)) GEORGE BROWN PRESS Economics and Management

Innovation

Article

How to Optimize User Conversion Rates and Revenue Growth

with Al Models

Zhuoer Ma 1*

1 Acorns, Analytics, Irvine, California, 92617, United States
* Correspondence: Zhuoer Ma, Acorns, Analytics, Irvine, California, 92617, United States

Abstract: With the rapid progress of Intelligent Technology (AI), many companies have introduced
Al models to promote user conversion and income growth. Al can effectively mine potential users
by analyzing massive user information and create personalized services or product recommenda-
tions according to different user categories, thus significantly improving the user conversion rate.
In addition, the AI model also promotes income growth through dynamic pricing, personalized
incentives and other means to achieve a better return on investment (ROI). This paper aims to dis-
cuss the key role of Al in improving user conversion rate and revenue growth, and analyzes the
specific application of strategies such as precise customer positioning, dynamic pricing, and person-
alized incentives in detail. It also evaluates the effectiveness from multiple dimensions such as user
behavior patterns, revenue growth, and customer loyalty, with the purpose of sharing the practical
experience of enterprises on how to optimize business strategies using Al algorithms.
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1. Introduction

Under the background of the sweeping digital wave, the company is facing fierce
market competition. The past marketing methods and customer service models have been
unable to meet the diversified needs of the current market. Especially in the two key areas
of improving user conversion rate and promoting revenue growth, there is an urgent need
for more accurate and efficient strategies. At this time, the new application of artificial
intelligence (AI) technology has opened up a new road for us. Relying on deep learning
and analysis of massive data, Al algorithms can extract valuable insights from complex
user information and then provide customized user recommendations, flexible pricing
strategies, and optimized marketing plans to enterprises. In order to help enterprises
stand out in the highly competitive market, this paper will deeply analyze the application
details and effectiveness of Al in improving user conversion rate and increasing revenue.
Through detailed analysis of strategies such as precise user positioning, dynamic price
adjustment and personalized preferential activities, it shows how Al technology can be-
come a powerful driving force for enterprises to achieve long-term development.

2. The Role of AI Model in Optimizing User Conversion Rate and Income Growth

AI model helps enterprises understand the deep needs of customers, significantly
enhance user conversion rate with accurate prediction and exclusive services, and opti-
mize revenue promotion strategies to achieve more efficient operation and management.
In analyzing user behavior and needs, intelligent algorithms show unparalleled excel-
lence. Compared with previous marketing that relied on limited customer data and rough
statistics, Al can fully explore the value of potential customers by mining huge user data.
This enables Al to carefully classify users, identify high-value target customers, and use
precise push methods at the right time to effectively improve user conversion [1].
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The powerful capabilities of artificial intelligence in real-time data processing are also
crucial for improving the user experience. In many fields such as e-commerce, social net-
works, online teaching and so on, intelligent algorithms can deeply mine the user's behav-
ior trajectory and detect the risk points that may lead to the loss of users. Through intelli-
gent interface design and communication mechanisms, artificial intelligence can effec-
tively simplify the user operation process and significantly improve user engagement.

In terms of income growth ability, Al plays a significant role. With the help of dy-
namic pricing mechanism, customized promotion suggestions and intelligent marketing
means, artificial intelligence has greatly promoted the growth of income. By carefully an-
alyzing the market demand dynamics, the price policy of competitive products and the
payment trend of consumers, Al can immediately adjust the product price to achieve the
optimal price strategy. For example, the intelligent pricing system has the ability to set
differentiated pricing strategies for different consumer groups according to market de-
mand fluctuations and consumers' ability to pay, so as to maximize revenue [2].

Al-driven personalized incentives and marketing methods have become one of the
key ways to increase revenue. Traditional promotion methods are usually difficult to
achieve precise docking. However, With the help of Al's in-depth analysis of consumers'
shopping behavior and preferences, it can customize exclusive offers, thereby enhancing
consumers' purchase intention. This precise marketing strategy not only improves con-
sumers' shopping experience, but also enhances the stability of income growth.

