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Disclaimer

This presentation (“Presentation”) has been prepared by Huuuge, Inc. (the
‘Company”). By reading the Presentation, you agree to be bound by the
following limitations.

The Presentation is protected by copyright law, in particular the Act of February 4, 1994
on Copyright and Related Rights. Copying, duplication and use of part or all of the
photos and graphics contained in the Presentation without the author's permission is
prohibited.

The Presentation does not constitute an offer to sell or subscribe for or a
solicitation of an offer to purchase or subscribe for securities. This
Presentation is provided for informational purposes only. This Presentation
does not constitute or form part of and should not be construed as an offer,
solicitation or invitation to sell or issue, or an offer, solicitation or invitation to,
subscribe for, underwrite, buy or otherwise acquire, securities of the Company
or any of its subsidiaries in any jurisdiction, or an inducement/recommendation
to enter into investment activity in any jurisdiction. Neither this Presentation
nor any part hereof, nor the fact of its distribution or issuance, shall form the
basis of, or be relied on in connection with, any contract, commitment or
investment decision whatsoever.

The information contained herein is only preliminary and indicative and does
not purport to contain the information that would be required to evaluate the
Company, its financial position and/or any investment decision. This
Presentation is not intended to provide, and should not be relied upon for,
accounting, legal or tax advice nor does it constitute an investment
recommendation. This Presentation is given in conjunction with an oral
Presentation and should not be taken out of context.

No information included in this Presentation may be considered as investment
advice or investment recommendation. The information contained in the
Presentation has not been independently verified. No representation, warranty
or undertaking, expressed or implied, is made as to, and no reliance should be
placed on, the fairness, accuracy, completeness or correctness of the
information or the opinions contained herein.

Matters discussed in this Presentation may constitute forward-looking
statements. Forward-looking statements constitute statements that are other
than statements of historical fact. Statements which include the words
‘expects,” “intends,” “plans,” “believes,” “projects,” “anticipates,” “will,” “targets,’

‘aims,” “may,” “would,” “could,” “continue” and similar statements of a future or

forward-looking nature identify such forward-looking statements.

n u N u

Forward-looking statements include in particular statements regarding the
financial performance, business strategy, plans and objectives of the Company
for future operations (including growth potential). All forward-looking
statements included in this Presentation address matters that involve known
and unknown risks, uncertainties and other factors which could cause the
Company’'s actual results, performance or achievements to differ materially
from those indicated in such forward-looking statements and from past
results, performance or achievements of the Company. Such forward-looking
statements are based upon various assumptions and estimates regarding
future events, including numerous assumptions regarding the Company’s
present and future business strategies and future operating environment.
Although the Company believes that these estimates and assumptions are
reasonable, they may prove to be incorrect.

The information, opinions and forward-looking statements contained in this
Presentation speak only as at the date of this Presentation and are subject to
change without notice. The Company, its directors, agents, employees and
advisors do not intend to, and expressly disclaim any duty, undertaking or
obligation to, make or disseminate any supplement, amendment, update or
revision to any of the information, opinions or forward-looking statements
contained in this Presentation to reflect any change in events, conditions or
circumstances. To the extent permitted under the applicable provisions of law,
neither the Company nor any of their affiliates, advisers or representatives shall
have any liability whatsoever (in negligence or otherwise) for any loss however
arising from any use of this Presentation or its contents or otherwise arising in
connection with this Presentation.

This Presentation is not for distribution or use by any person or entity in any
jurisdiction where such distribution or use would be contrary to local law or
regulation or which would subject the Company or any of its affiliates to
authorization, notification, licensing or other registration requirements under
applicable laws. Any failure to comply with this restriction may constitute a
violation of United States securities laws. Persons into whose possession this
Presentation comes should observe all such restrictions.



e / .
’ y
i o
¢ .. A
\ 5
|
1 : e
i i <
i
=4 v
- g, »
RN . VY -
| SR ST o il
4 . ) = .
- 5
x B
LY B SN G T . -
I 7o g = .
e

Anton Gau Marek Chwatek

Chief Executive Officer EVP Finance




Solid performance:

