N\ N\
EESR
Operations and Sales




¢ BEEERZHIT , mEBIER

€ Senior Lecturer in Tik Tok Operations, Best-Selling Author

& SISZFTRA LT, EERIRFNE R

€ Founded a New Media Company Specializing in Short Videos
and Live Training

& £/72210002 5

€ Has More than 10 Million Fans

¢ HIRSSAEBMIZE S

€ Published Six Books on Internet Operations

¢ 16FHENEHREER , LIS RSN

€ 16 Years of Internet Marketing Experience, 10 Years of Video

Marketing Experience
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Brief Introduction
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Video Traffic Allocation Rules
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Video Commerce Experience
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Video Traffic Allocation Rules
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Live Streaming Commerce Experience
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Improving Host’ s Capabilities
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Selection and
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Optimization of Product
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Building Live Environment

MEXFENEE
Handling the Relationship with Fans
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Brand

and Persona



Tik TOokBH4FES&
What is Tik Tok ?

Tik Tokg9E2Mm/]
Influence of Tik Tok

Tik TokBJ4S5 =
Features of TikTok



1.1 Tik TokEH4¥E ?
1.1 What is Tik Tok?




P Tik Tok2— MEMSTFIEIBAPP An APP for Short Videos and Live Streaming




P ERERIE , E85MYTik Tok Douyin #5) in China, Tik Tok Abroad




P IS+ BB+ EBRg +#8% Short Video+Live Streaming+E-commerce+Search




1.2 Tik TokBYE40[m 77
1.2 Influence of Tik Tok



2Bk Tik Tok PS8 BEZMNA_E16Zk 19.6 /MY

Global Tik Tok users spent an average of 19.6 hours per month

on this app.

202254 , FIERAFBERNK106.3 78
At the beginning of 2022, the average daily usage time of users in

Tik Tok was 106.3 minutes




EZE2022F4) , Tik Tok&BK FEEIX35(2)K%
By the beginning of 2022, Tik Tok had been downloaded 3.5

billion times worldwide
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1.3 Tik Tok BiE5
1.3 Features of TikTok




B AKHIATERESTE , AFS , An)llZx

Strong Al algorithm- learn and develop all the time




IS ARPEIRE RS
Target Users to See Accurate Content
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Target Customers to Buy Precise Goods




{RERHRSEAY L MTE
Standards for Quality Video

MERK, =885, TieE
Watch time, number of likes and
comments

ASIRESMARERAIICED
Content Labels Match the Needs of
the Audience



2.1 {UEAEIAY T LR
2.1 Standards for Quality Videos



















22 MEHK., RE=E. THMEE

2.2 Watch Time, Number of Likes and Comments




PUERK : BEEHA , KRR BHERE |

Watch Time: the Longer Customers Watch, the More Attractive the Video Become




PSR . REEEZ |, APERRETONE

Number of Likes: the More Likes, the More Patient Users are Willing to Watch



PR - REWE | ARBEETONE
Number of Likes: the More Likes, the More Patient Users are Willing to Watch




PR - REWE | ARBEETONE
Number of Likes: the More Likes, the More Patient Users are Willing to Watch




PIFICE : BEAE , BMESREIHE
Comment Volume: the more People Discuss, the Easier it is to Attract Traffic




2.3 A& SRS KAYILHED
2.3 Content Labels Match the Needs of the Audience



P BT LSRR ERE Set Labels for Videos by Yourself




P AT EREEEMRIEIIN , DITIRE
Al Algorithms Interpret the Video and Analyze the Label




P AT BRSNS A B BRI E IR A
Al Algorithms Recommend Videos to Users Who Have this Demand and Viewing Habits




P 261 : (RIBBLFAA , B BZIEF A ERINE L =R A
e.g: If you shoot a video of women's clothing, the algorithm will recommend the
__video to users who like watching women's clothing videos




