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Abstract

This research aimed to: 1) examine the brand’s storytelling formats on TikTok that
effectively drive consumer engagement during the Middle Funnel and 2) investigate the
brand’s storytelling approaches that successfully stimulate purchase decisions at the final
stage of the marketing funnel. Data were collected through in-depth interviews with 10
customers, and the insights obtained were used to develop TikTok advertisements in both
video and static image formats. These advertisements were designed based on the Before-
After-Bridge (BAB) storytelling framework, integrated with sensory marketing techniques, and
featured three mystical perfume scents. The advertisements, both images and videos, were
tested by publishing them on TikTok Shop in three rounds over a period of 30 days.
Qualitative data were analyzed using thematic analysis, while quantitative data were
obtained from TikTok Ads Manager. The content was tested using A/B testing.

The research findings reveal that using advertising images for brand storytelling is most
effective in generating consumer engagement during the consideration or engagement stage
(Middle Funnel). Meanwhile, video advertisements that employ storytelling comparing the
“before and after bridge” situations combined with consumer-insight-driven narratives and
sensory marketing are the most effective format for motivating the target audience to make

a purchase decision in the final stage of the marketing process.

Keywords: Sensory Experience, Storytelling, Sensory Marketing, Engagement, TikTok
Advertising
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#5UNaN1353983ULUUN51E115 09U89UUTUR Ence.perfume Uy TikTok fia31ennsil
ehus'amm;ﬁu’ﬁmiu%umau Middle Funnel (Engagement Phase)

nan153denuin msligunmlavan Tunisianseavesiusus Ence.perfume Tnglane
MsMAaessauTl 3 dmundu Swan Glacier fUszAvBnmgeanlunisairsnsiiduimvosiuilan
Tudu Middle Funnel Tagfidn View 100% s1uau 179 ass uaz CTR 17.06% Faganinguuuunou
wnuAduegadudfy m’mﬁ”]L%ﬁﬁmmﬂmmmmmaqgﬂmwimmﬂumi%amimwé’ﬁmﬂéf
og19m157 oL uazaenndafunginssunaiandouu TikTok Mjaiuneumudiidlaldnieglu
LifTudt Sntasunm-lavandsanmnsansedu Smellising Effect sunisldnsnatauuududa
(Tactile Marketing) Lazn13v1n130a1AR8AN (Visual Marketing) NAUNETUAUBIAUIZNDUNIN
wazidaidefenuibunazannungns1vesnau Swan Glacier dwaliiAnns nsdidrusauma
91530 WU View 100% uagnisduasunisiidrusudisatunisasioufvd (Action-Oriented
Engagement) W11 CTR

uananil msldlassadne maddenvieuiievanunisainouninnasvds Adeuloaty
widutinvesuilan wu anallisiulaneusenlvifanssumedann Hroiaduuszansanves
oumudlutul WanunsorfeenuaulanaznszdliAnnsidmeuiuusudliunntu Ssaenados
AulnAnnisnann 4k lnglangild Experience Wag Exchange figaiunisainassaunsaiiaz

" =~ Y a o o a oA v v a = v , ::4' & dAa
QQJV’]']V]LLaﬂLTJaEJuVLW'iﬁQ @QuuzﬂﬂqWI"ZJ‘UmqwLa']Li@Q@jﬂm@HaLﬁﬁﬂaﬂsﬂaqaﬂﬂq LWULAT BN BN

[y

Uszansnmgeanlunisainsnistianusan Tu Middle Funnel veamsnanauaziduqaisasiud i
wdndufuslnalugnisdadulae Ifogaiiussansnm

#3UNaNTANYIFULUUNNSLEIT09UBIUTUS Ence.perfume Uy TikTok Ainsedunns
Faduladeludunau Bottom Funnel (Conversion Phase)

nan1FITeuandliiug Ilereumudiildnsaniendssuiisuaaunisaineuntinuas
&1 wauiunmaaUszamduda Wugluuunisians e duszansamgsaalumsnsedu
Conversion YalUsUs Ence.perfume vt TikTok Tnetawizlunisnaassnsait 2 (Floral Promise)
wazassl 3 (Swan Glacier) FeansaadseendsdodSalinsnaaeas 3 sawes vardinmidl
ansaasnsinaulateldias

nslénsiadeaussuiiisuaanunisaineuniiwagnds vinlsiguslnalu Bottom Funnel
%qﬁmm&gﬂﬁaqa (High Purchase Intent) laiud@unisnisundymedadudisu (Before-After-
Bridge) 1 ouloeuqaivuanvasmunaradearutulalunsdndulade vonandnimay
msmanaUszavduialagldnin 3 e wazesiuszneudidetiandu Wi n1siUSeu Floral Promise