+ Franchise longevity
+ EBITDA growth

+ Cash growth

+ Future growth

1Q23
Highlights

HC & BC exceeded $1.6bn in lifetime revenue

S71m in Revenue (-15% YoY), reflecting sunsetting Traffic
Puzzle, lower marketing spend & challenging conditions in
the mobile gaming market

Robust cash position of $238.5m
as of 31st March 2023

Record high Adjusted EBITDA profit margin

Delivering on our operational shift & focus on profitability

~$150m Share Buyback Program kicks off

Details announced in the published Invitation To Sell (“ITS")

Pods - positioning Huuuge for future growth

We have refocused and accelerated our efforts to rapidly
iterate, prototype and develop new games - four Pods already
operational

$17/m

NET OPERATING CASH
FLOW

vs. $20m 1Q 22

$7/2m

REVENUE
vs. $84m 1Q '22

$27.6m

Adj. EBITDA
vs. $14.4m 1Q '22

38.5%

Adj. EBITDA MARGIN
vs. 17.1% 1Q 22
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Core Franchises in 1Q 2023 HuuUGE

Harvesting long-term profits

100 e Harvesting strategy continued. We are careful
with marketing investments, which results in

90 . . .
growing sales margin and freeing up focus and
80 resources
70 e (Our marketing spend in 1Q 2023 was unusually
low as we have cut the worst performing
60 . . .
= channels. This level is not indicative of our spend
-~ 50 throughout the year - we plan to be more active
- 40 outside of performance-based User Acquisition
(e.g. brand marketing)
30 : L :
e Bestin class monetization metrics
20 (conversion, ARPDAU and ARPPU) vs peers

10 driven by our clubs and social features

" I I I i e Extraordinary retention of our most
A A A A D00 00O NN DA 9 O valuable players
S S BT S P P  SP P g F | -
e Focus going forward on profitability

Revenue Core Franchises mmmm UA Core Franchises ~ === Sales margin Core Franchises and longevity: quality vs quantity



Core Franchises: Live Projects

More upside from everlasting player relationships

Extension of Huuuge's VIP Program
Generating an uplift in engagement, retention and
monetization of our most valuable players

Webshop for HC & BC - improving player experience
With an enthusiastic response from our players, we have
expanded beyond the US to new geographies (EU, Canada,
Australia). Further expansion through a playable PC
version of HC and BC in 2H 2023

Introduction of a more balanced and segmented

Jgame economy
Another major economy upgrade planned for 2H 2023



Core Franchises: Webshop success HuuUGE

Progress has accelerated rapidly over the past few months

Webshop Revenue as % of Total Revenue e Webshop performance YTD has
79, exceeded our internal expectations

e We have already achieved quite broad
6% geographical coverage and we are now
focusing on more aggressive promotion

% of our Webshop, increasing the number of

4% payers as well as frequency of player
purchases

3% e We plan further expansion through

X launching a web / PC version of HC and

2L BC in 2H 2023

1% e We are exploring new third party solutions
in order to improve our offering in terms

0% of UX, number of payment providers and

NS PP PR PR A PSP login systems
AL AR R AP I
NEEEEEEEENEENENENERE NGNS



Huuuge Pods HuuUGE

Multiplayer Multiplatform games for Worldwide audiences

e Four Pods are already operational

e Our goal is to drive new growth for Huuuge - new games,
new audiences

e Community and player centric approach

o All games are developed with a multiplayer focus

e SV ' S
. . o . p | A /‘{af \
o Focus on building sustainable organic demand [s Bl WY,
e ey g . . \@¥gy/ ) 9. Fa A
and visibility on relevant social / discovery channels: M/

Youtube, TikTok and more...

o We are working with external partners to help us
drive community engagement

e First releases potentially in H2 2023 - we acknowledge
the market realities - we will be iterating and expect to Kill
multiple prototypes/games in the process



Strategic & Operational Directions HuuUGE

Build-up Productivity by leveraging Al across organisation

e Active efforts to increase the use of Al across the whole organisation
e |ots of opportunities to improve and optimise how the Huuuge Team leverages the latest advancements of Gen
Al on a day-to-day basis

Grow Huuuge product portfolio by partnering

e Actively exploring M&A, partnerships, publishing and licensing opportunities where existing Huuuge assets
could be leveraged (brand, audience, knowhow)
e Target to expand Huuuge product portfolio with new Huuuge branded products