MIRE SR N EEFS mm
From Watching Videos to Browsing
Goods

Y milEYEm
Physical Goods and Virtual Goods

+2EERNTE S HEE
What Kind of Videos are Easier to
Help Sell Products



3.1 NIEEHLSRE!N 557 Am
3.1 From Watching Videos to Browsing Goods




P EABEIWIR , BEAMAERHER
Watching Videos Make Users to See the Product




PERER TR T —HMRBFRE

Commodity Promotion has Become a Kind of Content Expression




P EERIERIESE{RAYF=5 Be Creative in Promoting Your Products







PSISHF |, itAFNSEREMIL Guide Users and Let them Browse Commodity Websites




3.2 LY antRE AR fn
3.2 Physical Goods and Virtual Goods




P R « EEMARERINER
Video products: pay attention to the display of selling points of products




PRI  ELATELIRTE | EENE SN EERIRRERNSIIHE
Virtual goods: take online courses as an example, we should pay attention to teachers'
Image shaping and the course contents creating
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3.3 (T ARIISNE S Z5E R
3.3 What Kind of Videos are Easier to Help Sell Products

M




D ISRRIEI=F> , E8IK%3|/ Attract Viewers in Three Seconds




P EARETR | B RELBEIREER

Pain point presentation: problems that customers may encounter
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Visual Effects of the Live Room

HiEENGSIRS17]
Comprehensive Attraction of
the Live Room

MARBIRERIRFIEEDEL:
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Watch Time and Interaction Data of
the Viewers



4.1 EiE(RIRYEHE/E

4.1 Visual Effects of the Live Room
















4.2 BERREIRNGEIRS|7D

4.2 Comprehensive Attraction of the Live Room
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on of the Anchor with VieWers |







4.3 AR ERBIFI B n)EdE
4.3 Watch Time and Interaction Data of the Viewers




P ULARFIFIOMERTBEA , BEREBSZRERE
The longer the average watching time of the audience, the easier it is to get traffic




PURSEEEE  BEAUSZRERE
The more interaction with viewers, the easier the live room to get traffic




PULAREMITHENE : |, e, RErmmiEE WY
Interactions from viewers: Like, comment, click the good’ s link, place an order




SR FE P EIER

Videos Cultivate Trust
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Live Streaming Words

AERMRARERERTE

Optimizing Live Streaming Process




5.1 s FEMSER,
5.1 Foster Basic Trust by Video




PUBRAERZE , AT —ERE . MARBER T LIRS

Viewers can watch the video any time since its release




pEIFHNEEFRFEESS , MRFA— L EER

You need participate in live streaming selling in person - viewers can’ t necessarily see
often




PEFLL , EERBIRE , LIS FAR RIS IR
So, post videos often, to cultivate viewers’ trust to you




5.2 QAVAIEREIAA

5.2 Professional Live Streaming Words







P EIFEAEIE | EaNEA , RREAR , BERNEEAN , HEEA , Bk

It Covers: interaction, establishing friendship, introducing products, selling, appreciation




5.3 R UICHERERIZ

5.3 Optimizing Live Streaming Process
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FHEHRE, BB, RS
Anchor’ s Expression, Enthusiasm, and
Condition

FENEIALR

Rich and Professional Knowledge

Bge5iHEEES

Interaction and Sales Ability



6.1 ERBAIRE. VB, A&

6.1 JRZ Anchor’s Expression, Enthusiasm, and Condition
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% ? Enthusiasm: Enthusiastic or Indifferent?




PR . (RERS T , BRIEEALE ? Status: Energetic or Tired?




