a company is large or small,
the fact that programmatic platforms allow for adjustments in budget at real-time speeds, means
programmatic is an option for both large companies and smaller business operations. For example,
Google Ads will allow advertisers to set their daily budgets, and it is within the programmatic algorithm's
discretion as to when and how it makes good investments to produce maximum ROI, which is
particularly important in time-sensitive ad campaigns, such as a restaurant promoting weekend dining
specials. By targeting the budget to peak times when people are most likely to dine out, advertisers will
get returns on the most effective spending.

Programmatic advertising also gives the possibility to either scale up or scale down ad budgets
according to campaign or business performance, ensuring thereby that budget is efficient and ensures
responsiveness to market dynamics. With such advantages, advertisers can certainly gain utmost value
from every campaign and avoid wasting resources on periods that would yield lesser. Budget control
ensures businesses -whether it is a small startup or a large firm- stretch the worth of the dollar of
advertising and ensure that every dollar counts for better value with each campaign.

Create Value Driven Content Marketing Campaigns:

Value-driven content in ad strategy provides meaningful, educative, and engaging material that meets
the specific needs of the audience. By providing content that educates, informs, and empowers your
users—such as industry insights through articles or in the form of interactive tools to explore product
benefits, or webinars that can provide in-depth knowledge—a brand demonstrates how their products or
services are hard-won solutions to users' problems in real life. For instance, a webinar may center on an
effort to contextualize difficult product features as something that would add immediate value; the use of
interactive tools personalizes the experience, and you can understand how your solution fits their needs.

This value-orientation approach creates an opportunity for creating long-term relationships with your
audience since it sets your brand as a source of convenience instead of a mere provider of products.
Merging educational material with traditional advertising holds the power to make the customer choose
the right option, hence will increase engagement, and the conversion rates will also be higher. Finally, by
giving value-orientated content targeting specific needs, you are not only fulfilling customer needs but
loyalty is also enhanced, waste of advertising spends is reduced, and overall performance of the
campaigns is maximized.

Benefits of Including Value Driven Content in Marketing Campaigns

Adding value-driven content in the strategy of advertisements encompasses many benefits that
enhance customer engagement and thus increase conversion rates. Here are some key advantages:

1. This breeds trust between your brand and the audience, which is when value, useful, and
educational content is shared. Once customers see your brand as helpful and truthful, then they are
more likely to engage with your content and eventually with your paid ads. Loyalty consequently
builds, making one-time buyers repeat customers who trust the recommendation.
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2. Differentiate your brand against a flooded marketplace of bland marketing messages: Value-driven
content makes the type of value that your customers are looking for, sets you apart as a brand, and
builds a lot of credibility so that you truly understand and care about their needs. Providing
informative articles, webinars, and other interactive tools shows that you are the expert and can
solve their problems; your brand is now perceived as a thought leader.

3. Drives Informed Engagement Value-driven content, in fact, means higher quality leads because they
understand the benefits of your products or services. You will focus on providing real solutions such
as saving time or improving the quality of life, thus setting your audience up with the knowledge that
helps them make informed purchasing decisions, which in turn means better conversion rates.

4. Supports Claims with Credibility: Value-based content helps you support your claims with data-
backed evidence that is powerful and credible. So marketing an automation tool would be so much
stronger when using case studies or data showing how much time was saved for past clients over
promising these benefits as essential parts of your marketing messages.

5. Itincreases ROI from Paid Advertising: As such content is more value-driven, it elevates the
effectiveness of paid advertising since it will warm up customer relationships before asking them to
convert. When potential customers have already engaged with your informative content and trust
your brand, they are likely to click and convert easily via your paid ads. In this regard, your marketing
budget is highly optimized because you are targeting prospects who already know and trust your
brand.

6. Long-Term Relationship Building: Consistent value delivered through your content makes your brand
the authoritative resource for any information and solution under your industry. It encourages repeat
purchases besides creating word-of-mouth. Satisfied customers share their positive experiences
with other people.

Ultimately, delivering value through content is the way to build trust and loyalty. More often, it would
convert potential customers to action and paid ads. In other words, it would deepen connections
between the customer and the brand with sustainable growth and, ultimately, higher ROI.

Form Strategies for Cross-Device Conversion throughout the Buying Cycle

Consumers tend to switch between devices during their purchase journey as they browse through
diverse digital touchpoints. Business houses need, therefore to devise strategies that pinpoint the varied
behavior and preferences associated with these devices.

-Mobile vs. PC-Based Search Behaviour

It is, thus, important to realize the distinctions between mobile and PC-based search behavior. Screens
in mobile devices limit the capability of users in processing bulky volumes of information as cited by
Ghose et al., 2013. The small viewing space makes it somehow not convenient to screen and gather
information making the user look for higher-ranked results while mobile. On the other hand, PC screens
make it easier to scroll through a wider spectrum of opportunities, hence getting deeper into content.

