
Terhi Kauppi – CFO

Profitable growth company
with managed risks



Viewpoints on our
current business



Growth & profitability
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Remedy expects its revenue and operating profit to increase 
during 2020, especially during the second half-year period

A N A L Y S T  E S T I M A T E S  2 0 2 0

Revenue M€ EBIT %

Inderes 41 30.5

Redeye 40 27.0

SEB 39 28.8



MULTI-PROJECT MODEL HAS Impacted
Revenue streams
• While the revenue has 

grown, also the number of 
streams has multiplied

• This has a risk-balancing 
effect

Transitioning to the multi-project model 



R O Y A L T I E S

R O Y A L T I E S

Multiple revenue generation processes
Subcontracting
Work

Development feesDevelopment fees

Own IP with 
Publishing 
Partner

Self-published

Development fees

Development fees

ROYALTIES

R O Y A L T I E S



From consumer sales price
to remedy revenue recognition
Example based on illustrative level on Control

Player pays ~ 20–70 € Varies, average sales price is highly affected by 
discount campaigns, bundling and geography

VAT ~ 0–27% Varies, per country

Commission ~ 12–35% Varies, per platform / retail chain

QA, Localization, Distribution ~ 1–8% Varies, distribution only for retail

Marketing ~ 1–20% Varies, front loaded

Royalty from net revenue e.g. 45% Varies, as agreed per contract

Remedy receives ~ 3–27 €



Good terms in contracts 
are in the core of Profitability

Development 
budget

Budget 
sharing

Cost 
recouping

Revenue 
share

Sales and 
monetization

Cash position



year 1 year 2 year 3 year 4 year 5 year 6

Investment Development fees

Royalties (after recoup) Cumulative cash flow

year 1 year 2 year 3 year 4 year 5 year 6

Expenses Capitalization Depreciation

Development fees Royalties Cumulative profit

Project business case:
Cash flow vs. Accounting
Illustrating the difference between the two, the cumulative result is the same

CASH FLOW ACCOUNTING



value generation logic for
a Creative Super-Developer



Long-term value driver cycle

Brand ownership

Game success

Brand attractiveness

Game quality

Reusable content

Creative skills

Technology

Talent pool & teams

Recruitment & retention

Budget sharingRecurring revenue

Partner strengthsRevenue sharing

Dev & marketing BudgetsCash position

Brand rights

Portfolio size

Production skills

Production scalability

Game's long-term potential

Commercial 
position 

Profitable
growth



Multi-project FUTURE with more games:
Balancing risk and reward

Subcontracting
Work

Own IP with
Publishing Partner

Self-published



Traditional 
AAA game

Traditional AAA 
game with DLCs

Game as a Service

Subcontracting with a 
royalty opportunity

illustrative main Revenue models



Revenue potential for remedy



value generation logic for a creative 
super-developer
• Each game has good long-term potential

• Each brand and game also builds an even stronger basis for next 
games to succeed

• We strengthen capabilities to self finance and self-publish some 
games – and capture higher value with them

• Projects together as portfolio must show long-term value for the 
company



One more thing…

Remedy will begin releasing business reviews 
for Q1 and Q3 starting 2021

Exact release dates to be announced



Questions & answers
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