The importance of Al in the field of marketing automation cannot be ignored. With
the help of Al algorithm, the company can implement automatic management of market-
ing strategy, covering multiple links such as advertisement distribution, personalized
content push and activity planning. Al can adjust marketing information in real time ac-
cording to users' individual characteristics and behavior patterns, so as to improve the
return on investment of advertising [3].

3. Al Model Optimizes User Transformation and Revenue Strategies
3.1. Precise User Positioning

Through the in-depth mining of the intelligent algorithm of user data, it can realize
the fine division and identification of user groups, so as to create personalized marketing
programs for all kinds of users. With the help of massive data, intelligent algorithms, and
user behavior pattern analysis, Al technology can efficiently identify the most valuable
user groups from the vast amount of information, so as to improve the conversion rate
and maximize enterprise ROI The precise user positioning process is shown in Figure 1.
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Figure 1. Precise User Positioning Process.

The first step of precise user positioning is data acquisition. Al widely collects all
kinds of user information, including network activity records, social platform communi-
cation data and information in non-network environment. These information resources
are rich and complex in structure, so it is necessary to implement consolidation and puri-
fication, eliminate noisy or inconsistent data, and ensure the accuracy and applicability of
information.

Vol. 2 No. 3 (2025)

58 https://doi.org/10.71222/yjs2ys62


https://doi.org/10.71222/yjs2ys62

Economics and Management Innovation

https://www.gbspress.com/index.php/EMI

In the process of building Al model, data preprocessing is very important. In this link,
the data must undergo operations such as normalization, filling in missing values, identi-
fying abnormal values, and adjusting the data format. Feature engineering is to process
the original data and extract meaningful features. Al analyzes the potential laws contained
in the data, and then obtains the attributes that can be used for prediction, such as the
user's shopping frequency, preference classification, consumption ability, etc. These ex-
tracted features provide important support for subsequent model analysis and decision-
making.

After data preprocessing, Al classifies user data by implementing clustering analysis
techniques (such as k-means, DBSCAN, etc.) to identify multiple user sets. Through in-
depth mining of users' interactive behavior on the platform, Al can subdivide users into
multiple categories, such as potential consumers, active participants, loyal customers and
lost users. These user sets exhibit distinct needs and behavioral characteristics. Artificial
intelligence can accurately identify such differences, and then customize targeted market-
ing solutions for each category [4].

By clustering the user data set, Al can depict the user group image in detail. These
profiles integrate multidimensional data such as users' basic information, behavior pat-
terns, and psychological trends. By accurately analyzing these user images, Al can predict
the potential needs of various groups, thus effectively enhancing the accuracy of custom-
ized recommendations.

Based on the constructed user profiles, the Al model can infer the subsequent behav-
ior trend of various user groups with the help of prediction algorithm. For example, iden-
tify which users have purchasing potential, which users are at risk of loss, and which users
have expressed strong interest in specific product categories. Relying on these inferences,
Al can customize targeted marketing strategies for different user groups, such as recom-
mending relevant products for potential consumers and launching VIP level customized
services for loyal customers.

Precise user positioning is not a one-time task. As time passes, users' behavioral
tendencies will also evolve, which means that the artificial intelligence model must be
continuously upgraded and improved. Relying on the real-time monitoring and response
mechanism, the Al system can continuously absorb fresh data and patterns, modify the
user profile and marketing plan, so as to ensure the synchronization of precise positioning
and market demand.

3.2. Dynamic Pricing and Personalized Discounts

Dynamic pricing and personalized incentives constitute a significant strategy for Al
to promote revenue growth. Through real-time monitoring of consumer demand, market
fluctuations and competitor intelligence, the Al system can flexibly adjust pricing and
promotion strategies, thereby promoting the growth of sales performance and profits. The
dynamic pricing and personalized discount structure is shown in Figure 2.
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Figure 2. Dynamic Pricing and Personalized Preferential Structure.
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At the initial stage of implementing the dynamic pricing strategy, it is necessary to
collect a lot of information closely related to the price, including consumers' past shopping
records, market demand for products, prices of competitors in the same industry, seasonal
changes in commodity sales, the amount of inventory, and external factors such as eco-
nomic conditions and climate conditions. These diverse information sets form a solid
foundation for establishing accurate pricing strategies.

