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Module 1: Introduction to TikTok E-commerce
Learning Objectives:
o Understand what TikTok Shop is
» lIdentify how it differs from traditional e-commerce
« Recognize the value of discovery-driven commerce
Sections:
o The Rise of Social Commerce
o TikTok Shop's Unique Ecosystem
« Discovery, Trust, and Frictionless Checkout
o TikTok vs. Amazon vs. Shopify
End-of-Module Materials:
. Checklist: “Is TikTok Right for My Business?”

+ Exercise: Watch 5 TikTok Shop videos and write down what makes each effective

« ¥ Common Mistakes: Assuming TikTok is just for dancing teens

Tools: TikTok App, Business Account Setup Guide

Module 2: Getting Started with TikTok Shop
Learning Objectives:
o Set up a verified TikTok Shop account
o Understand account types (individual vs. business)
« Navigate the Seller Center confidently
Sections:
» Eligibility Requirements and Documentation
o Step-by-Step Registration Process
o Setting Up Your Profile and Bank Info

e Overview of the TikTok Seller Center



End-of-Module Materials:
. Checklist: Required documents before applying
. + Exercise: Create a mock TikTok Shop account outline
« © Common Mistakes: Using mismatched bank/account names

. Tools: TikTok Seller Center, ID verification services

Module 3: Product Research and Inventory Planning
Learning Objectives:
o Choose profitable product niches
o Conduct TikTok-centric product research
o Understand initial inventory best practices
Sections:
o Trends vs. Long-Term Demand
o TikTok Product Validation Strategies
 Initial Inventory Setup and Sourcing
o Setting Prices and Margins
End-of-Module Materials:
. Checklist: Product Research Essentials
o = Exercise: Find 3 TikTok trends that align with your niche
« | Common Pitfalls: Choosing products based on personal preference, not data

. Tools: TikTok Discover Page, AliExpress, TrendHunter

Module 4: Content Creation Strategy for TikTok
Learning Objectives:

o Create engaging short-form videos

« Leverage trends, hooks, and hashtags

o Understand how to "speak TikTok"



Sections:

TikTok's Algorithm Explained
Anatomy of High-Converting TikToks
Trends, Sounds, and Hashtags

UGC and Native Content

End-of-Module Materials:

Checklist: 10 Video Content Types for Sellers
> Extercise: Record your first product demo or unboxing video
3 Reflections: How does your content build trust?

Tools: CapCut, TikTok Creator Center, TrendTok Analytics

Module 5: Influencer & Affiliate Marketing on TikTok

Learning Objectives:

Collaborate with creators to build trust
Use the TikTok Affiliate Program to boost sales

Understand how to compensate affiliates

Sections:

Choosing the Right Creators
Working with Micro vs. Macro Influencers
Affiliate Program Setup

Content Guidelines for Influencers

End-of-Module Materials:

Checklist: Creator Vetting Template
> Exercise: Draft an outreach email to a micro-influencer
1. Common Mistake: Prioritizing follower count over engagement

Tools: TikTok Creator Marketplace, Affiliate Portal



Module 6: TikTok Shop Ads & Paid Promotions
Learning Objectives:
o Launch and optimize paid ad campaigns
e Understand ad formats and objectives
o Track performance with confidence
Sections:
o Overview of In-Feed, Spark, and Collection Ads
o Setting Budgets and Bidding Strategies
» Optimizing CTR and Conversion Rates
« A/B Testing and Analytics
End-of-Module Materials:
. Checklist: TikTok Ad Setup Flow
. + Exercise: Write 2 ad scripts with different hooks
. Tips & Tricks: Use Spark Ads for best ROI

. Tools: TikTok Ads Manager, TikTok Pixel

Module 7: Live Shopping & Real-Time Sales Strategy
Learning Objectives:

o Plan and host effective Live Shopping events

o Drive real-time engagement and urgency

o Integrate LIVE into your weekly content strategy
Sections:

o Why Live Shopping Works

o Pre-Live Planning & Promotion

o Hosting Techniques & Engagement Prompts

o Exclusive Offers, Q&A, and Conversions
End-of-Module Materials:

. Checklist: Live Shopping Prep Sheet

. + Exercise: Script a 10-minute live product demo

o @ Reflection: What objections might viewers have?

. Tools: OBS Studio, External Mics/Lights



Module 8: Fulfillment, Inventory & Operations
Learning Objectives:

o Understand fulfillment options

« Avoid shipping delays and SLA violations

« Use automation to scale logistics
Sections:

« Fulfilled by TikTok vs. Self-Fulfilled

« Managing Stock Levels in Real-Time

e Syncing with Shopify or WooCommerce

« Preventing Cancellations and Backorders

End-of-Module Materials:
. Checklist: Daily Inventory Audit Flow
o = Exercise: Map your fulfillment workflow
o A Pitfall: Not linking platforms for auto-sync

. Tools: Shopify, 3PL, Inventory Planner

Module 9: Customer Service & Community Building
Learning Objectives:

o Handle support and disputes professionally

o Build loyal customer relationships

o Use feedback to improve conversion
Sections:

o TikTok Chat and SLA Metrics

« Managing Refunds and Returns

« Encouraging Reviews and UGC

o Crisis Management on Public Threads



End-of-Module Materials:

Checklist: Customer Support SOP

+ Exercise: Create 3 FAQ response templates

@ Reflection: How do you turn complaints into advocates?

Tools: TikTok Chat, HelpScout, Gorgias

Module 10: Scaling Up: Analytics, Automation & Optimization
Learning Objectives:

o Track KPIs and measure success

o Implement automation for growth

o Optimize ads, listings, and operations
Sections:

o Key Metrics: GMV, AOV, CTR, Conversion Rate

o Content Performance Analysis

o CRO and TikTok Pixel Data

o Roadmap for 3-6-12 Month Scaling

End-of-Module Materials:
. Checklist: Weekly Analytics Review
o = Exercise: Set SMART goals for your next 30 days
o A Mistake: Ignoring declining metrics or trends

. Tools: TikTok Seller Center, DashThis, Notion



Module 1: Introduction to TikTok E-commerce

Learning Objectives
By the end of this module, learners will be able to:

o Define TikTok Shop and understand its purpose in the e-commerce ecosystem.

o Explain how TikTok Shop differs from traditional online marketplaces like Amazon or

Shopify.

« Identify TikTok's core e-commerce value drivers: discovery, community, and
frictionless checkout.

o Recognize the shift from product-first to content-first selling models in the digital

age.

1.1 What is TikTok Shop?

TikTok Shop is TikTok's built-in e-commerce feature that allows sellers to list and sell
products directly within the app. Unlike conventional marketplaces that require users to
navigate away to a separate site to purchase, TikTok Shop offers a fully native, in-app
checkout experience.

Key components include:

» Shoppable Videos: Users can purchase products seen in short-form videos with a
single tap.

o LIVE Shopping: Real-time, livestream product demos with direct purchase links.
o Product Showcase: A brand’s storefront within their TikTok profile.
 Affiliate Program: Creators earn commissions by promoting products.

« Shopping Ads: Sponsored content to drive product views and conversions.

This integration collapses the traditional funnel by allowing discovery, engagement, and

checkout all on the same platform.

1.2 The Discovery-Driven Shopping Revolution

Traditional e-commerce depends on intent-based searches (e.g., searching “wireless
headphones” on Amazon). TikTok flips that model. On TikTok, entertainment drives
discovery. Users stumble upon products they didn't know they wanted — and make
spontaneous purchases.



