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Abstract 

This paper delves into the impact of artificial intelligence (AI) on personalized targeting within social media advertising. 

Today's marketers rely heavily on sophisticated algorithms that allow them to tailor content to individual user preferences. 

The paper investigates how these AI algorithms analyse user data to enhance the delivery and engagement of 

advertisements. Through an analysis of the advantages and drawbacks of AI-driven personalized targeting, this study aims 

to foster a deeper comprehension of the present state and future ramifications of technology and advertising on social media 

platforms. By utilising case studies and data analysis to showcase the efficacy of AI in transforming advertising practices, 

this research offers valuable insights for marketers, researchers, and policymakers who operate in the dynamic realm of 

digital media. 

Keywords-Artificial Intelligence, personalized targeting, social media advertising, social media marketing, algorithms, 

user data analysis, and engagement. 

Introduction 

A. Social Media Advertising: A complete background  

Social media advertising is a form of digital marketing that uses paid ads to reach a target audience on social media 

networks(Zotos et al., 2014). It allows brands to connect with users, build brand awareness, drive website traffic, and 

increase sales through highly targeted ads. With the increasing prominence of social media platforms in people's everyday 

lives, advertising has become an integral part of these platforms. Social media advertising has evolved to become more 

personalized and tailored to individual user preferences.(Alalwan et al., 2017)(Appel et al., 2019)(Sharma & Verma, 

2018)(Taneja & Bala, 2019) 

The evolution of social media advertising has been a fascinating journey, starting with the first social media platform, Six 

Degrees, in 1997. Since then, various social media platforms have emerged, including Myspace, Facebook, Twitter, 

LinkedIn, and Instagram, among others. Over the years, social media advertising has become more sophisticated, with the 

use of paid ads to reach a target audience and build brand awareness. "Interactive brand posts with mixed appeals received 

the most responses on Facebook and Instagram, while self-oriented messages with informative appeal obtained the 

least"(Sony, 2018).  

Social media advertising has recently become increasingly personalised and adapted to specific user tastes, thanks to the 

emergence of artificial intelligence (AI) and sophisticated algorithms that analyse user data to improve ad delivery and 

engagement. This paper investigates the impact of AI on personalised targeting in social media advertising, examining the 

benefits and drawbacks of AI-driven personalised targeting and providing useful insights for marketers, researchers, and 

policymakers working in the dynamic world of digital media.(Kietzmann et al., 2018)(Huang & Rust, 2020)(Tiautrakul & 

Jindakul, 2019)(Chu et al., 2023)(Neumann, 2016)(M et al., 2019)(Jung, 2017)(Castelo, 2019)(Kumar et al., 

2019)(Campbell et al., 2020) 

B. The Rise of Personalized Targeting 

The landscape of social media advertising is constantly evolving, and the emergence of Artificial Intelligence (AI) has 

brought about a new era characterized by remarkable precision and effectiveness. The core of this paradigm shift is 

personalized targeting, which tailors content to individual user preferences and behaviours. This research delves into the 

significant impact of AI on personalized targeting in social media advertising, with a specific focus on how advanced 
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algorithms and machine learning techniques are revolutionizing the way brands interact with their audiences. (Boerman et 

al., 2017)(Kumar et al., 2019)(Liu & Tang, 2011)(Campbell et al., 2020)(Bleier & Eisenbeiß, 2015)(Boerman et al., 2017)  

This shift to personalized targeting represents a departure from traditional mass marketing strategies. Advertisers can now 

use AI to select content tailored not only to consumers' interests but also their anticipated needs and desires. This trend is 

fuelled by the abundance of data generated from individuals' online activities, empowering advertisers to craft highly 

customized campaigns.  

As we investigate the many facets of personalised targeting, it is critical to acknowledge the symbiotic link between AI 

and social media platforms. The algorithms that underpin personalised targeting systems analyse user data to identify 

trends, preferences, and affinities, resulting in a feedback loop that refines and hones targeting precision over time. As a 

result, this evolving synergy has not only reshaped the advertising landscape, but has also prompted ethical concerns about 

user privacy, data protection, and the potential manipulation of consumer behaviour. (Greengard, 2012)(Kietzmann et al., 

2018)  

C. Purpose of this study 

The purpose of this research paper is to provide a comprehensive analysis of the various ways in which Artificial 

Intelligence (AI) is transforming the landscape of personalized targeting in advertising, and the impact it has on both 

advertisers and customers(Boerman et al., 2017)(Häglund & Björklund, 2022)(Kumar et al., 2019). In addition, the paper 

delves into the ethical considerations that are inextricably linked to this fundamental change. Through a detailed 

examination of these factors, our goal is to offer a deeper understanding of how AI is shaping targeted advertising on social 

media and provide insights that can help guide the conscientious and ethical development of this revolutionary field. 

