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DISCLAIMER
IMPORTANT: You must read the following disclaimer before continuing. The following disclaimer applies to the following presentation and you are therefore advised to read this disclaimer carefully before reading, assessing or making any other use of the presentation. In accessing the presentation, you agree to be bound by the following terms and conditions, including any 
modifications to them from time to time, each time you receive any information as a result of such access. You acknowledge that this document and the delivery of the presentation is confidential and intended for you only and you agree you will not forward, distribute, reproduce or publish this document to any other person, in particular to any address in the United States 
of America or to U.S. Persons (as defined below).

NOT FOR RELEASE, PUBLICATION OR DISTRIBUTION, DIRECTLY OR INDIRECTLY, IN WHOLE OR IN PART, IN, INTO OR WITHIN THE UNITED STATES, AUSTRALIA, CANADA, JAPAN OR SOUTH AFRICA OR ANY OTHER JURISDICTION WHERE IT IS UNLAWFUL TO DISTRIBUTE THIS PRESENTATION OR TO U.S. PERSONS (AS DEFINED BELOW).

The following presentation, including a hard copy of these slides/the talks given by the presenters, the information communicated during any delivery of the presentation and any question and answer session and any document or material distributed at or in connection with the presentation (together, the "Presentation"), has been prepared by tinyBuild Inc. (the "Company") 
on behalf of itself and its subsidiaries (together the "Group"). The information in the Presentation is not intended to form the basis of any contract. Making this Presentation available in no circumstances whatsoever implies the existence of a commitment or contract by or with the Company, or any of its affiliated entities, or any of its or their respective subsidiaries, 
directors, officers, representatives, employees, advisers or agents ("Affiliates") for any purpose.

This Presentation does not constitute or form part of an offer or invitation to issue or sell, or the solicitation of an offer to subscribe for or purchase, any securities to any person in any jurisdiction to whom or in which such offer or solicitation is unlawful. This document is not an admission document or prospectus. Investors should not subscribe for any shares referred to 
in this Presentation, except on the basis of any admission document that is published in connection with those shares. Should any such admission document be published it will be available on the Company's website.

The information and any opinions contained in this Presentation are being provided as at the date of this Presentation and are subject to updating, completion, revision, amendment. This Presentation as well as any other related documents or information do not purport to be all inclusive or to contain all the information that you may need. There is no obligation of any kind 
on the Company or any of its Affiliates to update or revise this Presentation. No undertaking, representation or warranty or other assurance, express or implied, is or will be made or given in relation to, and no responsibility or liability is or will be accepted by the Company or their respective Affiliates as to, or in relation to, the accuracy, reliability, or completeness of any 
information or opinions contained in this Presentation and the Company (for itself and on behalf of its affiliates) hereby expressly disclaims any and all responsibility or liability, whether arising in tort, contract or otherwise (other than in respect of a fraudulent misrepresentation), for the accuracy, reliability and completeness of such information. Information contained in 
this Presentation may relate to an arrangement, commitment or transaction that is not suitable for you personally.

The content of this Presentation has not been approved by an authorised person within the meaning of the Financial Services and Markets Act 2000 ("FSMA"). The Presentation is for background purposes only and is not intended to be relied upon as advice to investors or potential investors, and does not contain all information relevant or necessary for an investment 
decision. Reliance on this Presentation for the purpose of engaging in any investment activity may expose an individual to a significant risk of losing all of the property or other assets invested. This Presentation does not constitute or form part of any offer for sale or solicitation of any offer to buy or subscribe for any securities (including, without limitation, to any person or 
in any jurisdiction to whom or in which such offer or solicitation is unlawful) nor shall it or any part of it form the basis of or be relied on in connection with, or act as any inducement to enter into, any contract or commitment whatsoever or constitute an invitation or inducement to engage in investment activity under section 21 of FSMA. This Presentation and the 
information contained herein is restricted and is not for release, publication or distribution, in whole or in part, directly or indirectly, and may not be taken or transmitted, in Australia, Canada, Japan or South Africa and may not be copied, forwarded, distributed or transmitted in or into Australia, Canada, Japan, South Africa, or any other jurisdiction in which such release, 
publication or distribution would be unlawful. The distribution of this Presentation in other jurisdictions may be restricted by law, and persons into whose possession this Presentation comes should inform themselves about, and observe, any such restrictions. Any failure to comply with these restrictions may constitute a violation of the laws of the relevant jurisdiction.

