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Outline 
●  Recap from GDC Europe 2013: 

●  Frogmind & the launch of BADLAND 
●  Post-launch strategies for keeping steady 
download curve 
●  Other mobile platform experiences 

●  Google Play, Amazon Appstore, BlackBerry, 
Humble Bundle 





Frogmind 
•  Founded in April, 2012 by two ex-
RedLynx (Trials series) developers 

•  Based in Helsinki, Finland 
•  Goal: develop the coolest touch based 
game by staying 100% independent 
(KISS) 



Frogmind 
•  With 
•  No previous experience in running a game 

studio/company 
•  No press contacts 
•  No platform contacts (no Apple contact) 
•  No marketing experience 



Frogmind 
•  But with 
•  2x5 years of actual game development experience 
•  Lots of indie spirit 
•  Tips from fellow Finnish indie devs 
•  Strong belief that good games will sell well enough 

without a marketing budget  
•  But with your own indie marketing 
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Post-launch 
●  100 000 downloads (for $3.99) in the first 
week and then quickly down 
 



First month downloads 



”What now?” 
●  We got enough revenue to be able to 
continue making games (woohoo!  
Mission Accomplished) 
●  Options: 
●  Keep developing the current game 
●  Start developing a sequel 
●  Start developing a totally new game 



Why not do all the options at 
once? 
●  We were still two guys 
●  Even hiring one employee felt challenging 
and risky 
●  What if the launch week success was it 
and then nothing? 
●  Felt too risky 



Decision: Keep developing 
BADLAND 
Why? 
●  We love the world of BADLAND 
●  So many ideas left to explore 

●  We want everyone to be able to play it 
●  Porting to other platforms 

●  Let’s make BADLAND as big as we can 



Updates, updates, updates 
●  New content in monthly updates 
●  BADLAND was designed to be able to 
provide new singleplayer and multiplayer 
content 



The impact of updates 



The impact of updates 



Why the spikes? 
●  New featurings in App Store 
●  Existing players return to play again 
   -> talking to their friends 
●  Media exposure 



Price drop campaigns 
●  -50%, -75% 
●  More spikes! 



Impact for downloads 



Impact for revenue 



Why the spikes? 
●  Lots of apps that track app discounts 
●  Media exposure 
●  Works also without this 



Free week campaign 
●  Part of App Store 5 years promotion 
●  Über spike: Over 7 million downloads 
●  Daily downloads quickly back to normal 



The free week 



The free week 



Why did we do it? 
●  Huge exposure for the game 
●  Email exploded with opportunities 



”Okay, we need help” 
●  Answering emails suddenly took a major 
portion of the time 
●  Business opportunities, customer support etc. 



The Other Platforms 
●  iOS Obj-C code to cross platform C++ 

●  (cocos2d-iphone -> cocos2d-x) 

●  Which new platforms first? 
●  Only mobile? Consoles? Desktop? 



Basic prioritization principle 
 
Order by 
 

 Amount of opportunity
Amount of work



Result (so far) 
1.  BlackBerry 
2.  Google Play 
3.  Amazon Appstore 
4.  Humble Bundle 
5.  Windows Phone 
6.  TBA  



BLACKBERRY FIRST?!? 
●  They supported us already before iOS 
launch 
●  Easy to port - only few devices (similar to 
iOS) 
●  1:1 port, same business model, same 
features as on iOS 



BlackBerry numbers 
●  Launch in early October, 2013 
●  Total downloads so far: 7000 



Android 
●  ”How on earth can we be sure the game 
runs on every 4000+ devices?” 
●  We cannot 

●  External QA with about 100 devices 
●  ”If it runs on those, we should be good” 

●  Reacting quickly to issues reported by 
users 



Android 
●  How about the business model? 
●  Not many good recent examples of paid 
games compared to iOS 
●  Users seem to be used to getting their 
games for free (or are forced to) 

-> Let’s change the business model to free 



Android 
●  Fully F2P or an unlockable demo? 
●  Most free games seem to be nowadays fully 

F2P 
●  Users probably heavily used to full F2P in the 

free category 
   -> Let’s go for full F2P 



Android 
●  Changing premium game to full F2P is 
difficult without ruining the game 
experience 
●  Our solution for Google Play (so far) 
●  Video ads between levels for those who do 

not want to spend money 
●  ”Unlock Premium version” for those who want 

the perfect experience 



Google Play numbers 
●  Launch in late November, 2013 
●  6M downloads so far 
●  ARPU: $0.05 
●  30% from IAP 
●  70% from video ads 

●  Everyplay GameAds and AdColony 



Amazon Appstore 
●  Launch in early December, 2013 
●  Ads replaced with a time limit per session 
for free players 
●  Ads did not seem to work well enough 

●  130 000 downloads so far 
●  ARPU: $0.07 (only IAP) 



The other Android stores 
Humble Bundle 
●  Perfect for a premium game 
●  Launched two weeks ago 
Samsung Apps 
●  Launch soon 
China 
●  Tens (or hundreds) of market places 
●  Launch soon through a publisher 
Other Asian countries, Yandex, Android consoles etc. 
●  TBD 
 



Windows Phone 
●  Why? 
●  We want everyone to be able to play the 

game (lots of requests from players) 
●  Support from Microsoft 

●  Launch in 1-2 months 
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Next? 
●  New updates would be nice… 
●  Taking BADLAND outside mobile would be 
nice… 
●  New game(s) would be nice… 



Next? 
●  We are now 6 people! 
●  Able to do more things at once - super cool! J 
●  Hiring awesome people helps a lot 

●  Still the same goal: 
●  Let’s make BADLAND as big as we can 



Questions? 

Johannes Vuorinen 
johannes@frogmindgames.com 

@johannesvuorine 


