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Our Three Studios



Our Three Studios

● In business 4-5 years
● 5-10 permanent employees each
● No surprise runaway hits yet
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Caveat



Caveat



I don’t have the answers



Anemone Hug Interactive



Anemone Hug Interactive

● About us:
● Founded in January 2015
● 4x revenue growth every year
● 10 employees
● 50% of all hours company-wide

on internal IP development







Before you start your studio



Before you start your studio
● Have at least a year of runway. You will need it.
● Get credit now while employed. You will need it.



GET A MENTOR



Getting Client Work
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Getting Client Work
● Always Be Networking (go wide)
● Grow your team! Provide solutions not labour!
● Climb the ladder (go narrow)
● Get games adjacent and non-games clients
● Attribution! Get it! For the studio too!
● Deliver on time and on budget
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Balancing Against Internal IP Dev
● Be wary of business burning you out creatively
● Do not assume that 50% work means you’ll get it 

done in half the time, it’s more like 3x or more.
● “3 Steps for Founding a Successful Indie Studio” by Gwen Frey

● Find people that can wear multiple hats.
● Protect your team from sales thrash



How To Get Client Work
And balance it against original IP development

Christopher Langmuir
Creative Director, Anemone Hug Interactive















































Kitfox:
Scrappy Success Without a Hit

Tanya X. Short 
Captain, Kitfox Games



Kitfox: Scrappy Success Without a Hit
Kickstarter and More

Tanya X. Short, @tanyaxshort



Introductions

Tanya X. Short: Captain



Started work: 2013

Revenue: $2 million+

Full-time staff: 8

Introductions



Studio Goal: 

Craftsmanship



Projections

Kitfox long term goals:

- Improved skills/craftsmanship, personal growth

- Improved team cohesion & ambition

- Improved quality of life

Studio Goal: Quality of Life



Projections

Kitfox long term goals:

- Improved skills/craftsmanship, personal growth

- Growing team cohesion & ambition

Studio Goal: Sustainability







Audience-building

Diversification as risk management (“take more shots”)



Diversified VS. Focused



Audience-building

Diversification as risk management (“take more shots”)

Start with a core, build outwards



Audience-building

Systems-driven
RPGs



Audience-building

Systems-driven
RPGs

Procedural 
generation

Sword 
boyfriends

Storytelling
Myths

CultsDwarf 
Fortress
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Audience-building

Diversification as risk management (“take more shots”)

Start with a core, build outwards

Multiplier: central community hub

Multiplier: self-publishing

Like/Follow → Newsletter → Purchase → Fanart → Cosplay





Diversification case study
2013-2017

Spend per Game Sales Revenue

Development 

Cost

Sales

Revenue



Burn Rates

2015-2016 Fiscal Year
Total spend: ~$300k USD



Burn Rates

2016-2017 Fiscal Year
Total spend: ~$500k USD



Revenue Sources

Sales Revenue



Revenue Sources

All RevenueSales Revenue



Revenue Sources
- Steam sales

- Other PC store sales

- Console game sales

- Contract work

- Investments

- Loans

- Merchandise

- Crowdfunding

- Bundles

- IP licensing

- Regional publishing

- Royalties

- Tax credits

- Grants

- AND MORE? 



Revenue Sources - Other Montreal Studios (First $1M only)



Projections

Craftsmanship Quality of life





Kitfox: Scrappy Success Without a Hit
Kickstarter and More

Tanya X. Short, @tanyaxshort