Explore new business models and open new markets

e Assessing and exploring new market opportunities to expand into new markets such as skill gaming
e Closely following the evolution of the Web3 space - readiness to be active if there is positive player traction and
change in the market sentiment

Forming new partnerships vs. doing everything in-house

e Opportunity to level-up by partnering with 3rd party specialists with strong commercial incentives to drive
results in areas such as Webshop or Ad Monetization




)
~

FINANCIAL




Financial
Performance

The revenue decline results from sunsetting Traffic
Puzzle and some other game titles. Core Franchises
declined by 8.1% as the improvement in monetization
metrics did not fully offset the payer base decline
resulting from decreased marketing spend

The decrease in UA marketing campaigns reflects our
new user acquisition strategy and our adaptation to the
post-IDFA mobile advertising environment

The savings in R&D expenses are mostly driven by lower
headcount. Q123 G&A expenses are affected by the
one-off restructuring costs

Our adjusted EBITDA nearly doubled compared to the
previous year, achieving an all-time high in adjusted
EBITDA profitability

HuuUGE

USD m Q1 23 Q1 22 YoY
Core Franchises 68.0 74.0 -8.1%
Traffic Puzzle 3.1 8.6 -63.8%
Other 0.6 1.4 -995.3%

Revenue 71.7 84.0 -14.6%

Gross profit/(loss) on sales 50.6 58.5 -13.5%

Sales and marketing expenses (9.3) (29.9) -68.9%

Research and development expenses (7.2) (9.0) -20.1%

General and administrative expenses (10.0) (9.1) 10.2%

Other operating income/(expense), net 0.4 0.1 382.7%

Operating result 24.5 10.7 129.7%

Finance income/expense, net 1.5 0.1 >999.9%

Profit/(loss) before tax 26.0 10.7 142.2%

Income tax (3.6) (1.8) 99.5%

Net result for the period 22.4 8.9 150.9%

Adjusted EBITDA 27.6 14.4 91.8%



Balance
Sheet

USDm March 31, 2023 December 31, 2022
m Non-current assets 36.5 37.4
m Includes mainly intangible assets and office m Current assets 2746 248.9
leases ' '
Total assets 311.1 286.3
m Primarily cash and cash equivalents Total equity 263.8 240.7
(5238.5m), or 87% of current assets)
Non-current liabilities 9.5 10.0
m Increase in current liabilities results mainly from m Current liabilities 37.8 35.6
accumulation of the yearly performance bonus Total equity and liabilities 311.1 286.3

provision and restructuring costs provision

HuuUGE



Cash
Flows

m Net operating CF declined vs Q1'22 despite much
higher profit before tax. In Q123 Net Operating CF
was negatively affected by a temporary increase in
trade and other receivables resulting from the
payment schedule of Apple Store

m The positive investment CF in Q123 was
mostly driven by interest received from bank
deposits and money market funds as we have
been gradually rolling our cash balance to
higher yields

m Financing CF in Q123 consisted mostly of
lease repayment

HuuUGE

USDm Q123 Q1 22
Pre-tax profit 26.0 107
Net Operating CF 16.9 199
Investing CF 14 (25.7)
Financing CF (0.9) 0.1
Change in cash 17.4 (5.7)
Cash End of Period 238.5 198.7



Highly Cash

Generative Business

Cash is king in an uncertain environment and we are a
fundamentally strong business in an extremely fortunate
position

We recognize that we are one of the most cash generative
businesses in the games industry (as measured by Net OCF
to adjusted EBITDA conversion)

This gives us a lot of flexibility when it comes to our future -
be it potential M&A, investments in internal projects or
returning cash to our shareholders

If we are unable to find good investment opportunities, and
as long as our valuation multiples are lower relative to our
industry peers, we are supportive of potential future share
buybacks

HuuUGE
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Outlook for 2023 - reiterating our view

2023 Outlook (YoY)

Revenue

Marketing spend

Opex (non-marketing)

Adjusted EBITDA

Adjusted EBITDA margin (%)

2
\
2
&
&

Key Highlights

We reiterate our 2023 directional outlook presented
during our FY2022 investor call