The distribution of this Presentation may, in certain jurisdictions, be restricted by law. Persons in possession of this Presentation are required to inform themselves about and to observe any such restrictions. No action has been taken or will be taken in any jurisdiction by the Company that would permit the possession or distribution of any documents or any amendment or 
supplement thereto (including but not limited to this Presentation) in any country or jurisdiction where specific action for that purpose is required. In no event is this Presentation or any copy of it intended to be distributed into the United States of America or its territories and possessions, any state of the United States, or the District of Columbia (the "United States" or 
"U.S.") or to any U.S. persons within the meaning of that term as it is used in Regulation S of the U.S. Securities Act of 1933, as amended ("U.S. Persons").

Neither this Presentation nor any copy of it may be taken or transmitted into the United States or distributed, directly or indirectly, in the United States, or to any U.S. Persons. This Presentation (and the information contained herein) is not for release, publication or distribution, directly or indirectly, in whole or in part, in, into or within the United States. This Presentation is 
for informational purposes only and is not an offer of securities for sale in the United States. The securities referred to herein have not been and will not be registered under the U.S. Securities Act of 1933, as amended (the "U.S. Securities Act"), or under the securities laws of any state or other jurisdiction of the United States, and may not be offered or sold, resold, 
transferred or delivered, directly or indirectly, in the United States or to, or for the account or benefit of, U.S. Persons, except pursuant to an exemption from, or in a transaction not subject to, the registration requirements of the U.S. Securities Act and in accordance with any applicable securities laws of any state or other jurisdiction of the United States. Any securities 
that may be offered outside of the United States to non-U.S. persons will be subject to the conditions listed under Section 903(6)(3), or Category 3, of Regulation S under the U.S. Securities Act. Such securities will also be "restricted securities" as defined in Rule 144 under the U.S. Securities Act. There will be no offer of the securities referred to herein in the United States 
nor any public offering of such securities under the U.S. Securities Act. The securities have not been approved or disapproved by the U.S. Securities and Exchange Commission, any state securities commission in the United States or any U.S. regulatory authority, nor have any of the foregoing authorities passed upon or endorsed the merits of any proposed offering of the 
securities, or the accuracy or adequacy of this document. Any representation to the contrary is a criminal offence in the United States. Hedging transactions in securities may not be conducted unless in compliance with the U.S. Securities Act. Neither this Presentation nor any copy of it may be taken or transmitted into or distributed in Canada, Australia, Japan or South 
Africa, or any other jurisdiction which prohibits the same except in compliance with applicable securities laws. Any failure to comply with these restrictions may constitute a violation of United States or other national securities law. If you are a U.S. Person or are located into any such jurisdictions (i) you should not have received this Presentation and (ii) please return this 
Presentation to the Company as soon as possible and take no other action.
The Presentation is provided for general information only and does not purport to contain all the information that may be required to evaluate the Company. The information in the Presentation is provided as at the date of the Presentation (unless stated otherwise) and is subject to updating, completion, revision and further verification. In furnishing the Presentation, the 
Company does not undertake or agree to any obligation to provide the recipient with access to any additional information or to update the Presentation or to correct any inaccuracies in, or omissions from the Presentation which may become apparent. No reliance may be placed for any purpose whatsoever on the information or opinions contained or expressed in the 
Presentation or on the accuracy, completeness, correctness or fairness of such information and opinions.

Nothing in the Presentation is, or should be relied on as, a promise or representation as to the future. This Presentation contains certain forward-looking statements relating to the business, financial performance and results of the Company and/or the industry in which it operates. Forward-looking statements concern future circumstances, not historical facts and are 
sometimes identified by the words "believes", expects", "predicts", "intends", "projects", "plans", "estimates", "aims", "foresees", "anticipates", "targets", and similar expressions. The forward-looking statements contained in this Presentation (including, without limitation, assumptions, opinions and views of the Group or opinions cited from third party sources) are subject to 
risks, uncertainties and other factors that may cause actual events to differ materially from any anticipated development. None of the Company, any member of the Group or any of their respective officers, directors, employees, representatives or agents provides any assurance that the assumptions underlying such forward looking statements are free from errors, nor 
does any of them accept any responsibility for the future accuracy of the opinions expressed in this Presentation or the actual occurrence of the forecasted developments described herein. No representations or warranties of any kind are made by any person as to the accuracy of such statements, estimates or projections, or that any of the events expressed or implied in 
any such statements, estimates or projections will actually occur. The Company is not under any obligation, and expressly disclaims any intention, to update or revise any such statements, estimates or projections. No statement in the Presentation is intended as a profit forecast or a profit estimate.

