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Al for advertising at Meta?



How Al is already delivering for Advertising
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Every dollar spent with Meta
generates $4.13 in revenue

25% increase since 2022

Sources: "Results from a large-scale study run on Meta's platforms from April 13 to 20, 2026, with over one million ad campaigns, following the testing framework
developed by academics at the University of California at Berkeley and published with the National Bureau of Economic Research in Tadelis et al., 2023",


https://www.nber.org/papers/w31201

“=\  Zzoomture

In a world where
everyone has
access to these
Al-powered
creative tools,

human creativity
_will be more
“critical than

ever for brands

to stand out.




Automation

Meta takes that original spark and amplifies it to resonate most effectively

Find the right ads faster Learn from behavior over time

Andromeda helps Meta handle the surge Sequence learning helps recall the
of new ads created from Advantage+ sequence of actions before and after an ad.
and generative Al creative tools.

AWARENESS 3 O/ increase in conversions since adopting
8 % increase in ad quality.2 0 sequence model Learning last year.2

CONSIDERATION

Predict what people will do . Share learnings across surfaces

PURCHASE AND o
The GEM model processes more data POST-PURCHASE ® e The Lattice model connects models to
to improve recommendations. : o improve optimization.

o
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5 % increase in ad conversions during the 6 % increase in ad conversions.2

initial launch on Meta Reels this year.’

Source: 1. Analysis conducted over a one-week periodin March 2025 using a randomized experiment on Facebook Reels,
with a sample size of approximately 22.9 billion impressions. The key metric examined was Ad Conversion Rate, normalized by impression. 2. Meta for Business blog, March 2025


https://www.facebook.com/business/news/ai-innovation-in-metas-ads-ranking-driving-advertiser-performance
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Want better results? Easy.
Identify Compare to

ASk M eta AI performance trends industry benchmarks
Business Assistant

Get instant access to insights, analysis,
issue resolution, and personalized

Ask a question.. Ask a question...
recommendations powered by data
unique to your business. B Radimegs )\ ¥ Selectec + Select ad
Optimize your budget, Resolve account
audience and data setup issues

*All guidance provided by Meta Al business assistant are suggestions and do not guarantee
performance improvements or outcomes.
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Live with 1M+ businesses
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Al brings the relationship
back, for every customer at once.

(O

00:44 v4n
& S Lucky Shrub
il @ Business Account
February 10, 2026

Hey just checking in — when should
my Fiddle-Leaf Fig arrive? 17-39 &/

It's almost there!!

Order #PN2402
View details

Delivered

Your order has been delivered. Hope
you enjoy it!

[/} Track your parcel

Wow - today!"! ... »

® Message
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Hello! Can you help me choose the
right car insurance plan?

movida _EEE

Hi Jessica! Could you tell me about your
‘ car? Make, model and year?

Al 4 09:30
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, Conversion
doubled

e e mmm—— _ in week one.
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So, what does this mean for the industry?



Compound Branding

One ethos,
many expressions ~



The

constraints

of the past NO
longer

apply




The bar is going to shift from
“can you create?” to “can you
make something that only you
could create?” That’s the new
gate.

Adam Mosseri, Head of Instagram



Outcome-Based Remuneration (OBR) models

OBR Market Sentiment Adoption Acceleration

Strong Trust & Projected Growth Al as an Acceleration Catalyst

say Al will increase their
adoption of outcome-
based models.

78%

81%

expect to increase usage of OBR associate stronger relationships
models over the next two years and trust with OBR

Source: Impact Over Input: The Shift to Outcome-Based Remuneration, Mediasense 2026



Outcome-Based Remuneration (OBR) models

Despite projected growth industry faces clear gaps in perception

Advertisers

Demanding transparency & change

87% say agencies resist models requiring
transparency on how they make money. VS

(o) : s :
60 /0 say agencies are unwilling to experiment
with new remuneration models.

Source: Impact Over Input: The Shift to Outcome-Based Remuneration, Mediasense 2026

Agencies

Facing data & margin barriers

68% say clients provide insufficient access to
data to measure outcomes.

60% state clients are reluctant to cede
margin, even when outcomes materially improve.



What leaders can do: growth mindset



THE LEADERSHIP GAP

Believing You Have a Growth Mindset Is Not Enough

45-Point Gap

45-PT GAP

Teams Managers

960/ of managers believe they model a growth
O mindset.

51 % of their teams actually see it in practice.

Not a failure of intent — a failure of translation.
Leadership is not what you think you do. It is what your team experiences.

Source: Growth Mindset in the Workplace, Oct. 2024


https://www.talentlms.com/research/growth-mindset-workplace-report

STRATEGIC IMPERATIVE

The Only Sustainable Advantage is the Ability to Learn Faster

In an era of unprecedented technological disruption,
traditional moats like proprietary technology or capital
are temporary.

What remains as the only enduring competitive
advantage is an organization's capacity to learn,
adapt, and evolve faster than the competition.

The best leaders don't just run teams -
they shape cultures where continuous

learning is embedded into every
decision, every team, and every
individual.




THE IMPACT

Growth Mindset As Leadership Differentiator

Executives link growth mindset
80%

directly to revenue growth

88% 64% 58% 52%

Critical for Higher Improved Employees
organizational  productivity & employee seeking
SuUCcess performance engagement learning

opportunities



https://www.talentlms.com/research/growth-mindset-workplace-report

THE CORE CONCEPT

Two Mindsets. One Choice. Every Day

FIXED MINDSET

Defensive / Muted Pathway

Avoids Challenges
to protect self-image and status

Sees Feedback
as direct personal criticism

Talent is Fixed
believes basic abilities are static

Comfort Zone

prefers staying in safe, familiar areas

PATHWAY MAP

Visual Framework Comparison

COMPARATIVE GROWTH PATHWAYS | MINDSSET PERSPECTIVES

GROWTH MINDSET

iG PATHcoNTINUOUS
GROWTH /
SUCCESS

DYNAMIC PATHWAY '\‘ ‘
(EXPANSIVE) d

w EVOLUTION * /
L)

START
GROWTH MINDSET
DYNAMIC FLOURISHING PATH

The Daily Choice

Linear paths plateau into stagnation, while the dynamic,

spiraling pathway of growth unlocks continuous
success and evolution.

GROWTH MINDSET

Active / Expansive Pathway

Embraces Challenges
as the essential path to mastery

Welcomes Feedback
as a source of learning and fuel

Effort is the Key
believes effort drives capability

Learns & Persists
adapts and evolves from setbacks




THE LEADER’S ROLE

Great Managers Build the Conditions for Growth

01

Model Curiosity

Ask questions publicly. Show your team
that not knowing is the starting point.

04

Create Space to Experiment

Protect time for ideas that might not work.

02

Normalize Failure

Share your own mistakes. Blameless post-
mortems build safety.

05
Amplify Others

Celebrate team wins publicly.

03

Give Feedback Generously

Weekly, specific, forward-focused.

06

Lead Your Own Growth

Seek mentors. Read. Reflect.



01

02

03

Al doesn’t replace your creative voice, it amplifies it.

Al increases the need and the adoption of outcome-
based remuneration.

Growth mindset is a leadership differentiator for
sustainable advantage.

N Meta
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