Relying on the in-depth analysis of past data, Al can gain insight into the interaction
between price fluctuations and consumer demand, and then calculate the price elasticity
coefficient. For example, with the help of regression algorithm, Al predicts that when the
commodity price rises or falls, consumers' purchasing habits will change accordingly, and
the optimal price range is obtained based on this.

Alrelies on key data such as users' past consumption trajectories and spending habits,
and can customize exclusive promotions for various user groups. For those loyal consum-
ers who purchase frequently, Al technology can implement strategies such as loyalty
points and member-exclusive discounts; for users with high potential value, the system
will push temporary discounts, product bundling, and other promotional activities. The
Al system can also adjust the range and mode of discount in real time according to the
specific needs and financial status of each user, so as to improve the success rate of trans-
action and the level of income.

Al'must continuously evaluate the effectiveness of dynamic pricing and promotional
strategies, and explore the specific effects of price adjustments on turnover, profit levels,
and consumer satisfaction. Relying on the feedback information, AI will adjust the pricing
algorithm to ensure that it is consistent with market dynamics and consumer demand.

3.3. Automated Marketing and Content Optimization

Intelligent promotion and content optimization have become key tools for Al to en-
hance user conversion and increase revenue. With the help of automation technology, Al
can accurately deliver customized marketing information to users, and continuously im-
prove the content according to users' response and behavior habits, so as to enhance the
effectiveness of marketing activities. In the initial stage of intelligent marketing, data col-
lection and analysis are crucial. The artificial intelligence system collects user behavior
information (such as click frequency, web browsing patterns, interactive data, etc.) to mine
user preferences, needs, and pain points. Furthermore, Al has the ability to integrate this
information with the user's personal background data to create a detailed user profile.

Al can intelligently create promotional materials tailored to users' personalized
needs based on their user profiles. For example, using natural language processing tech-
nology, Al can automatically write various marketing documents such as e-mail, adver-
tising slogans, and push messages. At the same time, it can customize the content accord-
ing to the different preferences of users. For users who love sports, Al can actively push
promotional information related to sports equipment; for food lovers, Al will recommend
relevant food-related promotions.

Through the analysis of user preferences and usage habits by Al, the precise adver-
tising is realized. Artificial intelligence can screen the most suitable advertising content
and deliver appropriate advertisements to target consumers. For example, through some
social platforms and other ways, the targeted group of users can launch accurate adver-
tising, so as to enhance the target attraction of advertising to users and the conversion rate.
The advertising strategy can also be dynamically adjusted based on real-world data to
improve advertising ROL.

Al can optimize the promotion information by analyzing the feedback and behavior
of consumers. If a certain type of advertisement or promotional strategy does not achieve
the expected conversion performance, Al will actively modify the text, images, or discount
methods to better suit consumer preferences. In addition, AI can summarize rules from
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historical data, and constantly optimize its information strategy to improve the conversion
efficiency.

4. Analysis of the Effect of Al Model on Optimizing User Conversion Rate and In-
come Growth

Faced with the pressure of market competition and the diversification of consumer
demand, an e-commerce platform decided to use artificial intelligence to improve user
conversion rate and income growth. The platform uses different strategies including Al
technology behavior mode research, dynamic pricing strategy, personalized product rec-
ommendation and automatic advertising promotion, so as to improve the customer expe-
rience and sales performance through a data-driven way.

4.1. User Behavior Analysis and Conversion Rate Improvement

Al model can deeply mine user behavior through data analysis, and then optimize
user transformation path. Through the analysis of users' browsing history, interactive be-
havior, shopping preferences and other data, Al can accurately predict which users are
more likely to be converted into paying users, and push personalized recommendation or
preferential information to improve the conversion rate. The conversion rate increase cal-
culation formula is:

§ =T X 100% 1)

Where, S is the conversion rate improvement, U is the conversion rate after opti-
mization, and M is the conversion rate before optimization. The data comparison before
and after Al model optimization is shown in Table 1.