This Presentation and its contents are confidential and you and your directors, officers, employees, agents and affiliates must hold this Presentation and any oral information provided in connection with this Presentation in strict confidence. This Presentation must not be distributed, published, copied or reproduced (in whole or in part) or disclosed by recipients, directly 
or indirectly, to any other person.

By accepting this Presentation, you agree to be bound by the provisions, the limitations and conditions set out in this disclaimer and, in particular, you represent, warrant and undertake that: (i) you are a relevant person and you will observe the foregoing provisions, limitations and conditions, (ii) you are located outside of the United States and are not a U.S. Person, or 
acting for the account or benefit of a U.S. Person, (iii) you have read and agree to comply with the contents of this disclaimer; and (iv) you agree to keep permanently confidential the information contained in the Presentation or made available in connection with further enquiries to the extent such information is not made publicly available (otherwise than through a breach 
by you of this provision).
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PRESENTING
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19 years' industry experience 
Pro-gamer, shipped over 20 titles 
as Producer, discovered pillar 
titles and built relationships with 
key influencers.

Alex Nichiporchik
CEO & Founder



AGENDA
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2:00pm WELCOME - Alex Nichiporchik

2:05pm CROSS MEDIA - Jon Carnage

2:20pm SOURCING & BD - Michael Schauble & Tom Brien

2:50pm     PRODUCTION - Herb Liu

3:05pm    DEVELOPMENT & TECH - Jed Steen 

3:20pm    BREAK

3:35pm    MARKETING - Christie Moulding

3:50pm    QA & TESTING - Olivia Barcan

4:05pm    M&A ORIGINATION - Jaz Salati

4:20pm    INTERNALIZATION / DECENTRALIZATION - Tony Assenza  

4:35pm    STRATEGY - Alex Nichiporchik

4:50pm    Q&A - Alex, Tony, Jaz & Michael 



Development Publishing Franchises Cross-Media

5

BUILDING A MULTI-MEDIA ENTERTAINMENT COMPANY



IT’S ALL ABOUT FRANCHISES
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Why Franchises? 
Why Internal Studios? 

Why Cross-Media?

7



CROSS MEDIA
Jon Carnage 
Director of Cross Media



PRESENTING
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Serving as Head of Production for the “Hello 
Neighbor Cartoon”

Jonathan "Jon Carnage" Joyce former Director 
of Strategic Partnerships at Twitch Studios 
where he oversaw the creation of Twitch 
Studios--the company's in-house production 
studio--original shows and content.
A 20-year veteran of the entertainment 
industry, Jon started at Twitch in 2012 
managing the company's content distribution, 
curation, and production and has dedicated his 
work to helping game developers, brands, and 
content creators find their voice.

Jon “Carnage” Joyce 
Director of Cross Media
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A BREAKFAST OF ORIGIN    



Humble Beginnings 

11

June 2019 April 2022



BROUGHT TO LIFE    
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A PUBLIC PITCH 
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LEARNINGS 

14

Felt Too Young Script Voice Over 
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 CHARACTERS 



CAPTURING CANON 

16

Books

Fandom
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OTHER INSPIRATIONS 



18

Cartoon In-Game 

INGAME X CARTOON



CONTENT SOURCING
Michael Schauble (VP Business Development)
Tom Brien (Creative Director)



PORTFOLIO & BIZ DEV: A PERFECT MATCH

20

Michael Schauble
VP | Business Development

Tom Brien
 Creative Director | Co-Founder

Michael has over 16 years’ business 
development experience in Games. 

Previous to is role at tinyBuild, Michael 
lead key initiatives for Xbox Studios, 
ID@Xbox, and Game Pass.

