
Garnier Vietnam planned an impactful
12.12 campaign to promote the
Launch of its new serum hero
product. The skincare giant turned
to TikTok to drive sales and strengthen its brand associations related to 
confidence. Garnier's creatives were designed to spread positivity, and grab 
its audience's attention during the competitive 2021 Mega Sales season. 

Garnier boosted sales and 
brand associations during 
Mega Sales festivities

BACKGROUND

SOLUTION

Garnier collaborated with Vietnamese celebrity Amee to create 
the dance-themed #GiGiGiGi Hashtag Challenge. With this fun 
and vibrant user interaction, Garnier built the target
brand associations "making skin brighter" and
"contains natural ingredients”.

Branded Hashtag Challenge, Branded Effect, TopView, R&F

>>

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.



Branded Hashtag Challenge
and Branded Effects
Branded Hashtag Challenges are a one-of-a-
kind engagement format that delivers strong 
brand awareness and engagement. In dialing up 
the fun with customized stickers, filters, and 
special effects, Branded Effects unleash the full 
potential of users' creativity.

TopView
TopView ads capture user attention by appearing 
at the top of the For You feed when first opening 
TikTok.

Reach and Frequency
This buying type offers transparent media 
planning and predictable delivery of branding 
campaigns. It allows brands to control the 
audiences they reach and the number of times 
they are exposed to the brand's messaging.

Garnier made a major impact with its 12.12 Mega Sales 
campaign, not only getting its message out to millions of viewers, 
but also driving a major uptick in online sales. 

If that sounds like something your brand is aiming for, kickstart 
your commerce opportunity on TikTok today!

CONCLUSION

RESULTS

SOLUTION (CONT’D)

To further amplify its paid 
campaign, the skincare brand used 
a full-screen, sound-on TopView
advertisement.

Garnier also worked directly with 
another five popular KOLs, to 
increase the virality of the 
campaign. 

In addition, Garnier used Pop-up 
showcase advertisement features. 
These interactive add-on features 
allow visuals and calls to action to 
pop out in front of the 
advertisement. This retargeting 
strategy helps to drive more 
qualified traffic, resulting in higher 
sales generation.

Garnier also used Reach and 
Frequency ads to retarget users 
after the campaign ended to drive 
additional conversions.

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.

MEGA SALES 
TOOLKIT

Serum on Shopee in 
campaign month

#1
Total video views
282.3M %30

Sales uplift in Shopee

In a post-campaign Brand Lift Survey, Garnier also
noted an impressive 6.6% increase in Brand Recommendation and
respective increases of 9.9% and 12% in brand association with the
phrases "making skin brighter" and "contains natural ingredients".

https://www.tiktok.com/business/en/apps/tiktok#4
https://www.tiktok.com/business/en/apps/tiktok#7
https://www.tiktok.com/business/en/apps/tiktok#2
https://ads.tiktok.com/help/article?aid=10002045
https://www.tiktokmegasales.com/



