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WHO, ME?



Anna Jenelius

● Indie developer
● Narrative designer



Game credits
Independent Game Developer
Midvinter
Historea: Seysha’s Revolution (in development)
Capitals (in development)

Writer
Rain of Reflections (in development)

Analog Games
IndieCards (in development)

Voice Over
Magicka 2

Motion Capture Assistance
Battlefield 3

Animation
The Horror of MS Aurora

Game Jams
#ResistJam 2017 (ReMoop)
Castle Game Jam 2016 (The Great Consperatea)
Global Game Jam 2016 (PentaCurse)
International Love Ultimatum Jam 2015 (Love Bites)

QA
A Game of Dwarves
Ancient Space
Cities in Motion
Cities in Motion 2
Cities: Skylines
Crusader Kings II
Dungeonland
Europa Universalis IV
Hearts of Iron III
Hearts of Iron IV
Hollowpoint
Impire
Knights of Pen and Paper +1 Edition
Knights of Pen and Paper II
Leviathan: Warships
Magicka
Magicka 2
Magicka: Wizards of the Square Tablet
Magicka: Wizard Wars
Pillars of Eternity
Runemaster (Cancelled)
The Showdown Effect
Starvoid
Stellaris
Sword of the Stars II
Teleglitch: Die More Edition
Warlock: Master of the Arcane
Warlock 2: The Exiled
War of the Roses
War of the Vikings





























https://www.youtube.com/watch?v=h136fhC1HIA 

https://www.youtube.com/watch?v=h136fhC1HIA
































Questions?



Let’s talk
about games!



Business focus

Creative focus

Original idea: Jason della Rocca

Thriving indie 
developer

Starving artist

Copycats,
Asset flips

???



Unique Selling point



"Differentiation is one of the most important 
strategic and tactical activities
in which companies must constantly engage."

- Prof. Theodore Levitt (Harvard Business School)









What is your thing?

● Short sessions?
● Unique graphics?
● Engaging story?
● Revolutionary physics?
● New setting?
● Accessible?
● etc...



MDA Framework

● Mechanics
● Dynamics
● Aesthetics



Elevator pitch

● A few short sentences
● Catch the attention

of the listener
● Make them want more
● Know this inside out



X meets Y, with/in/but Z

● Diablo II meets Disney, in space
● Chivalry meets Fallout 4, with Rocket 

Launchers
● Gang beasts meets Surgeon Simulator, on 

mobile
● etc...



Fleshing it out

Midvinter is a cozy point-and-click adventure, based on Swedish folklore. You 
play as a gnome on a farm, and you meet fantastical creatures and solve puzzles 
as you try to stop the troll from kidnapping a child.

Aesthetics Mechanics Emotional resonance Setting

Historea: Seysha’s Revolution is a Massively Branching Story Game, about a 
young woman who wants to be a soldier - but whose life has other things in 
store for her. You decide how she deals with it, and your choices truly matter.



Exercise time!



Pitch your game!

● Take the game you have just worked on
● Individually, figure out the USP (add imaginary 

features if needed)
● Create an elevator pitch
● Compare in the group



Minimum Viable Product 
(Minimum Viable Game)

“minimum viable product (MVP) is a product with
just enough features to gather validated learning
about the product and its continued development.”

(https://en.wikipedia.org/wiki/Minimum_viable_product)

https://en.wikipedia.org/wiki/Minimum_viable_product
















Core features

● Without these, there is no game
● No polish, no nice-to-haves



Examples

● In an FPS, to shoot
● In an RPG, a dialog system
● In a puzzle game, a solvable puzzle



Questions?



Phases of development

● Pre-production
● (Vertical slice)
● Production
● Alpha (Feature complete)
● Beta (Content complete)
● Gold Master/Release Candidate
● Post-launch



Vertical Slice

● Not a Minimal Viable Product
● All parts = production standard
● For pitching idea

○ Within company
○ To investors
○ To publishers



Vertical slice



Vertical slice



Exercise time!



Look at existing game

● Pick a game you know well and like
● Pick a mechanic you enjoy
● How would you improve it?



More tips & tricks



Make Games



I’m not kidding

● Make games
● Don’t start with your magnum opus
● Make games
● Just make them
● All the time
● And then make more games



Game jams!



Make mistakes

(And own them)



Start with hacks



Scope

Scope

Scope

Scope

Scope

Scope

Scope

Scope



Look at what you can do

Rather than what you want to do



Ask for help

...And pay it forward!



Share early!

● Build hype
● Get input
● You cannot afford to keep secrets



Test super early!



...And continue testing

● QA
● Playtests



Sync idea in the team



Don’t just do - plan!



Get inspired



Marketing

“A good game sells itself”



No “I can’t do X”...



