TikTok Shop Playbook 2025:
The Complete Guide

From Launch to $1IM+ GMV

A comprehensive resource for brands entering or scaling on TikTok Shop



About This Playbook

This playbook synthesizes insights from successful TikTok Shop launches, agency
operations, and platform best practices. Whether you're a new brand exploring
TikTok Shop or an existing seller looking to scale, this guide provides actionable
frameworks for every stage of growth.

What You Will Learn Your Growth Journey

© How to launch on TikTok Shop in From foundation to scale, this playbook
30 days or less covers every phase of building a

© Creator recruitment and successful TikTok Shop presence. Each
Mmanagement systems that scale section provides tactical,

© Paid media strategies delivering implementable strategies backed by
25-35+ ROAS real performance data.

© Product optimization tactics for
maximum conversion Whether you're doing $0 or $500K

© Advanced growth strategies for monthly, you'll find frameworks to

$100K+ monthly GMV accelerate your growth.



Why TikTok Shop? The Market Opportunity

$9B 70%

2024 US GMV Product Discovery
Up from $4B in 2023, Of users discover new
showing explosive products on TikTok
growth trajectory before purchase

SN\

89% 400K+

Live Shopping Active Merchants

Of beauty GMV comes By Q4 2024, creating
from live shopping competitive
sessions opportunity

Platform Advantages That Matters

TikTok Shop fundamentally changes how commerce works. Traditional ecommerce

follows a search- find-buy model. TikTok Shop creates a discover-desire-buy journey

that happens in seconds. The "TikTok Made Me Buy It" culture creates organic

demand that's nearly impossible to replicate on other platforms.

The algorithmic amplification is game-changing. Content can go viral regardless of

follower count, and shop-tagged videos receive preferential distribution. This

creates opportunities for new brands to compete with established players on a level

playing field.

Discovery-Driven Commerce

Content appears in feed based on
interest, not search. Products are
discovered through entertainment
and education, creating emotional
connection before the purchase
decision.

Lower Customer Acquisition

Organic reach is still achievable, unlike
Meta's pay-to-play model. Creator
content functions as owned media at
scale, with average 15% lower CAC
versus Meta for creator-led campaigns.



Category Intelligence: What's Working Now

Understanding category performance helps you position your products for success.
Here's the current breakdown of TikTok Shop sales by category, with actionable
insights for each vertical.

Category Share Avg AOV Top Format Success Factor
Beauty & 37% $35-$65 Tutorial + Before/After Live demos
Personal Care
Appqrel & 25.6% $45-$85 Try-on hauls Size/fit transparency
Fashion
Home Goods 13.5% $30-$120 Transformation videos Problem- solution
Wellness & -11% $40-%$90 Testimonials + Education  Results proof
Supplements
Kitchen 0 . " "

-8% $25-$75 Recipe demos Wow" factor
Gadgets
Pet Products -4% $20-$50 Cute pet content Emotional appeal

Winning Hashtag Signals

These massive engagement numbers reveal proven categories and content

types. MakeupTutorial has generated 15.2B views, while CleanTok has 12.3B views.
Visual transformation content consistently performs best, with practical and
educational content driving the highest purchase intent.

What this data tells us: emotional and entertaining content builds awareness,
but practical demonstration content drives conversions. The sweet spot is
content that educates while entertaining, showing real transformation or
solving genuine problems.



Is Your Brand Ready? Self-Assessment
Framework

Before launching on TikTok Shop, conduct an honest assessment of your readiness.
This scorecard helps identify gaps and ensures you're set up for success rather than
frustration.

30 25\ 2'0\

Product-Market Fit Operational Readiness Content Capability
Visually demonstrable, solves clear Fast shipping capability, adequate Can produce consistent videos,
pain point, optimal price point inventory, customer service system willing to embrace authentic style

\ -~
15 10

Financial Resources Brand Strength
Budget for ads, creator Existing social presence, customer
samples, and cash flow buffer testimonials, unique value proposition

Score each category 0-10. A total score of 70+ indicates you're ready to launch. If you score below
70, focus on strengthening weak areas before committing significant resources to TikTok Shop.

Critical Red Flags To Address First

Inventory Constraints: Less than 500 Complex Products: Products requiring
units available will create stockout extensive education or consultation don't
problems during growth phases. Build perform well in the impulse-driven TikTok
inventory depth before launch. environment.

No Content Plan: Without commitment Insufficient Budget: Less than $5K total
to consistent posting, you'll struggle to for launch phase limits your ability to test
gain algorithmic momentum. Plan for 2-3 and optimize. Consider delaying until
videos weekly minimum. properly funded.

Ideal Candidate Profile

The brands seeing fastest success share common characteristics: they're typically DTC brands with
$500K-$50M annual revenue, selling visually appealing products with strong margins above 50%.
They have fast shipping capability, products that lend themselves to demos or tutorials, and a
growth-focused mindset willing to test and iterate based on data.



Legal & Compliance Essentials

Compliance is non-negotiable for TikTok Shop success. Missing documentation will
delay or prevent your launch, and violations can result in account suspension. This
section covers universal requirements plus category-specific needs.