U “un1se9auddenlnuan” waz Swan Glacier iU “aantItude” §918anTaI1 AU0IN15TD
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poulal vlvduslanidnlndvaiundndusiuasiinduauinisaunauededaiau nandlaeagy
¢ oA ' a at ~ oA a a &1 v o
nagnsnIstanIeeEudfleinaIy MstasealIsuiisuaniunsalineuntuagnas wagn1snann
a U £ a [ d' = o % CYR-N dgll ) v a 2 QA’ 9 4
Welszamduda folueseddoddglunisnszdunisdndulagedmivaudendeussaunisal
AUETa LU UMD ULAZLAS 99A19719 F9a1U1508 80 Ul A UNITERNRUUABULNUA LT INIfIve T

wwannasuloTuanaulisulaagnadidnanin

IR ENG)

JULUUNI5LE 115 89UDIUUTUA Ence.perfume Uy TikTok 7ia¥19n13iidausanvas
Huslna Tutunay Middle Funnel (Engagement Phase)

nHan1TITenansliiiiuit nsldteyadsdinvesuilaamdusnunaidlunisesnwuy
AouIuFULRnfon HautunIsiaFes uasnsmanalsUssamduda aunsnadmadnsTuansg
od1etmauluusaztuves Funnel Tngly Engagement Phase mﬂ%’gﬂmwlmwmwam?{u Swan
Glacier Tinadwsgean aonndastunginssuguilnauuiinden Aidosnisaeumnudiidladne
nseIU LLa3?1'%?59-1514?1'119’1’@51&53@@3 (Wu et al, 2017) LLﬁgﬂﬂ’]Wi‘QJUm’lﬁ]%iﬂﬁdﬂ’]iLa"]L%‘I’eNL%Qﬁﬂ

wilowidle waanusavh vy “n1siE@Sesuunszdu” MussRUsEnaunLardonLdY 9

Nagvouddnuesiuilam wWu AnudeinIsroumuATiilady Whddlaviud nmaentauiudad

=

dofsnufunazanuuianivenau Swan Glacier fafulnudiaenndosiuusisiniavesnau
lAAnns3uauin1snduniuninuasd (Smellising Effect) 9aennd osfunuIAANITnA1AL3S
Uszamdunaves Hultén et al, (2009) wazn1saatadiauseaun1sadans Schmitt (1999) wazdy
W oulesfuifuszaunisal (Experience) wazn15uaniUa sy (Exchange) ¥83N50ULUIAR 4E

Framework lnggunmlaisananunsaasisszaunsalileswuiasueuanadeyangusinadilala

Y Y

a

sudt tendndulfiAnnsidmisuarasudngduiinnsanaudldogsiussaniam (Chaffey &
Ellis-Chadwick, 2016)

SULUUNISLENF 099D9UUTUA Ence.perfume U TikTok finszfunisdnduladaly
$unau Bottom Funnel (Conversion Phase)

JdlenldnsansondIsuisuanunisaliountiuagnds dmiunau Floral Promise
uaw Swan Glacier annsnainiwendstedifalduiniian Tnsusdaznsmaaesadsld 3 oownes
vauzfigUnnlavanliiannsnaine Conversion Ifias deyatiaziiouinduslaelu Bottom Funnel
faudilatogs uazdoamsnoumudily “wanaaevine” lunsdndulate deaenndesiu Kotler
et al, 2023) inanni1 MaESesUSsuisuaauNsaineunLas s aansanoulanddlaeeng
fuszansnm iesanlassaienisiandeadIouifiounounazvds dreliiuilaaueaiiutam

NAAWSUAINITUATQYIT WAZUNUIMIDINANA I LI DE1TALIU dOARABINULLIAATEY Fog et al.
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(%
v v o