TikTok’s Key Value Drivers:

« Discovery: TikTok's algorithm surfaces engaging content that aligns with user
interests — even if they weren't looking to shop.

o Community: Creators act as trusted advocates. Buyers trust peers and influencers
more than polished ads.

o Frictionless Checkout: Shoppers can complete purchases without ever leaving the
TikTok app.

1.3 Content First, Product Second

TikTok e-commerce requires a content-first mindset. Successful sellers focus on creating
engaging content that makes products feel relatable and desirable. This marks a major
shift from traditional product-first selling where product photos, specs, and static listings
dominated.

Think of TikTok content as the storefront. If your content doesn't attract, you won't sell —
no matter how good your product is.

Examples of Content-First Selling:
o A skincare brand shows a creator using their face mask during a morning routine.

o A kitchen gadget seller creates a "5-minute meal hack” video featuring their
product.

« A fashion boutique joins a trending audio challenge, seamlessly showcasing outfits.

These examples make content feel native to the platform while embedding the product
experience within the story.

1.4 TikTok Shop vs. Traditional Platforms

Feature TikTok Shop Amazon/Shopify
Product Discovery Algorithm-driven, spontaneous Intent-based search
Checkout Process In-app (frictionless) External checkout required
) Product images +
Content Strategy Short-form video content . L.
descriptions

Trust Mechanism Influencer/creator reviews Customer star ratings
Audi T .

udience High — driven by community & Low to moderate
Engagement UGC
Conversion Style Emotion and impulse Comparison and utility




1.5 Ethical Considerations & Safety

As a TikTok Shop seller, your role goes beyond commerce. You influence buying behavior,
so it's essential to practice:

Transparency: Disclose partnerships or sponsorships.
Age Restrictions: Only market products to users 18+ as per TikTok policy.
Compliance: Avoid prohibited items (e.g., counterfeit goods, hazardous materials).

Truthful Marketing: Ensure all claims in your content are accurate and verifiable.

1.6 Automations & Scaling Early On

Even from Day 1, you can start integrating tools to simplify and prepare for growth:

Content Scheduling: Use apps like Later or Planoly to batch post.

Inventory Sync: Integrate TikTok Shop with Shopify or WooCommerce to avoid
overselling.

Customer Chat Templates: Pre-write replies to common questions.

Module Summary

TikTok Shop is a powerful platform that merges content, community, and
commerce.

It redefines online shopping by prioritizing product discovery via content, not
search.

Success on TikTok Shop hinges on authentic storytelling, creator partnerships, and
embracing the content-first model.

End-of-Module Deliverables

Checklist: Is TikTok Shop Right for You?

You're open to creating short-form video content
Your product can be visually demonstrated or used
You can respond quickly to comments/messages

You are willing to engage with trends and creators



=+ Exercise: Discovery Breakdown
« Spend 20 minutes scrolling your TikTok “For You Page”
o lIdentify 3 videos where you saw a product featured
o Analyze:
o Was it overtly promotional?
o What made you stop watching?
o What emotional reaction did it trigger?
i. Common Mistakes to Avoid
o Uploading polished ads with no personality
« Ignoring trends or failing to post consistently
o Treating TikTok like a traditional storefront
o Not setting up in-app checkout early
“ Reflection Prompt

“How does your product solve a problem or delight a user in a way that's visually
interesting and easy to demonstrate in <60 seconds?”



Module 2: Setting Up Your TikTok Shop Account

Learning Objectives
By the end of this module, learners will be able to:
e Understand the eligibility requirements to open a TikTok Shop
o Choose between an Individual or Business account
» Successfully register and verify a seller account
o Set up an optimized shop profile, including banking and tax information

« Navigate the TikTok Seller Center interface confidently

2.1 TikTok Shop Eligibility Requirements

To ensure a trusted shopping environment, TikTok requires sellers to meet specific
requirements. These include:

General Requirements (Applicable to All Sellers):

e Minimum age: 18 years old

o Valid proof of identity: Passport, Driver’s License, or State ID

e U.S. legal residency documentation (e.g., utility bill or bank statement)
o Active phone number and email

e U.S. bank account

o Tax documentation: W-9 (U.S. residents) or W-8 (non-U.S. residents)

.| Account Types:

Feature Individual Account Business Account
Solo entrepreneurs, hobb . .
Ideal For P y Registered LLCs, brands, or corporations
sellers
Required ID + SSN/ITIN + f of
equire / prooto EIN, business license, UBO info
Documents address
Features Basic analytics, 1 user Advanced tools, multiple user access
Busi bank unt (must match
Bank Info Personal bank account s!ness ank account (must matc
business name)




Choosing the right account type affects your growth capabilities — consider scalability
from the outset.

2.2 TikTok Shop Registration: Step-by-Step
Step 1: Access the TikTok Seller Center
Go to: https://seller.tiktokglobalshop.com/
o Select your region (e.g., United States)
« Log in with your TikTok account, email, or phone number
Step 2: Select Your Account Type
Choose between:
 Individual
« Business (Corporation)
1. Ensure your legal documents match your selected account type to avoid delays.
Step 3: Upload Required Documents
You'll be prompted to provide:
« Identity documents (both sides of ID or passport)
o Proof of residency (utility bill or bank statement)
« EIN and business license (for Business accounts)
o UBO verification (if applicable)
Step 4: Add Shop Address and Return Policy
o Enter warehouse address
o Set return address (can be the same)
o Agree to TikTok’s Seller Terms and Conditions
Step 5: Link Bank Account
o Must match the legal name used during registration
« Required for payments, returns, and transaction processing
Step 6: Submit Tax Info
e W-9 form (U.S. seller) or W-8 form (foreign seller)
e Must match legal name, SSN/ITIN, and EIN



2.3 TikTok Seller Center: Your Operations Hub

After approval (typically within 24-48 hours), you'll gain access to the TikTok Seller Center
Dashboard:

Key Features:

Product Management: Add/edit listings, inventory, categories

Order Management: Track orders, handle fulfillment, resolve disputes
Performance Analytics: Monitor KPIs like GMV, order count, conversion rate
Customer Service Panel: Respond to messages, view feedback

Promotion Tools: Manage coupons, flash sales, affiliate commissions

The Seller Center is your mission control — familiarize yourself early for smoother
operations.

2.4 Optimizing Your TikTok Shop Profile

Your TikTok profile is your storefront. It should be professional, branded, and easy to
understand.

Profile Optimization Checklist:

Profile Picture: Use a recognizable logo or product image
Username: Keep it brand-consistent (e.g., @LuxeBeautyStore)

Bio (80 characters max): Explain your product + clear CTA (e.g., “Clean skincare
made easy. Shop now " ")

Link: Use your TikTok Shop or Product Showcase

Connect: Link your Instagram, YouTube, or Shopify for credibility

Your TikTok content and shop profile must be unified in tone, design, and value promise.

2.5 Best Practices for a Seamless Setup

Use clear, legible documents: Blurry uploads will delay approval
Ensure all names and addresses match exactly
Verify your return policy: Return logistics can impact customer trust

Monitor email and phone: You'll receive verification and status updates via both



2.6 Automation & Integration Tips

Integrate with Shopify: Use TikTok for Shopify App for real-time syncing of product
catalogs and orders

Inventory Tools: Automate inventory updates to prevent overselling

Document Management: Store copies of all submitted documents securely for future
reference

Module Summary

TikTok Shop requires thorough documentation and legal compliance to build a safe,
scalable seller ecosystem.

Sellers must choose the appropriate account type and understand the platform’s
expectations for identity, fulfillment, and tax reporting.

Your Seller Center Dashboard is the central hub for managing listings, orders,
analytics, and customer communication.

A well-branded TikTok profile boosts credibility, discoverability, and conversion.