Universal Business Documentation

Business Entity Requirements Identity Verification

« EIN Certificate from IRS, matching legal « UBO Identification for person with
business name exactly g25% ownership or control

« Certificate of Incorporation or Business « UBO Proof of Address matching ID,
Registration (LLC, Articles, DBA) dated within 90 days

« W-9 Form completed and signed » Unique Email Address not used on

« Business Bank Account matching legal other TikTok Shops
name (no personal accounts) « Unique US Phone Number not shared

« Proof of Business Address dated within across accounts
90 days « Physical Warehouse Address (no PO

boxes allowed)

Category-Specific Requirements

Beauty, wellness, children's products, and certain other categories require additional documentation.
Failure to provide complete documentation will result in product listing rejection. Review requirements
carefully and gather all materials before beginning product upload.

Beauty & Personal Care Supplement & Wellness

FDA Cosmetic Registration including facility FDA Facility Registration Certificate, Certificate
registration with FEI number, product listing for of Analysis from ISO-certified lab per batch,
each SKU, high- resolution label images, safety complete Supplement Facts Panel, ingredient
documentation with COA per batch, and GCMP documentation with GRAS verification, and
compliance confirmation. claims substantiation.

Children’s Products Electric Products

Children's Product Certificate (CPC) based on Safety markings (UL, ETL, CE), FCC compliance if
third-party testing valid 365 days, test reports wireless, voltage specifications, and Certification
from CPSC-accepted lab for lead, phthalates, of Compliance issued within last 5 years with
flammability, and small parts hazards. testing standards listed.

Critical Compliance Mistakes to Avoid: Never use "FDA Registered" as a marketing claim 3
registration is not approval. Don't make disease treatment claims for supplements. Ensure all label
elements are complete and legible. Keep documentation current, as CPCs expire after 365 days
and COAs must be batch-specific.



Account Setup & Configuration

Proper account setup creates the foundation for everything that follows. This week-
by-week guide ensures you configure all systems correctly from day one, avoiding
common mistakes that create problems later.

Apply for TikTok Shop Seller Center and link to
Business Center. Complete seller profile with shop
name, description, logo, and banner. Submit identity
verification with UBO documentation.

Create TikTok Business Center account with
dedicated business email. Add complete business
information matching EIN documentation. Submit for
business verification, which takes 1-3 business days.

Link business bank account and verify micro-
deposits. Upload W-9 and configure sales tax
collection. Review TikTok Shop commission
structure and adjust pricing for profitability.

Shipping Configuration Strategy

Choose between seller shipping (you handle fulfillment) or Fulfilled by TikTok (FBT).

Most brands start with seller shipping for control and flexibility, transitioning to FBT
once they reach $10K+ monthly GMV or 100+ orders per month.

Seller Shipping Setup

Free Shipping Recommended: Orders $35+
Flat Rate: $4.99-$7.99 under threshold
Processing Time: 1-2 days maximum
Transit Time: 2-5 days target

Total Delivery: Under 7 days total

Link carrier accounts (USPS, UPS, FedEx) and
enable automatic tracking upload. This ensures
customers receive timely updates and you
maintain strong shop score metrics.

Shop Profile Optimization

Return & Refund Policies

Return Window: 30 days standard (60-90
premium)

Conditions: Unopened/unused for hygiene
products

Refund Timeline: 2-3 business days after
receiving return

Return Shipping: Decide buyer or seller paid

Clear, generous policies build trust and reduce
purchase hesitation. Include policy details on
product pages and in package inserts.

Your shop profile is often the first impression customers get of your brand. Use a
simple, memorable shop hame matching your brand. Create a compelling 150-
character description using the formula: [Product Category] | [Key Benefit] | [Trust

Signal].

Design a 500x500px logo recognizable at small size, and a 1200x300px banner

showcasing your hero product or brand message. Maintain consistent color schemes
across all touchpoints for professional presentation.



Product Catalog Strategy

Strategic product selection determines your TikTok Shop success more than any
other factor. Start with 3-7 hero SKUs that meet specific performance criteria, then
expand based on data.

Product Selection Visual Demonstrability: Can you show value in under
60 seconds? Does it have wow factor on video? Is
Scorecard the transformation dramatic?
Margin Susteintability: 60%+ gross margin ideal for
Score each potential product 1-10 across profitable growth. 50-60% workable. 40-50%
seven criteria. Products scoring 60-70 are challenging. Under 40% unsustainable with TikTok fees.
excellent TikTok Shop fits and should be Price Point Optimization: $15-$50 impulse buy zone
prioritized. Scores of 50-59 are good scores highest. $50-$100 considered purchase.
candidates requiring strong creative $100-$150 requires high intent. $150+ difficult.
strategy. Products below 40 should be Repeat Purchase Potentail: Consumables with 30-90
reconsidered or saved for later phases. day replenish cycle maximize lifetime value. One-time

purchases limit long-term profitability.

Product Listing Optimization Formula

Titles should follow this 60-character formula: [Key Benefit] + [Product Type] +
[Unique Feature] + [Social Proof]. For example: "Glass Skin Serum | Korean Beauty |
Brightening + Hydrating | 50K Reviews".