At tinyBuild, Michael helps manage 
platform & Developer relationships, key 
negotiations, contract management, 
and content acquisitions.  

Tom was a solo game developer at the 
founding of tinyBuild in 2011 and worked 
on our first few releases hands-on.

At tinyBuild, he's worked on our 
branding, porting our games to 
consoles, and building out our project 
discovery and evaluation pipeline.



THE FUNNEL
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DISCOVER PLAY ENGAGE PROPOSE CLOSE

ORGANIC 
SUBMISSIONS

GAME 
SCOUTING

AGENTS

TRADESHOWS

SOCIAL 
PRESENCE

PORTFOLIO TEAM DUE DILIGENCE NEGOTIATE WIN!



PLAY

22

DISCOVER PLAY ENGAGE PROPOSE CLOSE

PORTFOLIO TEAM:
•MANAGED PROCESS
• CONTROLLED SPEED
• DIVERSITY
• PRODUCT CHAMPIONS



ENGAGE
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DISCOVER PLAY ENGAGE PROPOSE CLOSE

PARTNERSHIP FIRST:
• PROPER DUE DILIGENCE
• UNCOVER DEVELOPER NEEDS
• UNDERSTAND DEVELOPER STORY
• TAKE A PERSONAL APPROACH
• ALIGN & CONFIRM



LET’S MAKE A DEAL!
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DISCOVER PLAY ENGAGE PROPOSE CLOSE

INTERNAL BUY-IN SET TERMS TAILOR TO DEV WIN!



MANY AVENUES TO SUCCESS
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DIVERSIFY PORTFOLIO EXPERIENCES AND BRAND IDENTITY

• ALIGNMENT TO PLATFORM INITIATIVES
• ORGANIC TRACTION
• ADDITIVE TO EXISTING AUDIENCE?
• INNOVATION



PORTFOLIO GROWTH
INDUSTRY VETERANS TRUST US!
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BRAND RECOGNITION 
• PROVEN FRANCHISES
• ESTABLISHED FAN BASE
• AMPLIFY DEV REACH

CONTROLLED GROWTH 
• 11 YEARS!
• INCREASED CAPITAL
• EARLY INVESTMENTS IN 

SOCIAL MEDIA
• FEARLESS & INFORMED

REPUTATION 
• DEVELOPER FOCUSED
• GREAT DEV STORIES
• EMPATHY & GRACE



PROVEN VS UNDISCOVERED STUDIOS
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FIRST IN GENRE
BEST IN CLASS 

BRAND PILLAR
SUPER-FAN BASE 

CREATIVELY DRIVEN
HISTORY OF INNOVATION   



EMPOWERING DEVELOPERS

28

WHY DEVELOPERS LOOK FOR PUBLISHERS:
DEVELOPERS ARE FOCUSED ON CRAFTING INCREDIBLE EXPERIENCES, AND IN 
MOST CASES, DON’T HAVE THE KNOWLEDGE OR RESOURCES TO LAUNCH A 
COMMERCIALLY SUCCESSFUL PRODUCT.

ENABLE AND EMPOWER:
BY ALLOWING DEVELOPERS TO FOCUS ON WHAT THEY DO BEST AND EXECUTING 
ON WHAT WE DO BEST, WE MITIGATE RISK, AMPLIFY OPPORTUNITIES, AND 
GENERATE A MUTUALLY ALIGNED PARTNERSHIP. 

ONE STOP SHOP:
MARKETING 
CREATIVE 

QA & LOC 
PORTING 

HR 
BIZ DEV 

CO-DEV 
PLATFORM 
OPPORTUNITIES  



GROWING PARTNERSHIPS

29

RELATIONSHIP 
= 

OPPORTUNITY 

RELATIONSHIP:
• UNIQUE PERSPECTIVE
• EARLY TO ADOPT
• PROVEN VALUE
• DEVELOPER ADVOCATE

DEVELOPER INTRODUCTIONS:
• PLATFORM APPROVED DEV
• FIRST LOOK AT NEW PROJECTS
• PLATFORM CONFIRMED CREDIBILITY

OPPORTUNITY:
• FUNDING
• MARKETING
• MANAGED PARTNERSHIP
• KEY ANNOUNCEMENTS

CREDIBILITY:
• OVER DELIVER
• IMPLEMENT BEST PRACTICES
• SHARE DATA



WHAT DOES A GAME PRODUCER DO?
Herb Liu
Executive Producer



PRESENTING
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Stanford Economics
Finance
Startups, Trading, Teaching
Bossa Studios
Mediatonic
tinyBuild

Herb Liu
Executive Producer



WHAT MAKES A GOOD PRODUCER?

