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The Power of 
Social Commerce 
Building brands and driving growth in the TikTok 
Era 
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Peter Errebo

Brand Partnership Manager



Growth driver 1: Impactful
Entertainment

01

Growth driver 2: Putting the Fun 
in Full-Funnel

Growth driver 3: Holistic 
Measurement

02

03

Kreativer der virker i praksis 
& TikTok plads i CAINTÈ funnel
Impactful
Entertainment

01

Attribuerings indvirkning i en full-
funnel approach til marketing

Putting the Fun 
in Full-Funnel

02
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76%
Skip ads 
out of ingrained behaviour.

When asked what discourages them from 
making a purchase, 41% of Gen Z, and 
33% of Millenials cited ‘when the ad 
disrupts  
the content i’m consuming’ 

Source: Campaign article, quoting study from UK Advertising Think Tank, ‘Credos’ surveying 2,001 people aged 18-34, 2023’ Source 2: IPG Magna Research, 2017 

https://www.campaignlive.co.uk/article/ad-bombardment-biggest-cause-mistrust-younger-audiences/1837436
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How do you 
cut through 
all the noise?
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Entertainment 
is key to cutting 
through the noise 

Source: Retail Economics, ‘Social Commerce: Building brands in a TikTok Era’, 2024. 

Entertaining content from 
brands on social and entertainment 
platforms makes me more 
interested in their products

64%
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Growth Driver 1:
Impactful
Entertainment 
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Demonstrations ReviewsEducation Recommendations

Content that sparks interest and resonates
with the audience on TikTok 

81% 
of users agree that 
authentic content posted 
by a brand is more 
appealing

Source: TikTok Marketing Science Nordics Ecommerce Vertical Research 2023 conducted via AYTM.
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TikTok’s 
entertainment 
ecosystem is key 
to shaping 
consumer choices   

+25%
Higher brand love

+17%
Higher likelihood to 
recommend

+15%
Higher 
purchase intent

Source: TikTok Marketing Science Global Entertaining Ads Study (Global Results) 2022 conducted by Marketcast
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Growth Driver 2:
Putting the Fun 
in Full-Funnel
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Of users purchase products 
and 34% frequently 
purchase products they’ve 
discovered on TikTok.

Source: TikTok Marketing Science Nordics Ecommerce Vertical Research 2023 conducted via AYTM.


7 %0
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Conversion

Users 
inspired to 
buy & sales 

grow

Brand
Accelerates

Community
Amplifies
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Entertainment on TikTok  
leads into all forms of commerce, across all 

industries.
Sh

ar
in

g

Connecting Showing

Purchase

Store Visit Unboxing ReviewsHaul VideosShopping
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Entertainment on TikTok  
leads into all forms of commerce, across all 

industries.
Sh

ar
in

g

Connecting Showing

Purchase

Store Visit Unboxing ReviewsHaul VideosShopping

66% 
Of Nordic TikTok users say demos & reviews 

are key when choosing what to buy

Source: TikTok Marketing Science Nordics Ecommerce Vertical Research 2023 conducted via AYTM.
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Fueling the infinity loop 
by turning customers 
into brand advocates

Of TikTok users agree that the 
platform allows E-Commerce 
brands to build stronger 
connection with their users.  
 

85%

Source: TikTok Marketing Science Nordics Ecommerce Vertical Research 2023 conducted via AYTM.
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Growth Driver 3:
Holistic
Measurement
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Measuring complex 
customer journeys 
remains one of the 
biggest industry 
challenges

On average across EMEA1, 
marketer confidence in 
ROI measurement 
across digital channels is

of revenue being 
misattributed when 
using pixel-based 
measurement2.

Source 1. 2023 Annual Marketing Report by Nielsen. TikTok's use of this data does not 
equate to an endorsement. Source 2: Fospha
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%
of all conversions attributed to 
TikTok by users themselves were 
missed by Last-Click attribution 
models.79
Source: TikTok Marketing Science Post-Purchase 
Analysis conducted by KnoCommerce, 2022
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How do we measure and 
prove incremental 
sales on TikTok &
 across channels? 

70%

Brands using Fospha found that

of TikTok-attributed customers  
were new to the brand

Source: State of eCommerce Report Q1 2024, Fospha
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Success
Story on
TikTok
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