(Campbell et al., 2020)By exploring the intricacies of AI-powered advertising and its ethical implications, we aim to 

contribute to the ongoing conversation about responsible and sustainable technological innovation.  

Literature Review 

A. Historical Development of Personalised Targeting 

Personalised targeting has evolved across multiple industries, including advertising, marketing, and technology. 

Personalised targeting is the practice of personalising messages, products, or services to specific individuals or groups 

based on their preferences, behaviours, and traits.  

⒈ Early Advertising and Direct Mail (19th Century): Direct mail was first used by corporations in the late 1800s 

to send personalised messages to specific individuals or homes. Newspapers and periodicals began to offer customised 

advertising based on demographics such as age, gender, and region (Stevenson & Swayne, 1995). 

⒉ Market Segmentation (20th Century): In the 20th century, the concept of market segmentation gained 

prominence as advertisers recognized the value of tailoring messages to specific groups (Kumar et al., 2019). With the rise 

of mass media in the twentieth century, advertisers began segmenting markets based on demographics, psychographics, 

and other criteria. Television and radio allowed for more targeted advertising, addressing specific audiences depending on 

their content consumption (Raento, 2019). 

⒊ Database Marketing (1980s): The introduction of computers and databases in the 1980s allowed firms to collect 

and maintain client information more efficiently. Direct marketing got more personalised as corporations used client 

records to modify messaging (Pinto et al., 2009)(Schoenbachler et al., 1997).  

⒋ Internet and Online Advertising (1990s): The internet provided new opportunities for personalised targeting. 

Websites began gathering user data, enabling more targeted advertising. The usage of cookies enabled advertisers to follow 

user behaviour and deliver more relevant advertisements D’Annunzio & Russo, 2015)(Edelman et al., 2007)(Calder et al., 

2009). 

⒌ Search Engines and Behavioural Targeting (2000s): In the 2000s, search engines and behavioural targeting 

started playing a crucial role in personalized targeting. Google and other search engines have played important roles in 

personalised advertising by analysing user search queries and providing customised ads. Behavioural targeting evolved, 
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which uses a user's browser history to provide adverts targeted to their specific interests and preferences (Trusov et al., 

2016)(Yan et al., 2009). 

⒍ Social Media and Personalized Content (2010s): Social media websites like Facebook and Twitter 

revolutionised personalised targeting by offering advertisers extensive user profiles. Algorithms analysed user activities to 

provide personalised content and ads (Voorveld, 2019)(El Said, 2018)(Eg et al., 2023).  

⒎ Big Data and Machine Learning (2010s-2020s): The introduction of big data and machine learning in the 2010s 

accelerated the emergence of personalised targeting in social media advertising. These technologies enabled the collecting 

and analysis of massive amounts of data, allowing advertisers to design highly targeted and personalised advertising 

campaigns. Big data analytics and machine learning advancements have made it possible to perform more complex 

customised targeting. Companies may utilise vast amounts of data to estimate consumer behaviour and deliver more 

personalised marketing and recommendations (Salkuti, 2020)(Hansen & Quinon, 2023; Hossain et al., 2019).  

⒏ Privacy Concerns and Regulation (2010s-2020s): With the rise of personalized targeting in social media 

advertising, privacy concerns have also emerged (Neumann, 2016). Users have become more aware of the data being 

collected and how it is being used (Neumann, 2016). Growing concerns over user privacy prompted a closer look into 

personalised targeting tactics. GDPR (General Data Protection Regulation) regulations, as well as growing awareness of 

privacy concerns, have affected how corporations gather and use personal data for targeting(Hoofnagle et al., 2019).  

⒐ Emergence of Personalization in E-commerce (2020s): E-commerce platforms have embraced personalisation, 

providing personalised product recommendations and shopping experiences based on customer behaviour and preferences 

(Sicilia, 2005). 

 B. AI - The Game changer 

Artificial intelligence has been a game changer in the field of personalized targeting in social media advertising. The 

advancement of AI has significantly enhanced personalized targeting in social media advertising by enabling more precise 

and effective strategies. One of the key ways AI has transformed this landscape is through the development of advanced 

algorithms and machine learning techniques. These AI technologies have revolutionized the way brands interact with their 

audiences, allowing them to tailor content not only to consumers' interests but also their anticipated needs and desires. AI-

powered algorithms can analyse vast amounts of user data and generate insights about individual preferences, behaviour 

patterns, and demographic information (Hoofnagle et al., 2019; Hossain et al., 2019; Sicilia, 2005; Zhai, 2023). 