Images require strategic sequencing. Slot 1 is your hero shot with professional
lighting on clean background. Slot 2 shows lifestyle usage with real person in natural
setting. Slot 3 demonstrates before/after transformation. Slot 4 includes feature
callouts with text overlays. Slot 5 displays size comparison. Slots 6-8 provide
additional context like unboxing, texture details, and variant options.

Your description should include an attention-grabbing hook, emotional connection
to customer pain point, bullet points of unique features, simple usage instructions,
what's included, perfect-for use cases, and trust signals like certifications and
guarantees.

Pricing Psycology

Use charm pricing with .99 endings to create value perception. Show anchor pricing
with "Compare at" strikethrough prices. Create bundle pricing with increasing
discounts: single at $29.99, 2-pack at $49.99 (17% off per unit), 3-pack at $69.99 (22%
off per unit).

Implement tiered discount thresholds: spend $50 save 10%, spend $75 save 15%,
spend $100 save 20%. This strategy increases average order value while maintaining
profitability.



Content Foundation: Your First 50 Videos

Content is the engine of TikTok Shop success. Your first 50 videos establish brand
presence, test creative approaches, and generate initial sales momentum. Follow
this structured approach to maximize learning while building audience.

Phase 1: Foundation Phase 2: Social Proof Phase 3: Engagement
(Videos 1-20) (Videos 21-35) (Videos 36-50)

10 product showcases 8 customer testimonials with 5 trend-jacking videos using
demonstrating features and real results. 4 before/after popular formats. 4 challenge
benefits. 5 how-to tutorials transformation compilations. or interactive content. 3
showing usage. 3 founder story 3 review compilations from educational expert content. 3
videos building connection. 2 verified purchases. behind-the-scenes glimpses.

unboxing and packaging reveals.

Video Structure Templates That Converts

The Problem-Solution template works in 30-45 seconds: Start with a hook showing
the problem (0-3s), agitate by making it relatable (3-8s), introduce your solution
(8-15s), demonstrate it working (15-35s), show results (35-40s), and close with clear
CTA (40-45s).

The Before/After Transformation template runs 45-60 seconds: Hook with "before"
state (0-5s), provide context (5-10s), introduce product (10-20s), document the
journey by week (20-35s), reveal the "after" (35-50s), and CTA with offer code (50-60s).

P
Pain Point Hook Curiosity Hooks Social Hooks Proof

"If you struggle with [problem], "| tested this for 30 days and “50,000 people bought this
watch this" I'm shocked" and here's why"

"This is for everyone tired of "This [product] has a secret "This went viral for a reason"
[pain point]" feature nobody knows" "My dermatologist

"POV: You've tried everything "Wait until you see what recommended this and I'm
for [problem]" ) happens at the end" \obsessed"

Posting Strategy for Maximum Impact

Start with 1-2 videos daily during weeks 1-2 for testing. Scale to 2-3 videos daily during
weeks 3-4. By month 2, maintain 3-5 videos daily for sustained momentum. Optimal
posting times for US market: Monday 6-9 AM and 7- 10 PM, Tuesday 2-4 PM and 7-10
PM, Wednesday 7-9 AM and 8-11 PM (peak engagement day), Thursday 9 AM-12 PM
and 7-10 PM, Friday 5-8 AM and 3-6 PM.

Create a content calendar mixing product showcases, educational tutorials,
customer testimonials, trend participation, and behind-the-scenes content.
Consistency matters more than perfection in the launch phase.



Soft Launch Tactics: Your First 30 Sales

The soft launch phase focuses on generating your first 30 sales to unlock Shop
Score and messaging capacity. Use these proven tactics to build momentum
before public launch.

Founder's Circle (Days 1-3)

% Create exclusive FOUNDERS30 code for 30% off, limited to first 50 uses with
72-hour expiration. Email your existing customer list and DM close contacts.
Position as VIP early access before public launch.

Friends & Family Seeding (Days 2-5)

Q@] Identify 20-30 close contacts and send free product with handwritten note,
product info card, QR code to shop, and simple filming guide. Request video
testimonial and offer 20% referral commission on sales they generate.

Micro-Influencer Soft Launch (Days 4-7)

(@ Target creators with 5K-25K followers and over 4% engagement rate. Offer free
product, 20% affiliate commission, exclusive discount code, and potential paid
partnership if performance is strong.

TikTok-Exclusive Launch Offer (Day 5-7)

@ Run 48-hour Buy 2 Get 1 Free or 40% off orders $50+. Create 3 announcement
videos with countdown timers. Position as biggest offer ever, TikTok exclusive only.

Sample Outreach Template For Micro-Influencers

"Hi [Creator Name], | love your content around [niche]! Your [specific video]
really resonated with me. We're launching [Brand Name] on TikTok Shop this
week and | think your audience would love [product]. Would you be interested
in free product (value $XX), 20% affiliate commission, exclusive discount code
for followers, and potential paid partnership if performance is strong? No
strings attached 3 just want your honest review. We're only working with 10

creators for this launch, so spots are limited!"

This approach combines product value, earning potential, and exclusivity to drive
creator interest during your critical launch window.



Creator Ecosystem: From O To 500+ Affiliates

Building a thriving creator ecosystem is the single most scalable growth driver for
TikTok Shop. This tiered approach lets you work with creators at every level, from
nano to power creators.