Further complexity to user behavior is introduced by the temporal and spatial dimensions of mobile
access. Mobile devices are always close at hand, allowing consumers to conduct timely searches
conditioned by real-time contextual factors (Choi et al., 2013). As such, marketers are increasingly
allocating resources to mobile-specific advertising strategies to help take advantage of this timeliness
Bart et al., 2014; Grewal et al., 2016). Finally, proximity is also a significant factor in mobile search as
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consumers tend to interact with brands more if the brand has a physical presence close by, as noted by
Ghose et al., 2013).

-Cross-Device Transition Strategies

To create seamless transitions across devices while navigating the buyer's journey, the following
strategies can be utilized:

1. Responsive design: The website and content are designed in such a manner so that they would easily
adjust to sizeable screens, with a cohesive user experience across devices, thus reducing friction while
changing between devices.

2. Cross-Device Tracking: Use advanced analytics to accurately capture the customer journey through
all his mobile and desktop devices. Such insight into how a consumer is actually engaging with your
brand through mobile versus desktop will enable you to create content and advertising for these
channels in context.

3. Access to Content - Use user data to make the content more personalized depending on the device.
For instance, the user might be interested in shorter version, concise pieces that exhibit all the main
features in a mobile, but on desktop, perhaps an in-depth article or resource would feature as preferred.

4. Consistency of Messaging: There will have to be consistent messaging in all the devices. This applies
not just to promotional materials and offers but also to calls-to-action. This has to happen even if a user
is opening a campaign from a desktop or a mobile.

5. Easy Navigation: Navigation has to become easier considering more users will be using mobile. There
are chances that the user is looking for information that they want right away, so it would be easier if the
clicks taken were reduced to get to the content of interest.

Differences in user behavior across devices require acknowledgment and strategic planning for
achieving real enhancement in customer engagement and conversion rates. Integrating responsive
design, cross-device tracking, personalized content delivery, unified messaging, and simplifying
navigation into your marketing approach can help guide a user through their buying journey. With this
all-around awareness of the behavior across devices, you will finally make better decisions-thus
enabling your business to adapt and thrive in that ever-changing digital landscape.

Benefits of Optimizing the Cross-Device Experience

As use increases in mobile devices, approaching saturation points in smartphone penetration, optimizing
the cross-device experience is essential for businesses. With over 75% of retailers increasing their
mobile marketing spend, and mobile search outperforming PC-based search (Broadband Search, 2020),
it is crucial to have a seamless transition between devices to ensure consistent messaging and improve
conversion.

Optimization of cross-device experience addresses the behavioral differences between mobile and PC-
based search behaviors. Research tends to indicate that their purchase-related research usually starts
on mobile devices and then swings to a PC to gain further access before making the actual buy (Xu et
al., 2016). Such transition from small to large screens aids in performing effectively since conversion
rates improve, hence bringing home the point that there is a need to provide unified views irrespective of
the used device.

Cross-device tracking helps to comprehend how the specific user navigates across mobile, tablet, and
desktop. Armed with this knowledge, businesses can ensure that homogenous messaging is being
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presented at each touchpoint. Using this approach, a business could be making "personalized, timely
interventions based upon the device in use and the phase of the purchase funnel." Besides that, cross-
device tracking along with data integration gives great business insight into consumer behavior, so they
can tailor strategies around marketing accordingly. Another force behind switching behavior has been
identified as perceived risk, price, and experience level (De Haan et al., 2018) and, thus, requires
adaptive content and user interfaces.

Cross-device optimization will ensure that the journey is cohesive, thereby increasing the chance of a
conversion event and engagement by users. Absence of the same risks businesses judging less the role
each of its devices is playing in buying decisions and hence may be missing opportunities to retain and
grow customers.

How Pharoscion Can Help with Multi-Touch Attribution Optimization

Customized
Attribution
Model

Al for
attribution
ELELAH

analytics
tool

What Pharoscion
can do

Comprehensi Provide
ve Case Dashboard
Studies Solution

Competitive
Benchmarking

Implement Customized Attribution Models:

Pharoscion Global is phenomenal for implementing the customized attribution model which lets
businesses create their own rules for how credit should be awarded to different types of touchpoints
that come throughout the customer journey, instead of relying on those one-size-fits-all models like last-
click attribution. Pharoscion builds custom models with data-driven insights to identify the channels that
drive conversion and allocate your budget accordingly. The insights provided will let marketers fine-tune
their strategies and craft campaigns that resonate with their audience in every state.

Integrate Advanced Analytics Tools:

Pharoscion builds the most advanced analytics tools that are required for getting deeper customer
understanding and helping to uncover patterns in customers’ behavior, preferences, and purchase
history. This lets create hyper-personalized campaigns that truly connect users with the brand. The
advanced analytics tools that Pharoscion develops can forecast future trends and customer actions.
This proactively adjusts campaigns and optimizes budget allocation for maximum ROI. Pharoscion can
integrate advanced analytics tools at a platform that gains real-time insights into performance.
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Marketers can make data-driven adjustments on the fly, maximizing campaign effectiveness and
minimizing wasted ad spend.

