How an Al credit business works

A monthly plan buys a credit allowance; heavy months buy top-ups

—— Movement through the lifecycle

Customer Acquisition Cost - - - - Disengagement & churn
—— Feedback loop
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Margin loop
Credits measure effort, not results.
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THE ECONOMICS How this model makes and spends money (not a stage in the lifecycle)
Revenue = Cost =
plans, top-ups, enterprise deals; unused credits are margin compute per credit, including failed tries and free credits
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