SIMPLUTECH - Al SIMULATION CONSULTANCY

XYZ PERFUMES LTD

Al Swarm Intelligence — Market Simulation Report

Scenario Scenario 1 — Social Media & Content Strategy
Business XYZ Perfumes Ltd - xyz-perfumes.co.uk - UK
Prepared by SimpluTech — Al Simulation Consultancy
Client XYZ Perfumes Ltd — Business Partners
Date June 2026
Simulation MiroFish Al - 100 Agents - 40 Rounds
Status Phase 1 — Scenario 1 of 3

SCENARIO QUESTION

Which social media platform will generate the strongest sales conversion for XYZ Perfumes Ltd
in the UK market, what content format works best, and how should they turn viewers into
buyers?

01 EXECUTIVE SUMMARY

This report presents the findings of the first MiroFish Al swarm intelligence simulation commissioned for XYZ
Perfumes Ltd and delivered by SimpluTech. Scenario 1 examined social media and content strategy — specifically
which platform will drive the strongest sales conversion in the UK market, which content formats work best for a
value-premium fragrance brand, and how to convert social media viewers into paying customers.

100 autonomous Al agents were deployed over 40 interaction rounds, representing UK fragrance buyers, beauty
and lifestyle consumers, social media users, TikTok and Instagram users, influencers, and fragrance enthusiasts.
Agents interacted across simulated social environments, reacting to the XYZ Perfumes Ltd proposition and
surfacing emergent preferences around platform, content, and purchasing behaviour.

KEY FINDING

Instagram is the primary platform for sales conversion. Influencer partnerships and short-
form video content are the highest-impact strategies. TikTok is valuable for reach but
requires a direct conversion mechanism such as TikTok Shop to close the gap between
views and sales.
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02 SIMULATION PARAMETERS

SimpluTech configured the following parameters for this simulation. A 40-round run with 100 agents was used —
consistent with Phase 1 configuration across all three XYZ Perfumes Ltd scenarios.

Parameter Detail

Engine MiroFish (OASIS - CAMEL-AIl) — GraphRAG Knowledge Graph

Agents 100 autonomous agents (unique personalities, backstories, long-term memory)
Rounds 40 rounds (55% of standard 72-round run — Phase 1 configuration)

Seed Material Client-provided business brief: products, pricing, channels, positioning, competition
Prediction Question Optimal social media platform + content strategy for UK sales conversion

03 SIMULATION FINDINGS

3.1 Instagram — Primary Platform for Sales Conversion

The simulation produced a strong consensus across agent groups: Instagram is the most effective platform for XYZ
Perfumes Ltd to drive sales conversion in the UK fragrance market. The platform's visual-centric nature — high-
quality images, Reels, Stories, and in-app shopping functionality — aligns precisely with what fragrance buyers
respond to. Agents consistently identified Instagram as the environment where the beauty and packaging of XYZ
Perfumes Ltd's products would resonate most strongly.

Instagram is the best platform for driving sales conversions because it excels in visual content, allowing brands
to showcase the exquisite packaging and usage scenarios of their perfumes.

Instagram's in-app shopping features — product tags, the Shop tab, and direct checkout — significantly reduce
friction in the purchasing journey. Agents noted that the fewer steps between discovery and purchase, the higher
the conversion rate for impulse-driven categories like fragrance.

3.2 TikTok — Strong Reach, Weak Conversion Without TikTok Shop

TikTok's performance in the simulation was more nuanced. Agents confirmed it is effective for building awareness
and generating views — which aligns with XYZ Perfumes Ltd's existing experience. However, TikTok alone does
not close the sale. The platform's browsing-first behaviour means users discover content but don't necessarily
convert immediately.

Dynamic videos can showcase the application methods and subtle scent variations, allowing for a more
resonant expression that engages potential buyers — but a direct purchase path is essential to complete the
conversion.

The simulation strongly suggests that XYZ Perfumes Ltd should activate TikTok Shop to bridge the gap between
views and sales. With TikTok Shop, a viewer watching a fragrance video can purchase directly within the app —
removing the friction of navigating to a website. This single change could significantly improve TikTok's conversion
rate without requiring new content.

3.3 Content Format — Short Video and UGC Lead

On content format, the simulation was unambiguous: short-form video and user-generated content (UGC) are the
most effective formats for XYZ Perfumes Ltd. Short videos that demonstrate the fragrance — showing the bottle,
describing the scent profile, and linking it to a lifestyle or occasion — generate the strongest engagement and
purchase intent.
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Through dynamic content, brands can showcase the application methods, scent layers, and the stories behind
the fragrances, allowing consumers to form emotional connections that enhance their desire to purchase.

UGC — real customers sharing their experience with XYZ Perfumes Ltd products — was identified as a particularly
high-trust format. Potential buyers seeing authentic reviews and unboxing content from real people are significantly
more likely to convert than those who see only branded content. Encouraging existing customers to post and tag
XYZ Perfumes Ltd is a low-cost, high-impact strategy.

3.4 Influencer Partnerships — Micro and Mid-Tier Over Celebrity

The simulation strongly endorsed influencer partnerships as essential for scaling XYZ Perfumes Ltd's reach and
conversion, but with an important nuance: micro and mid-tier influencers in beauty, lifestyle, and fragrance niches
will outperform large celebrity accounts. Their audiences are more targeted, their recommendations carry more
authenticity, and their cost is significantly lower.

When working with influencers, XYZ Perfumes Ltd should focus on those in beauty, lifestyle, and fashion —
especially micro or mid-sized influencers who align with brand values. Their authentic recommendations tend
to resonate more with audiences.