End-of-Module Deliverables

Checklist: Pre-Registration Readiness

Decided between Individual or Business Account
Legal name matches ID, EIN, and bank account
Proof of residency uploaded

W-9 or W-8 tax form completed

Product category reviewed for restrictions

= Exercise: Registration Walkthrough

Use a sandbox or personal TikTok account
Draft your business/shop name, bio, and branding details

List 3 items you'd include in your Product Showcase

@ Reflection Prompt

“What first impression will your TikTok profile make on someone seeing your product for
the first time?”



i. Common Mistakes to Avoid

Submitting mismatched or expired documentation
Using generic bios without a CTA or value proposition
Forgetting to review product restrictions or policies

Skipping tax setup — leading to withheld payouts



Module 3: Product Research and Inventory Planning

Learning Objectives
By the end of this module, learners will be able to:
e Conduct TikTok-native product research for trend potential and demand
o Select and validate winning products that resonate with TikTok audiences

« Set initial inventory quantities based on expected engagement and fulfillment
capacity

o Understand key pricing strategies and margin calculations

o Avoid common inventory and sourcing pitfalls for new sellers

3.1 The Foundation: Choosing the Right Product for TikTok

Success on TikTok Shop starts with selecting the right product for the platform — not just
a good product in general.

What Makes a TikTok-Optimized Product?
o Visually Demonstrable: Can be shown in use within 15-60 seconds
« Emotionally Charged: Evokes a reaction — surprise, satisfaction, “wow” factor
« Trend-Friendly: Easily ties into sounds, challenges, or lifestyle content
+ Low Friction: Low-cost or impulse-buy friendly (< $50)
« Problem-Solving: Offers a quick, satisfying solution
Product Categories That Excel on TikTok:
o Beauty and skincare
e Ritchen gadgets
» Fashion accessories
« Home improvement hacks
e Novelty tech and lifestyle products

If a product can't tell a visual story quickly, it likely won't perform well on TikTok — no
matter how functional it is.



3.2 Product Research: Tools & Tactics
Strategy 1: TikTok Native Research

o Explore the “For You Page": Search hashtags like #TikTokMadeMeBuylt,
#AmazonFinds, or #Unboxing

o Check Creator Trends: Observe what influencers in your niche are promoting

o Bookmark Trends: Save posts and sounds that feature recurring products
Strategy 2: Use External Tools

o Sell The Trend / Minea: Track viral TikTok products across categories

» AliExpress Dropshipping Center: Analyze trending, fast-shipping products

o Google Trends: Cross-reference product names to validate demand
Strategy 3: Analyze TikTok Product Videos
For each video:

o How many views, likes, comments?

o Are people asking “Where did you get that?”

e Is there a clear product demo?

o Are the top comments enthusiastic?

5-10 minutes of focused TikTok research can be more valuable than hours on a generic
product database.

3.3 Product Validation: Test Before You Invest
Before committing to inventory, validate your product's potential.
Quick Validation Checklist:

« Appears in multiple creator videos or trend compilations

o Garnered >100k views organically in at least one TikTok

o Fits your brand style and audience

o Sourced with reliable supplier at target margin

o Can be demonstrated on camera creatively



Optional Step: Run a “Content-First"” Test

o Get a sample of the product

« Record 3-5 organic TikTok videos

« Post and monitor engagement

« If engagement is promising — scale into inventory

3.4 Inventory Planning: Start Small, Think Smart

TikTok sales can spike unexpectedly. Poor planning can lead to stockouts, delayed
fulfillment, and negative reviews.

Inventory Guidelines for New Sellers:

o Start Lean: Order 20-50 units for early testing

« KReep Margins Healthy: Aim for at least 3x markup (e.g., $5 cost — $15 sale)

o Use Inventory Alerts: Set low-stock notifications in Seller Center or integrate with

Shopify

Consider:

o Lead time from supplier

o Return rates for the product category

o Storage or warehousing limits

« Ability to scale quickly if video goes viral

TikTok's algorithm rewards consistency and availability. If you run out of stock during a
viral run, your listing loses momentum fast.

3.5 Pricing Strategy: Maximize Margin Without Killing Conversion

Common Pricing Approaches:

Strategy Description Use When...
Keystone Cost x 2 Standard retail
Triple . .
. v Cost x 3 Desired for DTC + marketing costs
Multiplier

Market Match

Match price to similar TikTok
listings

Product is competitive, high-
volume

Psychological

$9.99 instead of $10

Optimizing for impulse buys




Include in Margin:

Product cost

Shipping

TikTok's 6% referral fee

Affiliate commissions (10-30% if used)

Ad spend (if paid traffic is involved)

3.6 Avoid These Costly Mistakes

Choosing “cool” products instead of proven ones
Over-ordering inventory without proof of demand
Ignoring shipping times — especially for trending products
Failing to forecast viral potential

Neglecting product quality control — especially for beauty or skincare

TikTok buyers are fast-moving and quick to leave reviews — poor product quality = instant
refund requests and bad comments.

3.7 Tools & Automation Tips

Trend Research: TrendTok, Minea, TokTrends, TikTok Creator Center
Inventory Planning: Inventory Planner, Shopify, AliExpress DS Center
Supplier Vetting: Alibaba, C) Dropshipping, US-based 3PLs

Margin Calculator: ProfitCalc, BeProfit

Module Summary

TikTok-native product selection focuses on visual storytelling, emotional connection,
and trend potential — not just utility.

Validation is essential before ordering inventory: test content first.
Start small, calculate your margins carefully, and plan for unexpected scale.

Avoid the trap of choosing products based on personal bias or generic supplier lists.



End-of-Module Deliverables

Checklist: Winning Product Requirements

Visually engaging in < 60 seconds

Strong TikTok trend signal (100k+ views on similar content)
Affordable pricing with strong margins (2-3x cost)
Available from a reliable supplier with short lead time

Compliant with TikTok Shop category and safety rules

= Exercise: Product Pitch Sheet

Pick 1 product idea and answer:

10

What problem does this solve?

2. How would you demo it on TikTok?

3. What's the ideal TikTok hook or trend it fits into?

4. Cost? Sale price? Estimated margin?

@ Reflection Prompt

“If | had to sell this product with only a 15-second video and no ad spend, how would |
hook the viewer?”

i. Common Pitfalls to Avoid

Choosing trending products with zero supplier reliability
Ignoring shipping cost and timing when calculating margins
Relying solely on “winning product lists” without TikTok-specific validation

Underestimating how fast inventory can run out if a video gains traction



Module 4: Content Creation Strategy for TikTok

Learning Objectives
By the end of this module, learners will be able to:
o Understand TikTok's content algorithm and what drives virality
« Create authentic, engaging, short-form videos that convert viewers into buyers
« Leverage trends, sounds, and hashtags to increase discoverability
o Develop a scalable, repeatable content plan

o Apply ethical content creation practices and avoid misleading claims

4.1 The TikTok Algorithm: What It Rewards

TikTok's For You Page (FYP) is driven by a content-discovery algorithm that rewards watch
time, engagement, and relevance. Unlike other platforms, follower count isn’t the primary
driver of visibility.

Key Ranking Signals:
« Video Completion Rate: Do people watch your video to the end?
« Engagement: Likes, comments, shares, saves
o Click-Throughs: Are people tapping your product link?
o Watch Looping: Is your video being rewatched?
Key Principles:
o Grab attention in the first 1-3 seconds
o Use trending audio or hooks
o Keep videos 15-30 seconds if possible
» Make content feel organic, not scripted

On TikTok, your first few seconds decide everything — don’t waste time with intros or long
setups.



4.2 Anatomy of a High-Performing TikTok Video
1. Hook (0-3s)
o Ask a bold question: “Tired of your makeup melting off by noon?”