Stay on the rollercoaster



Take care of yourselves

This is a marathon,

Not a sprint



Questions?



End of day 1
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Game loops,
feedback loops



Game loops



Micro loops

● Actions
● reactions



INPUT NICE!

MAYBE I SHOULD 
REDO THAT...

SOMETHING HAPPENS



DEFEAT ENEMY NICE!

MAYBE I SHOULD 
REDO THAT...

GET LOOT



Skinner box





Macro loops

● Progress
● Learning curve
● achievements



DEFEAT  BETTER 
ENEMIES

BETTER 
CHARACTER

NEW AREAS

BETTER LOOT

NEW ACHIEVEMENTS



Meta loop

● Motivation
● Meaning
● narrative









More micro, less meta



Exercise time!



Look at “remoop”

● I made a game for a gamejam, “#resistjam”
● The Goal: Make a game to fight the power
● Download it:

https://itch.io/jam/resistjam/rate/124945 
● Analyze the game loops
● For how long is it fun?
● What would you have done

differently?

https://itch.io/jam/resistjam/rate/124945


Feedback loops

● Loops that provide feedback
● Loops that feed back into the system



Type #1

MEASURE

LEARN

ACTION
hy

po
th

es
is

reaction

analyze



Type #2.1

YOU ARE GOOD YOU’RE REWARDED

YOU GET BETTER

YOU WIN A LOT



Type #2.2

YOU ARE BAD YOU MISS OUT

YOU FALL BEHIND

YOU LOSE A LOT



Countering



Reversing



...Games with 
long-term goals

...Party games

Better for...



Hook model

We want people to…

● play our games
● continue to play our games



By: Nir Eyal, 
“Hooked”



External trigger



Internal trigger



Action



Variable reward



Reward

● The Self
● The Hunt
● The Tribe



Rewards: The self

● Satisfaction for you
● Reach your goals



Rewards: The hunt

● Engaging the hunter-gatherer feelings



Rewards: the Tribe

● Showing our worth and status to the social 
group



Investment



Investment





The masters?



Questions?



Monetization



We love making games

We must make money

To continue making games



Don’t just build games

Build a company that makes games



The market



Different models

● Premium
○ DLC
○ Episodes
○ Early access
○ Season pass

● Free to play
○ Micro transactions
○ Ads

● Etc



Premium

● Common
● Must have clear USP



Give the game a tail

● Patches
● DLC



Episodes



Early access/Open beta



Season pass



Free to play

● Ironically, a popular way to make money
● Social, mobile
● Require player volume



Free to play

● Some may scoff at it
● Important to know
● Can be extremely lucrative



King revenue Q4 2016:

$436 million



Player volume

● Most will spend little or nothing
● “whales”



F2P + multiplayer

● Good: Easier to get critical mass
● Bad: Less investment



When to monetize

● Frustration
● “Keep going”
● Happy, satisfied



What to monetize

● Lives
● Moves
● Time (get done instantly)
● Skins
● Levels
● Etc



How to monetize

Two kinds of money:

One easy to get,

One very hard to get.



Case study: Candy crush



Adds

● Not as easy as “just add a popup”
● Need clicks, installs
● Bake into experience







Merchandise





Questions?



Investors, publishers, etc



The difference



Investors

● Funds
● Venture capitalists (VCs)
● Business angels



Examples



What do Investors want?



When to get investment

...and when not to!

What are the risks?



publishers!

● Only publishers
● Developer-turned-publisher



Examples



What do publishers want?



How to choose?



When to work with

...And when to avoid!



Distributors

Can help Bringing game to certain markets



Incubators



Grants



Other networks



Exercise time!



Design a game!

● Come up with a concept for a Single-player 
PC game

● Decide its 3 core mechanics
● Decide how you would make money from it
● You have 10 minutes



Design another game!

● Come up with a concept for a Mobile game
● Decide its 3 core mechanics
● Decide how you would make money from it
● You have 10 minutes



Design one more game!

● Come up with a concept for a co-op game
● Decide its 3 core mechanics
● Decide how you would make money from it
● You have 10 minutes



Your idea

● Just in this room, there are hundreds of good 
ideas

● No-one will steal yours
● Very, very few can be “the idea guy”
● Share your ideas





Pitching



Story time!



“Do you want to pitch?”

Anton Albiin, Dataspelsbranschen



Pitch coaching

● Bird & Bird (lawyer firm)
● STING (incubator) x 2



Content

● Did not have a company
● Showed the idea and goal





A dragon’s den



The kick



The pitch



The feedback



The Winner



Aftermath



How & why to pitch



“We all pitch, all the time.
Cover letters are pitches.
Party invites are pitches.