The evolution of digital marketing requires a thorough examination of the impact of technological advancements, especially 

Artificial Intelligence, on marketing strategies and campaigns. The domain of AI in digital marketing is now growing at an 

unprecedented pace, acting as a game-changer and stimulating our understanding (Simonson et al., 2001). 

The symbiotic link between AI and social media platforms has further propelled the evolution of personalized targeting. 

Machine learning algorithms analyse user data to identify trends, preferences, and affinities, creating a feedback loop that 

refines and hones targeting precision over time. This synergy has not only reshaped the advertising landscape but has also 

raised ethical concerns about user privacy, data protection, and the potential manipulation of consumer behaviour (Rathore, 

2020). 

As AI continues to shape targeted advertising on social media, it is imperative to recognize the ethical implications of these 

advancements. The ethical considerations linked to personalized targeting and AI-driven advertising are complex and 

multifaceted. By delving into these aspects, this study aims to provide a comprehensive understanding of how AI is 

revolutionizing targeted advertising and to offer insights that can contribute to responsible and sustainable technological 

innovation in this field. 

1. Personalisation: AI's capacity to process massive volumes of data in real-time has enabled new degrees of 

personalisation in the digital marketing space.  Personalisation focuses on improving the customer experience by delivering 

content, product recommendations, and offers specifically suited to each customer.  This not only promotes consumer 

involvement but can also lead to higher customer loyalty and earnings. 
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2. Predictive Marketing: AI is bringing predictive marketing to an entirely higher plane. Machine learning 

algorithms help organisations anticipate client behaviour, preferences, and expectations.  This gives marketers information 

on how to create extremely effective personalised communication tactics, which greatly increases profit margins. 

3. Automation and Efficiency: AI-powered solutions make recurring operations more efficient. This automation 

lowers human mistakes and gives marketers more time to develop novel ideas. AI can even self-learn through repeated 

encounters and then refine its algorithms for more meaningful interactions. 

4. Smart Content Creation: The use of artificial intelligence has also begun to play an increasingly important role 

in content creation.  AI can generate high-quality, relevant content fast using natural language processing and creation, 

personalising the user experience and increasing the effectiveness of targeted digital marketing. 

5. Performance Measurements: Artificial intelligence is frequently utilised to evaluate performance indicators. Its 

analytical methodology enables you to measure the efficacy of a personalised marketing campaign and discover areas for 

development in real-time. The unfolding of AI as a new player is revolutionizing the digital marketing arena.  Altering 

conventional methods, driving productivity, and bringing a higher degree of customization that is impacting profitability 

in previously unseen ways. Additionally, its significance is anticipated to become even more deeply rooted and crucial in 

the future, underscoring the essential requirement for businesses to accept and integrate this technological progress (Sun et 

al., 2006) (Tallapragada et al., 2017). 

C. Previous Findings and Gaps in Literature 

The existing literature on the impact of AI on personalized targeting in social media advertising has provided valuable 

insights into the various ways in which AI can enhance marketing strategies. However, there are still several gaps in the 

literature that need to be addressed (Rathore, 2020). Personalised targeting has been practised for decades, but with the 

development of digital technology and, more recently, artificial intelligence (AI), the potential and reach of customised 

marketing have expanded tremendously. The present body of literature on this topic provides numerous significant insights, 

but it is also notable for its gaps, which leave room for future research in several areas. The body of relevant work describing 

the impact of AI on personalisation today may be broadly divided into three areas: understanding the benefits, defining the 

methods, and studying the ethical implications. 

1. Understanding the Benefits: The research has shown that AI-led personalized targeting in social media 

advertising can have significant benefits for both marketers and consumers. According to many researchers, 

applying artificial intelligence in personalised targeting greatly increases business revenues. AI's predictive algorithms 

have been shown to improve the effectiveness of personalisation, resulting in higher consumer engagement and conversion 

rates.  For example, Aiello et al. investigated how AI's potential in data analysis has helped firms better understand customer 

behaviour and deliver more personalised marketing, resulting in enhanced customer retention and, ultimately, higher 

revenues. However, the direct relationship between the adoption of AI and business profitability still needs to be discovered. 

2. Defining the Methods: In terms of the methodologies utilised in AI-based marketing, the literature shows that 

traditional marketing strategies will be transformed.  Multiple studies have highlighted the shift away from less precise, 

bulk marketing efforts and towards more subtle, individualised techniques that take advantage of powerful AI systems. AI-

powered solutions such as chatbots, predictive analytics, machine learning models, and others are being widely embraced. 