« Start mid-action: “Let me show you this $12 gadget that chops onions in 2
seconds...”

» Display transformation: “Before / After” or “Watch what happens...”
2. Demonstration (3-15s)
o Show the product solving a problem
o Use fast-paced editing
e Include authentic voice-over or text overlay
3. Social Proof or Benefit (15-25s)
o Feature customer reactions or review screenshots
o Emphasize results (e.g., clearer skin in 5 days)
4, Call-to-Action (25-30s)
o "“Link in bio to grab yours”
e "“Only 20 left — go now"

o "Click the product pin before it's gone”

4.3 Types of Content That Convert
o Problem/Solution Format: “If your sink smells like this, you need this..."
» Unboxing + First Impressions: Especially effective with creators
o Demonstration/Use Case: Show the product in action
« Before/After Transformations
o Behind-the-Scenes: How your product is made or packaged
» Customer Reactions: Real testimonials or video replies
« Trend Integration: Product included in a dance, meme, or challenge
o "TikTok Made Me Buy It" Style Clips

Focus on native-looking videos. High-production ads often underperform against raw,
honest content.



4.4 Leveraging Trends, Sounds, and Hashtags
Finding Trends:

o Use TikTok's Discover tab

o Browse top creators in your niche

o Use tools like TrendTok Analytics or TokTrends
Sounds:

« Trending audio = more discoverability

e Use audio early in its viral lifecycle for better reach
Hashtags:
Mix 3-5 of the following:

« 1-2 trending hashtags (#TikTokMadeMeBuylt, #Unboxing)

« 1-2 niche-specific (#cleanskincare, #gadgets)

e 1branded hashtag (create your own over time)
Strategy:

o Post 3-5x per week

» Repost top performers with minor edits

o Test 10+ formats before deciding what to scale

4.5 Ethical Guidelines & Safety in Content Creation

Always:
« Disclose if content is sponsored or promotional
o Be truthful about what the product can and cannot do
o Show real, unedited product use

o Only market products safe and appropriate for all users (especially skincare,
supplements, tech)

Never:
» Exaggerate results or benefits
« Use deceptive editing (e.g., filters that change results)
« Encourage unsafe usage of your product

o Use copyrighted music outside TikTok's licensed audio library



TikTok monitors deceptive practices closely. Misleading content can lead to product
takedowns or account suspension.

4.6 Scaling Your Content Creation Workflow
As you grow, your content output must scale — without sacrificing authenticity.
Best Practices:

o Use batch filming: Record 5-10 videos in a single session

o Build a creator network: Send products to micro-influencers for UGC

« Repurpose content across formats: LIVE, stories, Spark Ads

o Track performance: Hook — Watch time — CTR — Purchases
Automation Tools:

o CapCut: Mobile video editor with TikTok export

o Later, Planoly: Schedule and plan content

« Notion or Trello: Manage content ideas and scripts

» TikTok Creator Center: Track trending formats and competitors

Module Summary

« TikTok rewards authentic, creative, and fast-paced content that captures attention

within seconds.

o Use a content-first strategy that aligns with trends, demonstrates your product, and

integrates calls-to-action.

o Ethical marketing is not optional — trust and transparency are fundamental to
community-driven commerce.

o Build a repeatable content system using batch creation, trend monitoring, and UGC

to scale content output sustainably.



End-of-Module Deliverables
Checklist: TikTok Video Best Practices
o Strong hook within 3 seconds
e Clear product demo
» Real voice or caption storytelling
e CTAin final 5 seconds
o At least one trending sound or hashtag used
e No misleading edits or exaggerated claims

= Exercise: Content Mapping

Pick your product and create 3 video scripts using these formats:
1. Problem/Solution
2. Demonstration
3. Trend Integration

Include:
e Hook line
e Main action
« CTA
o Hashtag strategy

@ Reflection Prompt

“If someone sees this content without knowing my brand or product, will they understand
the benefit — and be curious enough to click?”

. Common Pitfalls to Avoid
o Posting salesy or overly polished ads that feel unnatural
« Ignoring TikTok audio trends or hashtags
» Creating one video and expecting it to go viral

» Not disclosing promotional content (FTC violation risk)



Module 5: Influencer & Affiliate Marketing on TikTok

Learning Objectives

By the end of this module, learners will be able to:

e Understand the role of creators in TikTok's e-commerce ecosystem

« Identify and collaborate with influencers who align with your brand

« Leverage the TikTok Affiliate Program to scale product reach

o Structure campaigns that drive conversions, not just visibility

« Apply ethical collaboration principles and avoid common pitfalls

5.1 Why Influencer Marketing is Core to TikTok Shop

Unlike traditional e-commerce platforms, TikTok thrives on authenticity, community, and
peer-driven discovery. Influencers — from nano to macro — are often the fastest path to
conversions because:

o Their content feels organic and native to the platform

o Their audiences trust their recommendations

o They create high-performing UGC that doubles as content and social proof

On TikTok, creators are not just amplifiers — they are your sales channel.

5.2 Types of Creators and When to Use Them

Creator Tier

Follower
Count

Best For

Pros

Nano-Influencers

<10K

Niche communities

High trust, low cost

Micro-Influencers

10K-50K

Targeted campaigns

Strong engagement, relatable
content

Mid-Ti Scalable brand
id-Tier 50K-500K ca’able bran Proven content quality
Influencers awareness
- P h 1} i *
Macro 500K-1M + roduct launches, big Massive reach
Influencers pushes




Start with Micro-Influencers:
« Affordable, creative, highly responsive
o Often open to affiliate commission deals or free product in exchange for content

« Stronger engagement than celebrity creators

5.3 How to Find & Vet the Right Influencers
Where to Look:
o TikTok Creator Marketplace: Built-in search by niche, location, engagement rate
o Manual Search: Explore hashtags like #AmazonFinds, #BeautyTok, etc.
« Influencer Tools: Collabstr, Modash, Upfluence
What to Vet:
o Engagement Rate (likes + comments + views)
o Content quality and consistency
o Comments: Does the audience trust them?
o Prior brand collaborations
o Demographic fit (age, gender, location)

Don't be blinded by follower count — look for trust, not reach.

5.4 Outreach & Collaboration Strategy
How to Approach Creators:
1. Keep it Personal: “"Hey [Name], | loved your video on [topic]..."
2. Be Clear About Value: Offer product + commission (or upfront fee)
3. Outline Expectations: Timeline, content type, platform, usage rights

Example Outreach Message:

“Hi [Name], I'm [Your Name] from [Brand]. We love your [type of content] and think you'd
love our [product]. Would you be open to testing it and creating a video? We offer
commissions through the TikTok Affiliate Program and can provide all product + talking
points. Let's chat if interested!”



5.5 Using the TikTok Affiliate Program

The TikTok Affiliate Program allows creators to promote your products and earn
commissions — directly through TikTok Shop.

How It Works (For Sellers):

1.
2.
3.
4,

List your product in the Affiliate Marketplace
Set a commission (10%-50% typical range)
Creators apply or you reach out

They post a video — trackable sales — they get paid

Best Practices:

Offer 20-40% for high-margin products to incentivize top creators
Send free product samples

Provide ready-made talking points and hooks

Encourage creative freedom — don’t over-script

Track top performers and build long-term relationships

High-performing affiliate videos often double as Spark Ads later — giving you both UGC
and paid media assets.