Agents representing fragrance enthusiast communities particularly responded to influencers who specialise in
fragrance reviews, dupe content, and affordable luxury — exactly the space XYZ Perfumes Ltd occupies. A targeted
approach to 5-10 fragrance micro-influencers on Instagram and TikTok could generate significant brand visibility at
minimal cost.

3.5 Conversion Tactics — Urgency and Brand Story

Beyond platform and content, the simulation identified two conversion mechanisms that consistently drove purchase
intent: limited-time offers and brand storytelling. Creating urgency through time-limited promotions — flash sales,
bundle deals, Eid and seasonal offers — was shown to stimulate immediate purchase decisions among agents who
were aware of the brand but had not yet bought.

I Offering limited-time deals and bundle sales can create urgency, effectively increasing purchase likelihood.

Brand storytelling — sharing the inspiration behind each fragrance, the oriental heritage and craftsmanship, and the
philosophy of accessible luxury — was identified as the mechanism for building deeper emotional connections with
the brand. Agents responded significantly more positively to content that told a story around a fragrance than to
purely product-focused content.

04 PLATFORM STRATEGY RECOMMENDATION

Based on the simulation findings, SimpluTech recommends the following platform prioritisation and content strategy
for XYZ Perfumes Ltd.

Platform Priority Primary Use Action Required

Instagram PRIMARY Sales conversion — Reels,  Activate Instagram Shopping. Post 4-5x per week.
Stories, Shop Commission Reels content.

TikTok SECONDARY Awareness + conversion Activate TikTok Shop immediately. Link every video
via TikTok Shop to a purchasable product.

Pinterest CONSIDER Gifting and lifestyle Create boards for gifting occasions, scent families,
discovery — longer shelf and oriental heritage.
life
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YouTube MONITOR Longer-form fragrance Secondary to Instagram and TikTok. Consider later

Shorts education once primary channels are active.
eBay DEPRIORITISE = Low-growth marketplace Maintain listing but do not invest further marketing
budget here.

05 CONTENT CALENDAR FRAMEWORK

The following weekly content framework is recommended for Instagram as the primary platform. This can be
adapted for TikTok with the same content in vertical short-form video format.

Day Content Type Format Theme
Monday Product spotlight Reel — 15-30 Fragrance of the week — bottle, scent notes, occasion
sec

Wednesday Brand story / Static post or Oriental inspiration, craftsmanship, fragrance family
heritage carousel

Thursday UGC or customer Repost or Story Real customer wearing XYZ Perfumes Ltd — tag and
review share

Friday Dupe or inspired-by Reel — 30-45 'Smells like X, costs half the price' — direct comparison
content sec

Sunday Promotion or bundle Story + feed Weekend deal, bundle highlight, limited-time offer
offer post

Friday's dupe content is the highest-potential slot. The UK dupe fragrance community on TikTok and Instagram is
large and highly engaged — content that directly names the designer inspiration and shows the price difference
consistently generates high views and shares. This is the fastest route to organic reach for XYZ Perfumes Ltd.

06 RISKS AND MITIGATIONS

The simulation surfaced the following risks specific to XYZ Perfumes Ltd's social media strategy.

Risk Potential Impact Mitigation
Low content production Inconsistent posting reduces Batch-produce content monthly — film multiple videos
budget algorithm visibility in one session
TikTok views not Revenue plateau despite growing  Activate TikTok Shop as immediate priority —
converting audience removes purchase friction
Influencer partnership Wrong audience, wasted budget Vet influencers by engagement rate, not follower
mismatch count. Prioritise fragrance niche.
Negative dupe Brand perceived as low quality or  Position as 'inspired by' not 'fake' — emphasise own
comparison content counterfeit brand name and quality
Amazon price Customers see lower price on Communicate Prime pricing transparently — 'same
inconsistency website, lose trust in Amazon quality, Prime delivery included'

listings
Over-reliance on one Algorithm changes impact entire Build Instagram first, then diversify to TikTok Shop
platform strategy and Pinterest simultaneously
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07 NEXT STEPS

The following priority actions are recommended following the Scenario 1 findings.

# Action Timing Owner

1 Activate Instagram Shopping — tag all This week Client - XYZ Perfumes Ltd
products in every post

2 Activate TikTok Shop — link every existing This week Client - XYZ Perfumes Ltd
and future video to products

3 Identify 5—10 UK fragrance micro-influencers Week 1-2 Client - XYZ Perfumes Ltd
on Instagram and TikTok

4 Produce first batch of short Reels — fragrance ~ Week 1-2 Client - XYZ Perfumes Ltd
of the week + one dupe comparison

5 Set up a monthly promotion calendar — Eid, Week 2 Client - XYZ Perfumes Ltd
seasonal sales, bundle deals

6 Encourage existing customers to post UGC —  Week 2 Client - XYZ Perfumes Ltd
offer 10% off next order for a tagged post

7 SimpluTech — run Scenario 2: Sales Channel  This week SimpluTech - Al Simulation
Strategy (Amazon vs direct vs new channels)

8 SimpluTech — run Scenario 3: Brand This week SimpluTech - Al Simulation
Positioning — dupe vs independent identity

SimpluTech - Al Simulation Consultancy - June 2026

Important: MiroFish simulates emergent human behaviour based on client-provided seed data. Outputs represent plausible scenarios and
directional insights — not guaranteed outcomes. All recommendations should be validated against real-world performance data. SimpluTech
reports are strategic decision-support tools, not operational guarantees.
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