Why influencers + social media matter to CollectiveBuy Global and the buyer and seller
white-space ideas

1 | Growth flywheel

Ill

e Viral “invite-a-friend” mechanics reduce customer-acquisition cost because every group
member becomes a micro-promoter when they share their link on Instagram, WhatsApp or
TikTok .

e The platform plans an Influencer Affinity Agent that mines social-graph data and pairs the
right creator with each nascent group, turning word-of-mouth into a predictable acquisition
channel.

e Vision papers explicitly anticipate “influencer-led collective negotiations” and other
social-commerce loops to keep the funnel full .

2 | Trust & conversion

Social proof from known creators mitigates buyers’ fear of poor quality or delayed fulfilment, a
common pain-point in historical group-buy failures. UGC (reviews, unboxing videos) is therefore
prioritised in Epic 5.1 Social Commerce Features .

Incentive architecture for influencers, group leaders & everyday referrers

Source

Actor Monetisation path
reference

Dynamic revenue-share that rises with incremental GMV they
bring; payouts adjusted in real time by the Dynamic Influencer Analysis doc
Commissions model

Professional or
micro-influencers

Community / group [Fixed “leader fee” + tiered bonuses tracked in the Influence &

SRS Epic 5.2
leaders Rewards Program (commission ledger, performance badges) P
Loyalty points or cash-back for each successful join via Story 8 SRS User
Casual referrers Social Sharing; referral tracking & reward calculation are in MVP Story
scope

Secondary revenue streams—advertising, sponsored listings, data
Platform insights—scale with influencer traffic quality and provide a hedge [Vision doc
against thin take-rates on GMV

How Al tightens the loop

1. Creator-Product matching — The Influencer Affinity Agent scores SKU—creator fit on CTR
history and audience overlap to maximise conversion .

2. Auto-generated shareables — When a group hits 50 % capacity the system renders
short-form video or banner assets, pre-tagged for each social network .



3. Real-time commission engine — Predictive LTV models adjust influencer payout tiers hourly,
ensuring ROI-positive spend .

4. Sentiment sentinel — LLMs scan comment threads to flag fraud or negative buzz before it
snowballs, protecting both creators and the brand .

Implementation checklist (phased)

Phase Must-have tasks

Metrics to watch

- Build referral-link generator & basic tracking-

MVP (0-6 m Invite-to-join rate, cost per buyer

( ) Launch fixed leader commission table J P y
Growth - Deploy Influencer Affinity Agent- Roll out GMV attributed to influencers, CAC
(6-18 m) dynamic commission smart-contracts delta

Scale (18 m |- Al video-gen shareables- Sentiment sentinel + |Virality coefficient (k-factor),
+) automated dispute escrow negative sentiment escalations

Risks & mitigation

Risk

Counter-measure

Over-reliance on a handful of
mega-creators

Cap single-creator GMV share; nurture micro-KOL pool

Fraudulent or low-quality traffic

Combine Al fraud scoring with manual audits; claw-back clauses
in smart contracts

Regulatory scrutiny of paid
lendorsements

Automatic #ad labelling in generated assets; contract templates
aligned with FTC/ASA rules

Take-away

Influencers and social media are not an add-on—they are the primary demand-generation engine
for CollectiveBuy Global. By coupling a well-structured Influence & Rewards Program with Al-driven
creator matching and real-time payouts , the platform can:

e accelerate group formation,

e |ower acquisition costs,

e and create new secondary income streams for creators, community leaders, everyday
referrers, and the platform itself.

Executed in phased releases—with bias checks, fraud controls, and transparent reporting—this
strategy converts social capital into sustainable revenue growth.




White-space ideas

Below are nine fresh concepts (five for buyers, four for sellers) that do not appear in the vision or
SRS extracts—those documents stop at wholesale-level pricing, reverse auctions, influencer rewards,
and Al-driven group intelligence .

Buyer-side white-space ideas

# |Concept How it works Why it matters
The platform underwrites a single BNPL plan
Collective P , & 'p Removes up-front cash
B- for the entire group; Al scores the group’s L .
Buy-Now-Pay-Late o hurdle on big-ticket items
1 aggregate credit risk and allocates repayment .
r (c-BNPL) and lifts average order value.
shares.
L For fragile or high-value items, buyers can add
B- [Micro-insurance ) . . o . Increases trust and reduces
a tiny per-unit fee; Al prices the risk in real time| .
2 |bucket . dispute costs.
based on product category and seller history.
“ , |Fridge or voice assistant tracks depletion, then [Captures recurring demand
B- [“Smart Pantry . . .
auto-joins the next relevant group at the target |without manual action,
3 [loT re-stock . - ; ;
price ceiling the user sets. deepening retention.
Each group’s consolidated shipment generates
B- |Community an automated CO,-savings estimate; savings Turns sustainability into a
4 |Carbon Wallet convert to tokens redeemable for future tangible financial perk.
discounts or donations.
Shared WebAR session where members view
B- |AR / 3-D “group |[life-scale models of furniture, apparel fits, Reduces returns and sparks
5 [showroom” colour variants, vote, and lock variants before |viral social content.
the order closes.

Seller-side white-space ideas

# |Concept How it works Why it matters
" Al-powered Sellers flag ageing SKUs; the platform slots Off-loads inventory fast
A Excess-Stock them into a daily flash-auction rail visible only |without brand-diluting
Auction Window  [to matched buyer cohorts. public discounts.
A vision-LLM takes the final group’s .
. . . , , Cuts localisation overhead
S- IDynamic Packaging |[demographics (language, occasion, region) and ]
, and lets micro-batches feel
2 |& Label Generator Jautogenerates compliant labels and
. bespoke.
co-branded packaging art.




# [Concept How it works Why it matters

] Once a group is 80 % funded, sellers can
Real-time

S- auction the future receivable to fintech
Working-Capital

Solves cash-flow gaps for
SMEs awaiting shipment

3 partners; Al sets discount rates based on order
Marketplace . clearance.
and seller risk.
Generative Sellers upload raw product images; a diffusion |Levels the creative-asset
S- |“Look-Book” model outputs TikTok-optimised clips and playing field for small
4 |Content-as-a-Servic [lifestyle shots sized for each social channel, brands and accelerates
e ready for influencer distribution. campaign launch.

Implementation notes
1. Risk & regulation checkpoints

o c-BNPL and working-capital auctions must plug into existing FCA-/EU-licensed
partners; LLM credit-scoring needs explainability logs.

o Micro-insurance pooling triggers local insurance licensing—structure as embedded
MGA-as-a-service.

2. Data prerequisites

o AR showroom and dynamic packaging both lean on a clean 3-D asset pipeline; invest
in a product-image — mesh conversion microservice.

o Carbon wallet accuracy depends on granular courier telematics; integrate with
carriers that expose CO; APIs.

3. Sequencing
Roll out S-1 and B-1 first: they reuse the existing reverse-auction rails and payments stack. AR
showroom and generative packaging come later when asset libraries mature.

These additions expand the platform’s economic moat by unlocking new revenue streams
(financing, insurance, creative services) while deepening buyer convenience and seller
liquidity—territory not yet mapped in the current documentation.