32

FIND THE 
VISION

ITERATE BUILD THE 
GAME LOOPS

KNOW THE PRODUCT & 
THE MARKET

MAINTAIN 
PERSPECTIVE



FIND THE VISION
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• One game can’t be everything
•What’s the magic?
• Example: Totally Reliable Delivery Service



BUILD THE GAME LOOPS

34

OUTER GAME 
LOOP

• Start with the magic
• Build a game around the magic
• Example: Potion Craft

CORE GAME 
LOOP

INNER 
GAME 
LOOP



ITERATE THROUGH DATA

• Playtest
• Iterate
• Validate

Build Test

Plan



MAINTAIN PERSPECTIVE

• See the big picture
• What would have the biggest 

impact?
• Adapt to market trends
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KNOW THE PRODUCT AND THE MARKET



PRODUCERS AT TINYBUILD

• Guide the dev studios
• Drive them to execute
• Get out of their way!



INTERNAL STUDIO SHOWCASE
Jed “HakJak” Steen
Managing Director @ HakJak Studios



PRESENTING
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Nerd
Artist
Programmer
Narrative Designer
Marketing Major
Business Analyst
Military Veteran
Coffee Connoisseur
(I love tea too!)

Jed “HakJak” Steen
Managing Director @ HakJak



GUTS & GLORY: First Game
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Other Publishers



PIGEON SIM: 2nd Game
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Reclaim the world and create a Pigeon Paradise, 
while living your best bird life!



LOVELY CAST CHARACTERS
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Not just about pigeons…



STRONG CHARACTERS FOR STRONG IP

44

Watch out, it’s the Pigeon Patrol!



STORYMODS
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http://www.youtube.com/watch?v=ZhxjQzt3M8Q


TOYS: GOTTA COLLECT “EM ALL!

46

A big appeal of games in this 
genre is collecting and 
experimenting with a large variety 
of items or powerups.  Even more 
so if they interact with each other 
and create “emergent gameplay”.

INFINITE POWER-UPS!

http://www.youtube.com/watch?v=JONs3AVLvcs


THE SANDBOX - PROCEDURAL GENERATION

47

▪ Huge variety of locations

▪ Every location is unique

▪ Every space is explorable!  

http://www.youtube.com/watch?v=z0oQBPTt2jQ


THE SANDBOX - PROCEDURAL DESTRUCTION
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▪ Highly interactable

▪ Highly immersive

▪ Destroy anything!

http://www.youtube.com/watch?v=etpm28LGgq8


JUST BEING A PIGEON…

49

We’ve worked diligently to create a one-of-a-kind character controller and story system that 
will allow even novice gamers to jump right in and experience the joys of flight and the 
freedom of being a bird—not a care in the world. 



SUMMARY
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Feature Trends

● Apply timeless business principles
● Use modern analytics practices
● Employ proven product development methods
● “Smart Tools” & “Emergent Gameplay” design
● Implement a research-driven marketing plan



Marketing: tinyBuild, Big Ideas 
Christie Moulding - Brand Manager 



PRESENTING
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5+ years experience in Video Game 
Brand Management

My career started as a psychiatric 
nurse, where I brought my passion 
for gaming to publish research on 
Video Game use and Adolescent 
Conduct Disorder. From here I joined 
the marketing team at Team17 for 
four years and worked on Worms 
WMD, Overcooked 2 and Golf With 
Your Friends (to name a few!)

Christie
Brand Manager



TINYBUILDS APPROACH TO MARKETING 
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FOUNDATIONS

• CONSCIOUSNESS 
• COLLABORATION 
• CREATIVITY 
• COMMUNICATION



A games campaign should be 
infused with as much fun, joy and 
wonder, as the game itself.