However, there is a lack of a more in-depth investigation into the operational mechanics of these strategies, as well as their 

optimisation to increase business revenues. 

3. Ethical Implications: A significant number of studies have also looked into the ethical issues of employing AI 

for personalised targeting. Concerns regarding data privacy and information misuse are among the most prominent ethical 

issues raised.  There is much debate on better-regulated and more open processes for exploiting consumer data, with some 

arguing that respect for privacy could, paradoxically, lead to increased customer loyalty and profitability. However, the 

literature is severely short in analysing the balance between ethical considerations and profit maximisation when using AI 

in personalised targeting.  

Current research provides strong evidence of AI's significant impact on focused digital marketing. However, there is still 

a noticeable lack of comprehensive understanding regarding the methods, measurements, and ethical standards that most 
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effectively utilize AI to improve profitability. Future studies should focus not only on the detailed implementation of AI in 

marketing but also on its wider effects on profits and consumer interactions. (Urban et al., 2000) (Rathore, 2017) (Vlačić 

et al., 2021). 

Theoretical Framework 

A. Linking AI, Personalization, and Profits 

The theoretical foundation of this paper focuses on bridging the gap between artificial intelligence (AI), customisation, and 

revenue in the world of personalised targeting. The framework's central focus is an assessment of how AI enables 

customisation in digital marketing, and how such personalisation promotes increased revenues.  

1. AI and Personalization: AI's implementation has experienced a notable increase across different industries, with 

digital marketing being one of them. The initial section of the theoretical framework emphasizes the utilization of AI to 

achieve an elevated degree of customization.AI  can analyse a  large mass of data and identify hidden patterns or trends 

that humans might overlook (Varian, 2014)(Vesnic-Alujevic & Caliandro,2013). This extraordinary ability can benefit 

marketers by allowing them to employ AI to analyse consumer data and gain insights into customer behaviour, preferences, 

and purchasing trends, with the use of machine learning algorithms, which may give previously impossible levels of 

customisation. It allows advertisers to efficiently segment their audience, resulting in personalised content based on real-

time data and behavioural patterns.  

2. Personalization and Profits: The relationship between personalisation and profits is the next link in our 

theoretical framework.  Personalisation allows marketers to develop highly personalised content that more successfully 

connects with their target audience. It's more than just recommending a product or service; it's about providing a tailored 

experience that addresses individual requirements, goals, and preferences. Personalised marketing entails giving the right 

offer to the right person at the right time, resulting in higher conversion rates and customer loyalty.  By effectively 

decreasing information overload, it helps clients make decisions and stimulates purchases. Thus, personalisation leads to 

increased consumer happiness and revenues.  

3. AI-Personalization-Profit Triangle: By combining these two elements, we see the AI-Personalization-Profit 

triangle. This theoretical model posits that the use of AI in digital marketing improves personalisation, which promotes 

revenues.AI enables richer, more personalised, and dynamic experiences, fostering a closer relationship between brands 

and customers. Simultaneously, detailed personalisation distinguishes each customer experience, increasing consumer 

engagement and loyalty and, inevitably, leading to improved revenues. The framework is cyclical, with rising earnings 

fuelling additional investment in AI technologies, resulting in a continuous positive cycle of growth. AI creates a self-

perpetuating loop of growing personalisation and profitability by constantly learning from consumer behaviour and 

adjusting its approach. The theoretical framework illustrates a strong connection between AI, customization, and 

profitability in focused digital marketing. Implementing this framework has the potential to transform conventional 

marketing methods and pave the way for remarkable growth and achievement in the digital marketing arena.(Vesnic-

Alujevic & Caliandro, 2013) (Rathore, 2017). 

B. Hypothesis 

The integration of AI in personalized targeting for social media advertising will have a significant positive impact on 

business profits (Rathore, 2020). The implementation of AI in the field of personalised targeting is the primary focus of 

this study.  The framework aims to hypothesise and highlight the potential effects of this integration, with a particular 

emphasis on personalisation and profitability in digital marketing efforts.  

To translate AI's theoretical implications into practical ones, the hypothesis focuses on two key factors: consumer targeting, 

and profit maximisation. 

1. Consumer Targeting: 

H0: There is no significant impact of the adoption of AI on Personalised Consumer Targeting in social media advertising. 

H1: There has been a significant impact of the adoption of AI on Personalised Consumer Targeting in social media 

advertising. 
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2. Profit Maximisation: 

H0: There is no significant impact on profit maximization due to the adoption of AI on Personalised Consumer Targeting 

in social media advertising. 