The 5-10-85 Creator

Top 5% of creators drive 60-70% of creator-attributed GMV. Middle 10% drive 20-25%
of GMV. Bottom 85% drive 10-15% but provide volume and social proof. This
understanding shapes your recruitment and management strategy.

Tier 1: Power Creators Tier 2: Macro Creators

100K+ followers. $1,000-$5,000 flat fee + 10-12% S50K-100K followers. $500-$1,000 flat fee + 12-15%
commission. Quarterly partnership with 1 hero video commission. Monthly content agreement with 2-3
monthly, 1 live shopping session per quarter, dedicated videos per month, monthly group calls, bi- weekly
account manager. performance reports.

Tier 3: Micro Creators Tier 4: Nano Creators

10K-50K followers. Commission-only at 15-18%. Ongoing 1K-10K followers. Commission-only at 18-20%. Open
flexible commitment, automated onboarding, self- collaboration, fully automated management,
service portal, monthly group webinars. community Discord group, quarterly contests.

Discovery starts with tools like TikTok Creator Marketplace, Modash, Aspire, and
Upfluence. Manually search hashtags and analyze competitor collaborations. Vet
creators for engagement rate over 3%, audience demographics matching your target
by 70%+, authentic content quality, consistent posting frequency of 3+ posts weekly,
and previous TikTok Shop promotional activity.

Vetting Red Flags Green Flags To Pursue
- Fake followers or bot comments - High engagement relative to followers
- Brand conflicts with competitors - Authentic, unpolished style
- Inconsistent posting history - Strong community interaction
- Poor comment sentiment - Regular shop link usage
- No previous shop promotions - Demographic alignment with brand
Sequence That Converts

Send welcome email immediately upon acceptance with product shipment
timeline, creator Discord invite, affiliate dashboard access, brand guidelines, and
content ideas. When product ships, provide tracking link and highlight top
performing creator content for inspiration. After delivery, follow up asking for first
impressions and suggesting 3-5 content ideas. At day 14, send performance update
showing videos posted, views generated, sales attributed, and commission earned.



UGC Content Machine

User-generated content is the fuel for your TikTok Shop engine. The goal: 50-80
videos per product, continuously refreshed. This volume and diversity allows you to
test, optimize, and scale with confidence.

Product Demos Tutorials
- 20% of content (10-16 videos) showcasing - 20% of content (10-16 videos) teaching usage,
features, unboxing, and functionality tips, and techniques
Behind-The-Scenes Before/After
- 10% of content (5-8 videos) showing brand - 15% of content (8-12 videos) showing dramatic
story and production transformations and results
Trend Integration Testimonials
- 15% of content (8-12 videos) participating in - 20% of content (10-16 videos) featuring
viral trends and challenges customer reviews and social proof

Three UGC

Method 1: Paid UGC Creators. Platforms like Billo ($99-$299/video), Trend ($150-$400/video), and
Vidpros ($200-$500/video) provide professional UGC at scale. Brief creators with specific scenarios, key
messages, visual requirements, and deliverables needed.

Method 2: Customer UGC Incentive Program. Create a "Share & Earn" program with three tiers. Basic
tier: post video review with brand tag, earn 20% off next purchase. Enhanced tier: video gets 1,000+
views and submit Spark Code, earn $25 store credit plus free product. Creator tier: video gets 10,000+
views with consistent posting, earn affiliate partnership at 15% commission.

Method 3: Micro-Influencer Content Rights. License creator content for paid advertising use. Typical
compensation: $50-$150 per video for creators with 10K-50K followers, $150-$500 for those with
50K-100K followers. Alternative: offer 2x standard commission rate in exchange for content usage rights.

Content System

Create organized folder structure: Brand_Content_Library > Product_SKU >
Format_Type (Demo, Testimonial, Tutorial, etc.) > Status (Pending, Approved, In_Use,
Archive). Use consistent naming:
[Date]_[CreatorName]_[ProductSKU]_[Format]_[Status]. This system makes finding
and repurposing content effortless as your library grows.

Content Refresh Schedule: Top performers get refreshed every 30 days with new hooks. Medium
performers refresh every 60 days. Underperformers archive after 90 days. This rotation prevents creative
fatigue while maximizing content investment.



Paid Media Framework

Paid media accelerates growth and provides consistent, predictable revenue. This
framework delivers 2.5-3.5+ ROAS through strategic campaign structure and
continuous optimization.

Campaign Budget Allocation Strategy

Product Sales (BOF)

‘ Video Shopping (MOF)

. Spark Ads

. Retargeting
Four Core Campaign Types
Product Sales Ads (PSA): Bottom of funnel, Video Shopping Ads (VSA): Middle of funnel,
35-40% budget. Direct product demonstration 30-35% budget. Lifestyle use cases with
with clear pricing and strong CTA. Optimize for storytelling approach. Optimize for Add to Cart.
purchases. Target ROAS over 2.5, CPA under $30, Target ATC rate over 5%, CTR over 1.5%, view-
CVR over 3%. through over 40%.
Spark Ads: Amplification, 20-25% budget. GMV Max Campaigns: Scale mode for $50K+
Leverage creator social proof using their original monthly GMV. Campaign-level budget
posts. Maintains creator profile and minimum $300/day. Auto-optimization across
engagement. Target engagement rate over 5%, 3-7 products. Requires 50-80 creatives per
ROAS over 2.0. product and consistent inventory.