54



CONSCIOUSNESS: WHERE DO OUR CAMPAIGNS BEGIN? 
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COMMUNICATION: WORKING WITH OUR AUDIENCE

56



CREATIVITY: HOW DO WE MAKE OUR CAMPAIGNS SPECIAL?

5757

https://docs.google.com/file/d/1AwbPfAvYrBbpsFZwyU0VItJaJhTewmJd/preview
https://docs.google.com/file/d/1AwbPfAvYrBbpsFZwyU0VItJaJhTewmJd/preview


COLLABORATION: WORKING WITH THE GAMES INDUSTRY

5858

Over 1 million Minutes 
Watched on Twitch

Press Coverage from
PC Gamer, RPS and Fanatical

YouTube Coverage from 
Markiplier, Syke and Kuplinov



Potion Craft is in Early Access, sold over 600k 
units and is the most Wishlisted game in our 

portfolio leading up to 1.0 launch

59



QUALITY ASSURANCE AND TESTING
OLIVIA BARCAN - QA SPECIALIST
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PRESENTING

10+ years experience in QA

Started as an entry level QA 
Tester in Ubisoft Bucharest, 
then moved on to VR and mobile 
games.

Acquired knowledge of QA 
processes, Game Design, Level 
Design, Video Game Production 
and Video Game Development.

Olivia Barcan
QA Specialist
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ABOUT QA
Quality Assurance is the crucial 

phase any title goes through 
during the game’s development 

life cycle.

The QA teams define test 
checklists specific for each 
title that are followed during 

tests to make sure the game is 
according to the design.
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ABOUT QA

During the QA phase, the title 
also goes through Compliance 
checks to ensure it adheres to 
the platform manufacturers’ 

requirements
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QA + DEVELOPERS = 

QA Testers ensure that the end 
product is bug-free and 

user-friendly.
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Verified compatibility for almost the entire tinyBuild games library on the Steam Deck 

QA SPECIALIST @ tinyBuild
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Played several titles from the early 
Alpha stages and sent feedback to 
the developers/producers 

● Justice Sucks
● Tinykin
● Spiderheck
● Asterigos
● Other unannounced titles

QA SPECIALIST @ tinyBuild
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GRAVEYARD KEEPER - CASE STUDY

The game’s main goal is 
to activate a portal and 
return to your beloved.

Graveyard Keeper is a 
graveyard-themed 

management simulation 
game developed by Lazy 

Bear and released in 2018.
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GRAVEYARD KEEPER - CASE STUDY

One of my 
favourite games,

 in which I have 
spent over 160 

hours building and 
upgrading my 

graveyard.
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BUG EXAMPLES - CONSOLE PORTING ISSUES
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BUG EXAMPLES - CONSOLE PORTING ISSUES
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I FOUND AN EXPLOIT!

EXPLOIT IS THE USE OF A CODE GLITCH/BUG 
IN THE PLAYER’S ADVANTAGE, IN A MANNER 
THAT WAS NEVER INTENDED BY THE GAME 
DEVELOPERS.

PLAY THIS VIDEO HERE:

 GRAVEYARD KEEPER_VIDEOS

https://drive.google.com/drive/u/1/folders/1xz9jm9anTRLHNY8D14i0MBoBWgGnCaFp
http://www.youtube.com/watch?v=P23UFuGiwRg


M&A - From Inception To Arrival
Giasone (Jaz) Salati - Head of M&A



PRESENTING
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20+ years’ finance experience. 
Top ranked equity research 
analyst, and Chief Innovation 
Officer for tech and media 
companies. Jaz read economics 
at La Sorbonne, holds a master 
in Finance from LBS and is 
currently studying Data Science.