Conduct In-Depth Customer Journey Mapping:

Pharoscion has always been expertise in conducting in-depth customer journeys which involves tracing
the complete path of how customers interact with your brand, from initial information to post-purchase
experience. This helps to gain an depth understanding of the customer’s experience at each stage, their
emotion, and motivation throughout the complete journey. Pharoscion gathers data from various sources
like surveys, interviews, analytics, and customer support interactions. The insights help businesses to
personalize their marketing strategy.

Utilize Al for Attribution Analysis

Pharoscion is excelling at Al-driven analysis of market performance and hence enables the company to
delve deeper into the complexities of customer interactions. This will help marketers to connect the
relationship between various insights about customer actions. This will uncover the impact of every
marketing channel, campaign, and message and will help to improve effective strategies. With these Al-
powered insights, Pharoscion can break from the limitations of the traditional models, which cannot
understand the full picture of multi-channel customer journey. Al's ability to efficiently process vast
datasets and to recognize deep patterns will allow pharoscion to find the accurate conversion.

Provide Training on Attribution Techniques:

Pharoscion values the importance of utilizing the attribution model for modern marketers. To solve this
they take a proactive approach by providing comprehensive training sessions to their clients. These
sessions will focus on equipping clients. This knowledge will allow clients to make well-informed
decisions about which models suit best their business needs and marketing strategies.

This training will teach them practical implementation of attribution and will learn how to collect and
integrate data from the different marketing channels and track customer interaction. By offering these
sessions, Pharoscioin empowers its clients to take complete control over data-driven decisions that
enhance their marketing strategies.

Develop Dashboard Solutions for Each Access to Data

Pharoscion with implement interactive dashboards that incorporate attribution data from various sources
which empowers clients to visualize their performance in a very user-friendly manner. This dashboard
will be able to track performance of marketing campaigns across channels and identify areas for
improvement. This will enable marketers to understand the journey of customers and identify the
touchpoints to influence customers for conversion. By providing easy access to data through intuitive
dashboards, Pharoscion will enable clients to make a well-thought decisions that will drive their
marketing success.

Conduct Competitive Benchmarking
Pharoscion actively
engage in competitive benchmarking to gain valuable

Insights about the industry standards and access

Why Your Ads Campaigns Aren't Delivering Results in the Al Era?



competitor’s attribution strategy and identify the domains where marketers can improve their
approaches. This will help marketers

uncover areas where the client's attribution is lagging or presents opportunities for improvement.
Pharoscion will develop recommendations to clients for how they can develop their attribution strategies
by using various tools. The outcome will result in optimized marketing strategies that are driven by data.

Test Different Attribution Models

Pharoscion actively supports clients in experimenting with different attribution models, and helps them
discover which attribution model works best for them and best aligns with their unique business needs.
Pharocion will educate its marketers on how different attribution models have strengths, weaknesses,
and advantages for them. By testing different models, the client will discover the model that most
accurately showcases the most conversion in marketing and the best-fit attribution model will also give
deeper insights into customer behavior and their effectiveness. Pharoscion provides ongoing support to
client as they evolve their attribution strategies which ensure that their clients stay ahead of industry
trends.

Create Comprehensive Case Studies

Pharoscion has emerged as a leader in attribution modeling by its ability to create and share compelling
case studies that show real-world success. These case studies don't only showcase the success
stories, rather they extract valuable lessons for the best practices that marketers can follow. Pharoscion
established itself as an expert in the field of educating marketers. These case studies will emerge to be
powerful marketing tools. These case studies will encourage marketers to adopt multi-touch attribution
and hence help businesses come out from outdated single-touch models. The case studies will
therefore contribute to the growth of both Pharoscion and its clients by showing them the value of
effective attribution strategies.

Conclusion

We can't agree more that the power of Al is reshaping the landscape of the advertising industry. Its
capability of personalizing content and optimizing campaigns has brought a revolution in the customer-
centric approach to advertisement. The numerous example of Al's successful integration like
McDonald's and Amazon highlights a boost in the ROI of advertisement. However, Al is good only if
implemented for marketers. The continuous trends of failure of paid failed to achieve the required results
in the advertising industry. So by solving common problems like inadequate audience targeting, and
ineffective use of machine learning, marketers can harness the full potential that Al carries and ensure
that their paid ads deliver what they expect to do.

The actionable strategies from Al-driven predictive modeling to embracing multi-touch attribution create
highly effective and impactful campaigns. Additionally, these further amplify the ability to understand
consumer emotion and optimize ads for maximum reach and engagement. There should be the mindset
of continuous learning and adaptation as the marketing landscape is constantly evolving and those who
embrace change and innovation will be the ones who thrive Pharoscion comes into play to ensure this
happens. Pharoscions ability to provide multi-touch attribution models solve all the problems that
marketers come across campaigning in today's era. So Pharoscion provides a one-stop solution to all the
problems that marketers suffer.
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