Launch Phase Budget Strategy

Start with $300-500 daily total budget. Allocate $150-200 to PSA, $100-150 to VSA,
$50-100 to Spark Ads, and $50 to retargeting. Goal is gathering data and finding
winners. Scale by 20% weekly if ROAS maintains or improves, CPA stays stable or
decreases, and daily budget utilization exceeds 80%.

Growth Phase Progression Scale Phase Targets
- Week 1: $500/day baseline - Budget: $1,000-3,000/day
- Week 2: $600/day (+20%) - GMV Max: $500-1,500
- Week 3: $720/day (+20%) - PSA: $300-800
- Week 4: $864/day (+20%) - VSA: $150-400
- Spark Ads: $100-300
Continue scaling if performance metrics hold. Never - Retargeting: $50-100

scale more than 20% at once, wait 3 days between
increases, and add new creatives when scaling. Goal is maximizing profitable revenue at target ROAS.



Life Shopping Mastery

Live shopping is where TikTok Shop truly differentiates itself. In beauty, 89% of CGMV
comes from live sessions. Live viewers convert at 10x the rate of regular video viewers,
with average watch times of 8-12 minutes compared to 6 seconds for feed content.

Weekly Live Shopping Calendar

8-9:30 PM ET, 60-90 minutes. Rotating flash sales
every 15 minutes. 25-40% off time-limited deals.
Drive volume and create urgency.

Monday: “Monday Motivation”

Wednesday: “Flash Sale Wednesday” Friday: “Friday Favorite”

7-8 PM ET, 30-45 minutes. Product education
deep dive on 1-2 items. 15% off featured products.
Build authority and educate audience.

6-7 PM ET, 45-60 minutes. Casual community
hangout with Q&A. Bundle deals and BOGO
offers. Community building and retention focus.

Live Shopping Script Structure

Opening (0-5 minutes): Welcome viewers by name, introduce today's theme and offers, acknowledge
comments with emoji requests, remind about shipping and guarantees. Create immediate
engagement and set expectations.

Product Showcase (5-45 minutes): Spend 8-12 minutes per product. Introduction (1 min),
demonstration showing packaging and usage (3-5 min), benefits and features (2-3 min), social proof
reading reviews (1-2 min), offer with CTA and urgency (1 min), Q&A answering comments (2-3 min).
Flash Sale Segments (Every 15 minutes): Announce dramatic price drop for next 15 minutes only. Show
countdown timer. Give regular updates at 10 minutes, 5 minutes, and last chance. Continue showcasing
while timer runs to maintain engagement.

Closing (Last 5 minutes): Recap all products and offers covered. Remind about free shipping threshold
and discount codes. Preview next live session. Answer final questions. Thank viewers and encourage
follows for notifications.

N 4
Create Urgency Maximize Engagement ) Leverage Social Proof
Limited quantities: "Only 15 left Welcome people by Read customer reviews live.
at this price!" Time-limited username. Thank gift Show customer photos and
offers with countdown timers. senders immediately. Answer videos. Share specific
Flash sales rotating every 15 questions by name. Create testimonials. Mention
minutes. "Going, going, gone" VIP recognition for regulars. bestseller status and scarcity.
announcements. Run polls and challenges.

J NS

Post-Live Optimization

Within 1 hour of ending: download replay, create 30-60 second highlight clips, post

"missed the live?" video with replay link, pin replay to profile for 24 hours, send email

to list. Next day: review analytics for viewers, peak times, purchases, average watch

time, and engagement rate. Plan improvements for next session based on which
products and segments performed best.



Flash Sales & Promotional Strategy

Strategic promotions drive volume, clear inventory, and create urgency. The key is
Mmaintaining scarcity and exclusivity rather than conditioning customers to expect
constant discounts.

The 4-Hour Flash Sale Formula

Run flash sales 1-2x weekly maximum on Wednesday, Thursday, or Friday at 7-9 PM ET when TikTok
usage peaks. Duration of 2-4 hours creates genuine urgency. Discount structure: Tier 1 at 25-30% for
regular sales, Tier 2 at 35-40% for special events, Tier 3 at 50%+ for clearance.

24 Hours Before After Sale
Reminder post: "Flash sale starts in 4 "You missed it!" post with next sale date. Recap
hours!" DM top customers. Update video showing highlights. Thank participants.
shop banner. Activate discount codes. Capture emails for next notification.
24 Hours Before During Sale
Post teaser video: "Something big tomorrow Post every 30 minutes with countdown. "2
at 7 PM.." Add story countdown. Email list hours left!" Show products selling out.
notification. Pin announcement to profile. Highlight customer purchases in real-time.

Monthly Promotional Calendar Mix

Week 1: New Customer Acquisition. Offer 20-25% off first order with codes WELCOME20 or NEWYOU25.
Allocate 40% of promotional budget. Goal is growing customer base with quality first-time buyers.
Week 2: AOV Booster. Tiered spending thresholds: Spend $50 save $15, spend $75 save $25. Allocate 25%
of budget. Goal is increasing basket size and order value.