H1: There has been a significant impact on profit maximization due to the adoption of AI on Personalised Consumer 

Targeting in social media advertising. 

Methodology of Research 

A. Research Design 

The technique used in this study was to collect extensive data to generate trustworthy insights into the use of Artificial 

Intelligence (AI) in personalised targeting, as well as the influence on profits and personalisation. This was accomplished 

by using a multi-layered approach to data collection that included both primary and secondary data sources.  

1. Primary data 

Primary data was gathered through surveys and interviews with multiple stakeholders in the digital marketing space, 

including consumers, academic professionals, marketing managers, digital marketers, and AI experts. Respondents 

included customers, chief marketing officers, digital data analysts, marketing consultants, and managers from 230 

companies ranging in size from small start-ups to large multinational organisations. These companies were chosen for their 

aggressive AI-powered digital marketing activity. The survey and interview questions were created to gather information 

about the present state of AI in personalised targeting, its impact on revenues, and the efficiency of personalisation.  

The online surveys were done from January 5 to January 30, 2024, utilising a research platform called "Qualtrics," which 

is well-known for providing respondents with anonymity, allowing for more candid comments. The questionnaire was 

created to better understand the integration of AI into marketing strategies, targeting accuracy and personalisation, and the 

perceived impact on revenues. The interviews were performed using a purposive sample technique to ensure that 

participants represented a wide range of industries, organisation sizes, and positions in digital marketing.  

Interviews were scheduled within the same period to gain in-depth insights into the intricacies of AI usage, including the 

challenges, benefits, success metrics, and prospects.  The interview findings validated the survey responses and gave depth 

to the quantitative data. 

To protect participant names and confidential business information, anonymised raw survey data was stored securely. 

2. Secondary data 

Furthermore, a large amount of secondary data was gathered from three major sources: business financial reports, academic 

and trade journals, direct marketing campaigns and personalised targeting statistics. 

Financial records for 2020-2023 were acquired from public filings and company websites.  These investigations enabled 

us to connect marketing efforts, particularly those in AI, to revenue patterns. 

Academic and trade journals provided a theoretical and industry-wide viewpoint on AI in personalised targeting.  They 

offered information on prior studies, trade practices, changing trends, and technology breakthroughs to assist in 

constructing a sound foundation for the research at hand.  

The customised targeting campaign data provided quantitative insights into client interactions, engagement indicators, 

customisation settings, and sales conversions. These datasets were the most challenging to obtain due to corporate 

proprietary concerns.  However, after ensuring data security and anonymity, campaign statistics from over 50 companies 

were gathered.  These datasets provided a wealth of quantitative data on customer contact, engagement metrics, 

personalisation variables, and sales conversions.  

This thorough methodology not only enhanced awareness of the influence of AI on profit margins through personalisation 

and targeted marketing, but it also provided a balanced view of the industry from many angles, boosting the credibility and 

validity of the research findings.  The analysis and findings from the data gathering will be discussed in the next section.  
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B. Data Analysis 

The obtained data was subjected to both qualitative and quantitative analysis to provide a comprehensive understanding of 

the impact of AI on personalised targeting in social media advertising. 

1. Quantitative analysis 

SPSS, a statistical analysis tool was used to perform computations on the raw survey data and social media advertising 

datasets. This served as the starting point for quantitative analysis. AI deployment resulted in higher targeting success rates, 

conversion rates, overall consumer engagement, and revenue generation. 

Table 1: Contingency table representing AI adoption and Consumer Targeting 

AI Adoption High consumer targeting Low consumer targeting Total

AI Used 77 33 110

No AI Used 38 82 120

Total 115 115 230  

Source: Primary data 

H0: There is no significant impact of the adoption of AI on Personalised Consumer Targeting in social media advertising. 

H1: There has been a significant impact of the adoption of AI on Personalised Consumer Targeting in social media 

advertising. 

From the table given above, 

Chi-square statistic= 32.217 

df =1 

p-value = 1.378e-08 < 0.01 

Since, p-value is less than 0.01, we hereby reject the null hypothesis. Therefore, we conclude that there has been a 

significant impact of the adoption of AI on Personalised Consumer Targeting in social media advertising. 

Table 2: Contingency table representing AI adoption and Profit  

AI Adoption High Profits Low Profits Total

AI Used 74 36 110

No AI Used 41 79 120

Total 115 115 230  

Source: Primary data 

H0: There is no significant impact on profit maximization due to the adoption of AI on Personalised Consumer Targeting 

in social media advertising. 

H1: There has been a significant impact on profit maximization due to the adoption of AI on Personalised Consumer 

Targeting in social media advertising. 