5.6 Structuring Campaigns That Convert

Key Ingredients:

Strong CTA: “Get it now,” “Only 10 left,” “Click the pin”
Compelling Hook: “If your skin is breaking out like this..."
Clear Product Benefits: Shown, not told

Limited Offers: Free shipping, bundle discounts, time-limited codes

Timeline Example for a Creator Campaign:

Day

Task

1

Send product + brief

3-5

Creator posts content

6-10

Monitor engagement, repost best video

10+

Re-engage for Spark Ad or long-term deal




5.7 Ethical Collaboration Guidelines
TikTok holds sellers and creators to strict ethical standards:
Sellers Must:

o Disclose if content is sponsored

o Never manipulate metrics or offer fake testimonials

o Avoid pressuring creators to misrepresent product results
Creators Must:

o Be truthful and transparent

e Use TikTok-licensed music only

o Avoid deceptive editing (e.g., filters on skincare)

Trust is your #1 currency. Misleading content = lost credibility and platform penalties.

5.8 Tools & Automations for Scaling Influencer Campaigns
o TikTok Creator Marketplace: Creator discovery + campaign management
o Collabstr / Modash: Search, vet, and pay influencers
 Affiliate Portals: Track commissions and product links
» Notion / Airtable: Campaign planning and influencer CRM

o Spark Ads Manager: Boost top creator posts as ads

Module Summary

Influencers are not optional — they are central to TikTok Shop growth

« Focus on authenticity, fit, and engagement, not follower count
o Use the TikTok Affiliate Program to incentivize creators with commissions
o Structure campaigns with clear briefs, free samples, and measurable goals

o Ethical, transparent partnerships drive sustainable success



End-of-Module Deliverables
Checklist: Influencer Campaign Essentials
« Creator is on-brand and engaged
o Product sent with a clear brief
o Commission or compensation offered
» Disclosure of promotion included
o Results tracked via TikTok Shop or affiliate links
o Relationship nurtured post-campaign
= Exercise: Influencer Outreach Prep
1. Identify 3 creators in your niche
2. Analyze engagement and comment sentiment
3. Draft a personalized outreach message for one
4. Define a basic campaign goal (e.g., 5K views, 10 sales, 200 clicks)
@ Reflection Prompt

“What kind of content would you trust from a creator? How can you make your offer feel
authentic, not transactional?”

. Common Mistakes to Avoid
« Paying for reach over results
o Over-controlling the creative process
o Setting low or zero commission — poor motivation

« Failing to track ROI or repurpose content



Module 6: TikTok Shop Ads & Paid Promotions

Learning Objectives
By the end of this module, learners will be able to:
o Understand TikTok's paid advertising formats and when to use each
o Set up and manage high-performing paid campaigns
« Optimize ad creative and targeting for conversions
o Track ad performance using relevant KPIs and A/B testing

o Avoid common pitfalls in TikTok advertising and maintain healthy ROI

6.1 Why Paid Ads Matter on TikTok Shop

Organic content can create momentum, but TikTok Ads accelerate reach, especially when:
o You're launching a product or campaign
o Organic views plateau
« You want to retarget or scale conversions

Paid ads are not just about visibility — they're about amplifying the right message to the
right user at the right time.

TikTok Ads, when executed natively, can feel indistinguishable from organic content — and
that's exactly what works best.

6.2 TikTok Ad Formats: Know Your Options
1. In-Feed Ads
o Appear within the For You Page
e Look like regular TikTok videos
o Include CTA buttons (Shop Now, Learn More)
o Best for product showcases, trends, and UGC
2. Spark Ads
« Boost organic posts (yours or creators')
o Retain all likes, comments, and shares

o Ideal for creator partnerships or UGC-based content



3. TopView Ads

o Full-screen ad shown immediately on app open

o High impact, premium placement

o Best for launches or limited-time offers
4, Collection Ads

o Display multiple products in one scrollable unit

» Best for showcasing a catalog or bundles

o KReeps users within the app for product exploration
5. Branded Hashtag Challenge (Advanced)

o Community participation + trend seeding

« Requires budget and creative planning

6.3 How to Launch Your First TikTok Ad Campaign
Step 1: Set Up TikTok Ads Manager

e Go to ads.tiktok.com and create an account

o Choose your campaign objective:
o Conversions
o Traffic
o Video Views
o Lead Generation
For TikTok Shop, "Conversions" is the most relevant objective.
Step 2: Install the TikTok Pixel (Optional for Shopify Users)
o Tracks user behavior from your videos to product purchase
o Helps with retargeting and ad optimization
Step 3: Define Your Target Audience
o Set demographics: Age, gender, location
o Choose interests or behaviors (e.g., skincare, tech gadgets)
o Use Lookalike Audiences after initial data is gathered
Step 4: Upload Creative (Video)
o Use videos that mirror native TikToks

o Include captions, trending audio, and a strong hook


https://ads.tiktok.com/

Step 5: Choose Budget and Schedule
o Start with $20-$50 per day per ad group

e Run for 3-5 days before making optimizations

6.4 Ad Creative That Converts
TikTok is not Instagram or YouTube — your ads must feel native.
Best Practices:

o Hook in first 2 seconds: “Here's the skincare product that cleared my acne in 5
days...

o Use real people, real voices

e Use captions and visual cues for silent viewers

o Always include a clear CTA: “Click the link before it sells out”
Strong Creatives Often Feature:

« Real UGC or influencer clips

e Problem/Solution storytelling

« Before/After visuals

o "TikTok Made Me Buy It" style hooks

Spark Ads are especially powerful because they combine authenticity + paid reach. You
can amplify creator content with all its original engagement intact.



6.5 Optimizing Ad Performance

Key Metrics to Track:

Metric What It Means Target Range

% of viewers who clicked your |>1.5% = Good, <0.5% = Needs

CTR (Click-Through Rate) CTA Work

Cost per visitor to your product

CPC (Cost Per Click) Lower is better

page

Conversion Rate % of clicks that lead to purchase|1%-3% = Strong

ROAS (R A

SSensd; eturn on Ad Revenue per $1 spent >2.0 is healthy
% of h tched enti

Video Completion Rate o ot users who watched entif® | nim for 30%+

ad

A/B Test Variables:
o Hook (first line or visual)
« CTA wording
« Background music or sound
o Ad copy style (narrated vs. text overlay)
Optimization Tips:
o Pause underperforming ads quickly
o Double down on winning creatives (clone and retest with small tweaks)

o Monitor ads daily for the first 72 hours

6.6 Ethical Advertising and Compliance
TikTok enforces strict ad guidelines:
Allowed:
o Truthful product claims with real proof
« Disclaimers for skincare or supplements

o Age targeting (18+ for adult products)



Prohibited:

Exaggerated or false before/after results
Implying medical or health guarantees

Using “limited availability” claims that aren’t real

Violating these policies can lead to ad disapproval, account suspension, or even product

bans.

6.7 Recommended Tools for Campaign Management

TikTok Ads Manager - Native ad dashboard

TikTok Pixel Helper — Chrome extension to test tracking setup
Canva + CapCut - Ad video editing

Creative Center - Inspiration + trending content

DashThis / BeProfit - Ad performance dashboards

Motion App - TikTok ad analytics + testing tracker

Module Summary

Paid promotions on TikTok are powerful when used strategically and natively

Choose the right ad format for your objective: Spark for UGC, In-Feed for launches,
TopView for major visibility

Creative is king — prioritize native feel, emotional hooks, and real user demos
Monitor ad performance closely and iterate quickly

Maintain ethical standards in claims, audience targeting, and transparency

End-of-Module Deliverables

Checklist: TikTok Ads Campaign Setup

Ads Manager account created

Campaign objective = Conversions

Video ad created with strong hook + CTA

Targeting parameters defined (age, interests, behavior)
Budget and run schedule set

TikTok Pixel installed (if applicable)



=+ Exercise: Ad Creative Planning

Create one mock ad script using this structure:
1. Hook (first 3 seconds)
2. Main product demo (5-15 seconds)
3. Social proof or CTA (final 5 seconds)
4. Caption, audio, hashtags

Then answer:
e What would your CTA be?
e How would you know it's working?
o What's one A/B element you'd test?