Week 3: Product Launch/Feature. BOGO or bundle discount on specific items. Allocate 20% of budget.
Goal is moving specific inventory or featuring new products.

Week 4: Flash Sale. Sitewide 30-40% off for 4 hours only. Allocate 15% of budget. Goal is clearing
inventory and driving volume.

Seasonal & Holiday Strategy

Q1 & Q2 - January:New Year, New You (Jan1-15) Q3 & Q4 - July:4th of July (Jun 28-Jul 4)
Focus - February: Valentine's Day (Feb 7-14) Focus - August: Back to School (Aug 1-31)
- March: Spring Refresh (Mar 15-31) - September: Labor Day (Aug 28-Sep 2)
- April: Earth Day (Apr15-22) - October: Halloween/Fall (Oct 15-31)
- May: Mother's Day (May 1-12) June: - November: Black Friday/Cyber Monday
Summer Kick-Off (Jun 15-30) - December: Holiday Gift Guide, Year-End

Black Friday Cyber Monday (BFCM) Execution

Register 6 weeks before for TikTok Shop BFCM Phases 1-3. Plan 3x normal inventory levels. Create
BFCM-specific bundles and promotional graphics. Brief creator network on dates and offers.

Phase 1 (Pre-BFCM): 25% off sitewide, free shipping at $35, early bird bundles. Phase 2 (Black Friday):
35-40% off sitewide, free shipping all orders, limited quantity doorbusters at 50% off. Phase 3 (Cyber
Monday): 30% off sitewide, Buy 2 Get 1 Free, last chance messaging.

During BFCM week, go live daily (2x per day if possible), post 5-7 videos daily, monitor inventory in real-
time, respond to messages within 1 hour, and scale ad budget to 200% of normal spend.



GMV Max Campaigns For Sales

GMV Max is TikTok Shop's advanced campaign type designed for brands ready to
scale. It requires significant creative volume and historical data, but delivers
exceptional results when properly implemented.

GMV Max Qualification Requirements

Monthly GMV

Over $50,000 in consistent
monthly gross merchandise
value

Operational Stability

Consistent inventory levels and reliable
fulfillment

Three-Phase Launch Strategy

Phase 1: Cold Start - $300/day minimum. Week
1-2 learning phase with 20-50% budget utilization
expected. Focus on signal generation by feeding
algorithm with diverse creatives. Upload 50+
videos, enable auto-approve for creator content,
link all videos to products. Monitor but don't edit

Product Catalog

Minimum 3-7 products with
proven conversion history

Creative Library

50-80 creatives per product
in various formats

Historical Data

60+ days of conversion data to train algorithm

Phase 2: Optimization - $500-1,000/day. Week
3-4 performance stabilization with 60-80%
utilization expected. Increase budget by 20%
weekly if ROAS stays at or above 1.0. Focus on
creative refresh by analyzing top performers,
creating variations of winners, removing bottom

during learning period. 20%, testing new hooks on existing bodies.

Phase 3: Scale Mode - $1,000-3,000/day. Month 2+ mature campaign with 85-95% utilization expected.
Scale to target GMV with continuous creative injection. Maintain 50-80 active creatives per product,
refresh library weekly, monitor frequency (keep under 4), add seasonal content, leverage affiliate top
performers.

The 80-Video Content Matrix

Demonstration: 20 videos: unboxing, features, tutorials, comparisons
Educational: 10 videos: expert explanations, ingredients, tips and tricks
Social Proof: 20 videos: testimonials, transformations, review compilations
Lifestyle: 15 videos: routines, day-in-life, problem- solution scenarios
Trending: 15 videos: audio trends, challenges, duets and stitches

Performance Monitoring & Response

Track daily GMV versus target, ROAS versus campaign-level target, budget utilization percentage,
average frequency across ads, and top creative performance. Warning signs requiring immediate
action: budget utilization under 50% for 2+ days, ROAS drops 20% below target, frequency above 5
across multiple ads, CPM increases over 30%, CTR drops over 25%.

Scaling Rule: Only increase budget by 20% when ROAS is above target, budget utilization exceeds 90%,
and frequency remains under 4. Wait 3 days between increases and always add new creatives when
scaling. If performance deteriorates, revert to previous budget and inject 20 new creatives before
retrying.



Advanced Analytics & Optimization

Data-driven optimization separates scaling brands from stagnant ones. This

analytics framework helps you make informed decisions, predict trends, and

maximize profitability.

Essential Metrics Dashboard

Metric Category

Shop Performance

Product Performance

Traffic Sources

Creator Performance

Paid Media

Attribution & Multi-Touch Analysis

Key Indicators

37GMYV, Order Volume, AQV,
Conversion Rate

GMV by SKU, Units Sold, Profit
Margin, Turnover

Organic Views, Paid Clicks,
Creator Sales, Live GMV

Active Creators, GMV by Tier,
Commission, Retention

ROAS, CPA, Utilization,
Creative Decay, Segments

Target Benchmarks

3-5% CVR, $45-75 AQV, <5% returns

60%+ margin, 30-day turnover, 4.5+ rating

40% organic, 35% paid, 25% creator/live

Top 5% drive 60-70% GMV

2.5+ ROAS, <$30 CPA, 80%+ utilization

TikTok Shop uses 1-day click and 7-day view attribution with last-touch model by

default. However, sophisticated brands track first touch (which content introduced
customer), mid touch (which retargeting moved them forward), and last touch (what
closed the sale). This reveals true customer journey and informs budget allocation.