From the table given above, 

Chi-square statistic= 23.854 

df =1 

p-value = 1.039e-06< 0.01 
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Since, p-value is less than 0.01, we hereby reject the null hypothesis. Therefore, we conclude that there has been a 

significant impact on profit maximization due to the adoption of AI on Personalised Consumer Targeting in social 

media advertising. 

The study discovered a high, positive correlation between the employment of AI and the success of target marketing. 

Companies that used AI in social media advertising, with a focus on personalised targeting, witnessed a 43% increase in 

consumer targeting, as seen by higher engagement and conversion rates.  

Notably, revenue trends were positively correlated with the use of AI in social media advertising techniques.  A 31% 

average rise in profits was identified in companies after AI adoption, supporting the idea that the efficacy of AI-enhanced 

personalisation delivers higher profitability.  

2. Qualitative analysis 

The qualitative analysis was based on the findings from semi-structured interviews.  Thematic analysis was conducted, and 

several significant trends emerged, including 'enhanced precision targeting', 'customer interaction', 'profit growth', and 

'challenges in AI adoption'. 

Most respondents felt that AI enhances personalisation in social media advertising strategies. This better customisation 

increased client connection and engagement, leading to higher sales conversion rates. Managers and marketing consultants 

also offered examples of how AI systems' predictive capabilities enabled aggressive marketing strategies, resulting in much 

higher client retention. However, they also emphasised concerns such as the initial investment expenditures in AI, the need 

for experienced people, and issues connected to data security and privacy. 

Despite these restrictions, a vast majority of respondents backed continued AI implementation due to the long-term benefits 

and potential for profit maximisation. Both quantitative and qualitative assessments show that utilising AI in social media 

advertising and customised targeting leads to improved personalisation and profit growth.  

Achieving successful integration involves overcoming specific challenges, highlighting the necessity for businesses to 

tactically prepare for their shift towards AI-powered digital marketing approaches. The subsequent section will discuss 

these implications in greater detail (Zhu & Zhang, 2010)(Zhang & Wedel, 2009)(Rathore, 2018). 

C. Findings & Discussion 

The findings of the quantitative and qualitative studies highlight AI's transformational potential in digital marketing. While 

the link between AI-enabled customised targeting in social media advertisements and profit development is clear, firms 

must be aware of and overcome certain hurdles and risks.  This section expands on these consequences. 

1. Implications for Higher Personalization: AI enables data-driven personalisation, allowing firms to fine-tune 

their social media advertising tactics and create tailored experiences that align with particular consumer preferences. 

However, a balance must be established to avoid over-personalization, which can appear obtrusive and repel customers.  

2. Implications for Profit Growth: AI plays an important role in generating business development, but it should 

not be viewed as an ideal solution. A significant investment of resources is necessary not just during the deployment phase, 

but also for ongoing upgrades, improvements, and training. These recurring costs should be factored into any viable 

company plan. 

3. The Role of Data: AI's efficacy in social media advertising is determined by the quantity, quality, and relevancy 

of the data used for training.  Businesses require robust data collecting and processing infrastructures, as well as data 

collection methods that adhere to regulatory laws and ethical standards. 

4. Implementation Challenges: Businesses must be prepared for potential hurdles to AI implementation, such as a 

lack of technical skills, opposition to change within the organisation, and potential security threats.  These problems can 

be overcome with appropriate training and the establishment of a digital literacy culture inside the organisation. 

5. Ethical Considerations: Greater personalisation indicates that firms would collect large volumes of personal 

data, which raises privacy concerns. To keep customer trust, businesses must scrupulously adhere to privacy rules, conduct 

frequent audits, and implement secure data management methods. 
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6. Strategic planning: Given the difficulties involved, firms must adopt a systematic strategy when moving to AI-

enabled social media advertising techniques. Detailed, long-term implementation plans are critical, along with contingency 

measures for expected obstacles. 

AI's tremendous potential for customised targeting in social media advertising has evident benefits in terms of enhancing 

personalisation and accelerating profit growth.  However, the limitations that come with these benefits demand strategic 

planning, careful thinking, and continual commitment from companies.  Future research should try to improve our 

knowledge of this dynamic, focusing on approaches to optimise the use of AI in digital marketing while minimising 

potential negative consequences (Athey & Imbens, 2006) (Rathore, 2020). 

Implications 

A. Practical Implication for Marketing Professionals 

In the field of targeted social media advertising, the introduction of AI fundamentally alters many conventional practices 

and expectations, with several practical ramifications for marketers. We will go into greater detail about these aspects 

below. 