@ Reflection Prompt

“Would | watch this ad to the end — and if not, what would | skip? What emotion or
curiosity can | tap into in the first few seconds?”

I. Common Mistakes to Avoid
» Using ad footage that looks like traditional commercials
» Failing to include CTA or product link
« Ignoring performance data for too long
o Breaking platform policies (e.g., unsubstantiated claims)

« Not testing multiple creatives before scaling spend



Module 7: Live Shopping & Real-Time Sales Strategy

Learning Objectives
By the end of this module, learners will be able to:
o Understand the purpose and impact of TikTok Live Shopping
o Plan, script, and host high-converting live sales events
« Integrate exclusive offers, engagement tools, and product demonstrations
e Use live performance metrics to refine strategy

e Avoid common mistakes and maintain a professional, ethical broadcast experience

7.1 Why Live Shopping Matters

Live Shopping on TikTok allows you to interact with your audience in real time while
showcasing products, answering questions, and encouraging immediate purchases.

Unlike pre-recorded content, Live sessions:
» Collapse the entire sales funnel into one immersive experience
o Build real-time urgency and emotional engagement
« Drive higher conversion rates than static product pages or ads
o Allow direct viewer feedback and objection handling

TikTok LIVE turns casual browsers into loyal customers — and leverages entertainment as a
powerful driver of purchase behavior.

7.2 Live Shopping Format and Functionality
What Happens During a TikTok LIVE Shopping Event?

« You go live from your TikTok Shop-connected account

o Products are pinned to the screen in real-time

« Viewers can ask questions, react with emojis, and purchase while watching

o Exclusive offers (limited stock, discounts, bundles) can be used to drive urgency
Technical Requirements:

o TikTok Shop account with LIVE Shopping enabled

e Smartphone, tripod, ring light, stable internet

e Products uploaded to your TikTok Seller Center in advance



7.3 Planning a High-Converting Live Session
1. Pick the Right Time
o Use TikTok Seller Center analytics to identify peak shopping hours
o Popular times: Evenings (6-10 PM), weekends, or just after new content is posted
2. Promote in Advance
» Post stories and countdowns 24-48 hours before your Live
o Mention it in regular posts (“Join us LIVE Friday night for exclusive bundles!”)
3. Script Your Flow (But Stay Flexible)
Structure your LIVE like a mini-show:
1. Welcome + Tease Offer

Product 1: Demo + Story

.

Engage: Questions or Comment Reading

> woN

Product 2: Highlight Features

)

Flash Offer or Freebie

.

.O\U'I

Final CTA: Shop Now Before It Ends

7.4 Hosting Tips for Better Engagement & Conversions
Do:
« Smile, make eye contact, and use an enthusiastic tone
o Ask questions: “Where are you watching from?” or “Would you use this daily?”
o Show products in use — avoid passive descriptions
e Use urgency: “We only have 8 left of this one — grab it now!”

¢ Include customer reviews or testimonials

e Wing it without prep

e Read from a script word-for-word

« Ignore viewer questions or delay responses

o Go live for too long without energy — 30-45 minutes is optimal

Make it feel like an interactive shopping party, not a dry sales pitch.



7.5 Offers & Tactics That Increase Conversions
Use these tools during your LIVE:
« Time-Sensitive Offers: “Available only during this live session”
« Limited Quantity Drops: Scarcity triggers action (“Only 10 in stock!”)
o Bundles or BOGO Deals: Increase cart size
o Live-Only Promo Codes: Track conversions

« Flash Giveaways: Boost engagement and reward participation

7.6 Ethical and Safety Considerations for Live Sales
DO:

o Be honest about product limitations

« Disclose if items are sold out or backordered

« Provide real answers to viewer questions

e Include required product warnings (e.g., allergens, electrical safety)
DON'T:

o Create false scarcity (e.g., “only 2 left” if that's untrue)

o Promote unauthorized or unverified claims

o Pressure or manipulate viewers with misleading pricing

Live commerce is governed by both TikTok policy and consumer trust — protect both at all
costs.

7.7 Live Session Follow-Up and Optimization

After Your Live:
e Review metrics: Viewer count, watch time, comments, sales during stream
» Clip segments and repurpose for future TikToks or Spark Ads
o Collect questions asked to create future content or FAQs

o DM top commenters with thank-you notes or special offers



Key Metrics:

Metric Why It Matters

Peak Viewership Shows most engaged time slots

Average Watch Time|Indicates how compelling your content is

Conversion Rate Sales vs. total viewers

Drop-Off Rate When did people leave? Why?

7.8 Tools to Enhance Your Live Shopping Experience

TikTok Live Studio: For desktop broadcasting

Streamlabs OBS: Multi-camera setup and overlays

Ring Light + Tripod: Steady lighting and framing

Lavalier Mic or Wireless Mic: Clearer voice and hands-free movement

Dual-Person Streams: Host with a creator or partner brand

Module Summary

TikTok Live Shopping compresses awareness, trust, and purchase into one
experience

Plan your LIVE like an event: promote it, script it, energize it
Use scarcity and real-time engagement to increase urgency and conversions
Always stay transparent, professional, and responsive to viewer concerns

Optimize performance by reviewing analytics and testing formats

End-of-Module Deliverables

Checklist: LIVE Shopping Readiness

LIVE enabled in Seller Center

Lighting, sound, and background prepped
Products pinned and ready to demo
Exclusive offer planned

Promotion scheduled 24-48 hours prior



= Exercise: Live Script Outline

1. Opening line + introduction

2. Hook for first product (“What if your coffee never got cold?”)

3. Demo talking points

4. CTA (“Tap the pin to grab it before it's gone”)

5. Bonus: One viewer question you'll invite and respond to

@ Reflection Prompt

“If | were a viewer, would | feel connected, informed, and excited to buy — or like I'm just
being pitched?”

i. Common Pitfalls to Avoid

Ignoring technical setup (bad audio, awkward framing)
Over-talking with no product demo

Forgetting pinned product links

Not preparing answers to likely objections

Failing to follow up with leads and viewers after the session



Module 8: Fulfillment, Inventory & Operations

Learning Objectives

By the end of this module, learners will be able to:

Understand the fulfillment options available on TikTok Shop

Set up real-time inventory tracking and stock alert systems

Comply with TikTok's seller performance metrics (SLAs)

Choose between in-house vs. outsourced fulfillment based on growth

Prevent cancellations, overselling, and order delays through automation and
planning

8.1 Why Operations Are the Foundation of Long-Term Success

On TikTok Shop, a viral video can drive 10x demand overnight. If your back-end operations
aren’t prepared, you risk:

Late shipping
Order cancellations
Low product ratings

Suspensions or visibility penalties

TikTok's algorithm rewards sellers with fast, reliable fulfillment — not just great content.

8.2 TikTok’s Two Fulfillment Models

Option 1: Fulfilled by TikTok (FBT)

TikTok handles warehousing, picking, packing, and shipping
Available in select regions

Offers faster delivery and prime-like experience

Best for:

High-volume sellers

Brands scaling nationally or regionally



Option 2: Self-Fulfillment (FBM)
« You manage your own logistics
o Requires manual or software-assisted label generation
o Must meet TikTok’s strict SLAs
Best for:
o New sellers
o Niche or handmade products

o Custom packaging or bundling needs

8.3 TikTok Shop SLA (Service Level Agreement) Standards

These performance metrics are non-negotiable:

Metric Requirement

Late Dispatch Rate (LDR) |Less than 4%

Valid Tracking Rate (VTR)|Greater than 95%

Seller Fault Cancellation |Less than 2.5%

Violations Lead To:
e Reduced shop visibility
o Delisting of products
o Account suspension in serious cases

These aren't just rules — they're your reputation management system.