(2010) Nis¥yI Weasesidadutudaaunaziiyaiudsunwudaaiunsaliudnguslaalasnd
el

wonNiToyardednvas uilaalu Bottom Funnel wu Av1udanisAudulaly
yAdnaInkarn1swAdymasyieudssaunisalase deilialenldnisiasendisuiiey
A0NUNISAINDUNUILAZNAT hAZN1TNAIATNUTEENAUNE A0a15 008 19NTINSIT WU A15LTAIN

= « L Ade y A A = a . v v 5 &

LATLABUDY “UIN1989AUITENINLAR” WindaDInaU Floral Promise wagn1shinInaanUatiwi
W3oUABIUTIIINAEUAIUAIMEU Swan Glacier HignszAUIUAUINITINALLATaATT AvDS
n15@edurioauladl (Krishna, 2012) F98uUTUIINISHNAUNAIUNNSEALS 897 UNNSAANALT U AN
#utTa anunsaasreenuiulavazadnsuliiianisteaseleesneiiuseansaw Tunsaldnwilileonina
NIUTIUTUTIA LALNAINNADUNUATNATIIAINUT DU LN TU AT US LA MEUNE TIdDAARD4
[y a ) a 6 . . .
AULUIANNTBUNITNINIUNINITAAIALTIUSEAUNTad (Experiential Marketing Framework) U84
Schmitt (1999) uagaduanudeA unuYed Kishna (2012) 19391 n1seatadauszamduda
Taglanznay aunsanansunsanaulazalaegiadiussansnin

lngasuniseanuwuuasunudlagldnisdnviunuiilomnduinieunledoyaldaanues
ﬁu%lﬂﬂiuizazmiﬁehuéwmiLﬁugUmwimmﬁﬁaaﬁlﬁaﬂwimL%’JLLazmauauawiaﬂ’nuau‘La
ey duluszeenisanaulamslainleMasoutdntasiaunada n1spamdeUssanauna
= o & v W & | o v ¢ O ao oo &
Winasreanudulanazndnsunisdelagludndudesnanilusiudu 35n15ad ldieanaulang
woRnssuguslnauu TikTok uidadunwimsiamnsavszendldlatuauilunnnninunuwas
a v Q‘l v 6 LY C% d‘ b2 1 a a a a o dyd S L% 1
AduAilulszaunmsanisuszamdudasu o laeg1eidusz@nsaim uldeidsduduiinis
nauraudeyaddinueafuilan Maanies uar nsraindalszainduda hdneiu Wuaiesdle
dAyYIseanuuursunuilineulandusinalusiastuliegrsdaau lnassesnisidiusuly
summlawanfiinisidseswvunsedulaglddeyadadindeiiuiduiefannuauls vaenssey
nsnaulaldinlon1sasaudsUssaunIsainauLariad WinaseenusulakasndnsunsAnaula

%9 viaaasgUnuuynuETiuwazaunsaseenludmsiauinagnsnsnandmsuluTualuga

favaleot1wiasa

JoLauDdLUY
v o a o v
JatauanuzaINN1sUINaIIuI IUTY

HaN1539enud n1sldveyaldednveduilanlunisesnuuuiilaniiarlasaasianisian

' [
A a 24 =

DIVUANFONTUNUIMAIAYADNITATUTZANTAINUDIADUNUA LULARAZTUVDY Funnel 119310

—

v a = o 14 § v A v =3 Y a v 1 1 o
Guaagawqaﬂ Vl'ﬂ,‘ViLL‘UiuﬂL‘Uﬂ‘\]ﬁ]ﬂVlﬁ’i%‘iﬂ’mllL"\]‘U‘U’]ﬂLLﬁ%LLi\‘i"\NI"\]“UENQJJUiIﬂﬂI@EJEJ’NLLJJL!EJ’] N33k~