Giasone (Jaz) Salati
Head of M&A



WHERE WE START

*  employees and independent contractors

74

DATA

NETWORK

AGENT

• Responsive
• Dynamic
• Proactive



COMMUNICATION

• Learn
• Listen
• Plan 

tinyBuild Founders

Third parties

Communication
cycle



THE NEXT LEVEL

• Go-to-market
• Franchise
• Multimedia



PORTFOLIO FIT

• Genre
• Geography
• Business model



BREAKDOWN BY GENRE

Source: Steam
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Steam revenues aggregated by game user tags (2017-21)

• 15 different genres
• Pixel graphics 16% (top)
• Horror only 11%



CULTURAL FIT

• AMBITION
• INNOVATION
• HORIZON



DEAL STRUCTURE

• Align incentives
• De-risk
• Shared upside



DEAL STRUCTURE (follows)

81

5 DEALS 
OF DIFFERENT SIZE IN 2021,
BUT SIMILAR STRUCTURE

59% SHARES 
AS % OF MAX CONSIDERATION

pre-IPO

Post-IPO
Cash and shares as % of max consideration (2021 M&A)

Cash and shares as % of max consideration (pre and post IPO)



PIPELINE

• DIVERSIFY
• REDUCE EXTERNALITIES
• OPTIONALITY



THE ROLE OF THE CFO
Tony Assenza
Chief Financial Officer



Tony Assenza
Chief Financial Officer

PRESENTING
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13 years’ Finance experience. 
5+ years’ Senior Leadership 
experience
Created the accounting and 
financial infrastructure of 
tinyBuild as well as the global 
legal business and HR structure 
to help support the company’s 
growth in parallel to 
completing multiple previous 
and ongoing acquisitions



FINANCIAL MODEL DE-RISKING

FINANCIAL TRANSPARENCY WITH DEVELOPERS

FINANCIAL TRANSPARENCY WITH SUBSIDIARIES

CHALLENGES AND PROCESS IN ORGANIC GLOBAL EXPANSION

DECENTRALIZATION OF SUBSIDIARIES 

IF WE CAN’T TALK ABOUT NUMBERS….

85



Single Game and 
Platform

Portfolio Games

Portfolio Games

Portfolio games

Development Contracts

Xbox

Xbox

Licensing Contracts

PlayStation

PlayStation

Minimum Guarantee 
Agreements

Nintendo 

Single Platform

Steam

Steam

QA

Apple

Apple

Localization

Google

Google

Porting

Epic, Ext... Epic, Ext...

Re
ve

nu
e 

Di
ve

rs
ifi

ca
tio

n 
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ARE WE SATISFIED YET?

87

Video Games Cross Media



 The top two expensive expenses are:

 ROYALTIES 

 LABOR (OPERATIONALLY AND COGS)

WELL WHAT ABOUT THE EXPENSES?

88



IP AND ROYALTIES

89



Identifying Locations
■ Targeted Skill
■ Targeted Region
■ Economic Factors
■ Global Social Economic Factors 
■ Social Cultural Factors
■ Barriers of Entry
■ Government Benefits (if applicable)

SETTING UP A NEW STUDIO/HUB

90



Due Diligence
■ Local laws Research
■ Local Law Firm meetings
■ Accounting Firm meetings
■ In person due diligence 

91

ONCE A LOCATION IS SELECTED 

Phase 2
■ Select Law Firm and Accounting Firm
■ Register Business and applicable licenses 
■ Select Office 
■ Open Bank Account

Expanding
■ Hire local talent
■ Relocate outside talent where necessary 



tinyBuild

Subsidiary 

Subsidiary

SubsidiarySubsidiary

Subsidiary

Finance

Accounting
HR

Contract/L
egal

Contract/LegalContract/Legal

Contract/Legal

Contract/Legal

HRHR

HR

HR
AccountingAccounting

Accounting Accounting Finance

FinanceFinance

Finance

DECENTRALIZATION 



STRATEGY
Alex Nichiporchik (CEO, Founder)



PRESENTING
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19 years' industry experience 
Pro-gamer, shipped over 20 titles 
as Producer, discovered pillar 
titles and built relationships with 
key influencers.

Alex Nichiporchik
CEO & Founder



GROWING YET AGILE

*  employees and independent contractors
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• Organic
• M&A
• Internal New Studios



CULTURE OF RESPECT

*  employees and independent contractors
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• Global
• Entrepreneurial
• Flexible



EVOLVING ORGANISATION

• Function
• Product
• Decentralisation  



EVOLVING MARKET

*  employees and independent contractors
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• Subscriptions
• Game as a Service
• Free To Play



DISRUPTIVE TECH VS HYPE

*  employees and independent contractors
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• VR
• Streaming
• User Generated Content



Development Publishing Franchises Cross-Media
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CLEAR STRATEGY



Q&A


