(note – some table numbers might be messed up!)

(note – many tables were missing due to people heading out early so these below are the tables that actually reported)
TABLE 18
How to become part of the inside track if you’re not part of it
· Have persistence
· Understand that folks are just very busy

· Be ready to travel quickly

· Be ready to demo your product/demo quickly

· Get face time at conferences like E3 or GDC

· Develop a mod for a known game – get publishers to come to you

· Game agents have value in some cases – get your foot in the door, help you present things better, get documentation arranged

· IGDA

TABLE 17

Burnout

· Communication

· Direct communication with reports

· Personal connection with employee to help spot burnout earlier

· Don’t put crunch time on schedule

· Hire professionally trained project managers and producers

· Limit crunch time to certain fixed schedules

· Allow line managers the flexibility to take care of people

· Balance structure and freedom

· Cross training

· Try to reduce repetitive tasks, allow people to switch jobs

· Set aside time for training

· Culture – encourage social atmosphere

· Exercise program to allow people to go for walks

· Offer healthy food, fruits etc.

TABLE 13

Violence in video games, how to market and educate people about this as an industry – several issues discussed (several tables fused together, and decided on this issue to present)

· Use IGDA to do PR through the industry associations – it’s involved in the lobbying front, and very involved in working with the ESA to get rulings overturned and laws changed 
· IGDA is also doing proactive things in the future – e.g. roundtables at GDC on violence, involvement with ESRB in ratings systems

· Strong PR campaign through unified companies

· Endorsements by educational institutions etc

· Try to reach parents to ensure they understand which games are appropriate

· Violence in the industry will always be here, but we need to expand our approach – 100K units on a GBA which targets a specific niche can be a good thing for example

· Learn more about the ESRB and ESA to try to learn more about ratings systems to be able to answer questions from press or fans

· Contact legislature or federal bodies to let them know about how you feel about this

TABLE 12
IP licensing – best practices for licensing in and out (mainly out)

For licensing out:

· Switch the concept from just being a developer of video games to 

· Be honest – don’t pitch bad IP

· You only have one chance to pitch your IP

· Retain rights for as many different channels as possible

· Make an IP bible – explore other channels in the beginning

· Include global trademarking for key areas that your IP might expand to 

· Talk with an agent or IP lawyer to learn more about IP protection

· Piracy can be a benefit – creates followon demand for IP

· Don’t beg during the IP pitch

For licensing in:

· Get someone on board who knows the IP well

· Be an IP integrator

· Public domain IPs – consider these as well

TABLE 

Alternative models from the traditional publisher-developer economics

· With the rising cost of development, you need to sell X many units before you recoup

· Creative options in financing available

· Understand the overall P&L 

· Who’s taking more risk – understand the risk distribution on cost and revenue

· If a publisher or developer wants to take on more risk they can assess what areas they want to take more risk in

· Developers may be better able to take on risk in certain areas compared with a publisher

· Publishers have the money already – they want to reduce their risk – external financing helps decrease the risks developers face because it helps a developer get further along in development (funding alone isn’t sufficient) – you need to define what you’re trying to prove

· Taking a finished product to the publisher might not create the emotional attachment to the product that the product requires

TABLE

Digital distribution

· Retail objections – getting over retail objections in distributing digitally

· Develop special versions for vendors co-marketing for vendors

· Distribute versions that retail won’t distribute in stores, digitally

· If you have a product that the stores do not want to pick up use a digitally distributed product to encourage stores to distribute the product

· Modularize the game as much as possible

· Eliminate cutscenes from the game to reduce size

· Episodic content (like tv pilots with followup tv episodes)

· Get consumers over emotional hurdle of distributing products digitally

· Consider alternative sales models – pay for play model

TABLE
Alternative distribution models for independent game developers

· Focus on quality i.e. focus on making your game look like a ‘good game’

· Expect smaller numbers on your team with smaller games, smaller development budgets

· Expect smaller unit sales – reach as many people as you can e.g. via online distribution models

· Focus on word of mouth to drive traffic to your game

· Peer to peer models
· How to move to retail? – add new content, pay to play (e.g. moving user made mods to retail eventually if popular)

TABLE

Preproduction table - How much time is enough? How much is too much? What are the criteria for preproduction?

· Varies widely – about 30% of the total production on preproduction seems reasonable

· About a year of preproduction is valid or when your unique selling points become obsolete
· Blunt answer is when you stop everything needs to be well-defined

TABLE

How does a developer go from a have not to a have?

· Branding - are we branding companies or products?

· Establish direct relationships with the customers so they know what to buy and hear about your future add-on packs etc.

· How to make your company known – explore different approaches?  

· Quality, consistency and timeliness, develop a specialization

· PR is critical – have control of the intellectual property

TABLE 3

How to develop standardized contract terms in a contract?

(it was hard to take notes on this one)

· Aim for standard terms and definitions laid out in a clear way

· Pay royalty to the license holder – often differs in different agreements

· Royalty statements differ between agreements

· Define what’s reasonable for approvals in terms of time

· Ensure standard clauses go across a company so that a publisher agreement is more consistent

· Aim for specificity in design docs where possible to protect developers in contracts against feature creep

· Try to create contract templates so that you can ‘fill in the blanks’ on them
· More transparent, open agreements are a good goal but with the current power dynamic in the publisher-developer relationship this may be difficult to achieve

· Feedback needs to be defined more clearly in the agreements, provided more early 

· Hardware manufacturers can have the ‘standard agreements’ more easily

· Define royalties section more clearly to provide greater transparency

TABLE 2

Building a financial model for an intellectual property

· Build an IP and then try to exploit the individual pieces for maximum profit

TABLE 1

Alternative financing models

· Consider alternate income streams – e.g. reality show about game development (
· If you own your own IP, consider alternative distribution 

· e.g. different geographic distribution, try to get sum of parts adding up to more than your initial development costs

· e.g. digital distribution to a strong community for a full SKU

· e.g. digital distribution for modules

· Consider funding from different geographies

· e.g. different levels of tolerance for risk capital in different locations

· If you own your own IP – alternative financing models to consider:

· e.g. do a bond venture (like David Bowie did) – an annuity for the IP revenue stream

· e.g. sell the IP itself

· e.g. launch ancillary products against an IP (books, film etc. – try to have them come to market concurrent with the game)

· Consider an IPO

· e.g. reverse takeover, buy a listed company then use tax losses 

· e.g. do full IPO

· Note: if you raise funds keep some portion in reserve – cover schedule slips, fill in the game between first and second expansion pack etc.  (don’t go back to the publisher if you don’t have to else you may lose control)