Example Customer Journey

« Day 1: Sees organic video about Product A, visits

shop but doesn't purchase

Cohort Analysis Framework

Track customers by first purchase month. Monitor

repeat purchase rates at Month 1 (target 15%+),
Month 3 (target 5%+), and Month 6 (target 3%+).

« Day 3: Sees creator video about Product A, adds to

cart but abandons

« Day 5: Sees retargeting ad for Product A + B

bundle, purchases bundle

If Month 1 retention falls below 15%, launch post-

purchase email sequence with 2nd purchase

discount. If Month 3 drops below 5%, deploy win-

back campaign and survey lapsed customers.

Attribution Credit: Split across all three touchpoints



Testing Framework

Test systematically across product listings, promotional offers, and creative elements.
For valid results, require minimum 1,000 sessions per variant, minimum 30
conversions per variant, minimum 7-day test duration, and 95% statistical
confidence level.

Product Listing Tests: Title variations (benefit-focused vs feature-focused), image
order (lifestyle first vs product first), price points ($29.99 vs $30 vs $27), description
length (short vs detailed), video placement (first slot vs third slot).

Creative Element Tests: Hook variations (3-5 options per video), video length (15s vs
30s vs 60s), CTA placement (beginning vs end), text overlay style (minimal vs heavy).

ctive Analytics For Growth

Use historical data to forecast demand and optimize operations. Demand
forecasting formula: Predicted Daily Sales = (90-day average x seasonal multiplier) +
(promotional lift) + (paid media contribution) + (creator campaign impact). Apply this
to inventory planning, cash flow projection, staffing requirements, and content
production scheduling.

Calculate Customer Lifetime Value: LTV = (Average Order Value) x (Purchase
Frequency) x (Customer Lifespan). Track actual LTV by acquisition cohort to identify
high-value customer characteristics and optimize acquisition spend toward high-
LTV segments.



Multi-Account Strategy

Once you've proven success with a single shop, multi-account strategy unlocks
exponential growth. This approach requires careful planning and operational
excellence but delivers significant competitive advantages.

When To Launch Additional Accounts

Primary Account Stability Operational Capacity Strategic Rationale
Consistently generating $100K+ Team bandwidth to manage Clear business case for
monthly GMV with stable shop multiple accounts without separation such as distinct
score above 4.5, efficient sacrificing quality. Automated brand identities, different
fulfillment operations, and systems for inventory, target audiences, geographic
proven product- market fit fulfillment, and customer expansion, or category
across 5-10 SKUs. service that can scale. diversification.

Multi-Account Structure Options

Option 1: Brand Extension Strategy. Launch separate accounts for distinct sub-brands targeting
different demographics or price points. Example: Premium brand (Account A) targeting luxury
consumers, Value brand (Account B) targeting price-conscious shoppers. Allows precise positioning
without diluting either brand.

Option 2: Category Expansion Strategy. Create vertical-specific accounts for different product
categories. Example: Account A focuses on skincare, Account B focuses on haircare, Account C focuses
on supplements. Enables category- specific creator partnerships and specialized content strategies.
Option 3: Geographic Expansion Strategy. When TikTok Shop expands to new countries, establish
dedicated accounts per market. Allows localized pricing, language, cultural customization, and regional
creator networks.

Cross-Account Synergies

Shared Resources Independent Elements
- Creator relationships (introduce to both accounts) - Unigue EIN and business entity per account
- Content production (repurpose across brands) - Separate bank accounts and financial tracking
- Fulfillment infrastructure (centralized - Distinct brand identity and messaging
warehousing) Independent creator commmunities
- Customer service team (unified support system) - Separate ad accounts and budgets

Analytics tools and dashboards

Compliance Requirements

Each account requires complete, unigue documentation: separate EIN, different
business entity, unigue email address, unique phone number, separate bank
account, and distinct UBO (if different ownership structure). Never attempt to create
multiple accounts with the same business entity or attempt to circumvent TikTok
Shop policies.

Risk Management: Account health issues on one shop can impact related accounts if TikTok identifies
common ownership. Maintain excellent shop scores across all accounts, avoid policy violations, keep
clear separation in operations, and document legitimate business reasons for multiple entities.



Fulfillment & Logistics Excellence

Fulfillment directly impacts shop score, customer satisfaction, and repeat purchase
rates. As you scale, operational excellence becomes a critical competitive advantage.

Shipping Speed Benchmarks

Fulfillment directly impacts shop score, customer satisfaction, and repeat purchase
rates. As you scale, operational excellence becomes a critical competitive advantage.

©) oo ()

Processing: 1 - 2 Day Transit: 2 - 5 Days Total: Under 7 Days

Order received to label Label created to customer Order to delivery complete.
created. Maximum 3 days to delivery. Partner with reliable Faster shipping drives higher
maintain shop score. carriers. Provide tracking satisfaction and repeat
Automate where possible. updates. purchases.