Table 1. Al Data Comparison before and after Model Optimization.

Before Al model After Al model

Index s s Rate of change
optimization optimization
User conversion rate 2.5% 4.5% +80%
Average order value (AOV) $45 $50 +11.1%
User participation (click through rate) 3% 5% +66.7%

In this e-commerce platform, the user conversion rate before using AI model is 2.5%.
After using the Al model, the platform can more accurately mine consumer demand and
purchase intention, and can carry out customized product recommendation and coupon
information for different types of consumers, thus improving the customer conversion
rate, reaching 4.5%. In addition, the Al model has also led to an increase in the average
transaction volume and customer activity rate of the platform. On this basis, the use of
consumer personalized recommendation can further trigger consumer desire and increase
sales.

4.2. Revenue Growth and ROI Improvement

The AI model not only enhances user conversion rates but also drives substantial
revenue growth. In terms of revenue optimization, Al enables users to generate higher
value during each purchase session through refined pricing strategies, personalized rec-
ommendations, and dynamic promotions. The calculation formula of return on invest-
ment (ROI) is:

_ 9N
ROI == @)

Where, ROl is the rate of return on investment, Q is the income growth, and N is the
marketing expenditure. The data comparison before and after Al model optimization is
shown in Table 2.
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Table 2. Al Data Comparison before and after Model Optimization.

Index Before AI model optimization After AI model optimization Rate of change
Quarterly revenue $10,000,000 $13,000,000 +30%
Marketing expenses $2,000,000 $2,000,000 0%
ROI 0% 50% +50%

After the optimization of Al model, the marketing investment of the e-commerce
platform has not increased, but the ROI has been significantly improved after the optimi-
zation of Al, reaching a return rate of 50%. Al not only increases the lifetime value of each
user but also further boosts total sales revenue through precise pricing and personalized
recommendation strategies.

4.3. Customer Loyalty

The AI model not only effectively enhances consumer conversion rates and revenue
growth but also has a significant impact on customer loyalty. By analyzing users' transac-
tion history and personal preferences through Al technology, the platform can provide
them with products or services more accurately and strengthen customers' loyalty. After
the introduction of Al technology into an e-commerce platform, the platform imple-
mented a membership system for high-value consumers based on Al analysis of users'
purchase frequency, preferences, and behavioral data, providing them with exclusive dis-
counts and customized commodity recommendations, helping the platform improve the
repurchase rate of users, and the consumption share of high loyalty customers on the plat-
form has been effectively improved. Based on consumers' purchase history, preferences,
and interactions, Al can deliver personalized product recommendations, tailored incen-
tives, and customized content delivery for each user. Personalized recommendation not
only improves consumers' experience, but also increases consumers' sense of participation
and satisfaction. Al can also automate customer care strategies, including birthday greet-
ings, thank-you messages, and periodic engagement communications. In this way, the
platform can continuously interact with consumers and provide differentiated services
for high-value customers.

Through an Al-driven approach, the platform not only increases customer loyalty
but also drives continuous revenue growth. Through Al technology, the platform handles
the relationship with customers with an effective mechanism, and improves customers'
recognition and satisfaction through customized services, so as to obtain more guaranteed
customer loyalty and brand value.

5. Conclusion

With the continuous development of intelligent technologies, enterprises have
gained transformative opportunities in enhancing user conversion rates and revenue
growth in improving user conversion rate and income growth. Based on various means
such as accurate user positioning, dynamic pricing, personalized recommendation and
automated marketing, Al not only simplifies the shopping process for consumers but also
improves satisfaction and enables enterprises to achieve sustainable growth. With the
help of Al models, businesses can conduct in-depth data mining and real-time customer
feedback analysis. This allows for timely adjustment of sales strategies to better align with
market demand can not only enhance the competitiveness of enterprises in the highly
competitive market environment, but also bring more business value to enterprises. In the
future, as Al technology continues to advance, it will be increasingly applied across a wide
range of industries, offering enterprises more refined and intelligent operational solutions
that support long-term development, and provide enterprises with more refined and in-
telligent operation solutions to realize the long-term development of enterprises.
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