Asking someone out on a date is a pitch.”

J. Maureen Henderson, Forbes
http://www.forbes.com/sites/jmaureenhenderson/2011/08/26/how-to-pitch-anything-to-anyone/#40597fc9255c



What is pitching good for?

● Indie developers:
○ Investors
○ Journalists
○ Players

● At companies:
○ At expos and shows
○ For project owners
○ Within teams

● Personally:
○ In job interviews
○ Whenever you have an agenda, ever



What are pitches made of?

● The USP
○ Comparison with competitors

● The Story
○ An emotional resonance

● The Person/PEOPLE
○ If they don’t trust you, they won’t engage



Make them see

why this benefits them.



Repetition: Elevator pitch

● A few short sentences
● Catch the attention

of the listener
● Make them want more
● Know this inside out



the next level!

● Quick elevator pitches are great!
○ Parties
○ Elevators
○ Expos

● ...but sometimes you need more.



Before anything else...

● Who are you pitching to?
○ Ask questions
○ Do your research

● Rewrite your pitch to match your target



The NABC model

● Hook
● Need
● Approach
● Benefit
● Competition
● Call to Action (CtA)



HOOK

● Grab the audience’s attention
○ Unexpected
○ Emotional
○ Crazy
○ Funny
○ ...etc

● Examples



NEED

● Which problem does this product solve?
● ...but we make games!

○ Which “itch” does this game “scratch”?

● What do a lot of gamers feel is a problem 
today?

○ Game sessions are too long
○ Narratives are too linear
○ Too much DLC, games not finished at launch
○ ...etc

● Address that need!



Approach

● Tie back to the Need
● How does your game solve this problem?
● Describe your game briefly, highlight its USP



BENEFIT

● What does the player get out of your game?
● Again, luxury product…
● But you can highlight time/money savers 

anyway:
○ “Get a premium game experience while waiting for the 

pasta to cook”
○ “Experienced a polished product at launch, without 

spending $$ on endless DLCs”
○ ...etc

● If no such examples, highlight why the player 
will like your game



Competition

● Acknowledge the competition
● Note what they are doing

○ Don’t lie!
○ Pretending like there is no competition makes you look 

ignorant
○ Show that you have done your research

● Highlight how you are better than your 
competitors



Call to Action

● You got their attention…
○ Reel them in!
○ Don’t let anyone who like what they just heard slip 

away.

● What’s the next step?
○ Like on Facebook?
○ Sign up for the Open Beta?
○ Come to your booth?
○ ...etc



Call to Action

Landing pages
Trailers
Expos
...etc



Present yourself

● Somewhere in the pitch:
○ Your name
○ Company 
○ Previous releases
○ The name of the product 

■ repeat several times



How about you?

● Public speaking can be scary
● That’s why we practice

○ It does get better with practice
○ Also practice at home, to avoid brain freeze

● It is okay to be nervous
● Don’t ever apologize

○ It’s good to show vulnerability…
○ ...but never talk down on yourself

■ (Often people wouldn’t even have noticed what you 
mention)

○ ...or talk smack about anyone else!



Body language

● Hands
○ In front/beside you
○ Not in pockets

● Never turn your back on audience
● Stand up
● Stand still

○ Alternate between 2-3 spots, tops



Voice

● Talk deliberately
● take your time
● If you lose track, stay silent
● Avoid “umm”s
● Use your stomach
● Pause for emphasis



Exercise time!



Pitch your game!

● Join in groups of 4
● Take one of your game ideas from before
● Prepare a pitch of the game (20-60 seconds)
● Pick a speaker
● Pitch in front of the class
● The class is a room of

Publishers & investors
○ Make them want to

Give you their money



Q&A time!



Videos to watch:

● Mike Bithell - “Making Games Small and Big in Unity”: 
https://www.youtube.com/watch?v=h136fhC1HIA

● “Juice it or lose it”:
https://www.youtube.com/watch?v=Fy0aCDmgnxg   

● Extra credits - “So You Want To Be an Indie”:
https://www.youtube.com/watch?v=7wX6W3k2wLQ 

● Mattias Dittrich (Ditto) - “Make It Wiggle”:
https://www.youtube.com/watch?v=7-fUvFkPngI 

● Amanda Palmer - “The art of asking”:
https://www.youtube.com/watch?v=xMj_P_6H69g 

ANAKA.SE

https://www.youtube.com/watch?v=h136fhC1HIA
https://www.youtube.com/watch?v=Fy0aCDmgnxg
https://www.youtube.com/watch?v=7wX6W3k2wLQ
https://www.youtube.com/watch?v=7-fUvFkPngI
https://www.youtube.com/watch?v=xMj_P_6H69g


End of day 2