Fulfillment Options Comparison

Method Best For Target Benchmarks

. Under $50K monthly GMV, testing Full control, lower cost, labor
Self-Fulfillment . . . . .

phase, high- margin products intensive, scaling challenges
Fulfilled by $50K-$500K monthly GMV, Faster delivery, reduced workload,
TikTok (FBT) standardized products, scale focus FBT fees, inventory planning
Third-Part $100K+ monthly GMV. multi- Professional operations, scalable,
ird-Farty y L higher minimums, integration

3PL channel, complex inventory

complexity

Fulfilled by TikTok (FBT) Strategy

FBT application requires $10K+ monthly GMV or 100+ orders per month. Benefits
include 2-3 day delivery, "Fulfilled by TikTok" badge boosting conversion, reduced
shipping costs at scale, and outsourced customer service for fulfillment issues.

Plan initial shipment quantities carefully by calculating FBT fees per SKU, analyzing
demand forecasting data, accounting for storage costs, and scheduling inbound
shipments during low-peak periods. Prepare products with FBT-compliant barcodes
and packaging meeting TikTok specifications.



Returns Management

Efficient returns processing protects shop score and customer relationships. Offer
30-day return window (60-90 days for premium positioning). Provide clear return
conditions: unopened/unused for hygiene products, original packaging required,
decision on return shipping cost.

Return Process Reducing Return Rates

1. Customer initiates return in app - Accurate product descriptions and images

2. System generates return label automatically - Size charts and fit guides for apparel

3. Customer ships item back - Video demonstrations showing actual product
4. Receive and inspect return - Proactive customer service addressing concerns
5. Process refund within 2-3 business days - Quality control preventing defective units

6. Update inventory and flag any issues - Target return rate: Under 5% for most categories

Inventory Management System

Set reorder points to prevent stockouts: Reorder Point = (Average Daily Sales x Lead
Time) + Safety Stock. Example: 30 units/day x 21-day lead time + 210 safety stock =
840 unit reorder point.

Allocate inventory strategically: 70% available for sale, 15% for creator samples, 5% for
marketing and PR, 5% for returns and replacements, 5% safety buffer. Monitor
inventory levels daily, set low-stock alerts at 100 units, and communicate restock
dates proactively if items sell out.



Your Path To $1M+ GMV

You now have the complete playbook for TikTok Shop success. From foundation

through scale, these frameworks have driven results for hundreds of brands. Your

success depends on consistent execution and data-driven iteration.

Implementation Roadmap By Phase

Fulfillment directly impacts shop score, customer satisfaction, and repeat purchase

rates. As you scale, operational excellence becomes a critical competitive advantage.

Months 1-2: Foundation

Complete legal compliance and account setup.
Launch with 3- 7 hero products. Create first 50
videos. Execute soft launch tactics. Reach first
100 sales. Establish baseline metrics.

Months 5-6: Acceleration

Expand to 200+ active creators. Increase ad spend
to $1K- 2K/day. Add 5-10 new products. Launch
GMV Max campaigns. Reach $75K-100K monthly
GMV. Consider FBT transition.

Critical Success Factors

Content Consistency

Post 3-5 videos daily without fail. Content volume and
consistency drive algorithmic favor and audience
growth.

Operational Excellence

Maintain fast shipping and responsive customer
service. Shop score directly impacts visibility and
conversions.

Measuring Your Success

Months 3-4: Growth

Recruit 50-100 creators across tiers. Scale to 3-5
videos daily. Launch paid media at $300-500/day.
Implement weekKly live shopping. Hit $25K-50K
monthly GMV. Optimize based on data.

Months 7-12: Scale

Build 500+ creator network. Scale ads to $2K-5K/day.
Optimize product catalog depth. Advanced analytics
implementation. Multi-account strategy
consideration. Achieve $100K-300K+ monthly GMV.

Creator Relationship

Invest in building genuine partnerships. Top creators
become brand ambassadors driving sustained
revenue.

Data-Driven Decisions

Review metrics daily, optimize weekly, strategize
monthly. Let performance data guide resource
allocation.

Track progress with these milestone markers. Month 1: First 100 sales, shop score
above 4.0, 50 videos published. Month 3: $25K+ monthly GMV, 2.5+ ROAS on paid
media, 50+ active creators. Month 6: $75K+ monthly GMV, 3.0+ ROAS sustained, 200+
active creators. Month 12: $100K-300K+ monthly GMV, profitable unit economics,

scalable systems in place.

Remember: TikTok Shop rewards brands that show up consistently, serve their customers excellently,

and embrace the platform's unique culture. Success comes from execution, not perfection. Start now,

learn fast, iterate constantly, and scale what works. Your $IM+ GMV journey begins with the first video,

the first sale, the first creator partnership. The opportunity is massive 3 go capture it.



"The brands winning on TikTok Shop aren't
hecessarily the ones with the biggest budgets or the
most experience. They're the ones willing to test,
learn, and adapt faster than their competition.

This playbook gives you the frameworks 3 your
execution will determine your results."

Eé' Thing Or Two



