Selected Takeaways &

e Partnership is a privilege. Make sure you familiarize yourself with Twitch Terms of Service, DMCA and other
applicable rules and regulations. Check out the “Know Your Craft!” section for links!

& Your business depends on your health! Take care of your physical, social, mental and emotional health in order to
avoid burnout and ensure longevity. Set goals and create new habits to benefit your personal development

e Take time often to observe your product. Build a healthy “You>Them>Us" cycle, and be aware of your content’s
Foundation, Additives and Distractions. Remember that your enjoyment of your content has value.

& Think strategically about your investment of time, energy and resources. Remember to make time to experiment! Your
Dashboard can be a great source of information and direction. Get in the habit of reviewing your data at least once
every seven days.
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What we covered @

This two-hour workshop covered three major areas that we’ve detailed below. Refer to the “Action ltems” section for detailed
actions that you can take to improve in each area. If you have additional questions, make sure to write them down and bring
them to the follow-up meeting.

e Creative Focus & Purpose
We covered the three most common pathways that most creators identify with:

* Singular Category - A focused expertise that typically sticks to one game/series/activity (i.e. Sonic 2
Speedrunner, Music, Just Chatting)

e Singular Genre - A focused expertise that typically sticks to a singular genre (i.e. Battle Royale games, Indie
games, RPGs)

e \Variety - Regardless of content, the audience is passionate about the Creator. This means that Creator could
cook one day, and play Civilization the next day, and the audience is happy regardless of the “additive” game
or activity

There is no wrong choice, but it is important to know which pathway you typically walk or how you wish to move from
one category to the next.

You>Them=>Us - We touched on developing an effective brand “Storefront™. If you and your content are the “product”,
consider these questions when thinking about how you and the community go from YOU & THEM to US:

What “product” are you showcasing?

When are your “products” available?

Can you produce more if demand increases?

How will your audience know about your “product”?
Why you and why this product now?

Foundations, Additives, and Distractions are the key components that make up your stream. By identifying these
elements, you can determine which are necessary (Foundations), which bring added benefit to you and your
community (Additives), and what might be a distraction to your channel and growth (Distractions). By keeping these
simple concepts in mind, you can determine which elements you need to create “the perfect show”.



Monetization Development
As a Partner, you already have a decent grasp on the built-in monetization tools available to you. During the workshop

we talked about identifying your best revenue performers and optimizing these while looking for new ways to
incorporate or experiment with other avenues. Here are a few key takeaways when thinking about optimizing your
monetization ON Twitch:

o Remember that revenue is a learned behavior.

o Recall the difference between Dynamic Revenue and Consistent Revenue. What value can you add that would
convert a gifted sub into an ongoing sub? How can you turn a monthly sub into a six-month sub?

o Providing value & recognition is key to optimizing your revenue. Simple things like adding on screen sub goals
or dedicating a day to Subscriber Game Days can go a long way in providing value to those who support you

o Think about intelligent ways to incorporate Ads that work for you. Start by playing 3m of ads during your
"STARTING SOON” screen to disable Pre-Rolls for new viewers for the first hour of your stream.

For monetization off Twitch, we talked about “Selling Out”, and how this often stems from our worry about what our

audience perceives us to be. Always remember that your audience wants you to succeed. However, when selecting

sponsorships and brand activations consider those which allow you to retain your authenticity as a Creator and has

low risk to you and your audience (i.e. If you are a fitness streamer who focuses on health, a sugary energy drink is a
risky sponsor to you and your brand).

When engaging with brands, keep a few things in mind to elevate your opportunity potential and showcase your brand
in a positive light. Build a pitch deck or info sheet that you can easily provide a brand you want to work with or who
reaches out to you. The most important takeaway from this section is if you want opportunities, you must make it easy
for brands to find you and contact you.

Pricing yourself may seem like a daunting task, but we encourage you to use a basic rule of “Streaming Revenue Per
Hour + 50%". So if you make $100 / hr when you're streaming, you could consider asking for $150/hr as a basic rate.
Over time you will get more comfortable determining whether or not a sponsorship or deal is worth your time and
energy. Remember that it is OK to say NO, but make sure you do so in a way that “keeps the door open” for future
opportunities. EXAMPLE: “Thanks for reaching out Jon, | really appreciate you considering me for this opportunity.
Unfortunately, I'm not available next Friday, but please do keep me in mind for future programs as I'd love to find an
opportunity to work together”

Finally, think about how you can redistribute your content for more monetization opportunities. If you are already
streaming 8 hours a day, making a weekly highlight video that you put on YT or share on Twitter could help you
improve monetization and your own creator marketing. Make sure you are getting value out of the time spent and
consider this an area where mods, editors, and even the community could assist you.

Growth & Development Strategies

During the workshop we looked at personal & professional development while also diving into growth strategies as it
relates to your channel's data. Personal development is the process of improving yourself through positive habits and
activities. Professional development is all about gaining new skills and experience that benefit your current career or
the career/role that you want to do next.

Personal development is all about focusing on your physical and mental well being. This practice takes discipline, can
be a challenge, but is incredibly rewarding. You can begin focusing on your own personal development by putting
together a PDP (Personal Development Plan). Check out the “Action ltems” section for a breakdown of goal categories
and the steps you can take to achieve them.

Professional development might require a larger time investment to accomplish. Determine what areas of your channel
or business you would like to improve in, and then look for opportunities to learn new skills, take a course, or read a
book that will help you develop in those areas. Maybe you want to better understand Marketing in an effort to improve
your brand, promote your channel/content, and reach new audiences. Finding an eight week course where you
dedicate 6-8 hours a week could help you develop great habits while moving your professional development forward.
Remember the quote from Lewis Mumford, “Growth and self-transformation cannot be delegated”. You must be the
one to take the first step towards your own development.

The development of your content is also a great avenue to explore professional development. We talked about two
effective ways to professionally develop your channel by developing your content. Eventizing is a great way to build
momentum towards an event that will be celebrated by you and your ceommunity. This allows you to break the
monotony of your regular schedule, and let the community work towards event goals or anticipate an event they can be
involved in. You can eventize anything (Watch Parties, Q8A/AMA Sessions, Collaborations with other Streamers, the
release of new Emotes, Twitch milestones, etc) but the important part is that you give yourself enough time to market
and promote the event using your channel, Twitter, Discord, Chat Bot or any other ways that you regularly
communicate with your audience.