8.4 Real-Time Inventory Planning & Tools
Inventory Must Be:
» Synced across platforms (Shopify, TikTok, 3PL, etc.)
o Visible in real-time to avoid overselling
o Audited weekly for discrepancies
Inventory Best Practices:
» Use inventory management software (e.g., Inventory Planner, Zoho)
o Set low-stock alerts

o Batch update via TikTok Seller Center or integrations



Demand Planning:

Forecast based on:
o Content calendar
o Past viral spikes

o Seasonal trends

A single TikTok Live can sell hundreds of units in minutes. Plan accordingly.

8.5 Managing Cancellations & Overselling

Overselling results in automatic penalties. To avoid it:

Buffer inventory: Only list 90% of total stock
Daily sync: Ensure platform integrations update every 24h or less
Real-time dashboards: Track SKUs selling fastest and reorder accordingly

Automation Tools: Use Shopify + TikTok sync or tools like Syncio

8.6 Shipping Workflow Optimization

Essential Steps:

1.
2.
3.
4,

Tips:

Print shipping labels on same day order is received
Drop off packages or schedule pickup within 48 hours
Upload valid tracking numbers

Monitor delivery times and customer confirmations

Use 3PLs for scaling (ShipBob, Deliverr, ShipMonk)
Automate tracking notifications to buyers

Provide branded packaging for better unboxing experience



8.7 Returns, Refunds & Customer Disputes
TikTok enforces strict return standards:
o Return policies must be clearly posted
o Refund requests must be resolved quickly via Seller Center
o Seller must provide:
o Return address
o Evidence of product description match
o Prompt refund if issue is validated
Common Dispute Causes:
o Delayed shipping or no tracking
o Product received # Product shown
o Unclear or unfair return policy

Always underpromise and overdeliver. This applies to shipping speeds, product
expectations, and packaging.

8.8 When and How to Outsource Fulfillment
Outsourcing can help you:

o Meet TikTok's SLAs without stress

« Focus on content, marketing, and brand

o Scale during holidays or viral moments
Ideal Fulfillment Partners:

» Integrate directly with TikTok or Shopify

o Provide SLA reporting

o Offer 2-3 day delivery

o Can bundle or customize packaging (for gifting or UGC)



Decision Criteria:

Question If YES, consider 3PL

Are you shipping >30 orders/day?

Do you lack space for storing inventory?

Are you missing SLA targets?

Module Summary

Operational excellence directly impacts visibility, reviews, and customer loyalty
Choose the right fulfillment model (in-house or outsourced) for your stage
Stay compliant with TikTok's SLAs to avoid performance penalties

Automate and sync your inventory across channels to prevent overselling

Prioritize fast shipping, branded delivery, and customer-friendly returns to maintain
trust

End-of-Module Deliverables

Checklist: Operational Readiness

SLA performance reviewed (LDR <4%, VTR >95%, Cancellations <2.5%)
Inventory sync tools set up

Low-stock alerts active

Fulfillment system or partner chosen

Return policy clear and compliant

> Exercise: Fulfillment Audit

Answer the following:

1. How do you track your stock levels daily?

2. Do you know your Late Dispatch Rate?

3. How quickly are you fulfilling orders after they're placed?

4. What would happen if you had 3x your normal orders tomorrow?

Then identify:

One improvement to your workflow

One tool you'll implement this week



@ Reflection Prompt

“Am | running an e-commerce business that’s built to scale — or held together with
guesswork?”

. Common Pitfalls to Avoid
o Relying on manual inventory updates
« Ignoring SLA notifications
« Delaying order fulfillment
 Failing to provide valid tracking

« Offering unclear or restrictive return policies



Module 9: Customer Service & Community Building

Learning Objectives
By the end of this module, learners will be able to:

o Implement responsive, compliant, and brand-aligned customer service on TikTok
Shop

e Understand TikTok's service performance metrics and penalties
o Build strong relationships with customers and brand advocates

o Use user-generated content (UGC) and community feedback to improve products
and visibility

o Establish long-term brand trust through proactive engagement

9.1 The New Era of Customer Service: Public, Real-Time, and Social

Unlike traditional e-commerce where support happens in private, TikTok's platform makes
service interactions:

« Visible (in comments, replies, livestreams)
« Time-sensitive (messages and tickets are tracked)
« Algorithm-influenced (poor ratings reduce your visibility)

On TikTok Shop, customer service is not a back-end task — it's a core brand-building
activity.

9.2 Core Support Channels on TikTok Shop
1. TikTok Chat / Buyer Messages

o Primary tool for private communication

o Buyer messages must be responded to within 24 hours
2. Video Comments

e Public Q&A that shapes brand perception

o Opportunities to clarify, assist, or show appreciation
3. LIVE Comment Replies

« Real-time objections and questions during broadcasts

o Key for converting undecided viewers



9.3 TikTok's Customer Service SLAs (Performance Metrics)

Metric Standard Target

24-Hour Response Rate||>80% (85%+ for cross-border)

First Response Time <30 minutes (ideal)

Resolution Rate >65%

Customer Satisfaction |=75% 4-5 star reviews

op_o

Failing to meet these standards results in reduced visibility, listing restrictions, and damage
to your seller score.

9.4 Best Practices for High-Performance Support
Response Templates to Save Time:

o Pre-sale: "Hi! Yes, we ship within 24 hours. You can check the estimated delivery in
the product description.”

o Post-sale: “Thanks for your order! Let us know if there's anything we can help with
as you wait for delivery.’

o Returns: “Sorry to hear that! We'll help you process a return immediately. Please
provide your order number.”

Service Etiquette:
« Be prompt, polite, and human
« Use names and emojis sparingly (professional tone)
« Never blame the customer, even when they're wrong

» Avoid passive-aggressive responses — they can go viral for the wrong reason

9.5 Handling Returns, Refunds & Disputes Effectively
TikTok's system emphasizes buyer protection, so you must:
o Clearly define return policies in your listing
« Respond to refund or dispute tickets within 48 hours
« Provide evidence if you dispute a claim (e.g., photos, timestamps)

o Use TikTok's Seller Center to manage and track return cases



Pro Tips:

Offer return-friendly products (low breakage, easy-to-reship)
Always follow up on disputes — silence is interpreted as acceptance

Automate confirmations when returns are received

9.6 Building a Loyal Customer Community

Why Community Matters:

Repeat buyers are cheaper to acquire
UGC boosts trust and algorithmic reach

Brand advocates defend your reputation publicly

How to Build One:

Respond publicly to comments and tags
Share positive customer content in your TikTok videos
Feature top buyers in shoutouts or giveaways

Create a branded hashtag your fans can use (e.g., #GlowWithLuma)

9.7 Leveraging UGC (User-Generated Content)

UGC is not only free content — it’s trusted social proof.

How to Encourage It:

Ask buyers to tag your brand when they unbox or use products
Offer incentives: discounts, reposting, exclusive drops

Include a thank-you card in orders with a hashtag prompt

Reposting Guidelines:

Always ask permission to repost (or use TikTok's built-in “Duet”/"Stitch”)
Credit the creator by tagging them

Avoid altering or editing without consent



9.8 Automation Tools and Service Scaling

As your store grows, streamline service using:

Quick Replies (TikTok Seller Center)
Help Desks: Gorgias, Zendesk (integrated with TikTok Shop)
Shopify + TikTok Chat Sync (if multichannel)

Auto-responders for common questions during off-hours

9.9 Handling Difficult Customers Professionally

Golden Rules:

Never argue publicly
Acknowledge the issue, even if it's not your fault
Offer a next step, not just an apology

Move the conversation to private chat

Sample Response:

“Thanks for the feedback — I'd be frustrated too. Please DM us your order number so we
can resolve this ASAP."

