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ocks and kevs are evenywheame Pecple use keys every day to unlock thelr homes, thelr cars, thalr

lockers, their bikes. In the digital world, Cigital Rights Management has become the de facto
method fior people to unlock the products they buy. Love tt or hate It want it or not, DRM has become
partof the onlne warld thathelps make digial distibution happen. It's the means by which a sellar
grants the buyer access to a product, whether that acoess 1s temparary o permanent.

Ar 1ts fundamenital core, DAM has two primany functions: 1) It establishes a pre-defined sat
of licersing rights to the purchaser; and ) It safeguards the software (or Intellectual Property),

limicing access to those whio are authorized through 2 varety of
mechanisms that are elther machine-based (ted to anindmdual
computer] or idenitity-basad (tied to an Account D).

Why Use DRMT

DORM enables a warlety of business models for digital
distribution that hawe mot extsted In the traditional retall-box
envirenment. With online digital distribution, CRM offars
COmpanies new ways to monetize contentand alows companies
o provide consumers with cholces: to rent, to download, to
subscrbe—all at potentialty different price points. Accordingly,
CAM enables publishers to continue to generate revenue even
with their long-tall*products.

For some time, the predominant means of restricting
{COMSUIME acCess 10 3 particular pleceof software was machine-
basad Through the use of a hardware key for donglel a publisher
could ensure that a particular plece of software could not be
used by any other device. However, consumers’ demand for
unencumbersd, ranslent zooess has led to the rise of pladform-
based CAM solutiens which are little more than Customer
Relatiorship Managemenit {CRM) systems that employ dient’
server security. Platform-based products sudh as Apple's (Tunes,

DRM offers
companies Hew ways
fo monetize content
and allows companies
to provide consumers
with choices: to

rent, to download,

to subscribe—all at
potentially different

price poinfs.

ahve's Steam, Stardock’s Impulse, and Yurmmy Interactive’s COMOUIT offer web and deskiop clents that
Managea usars a00ess o content through account 105, logins, and IP addresses. Suchidentification
systems effectively alow an authorzed user to use the software from amy computer—assuming,
thatls, that hecan prowide I and password Information that [presumiably] ro one eke could know.
Alematively, a publisher might simphy prowde a custom codein a protective anwvelops to enable a
austomner to*unlock” the code after purchase The cument marketplace sustalns both of these forms
of DAM—and In some cases the two are emploved simultaneously.

Selecting a DRM Solution

Thie CAM solution that you choosa should align with your business goaks and your customers'

wanits. Salecting the nght DAM approach starts with identifirag your specic needs: What ki youe
g b achéeve? Answering this key question I= essential In halping you determine which vendor's

sohution will be the best fit {ard best walue) for your company.

For each categorny InChirt I, detemmine whether vour company's needs are most chosety described

by Cption A or Cption B:

I rrecest of wour chalces are In column A, you're mast [kely lookirg for a very basic DAM system.
Partioularty F price |5 a predominant concem, vou just need to make sure you select a product that

will gve you thefundamentals at alow cost.

Ifonithe other hand, st of yourchokces are in column B, then voul need 1o bea lot more conscious
about the sclution you choose. For instance, If diving revenue through trial corwersiens of Fash-

based games ks rated high In wour priorites, you
wilneed to welgh these requirements aganst the
«cost of the solution that delivers this furctionality.
O, IFyo Wart bo owin your e-commerce solution
outright, than you wil want a DAM salution that
can Integrate wih your e-commence provider.

As a3 genaral rule, you should expect your
CAM solution to return twe times its cost In
Incremental revenue, This new revenue should
be achieved through reduced loss from piracy
andior Higher rates of trial conversions through
affective licensing.

Cheapar does not always mean better. The
lowwest cost solutions are cost centers and deate
lower long-temm value In this regard, the business.
ownerwill se2 DAM as an sxpense and will want
totake theleast expensive solution Thedheapest
solution might not create any Incremental value
and coukd instead negativelyimpact the customer
axperience and drive rewvenue down. Ba sure to
andyze your RO and look to protect your brand
and Its positioning to your customers as well.

And ask the hard questions when selecting
your DAM partner: What Is thelr loss or piracy
rate? Can they demonstrate how thelr licensing
gystem creates incramenta walus? What are all
the costs of using thelr system? How do your
requiraments line up with their solution?

Protecting Your IP

Protection of the Intellectual Property 0F1 15
only a smal part of what you naed your DRM
solution to do. Selecting therghts management
systemn that giwes you the most flaxible {and
“monstizable’] llcenzing solution will sxpand
your options. Protection might help to elminate
lost sales due to piracy, but a flexble licensing
Ystam means you gain new business maodel
optiors that.can helpyou tosam new ncemeantal
revanue. By having an adaptable DAM solution,
you can plan and change your business models
and expaimeant with new ones. You may went to
axperiment with micre-4rarsactions,or redefine

Criterla .
Cost Limited budget. Meed the least
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Chart 1

Management | BefioraYou Buy, B30 download, etc)
Functionaltty

Some budget Prefer to invest In
=xpensive product. a solution with long-term savings
potenial.
Licensa Supports basic loerse modsks (Try Meed to be able to create a urique

licerse In addition to stardard ones
(2.1t supports episodic, micro-

trRansactions etc)
Flexbility QK with limited platform ard Meed scalable system that will support
applcation suppart to start with. multigle platforms and applications.
Commerce | Commerce ard CAM are tied to 2 Commence and DAM are rot tied
provider andfor madel. to any specic commence provider
andfor model
Protaction Basic protection with potential High-level of protection with minimal
rewenue keakage loss to piracy.
Ullnterface | DK with basic termplatas. ‘Would like customizable options.

your trial perlods, or provide advanced preview
«coples to your bata users for feedback, or offer
subscriptiors—the list goss on.

By conaidering the life-cycle of your game,
ared how It will migrate from Initial release o«
back-ratalog, wou canbettiermanane your icenses
and the levels of pratection you employ. This will
axtend your products to new oustomers, or nnew
wiy's to edsting customers, thersby diversFying
your product offerngs and espandrg your games
INtD NEw reverie streams.

Essentially, your DAM needs to help you  «
communicate the purchase procass to your
«customers while Improwing comversions and
retention. It should not be creating confuskon
for your customers and erecting barrers
for them to overcome. These fundamentals
apply durirg both the pre-purchase and post-
purchase processes.

Some Practical Tips for Implementing DAM
«  Trynothofocus pimanlyon thwarting crackers
and abusers. Aather, foous optimistically on
YOUr paying custormers. Make sure whatever
protective modes you chooss, you alm to

As a general rule, you should expect your DRM solution fo

return two times its cost in incremental revenue.

make It simpleand unobirelve for purchasers
to galn #ocess 1o pald-for content. You don't
want to hirder lagitimate punchasars when
setting up your probection

Make It easy to unlock. Lat your customers
ko what to do onoe they get thelr acoount
arserlal numiber (keyl. Man for what happens
Ifthey encouniter problems with their account
or key. Let them know how to resolve the
problem and miake it easy for them to retieve
thelr lost Information.

Commiunicate your licensing temms to your
custormars. Make iteasy for custormers to fird
ouf what the lkzense temms arefora purchased
oame For nstanos, are they Imited to, say,
thres Instals on one machine—ar s It three
Iretalls on amy maching,) Such licersing detalls
should be prowided as part of the purchase
process, not burled In your EULA.

Enable vral distribution! With an eye to the
furure, devise a licensing schema thatallows
pald-users to share the game {or game trial)
with thelr flands. B
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