
BARDI Smart Home is an Indonesia-
based smart home electronics and
appliances brand. Tapping into the
12.12 Mega Sales season, BARDI
planned a whole-day livestreaming
session on November 12. The objective was to interact meaningfully 
with its audience in real time and drive sales of discounted items.

Welcome to TikTok's Mega Sales case study series! We're
sharing success stories from Southeast Asia to inspire, inform,
and equip your team to drive your own TikTok commerce
opportunities. Check out how these brands leveraged TikTok's
commerce-oriented advertising products to achieve their full-
funnel marketing goals.

BARDI drove sales via 
Live Shopping during 
Mega Sales 

BACKGROUND

SOLUTION
First, BARDI used TikTok Shop, so users wouldn't need to 
click far to complete their purchases. If users don't have to 
leave the app, they have a far easier purchase experience 
and are more likely to buy.  
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TikTok Shop
TikTok Shop gives brands and 
merchants a new way to 
showcase their products, and 
drive sales through exciting 
live/video formats. 

Live Shopping Ads 
Live Shopping Ads help TikTok 
Shop sellers drive more traffic 
and engagement when selling in 
live. Live Shopping Ads, together 
with other Video Shopping Ads, 
strengthen TikTok's role as a 
one-stop shopping destination to 
help businesses of all sizes to sell 
efficiently and effectively.

BARDI achieved all its objectives on one platform. The Live 
Shopping Ads gave the brand the opportunity to interact directly 
with its audience, answer their questions, and ultimately drove 
sales. 

If that sounds like something your brand would like to try, 
kickstart your commerce opportunity on TikTok now!

CONCLUSION

BARDI Smart Home's 11.11 Mega Sales Live Shopping livestream
demonstrated the full-funnel effects of TikTok's Live Shopping events, which
generated the majority of the sales within 24 hours.

RESULTS

Live session viewers
K>89

Cost per effective view*
<US$0.1

*effective live view=live session views that last at least 10 seconds

Product sold from 
acquired viewers

>370

SOLUTION (CONT’D)

Next, the smart home brand set up its Live 
Shopping livestream. The event ran for 24 hours 
consecutively. In addition to its in-house presenters, 
BARDI worked with several professional TikTok 
Creators. This would ensure the event was highly 
enjoyable and engaging for the entire 24 hours. 
Once they were in the live session, participants 
could interact with the hosts directly.

In addition, the brand utilized TikTok's Live 
Shopping Ads, with the goal of driving viewers to 
the live room. When users clicked on the 
advertisement's call to action, the link led them 
directly to the live session. 

BARDI made multiple creatives showcasing big 
discounts and behind-the-scenes videos, to entice 
users to join the live session. 

The brand also used the Lowest Cost bidding 
method with Viewer Retention optimization for its 
Live Shopping Ads. This meant the campaign drove 
quality viewers into the live shopping experience, 
while maximizing budget delivery for the duration. 

Subscribe and stay tuned to 
our Mega Sales mailing list to 
get regular TikTok updates on 

the year's biggest shopping 
season.

Reach out to your 
partnerships manager to find 
out more about the products 

highlighted in this case study.
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