Module Summary

Customer service on TikTok Shop is real-time, visible, and reputational

Hit your SLAs to maintain visibility, seller score, and trust

Build a proactive system for chats, comments, and returns

Cultivate a community by engaging with your buyers and sharing their voices

UGC and buyer satisfaction are your most powerful assets — treat them as growth
tools



End-of-Module Deliverables
Checklist: Social Support System
o 24h response rate 280%
o Templates created for FAQs
o Return process documented and easy to follow
o Customer review follow-up system in place
o Branded hashtag and UGC strategy defined

= Exercise: Comment & Chat Simulation

Respond professionally to each of the following:
1. “My order’s late and | haven't heard anything back.”
2. "This product didn't work. Scam.”
3. “Do you have this in another color?”
4. "This is the BEST thing I've ever bought ="

Evaluate: Which replies would be seen by others? How can you turn each into a brand-
building opportunity?

@ Reflection Prompt

“If my next 100 buyers all left a public review or comment... would | be proud of what
they'd say?”

. Common Pitfalls to Avoid
« Ignoring or delaying replies (even if it's not your fault)
o Getting defensive or sarcastic in comments
« Having inconsistent return/refund handling
e Not acknowledging happy customers publicly

o Letting negative reviews sit without resolution



Module 10: Scaling Up — Analytics, Automation & Optimization

Learning Objectives
By the end of this module, learners will be able to:
o Monitor and interpret key TikTok Shop performance metrics
o Use data to optimize content, campaigns, and operations
o Automate repetitive workflows to scale sustainably
o Develop a 30/90/180-day roadmap for business growth

e Avoid stagnation by continuously testing, learning, and iterating

10.1 Why Scaling is a Strategic Process, Not Just Volume

Once your TikTok Shop is live and making sales, your next challenge isn’t just more traffic
— it's smart growth.

Scaling requires:
« Data discipline: Making decisions based on what's working, not guessing
o Efficiency: Automating tasks that don’t require your personal touch
« Focus: Doubling down on the 20% of content or products driving 80% of results

Scaling without strategy creates burnout, inventory waste, and inconsistent results. Build
systems before adding weight.

10.2 TikTok Shop Analytics: What to Track and Why
TikTok Seller Center provides a powerful dashboard. Prioritize these metrics:

Sales & Revenue

Metric Why It Matters

Gmv Total sales generated

Average Order Value|Tracks upsell and bundling effectiveness

Refund Rate Indicates customer dissatisfaction




Marketing & Content

Metric What It Tells You

Video View Count|Exposure potential

Engagement Rate|Content quality & resonance

CTR How compelling your CTA/product is

Conversion Rate |Content/ad performance (1-3% = healthy)

Operational

Metric Target Value

Late Dispatch Rate |<4%

Valid Tracking Rate|>95%

Cancellation Rate |<2.5%

10.3 Using Analytics to Drive Smarter Content
Content Optimization Tactics:

o Sort videos by highest CTR or conversion — repost top 3 with variations

o Look at watch-time drop-off — did viewers leave before your CTA?

« Identify trends from top performers: sound, hook, caption, time of posting
A/B Testing Ideas:

o Hook phrasing (“Let me show you..."” vs. “What if | told you...")

o Product angles or lighting

o Text overlay vs. voiceover

o Call-to-action style (urgency vs. curiosity)

Small changes in content can produce large changes in revenue. Use data to guide
creativity, not replace it.



10.4 Scaling Ads: ROAS, Retargeting & Budget Allocation
Know Your Numbers:
e ROAS (Return on Ad Spend) = Revenue + Ad Cost
o Target: >2.0 for profitability
Scaling Strategy:
o Increase daily budget on high-performing ad sets by 10-20% every 3 days
o Use Spark Ads to scale UGC that already converts
o Retarget viewers who:
o Watched but didn't click
o Clicked but didn’t purchase
o Added to cart but abandoned
Budget Tiers:
o Starter: $10-$50/day
o Scaling: $100-$300/day

« Aggressive growth: $500+/day with performance targets

10.5 Automating Workflows for Scale
Areas to Automate:
« Inventory syncing (Shopify + TikTok)
« Order fulfillment via 3PLs
o Chat replies using templates or Helpdesk (Gorgias, Zendesk)
« Sales tracking with dashboards (BeProfit, DashThis)

« Influencer outreach with CRM tools (Notion, Airtable)



Example Automation Stack:

Function Tool(s)

Inventory Sync ||Syncio, Shopify Connector

Order Fulfillment|ShipBob, Deliverr, ShipMonk

Analytics TikTok Seller Center, DashThis

Influencer CRM |[Collabstr, Modash, Notion

Support Desk Gorgias, Zendesk

10.6 Your 30/90/180-Day Growth Roadmap
Next 30 Days (Optimize & Stabilize)
o Streamline fulfillment and response workflows
« Identify and scale your top 1-2 performing content types
o Implement UGC and influencer campaigns
Next 90 Days (Scale Systems)
o Launch 3-5 Spark Ads from best-performing organic videos
o Introduce bundles or new SKUs
o Test Live Shopping 1-2x/week with limited-time promos
Next 180 Days (Expand Market Reach)
o Partner with creators consistently through the Affiliate Program
o Expand into new product categories
o Explore international TikTok Shop regions (if applicable)

» Consider external traffic (Google Ads, Instagram Retargeting)

10.7 Avoiding Plateau: Continuous Improvement Habits
To stay competitive:

o Review TikTok Shop analytics weekly

o Refresh content every 10-14 days

o Track product reviews and respond publicly

o Watch competitors and TikTok trends daily

e Audit fulfillment SLAs monthly



TikTok rewards freshness, not perfection. Keep publishing, testing, and adapting.

Module Summary
« Scaling requires data-driven decisions, not just volume
e Monitor content, ads, and operations using TikTok Seller Center
o Automate repeatable tasks to free up creative and strategic time
« Test and iterate content, hooks, and offers using analytics

o Build a 30/90/180-day roadmap to grow sustainably and stay agile

End-of-Module Deliverables
Checklist: Scaling Infrastructure
o Sales KPIs tracked (GMV, AOV, ROAS)
o TikTok Shop analytics reviewed weekly
o At least 1 ad campaign launched and monitored
o UGC or creator campaigns active
« 30/90/180-day roadmap drafted

= Exercise: Growth Audit

Answer the following:
1. What's your current best-performing video? Why?
2. What's your best-selling SKU?
3. Where do most of your abandoned carts happen (LIVE, video, ad)?
4. What's one workflow you can automate this week?

Then:
o Define 1 goal for the next 30 days (e.g., increase AOV by 10%)
o List 3 actions you'll take this week to move toward it

@ Reflection Prompt

“If 5,000 people discovered my shop tomorrow, would my system convert them efficiently
— or break under pressure?”



1. Common Mistakes to Avoid
o Scaling ads without product validation
« Chasing trends without brand consistency
o Neglecting customer reviews and repeat buyers
« Failing to automate simple logistics

« Assuming what's working today will work next month

© Course Completion Note

Congratulations! You've now completed all 10 modules of TikTok Shop Mastery. You're
equipped with the strategic, creative, and operational systems to launch, grow, and scale a
sustainable TikTok e-commerce business.