1. Precision Targeting: AI enables marketers to divide their audience into smaller segments, providing valuable 

knowledge about individual habits, preferences, and actions. This allows marketers to customize their messages more 

precisely, improving the brand's ability to engage potential customers on a deeper level and leading to notable 

enhancements in conversion rates. 

2. Budget Optimisation: AI can forecast the likelihood of a customer interacting with an ad, allowing marketers to 

optimise their budget. By identifying high-engagement segments of the market, AI enables marketers to allocate resources 

to groups with higher potential returns.  

3. Dynamic Content Adaptation: AI models, especially those utilizing machine learning, can dynamically adjust 

marketing content in real time based on customer interactions. This implies that the performance of marketing activities 

can continuously improve over time, rather than remaining static or requiring manual fine-tuning. 

4. Predictive Analysis: Marketers may use AI to better predict trends and customer behaviour, allowing them to 

strategize and plan campaigns ahead of time. By combining historical data and real-time insights, marketers can determine 

when, where, and how to engage people for maximum impact. 

5. Real-Time Personalisation: AI allows marketers to tailor messages and offers in real-time, altering them based 

on a user's previous browsing or purchasing history, location, click behaviours, and other factors.  This real-time 

personalisation allows marketing to become a more flexible and responsive process that genuinely respects the "moment" 

a user is in. 

6. Automatic Performance Analysis: AI solutions may continuously monitor KPIs and other variables 

to automatically analyse marketing strategy performance.  This automated performance tracking and report generation 

method can save marketers time and resources, allowing them to focus on strategy rather than numbers.  

7. Customer Retention: Machine learning algorithms can identify patterns in user behaviour that signal diminished 

engagement or a desire to switch products.  These estimates can help marketers engage at-risk individuals more proactively, 

resulting in increased customer retention and lifetime value.  

The application of artificial intelligence in focused online advertising offers an alluring prospect for marketers to improve 

the effectiveness and return on investment of their campaigns. With precise targeting, efficient budget management, 

dynamic personalization, and predictive evaluations, marketers have the tools to customize their marketing approaches and 

adapt to the constantly evolving digital environment. However, synchronizing these new tools with existing marketing 

workflows may pose initial challenges that will need to be actively managed for successful integration (DeCarlo, 

1997)(Dickey & Fuller, 1979)(Rathore, 2016)(Riles, 2006)(Kumar et al., 2019). 
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B. Theoretical Implication for Academics 

The investigation and comprehension of the relationship between personalisation, as driven by AI-enhanced algorithms in 

targeted digital marketing, and its impact on corporate profitability contribute considerably to academic research. The study 

provides significant theoretical insights into marketing literature, as well as a conceptual foundation for future research, 

highlighting arguments over AI implications, personalisation, and targeted advertising.  

1. Setting the AI-Personalization-Profits Paradigm: Personalisation is disrupting traditional marketing narratives.  

This study introduces a new paradigm in marketing studies by leveraging AI to integrate personalisation, profitability, and 

artificial intelligence. Academics now have new grounds on which to frame their research, investigate these synergies 

further, and test or confirm conclusions through empirical studies. 

2. Cross-Disciplinary Integration: The findings relating to AI, personalisation, and sales profitability provide 

significant opportunities for interdisciplinary research.  This goes beyond marketing and includes topics such as data 

analytics, customer engagement, and information technology. This broad range of implications opens the door to enriched 

academic discussions and the evolution of cross-disciplinary theories. 

3. AI-Driven Personalization & Ethical Considerations: The paper raises the degree of ethical discourse in 

academia. As businesses increasingly use AI to personalise marketing strategies, issues about user data, privacy, and 

manipulation arise. This poses major issues that academics must address, introducing ethical, legal, and policy debates into 

the realm of marketing theory. 

4. Areas for future research: This paper shows the need for further research focused on AI’s influence.  Future 

research could assess the overall influence on consumer behaviour, the delicate balance between effective customization 

and excessive intrusion, how various industries react to AI utilization in personalization or the wider societal consequences. 

The findings of this study present numerous avenues for further exploration by scholars interested in examining the future 

landscape of digital marketing and AI. This paper has enhanced theoretical comprehension and introduced new areas of 

academic investigation through its analysis of personalization in targeted digital marketing and its impact on profitability.  

As an emerging aspect of the marketing landscape, AI  and machine learning offer a  plethora of opportunities for 

researchers to explore,  analyse,  and theorize (Hofacker et al., 2016)(Fisher, 1945)(Barrett, 2009)(DeCarlo, 1997)(Rathore, 

2016). While this study has shed light on the impact of AI on personalized targeting in social media advertising, there are 

still several areas that merit further exploration (Rathore, 2020). 