6.2 FERIEMANR

6.2 Rich and Professional Knowledge




P AR IEARRIRER LERSH
Product Knowledge: Make People Feel Your Craftsman Spirit




PTWER I ARSIREESNIE
Industry Experience: Make People Feel Your Rich Experience




P EIMLEREE : IEARRIRE—MESER. BEESIFHA

Entrepreneurial Story: Make People Feel that You are a Trustworthy and Supportive Person




6.3 Exlge/ I SHERES]
6.3 Interaction and Sales Ability




P EEES AR, Wil , [E1%, B
Interactive Ability: Greet, Welcome, Answer Questions and Express Appreciation




D SHEERES | NMBF=FASE Sales Ability: Introduce the Selling Points of the Product







) $HEREN : HEFERYZEIE Sales Ability: the Shaping of Sales Atmosphere




D $HEREN | WWLERIEEIFISE Sales Ability: Encouragement and Affirmation to Buyers
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s Ability: Ehgage More People
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Selection: Demand+ Advantage

BRIRRE RO

Listen to the Voice of Customers

AR mid 5

Continuously Optimize the Product
System



71 1%  BEXK+ENE

7.1 Selection: Demand+ Advantage







P ST REIITEIFESF=5: Analyze Popular Products of Peers







P HER CRYIEFZ & Pinpoint Your Own Popular Products




P IR BESARE L Continuous Optimization of Most-Popular Products




7.2 BRI

/.2 Listen to the Voice of Customers



[mu

S ASRITIS X Attach Importance to the Comments of the Video




SIEREEIEsIANZA Attach Importance to the Interactive Content in the Live Room




7.3 ANt miRE
7.3 Continuously Optimize the Product System



D ERIFZER : BR(EIIHE |, #237{S1F Welfare Products: Lower the Threshold and Build Trust




DIETR YRR |, S/ ME Most-Selling Products: Expand Sales and Create Value




= - BniaaliE , 3 AHE Profit Products: Gain Profits and Expand the Scale
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8.1 1)
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8.1 In the factory



PET] BB , EREZHE(S(E It is Easier to Win Trust with Factory Endorsement




PILMARERIERTIE | HEIFE L
Satisfy Viewers' Curiosity by Letting them See the Product-Making Process




PET] BEIE , EAZRE|7RE It is Easier to Attract Traffic




8.2 TE/53H
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8.2 In the store



DEEHEER , EESZHE(S{E It's Easier to Earn Trust with Store Endorsement







PR ER L E S Let the Audience See or Buy More Goods
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D BERTEIE , /5{EZHEATA Start at any Time - Arrange Time More Conveniently




D ERTERE , HEEFAESIE Start at a Certain Time - Develop the Habit




FASRIEED

Private Message Interaction

RITCRAER

Interaction in the Video Comment Area

H
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Interaction in the Live Rooms



9.1 FAEHEDN

9.1 Private Message Interaction













9.2 sH1E XY B 5]

9.2 Interaction in the Video Comment Area




OS2 BE | REATIER
Respond to Follower’ s Messages - Quickly Close the Distance




PEMMLES  FWESAES
Encourage Followers to Leave Messages - Influence More People to Leave Messages




PHEZANES  BWEZREIRE
The More People Leave Messages, the Easier it is to Attract Traffic




9.3 BB ERN

9.3 Interaction in the Live Rooms




D LA B IB MBI 124 B A& Make the Audience Feel that You Treat them as Friends




PR E S BRI EEIE

Make the Audience More Willing to Stay in Your Live Studio



P LA E BRI/ REIF= 5, Make the Audience More Willing to Buy Your Products




LNE)EEWNamh
Companies should Pay Attention
to Their Brands

TAZSHAR
Individuals should Pay

Attention to Their Persona

AERECIS R
Accumulate Innovative Assets



10.1 NEIEEWmE
10.1 Companies should Pay Attention to Their Brands



rand Stories







DI REEENNAER). B Make the Brand More Vivid and Interesting




10.2 PABREMAKR

10.2 Individuals should Pay Attention to Their Persona



er of Peers










P AT : AYIBEIZE Persona: Set the Features of the Person




P ER - B ATTIESR Expert: Become the Expert in the Industry




m Player: Familiar with Selling Points of Various Products




m Player: Familiar with Selling Points of Various Products




D= HBETRERLE Manufacturer: Advantage of Product Supply




10.3 AmiEt S &~

10.3 Accumulate Innovative Assets










D HEBCIEAIERE Carry Out Innovative Live Streaming
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