9 U

anansneenuuUABUmUANdeaslnegnsn lngasnsatmaanslulssyndldlanail
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1. lidoyadedniflefmunnagnsniu Funnel
Middle Funnel (Engagement Phase) §5ian3auusuandsldvayaidsdnvasiuilan
Wiesyy aLdunin viierudeansiBsensuaivesiuilan wu anudesnsarusiulavionuian
Frenuies MntusenuuUAsUURTiasadoasldeunsrtuuagasdlunsen wu maldnmds

a & & d' = Yo a Y Yy a AN ay o o I
NIDLUBDUAU € Vlmmmmamﬂ’smauslﬁﬂmwuwLLazﬂswluslmﬂuﬂﬂﬂmﬂgamwumuLL‘Uium 19

nalan ApwLILG MToRATNATIEALIBAAUAT TaRstiERaNAULUSINAIdTUNTRANSaNG oduAT LA

Y
1 49{
ey
Bottom Funnel (Conversion Phase) dwsugusiaafieglutunsunisindulade wu
JURATITRYATEN I IouAINAINNIINTEANUAMIaYRIRUILAA WU AnNivIaRgIiunaum
vIeNmaNEal LaeenkuuAsuUAludnYENsE SR USUWBUanuNsaineuntilagnas

Y & aa [ 4 1 Y d" v & v [N U Aa dy
wandbiviutam FBuily wasnaansegredniau toaianudulawaznseduliinnisdndulate

a

934

2. Y5an1s nsnatadsuszamduna Wioasuusyaunisal iesannduddimenly
annsanaasanduldlnensduwnanrosuoeulal Ssnasldmadia Sensory Marketing iiawaase
fodinil Tnstiausesdusznauiitionssfulssamiuiavesfuslon wu msldnmununiu wu
A131U38UNa Y Floral Promise fuaTm “u1nnsesausdenlnuan” n3o Swan Glacier fuam

« v % < oA 9 a v a L. Y Ao =
AONUAUILDY” LBAT19N1TIUAUINITAIUNE Y (Smellising Effect) n1sldidssuazInudndens

dl a

yAdnveIHaAnsiue ieasusseniawazensualsil viliguslaaddnlnddaiuduunngsdu 354

Ldigeeiunssuimuussamduia widuheadeanuuandiuasauAmsesuaingoules

Y
14

fuguslaalaag1adngs

3. Ufulddeyaldsdniiieadanoumudfigaavnensinssiianzdnguilananvaie
uidsdioya istayaifannAingsy (Behavioral Data) wazdeyaiiensual (Emotional Data) Liteld
a%’wﬁaumuﬁﬁazﬁaummﬁmmﬁLLﬁﬁwaﬂ@’U‘ﬂm F9zaeliuususaunsodeanslenss
Useiiu a39n1sidusiu wasiasuadennanwaliveskusun iy “LLUiuﬁﬁL%’ﬂaﬁﬁiﬂﬂiﬁaejN

WN39”

4. g inioUsunagnsegenaiilos AsAnnNabTnd1Aty (KPIs) wu 8nsin1ssumy

o

o

I

30l (View 50% wag 100%) 9n51n15Aan (CTR) hagn15a9% ad1659 (Conversion) vl 811N
AseiusEansnmvesnaumnudlazUTunag s imungaudungAnssuvesuilanludas
Funnel §9agtglikusunaunsanmuiiontaegnasaioakaskiugngay

v anw & .

Jarauanurlunisiveasesaly

a a a 6

1. SR UT AT M I N ILaLeITLAl lUNSZUIUNITLANS B9 AR8NISANWILTIANLA 82U

a

FnIngronsuniveuilaa Ingtanienislddadenisensual wu anunssdludein vie

321



UNAINITY 215FITUYWEAITATUAZAIAUAIEAT un1TNgIaETIINgNY
Uil 12 atuil 1 (Un51A3 - 188U 2569)

Usgaunisaldiuda uwaiudulaseainenisianies iWediundslunisadisensualsiuuazain

Qﬂﬂ’uiwdwé’u‘ﬂmﬁuLLUiuéaﬂwaLﬁu%’uu’lﬂﬁﬁu
2. msdnwmgAnssuduilaeluszesem fensfinnumginsmdnisdsde Wy A

Filatet wazanudnideuusud eviamudlanisadierunniunnaensunl seudnauusud

fuffuslaaldegnansuiu uazsesenlugnsoonuuunsumudiansnsainugugnalussezen
3. AdsHuISnsiAvdeyafswaunaiu i stUSoulisunadnsidalavan (1du

Conversion wag CTR) LLaz‘%’a;ﬂaL%awqaﬂsiuﬁeziauagﬁamé’q Wy N1suineensualvazAuan

NnmsduialszaunsainsmanaiieagaUssamdnda wiazmadn ielwlddeyaidadniusiug
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