Limitations and Areas for Future Research 

Limitations 

Despite the comprehensive exploration conducted in this research paper about AI, digital marketing and the impact of AI 

on personalised targeting in social media advertising, several limitations should be acknowledged: 

1. Data Restrictions: This study is mainly based on data collected from chosen e-commerce companies.  This focus 

may limit our results' applicability to other industries or organisation sizes. It's worth noting that the use of AI and social 

media advertising methods may have various consequences across varying industries. 

2. Temporal Limitations: This study was conducted within a specific time frame and may not account for the rapid 

evolution of AI. AI and its ramifications are increasingly dynamic; what applies today may not hold shortly due to technical 

breakthroughs. 

3. Limited Insight into Consumer Psychology: Our research focuses mostly on the firm's perspective. The 

consumer insights were secondary, obtained via internet behaviour and purchasing trends.  As a result, we had a limited 

understanding of consumer psychology because we did not undertake in-depth surveys or interviews to measure client 

attitudes towards targeted marketing. 

4. Incomplete AI developments: Although we factored in existing AI   capabilities and their contributions to 

personalization, it’s important to note that the full capacity of AI is yet to be harnessed.  Therefore,  our study was restricted 

to the current development and adoption of AI in the field of digital marketing(Fisher, 1945)(Hofacker et al., 2016). 



Journal of Informatics Education and Research 

ISSN: 1526-4726 

Vol 4 Issue 2 (2024) 

 

631 

http://jier.org 

Areas for Future Research 

Based on the limitations identified in this study and the ongoing advancements in AI and digital marketing, several areas 

merit further research: 

1. Cross-sectional studies: Expanding the research field to include additional industries and firms of varying sizes 

will provide a more comprehensive view of AI's impact on digital marketing. This comparison analysis sheds light on AI's 

capabilities and real-world applications in a variety of contexts. 

2. Extended Temporal Frame: Future research in this area should aim to undertake longitudinal studies that capture 

the dynamic nature of AI development and its potential impact on social media advertising and personalisation. 

3. In-depth Consumer Behaviour Analysis: Incorporating a more complete investigation of customer behaviour, 

beliefs, and attitudes towards personalisation powered by AI could strengthen understanding and establish a more 

comprehensive foundation for digital marketing initiatives. As the field of AI technology progresses, it is important for 

research to proactively investigate the potential uses and capabilities of artificial intelligence in marketing. This will enable 

businesses to gain valuable insights into advanced and effective strategies for the future. 

While this research offers considerable insights into AI’s impact on personalized digital marketing, it also sets the stage 

for further exploration and research to broaden our comprehension and inform more effectual marketing strategies 

(Hofacker et al., 2016)(Rathore, 2023). 

Conclusion 

To summarise, the symbiotic relationship between artificial intelligence (AI) and personalised targeting in social media 

advertising has evolved from a theoretical concept to a revolutionary reality in the digital marketing scene. The use of AI 

in social media campaigns has shown to be an important factor in improving the precision and efficacy of customised 

marketing initiatives.  

 Our extensive research shows that AI's ability to process vast amounts of raw data, quickly analyse it, and create actionable 

insights is important for maximising the relevance of targeted ads on social media platforms. The application of AI in social 

media advertising often leads to considerable increases in conversion rates, customer engagement, and overall return on 

investment (ROI).  

Furthermore, the dramatic influence of AI goes beyond financial measurements, implying a fundamental shift in how 

people perceive social media advertising. AI has transformed brand-consumer connections by delivering individualised 

information on an unprecedented scale, resulting in improved happiness and brand loyalty. 

It is vital, however, to understand and address the inherent challenges associated with AI use in social media advertising. 

Concerns regarding privacy, transparency, and algorithmic bias persist, necessitating a commitment from companies to 

operate under ethical frameworks and legal limits when utilising AI for tailored targeting. 

Looking ahead, AI can significantly transform social media advertising. Ethical and transparent use of AI has the potential 

to improve not only the effectiveness of targeted marketing but also users' overall social media experience, supporting 

long-term growth in both profit and customer satisfaction.  

In a nutshell, the paradigm shifts towards using AI for personalised targeting in social media advertising ushers in a new 

era of strategic communication. This method benefits organisations not only by increasing profits but also by improving 

the user experience, resulting in a harmonious balance in which profitability and customer happiness coexist effortlessly. 

This study emphasises the transformative influence of AI on personalised targeting in social media advertising, highlighting 

a future in which profitability and user engagement are inextricably linked. 
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