We continue to focus on optimization and productivity
Improvements

With headcount now lower by ~20% vs 2022,
materially lower costs will be fully visible in H2 2023

We expect to ramp up our marketing spend in Q2-Q4,
but still with a very disciplined approach in mind

Management views Q1 2023 numbers as broadly
indicative of the expected 2023 annualised
performance in terms of adj. EBITDA & profitability



Thank you

For more information please see https://irhuuugegames.com



https://ir.huuugegames.com

Financial data

Profit & Loss account (USD m) 2017 2018 2019 2020 2021 2022 Q120 Q220 Q320 Q420 Q121 Q221 Q321 Q421 Q122 Q222 Q322 Q422 Q123
Revenue 152.1 236.1 2594 3327 3737 318.6 76.0 88.9 78.5 89.2 95.7 97.5 920 88.5 84.0 794 77.5 TEA N7
Cost of sales -44.8 -71.8 -79.1 -99.6 -112.2 -98.9 -23.0 -26.8 -23.5 -26.3 -28.1 -29.4 -28.0 -26.8 -25.5 -240 -23.8 -23.6 -21.1
Gross profit/(loss) on sales 107.3 164.3 180.2 233.1 261.5 221.7 53.1 62.1 55.0 62.9 67.6 68.2 64.0 61.8 58.5 55.4 53.8 54.0 50.6
Sales and marketing expenses. including -103.5 -135.5 -129.5 -1251 -146.2 -88.8 -240 -23.7 -339 -43.6 -43.2 -39.3 -34.1 -29.6 -29.9 -27.4 -17.7 -13.8 -9.3
User acquisition marketing campaigns na na -119.9 -111.5 -130.0 -73.7 -214 -19.9 -30.3 -40.0 -39.1 -34.8 -29.9 -26.3 -26.3 -23.1 -14.2 -10.1 -6.3
General Sales and marketing expenses na na -9.6 -13.6 -16.2 -15.1 -26 -3.8 -3.5 -3.6 -4.1 -4.5 -4.2 -34 -3.6 -4.2 -3.5 -3.8 -3.0
Research and development expenses -41 -10.0 -15.8 -29.8 -33.1 -29.6 -59 -7.8 -7.6 -8.7 -7.8 -8.0 -9.6 -7.7 -8.0 -7.9 -6.3 -6.5 -7.2
General and administrative expenses -49 -11.0 -14.2 -27.6 -38.0 -39.6 -5.7 -45 -72 -10.0 -10.0 -9.5 -99 -8.6 -9.1 -9.2 -11.6 -9.7 -10.0
Impairment of intangible assets -26.1 -26.1 0.0
Other operating income/(expense). net 0.0 -0.2 -6.5 -0.3 04 1.0 0.1 -0.3 03 -0.4 0.0 -0.1 0.8 -0.3 0.1 0.2 04 03 0.4
Operating result N | 7.6 14.2 50.2 44.6 39 175 25.9 6.8 0.1 6.5 n.2 ns 15.6 107 1n.2 18.5 -1.8 24.5
Finance income 0.0 0. } 21 0.0 2 0.0 04 0.5 1.1 0.1 -0.1 0.0 0.0 0.2 0.0 0.7 13 1.6
Finance expense -42 -3.2 -5.9 -128.5 -45.6 -2 -3.0 -8.6 -7.6 -109.3 -43.6 0.5 -1.5 -1.0 -0.1 -1.2 -0.7 0.2 -0.1
Profit/(loss) before tax 9.3 47 8.9 =76.2 -1.0 39 14.6 177 0.3 -108.2 =37.0 nz 2.8 145 10.7 10.0 186 0.2 26.0
Income tax 0.2 -1.7 -4.6 -6.4 -8.7 -7 -1.8 -3.5 -1.9 0.8 -0.6 -2. -24 -3.2 -1.8 -1.3 -3.3 -0.6 -3.6
Net result for the period 9.1 3.0 4.3 -82.6 9.7 32 12.8 14.2 -2.2 -107.4 -37.5 9.1 7.4 11.4 8.9 8.6 15.3 -0.9 22.4
Balance sheet (USD m) 2017 2018 2019 2020 2021 2022 Q120 Q220 Q320 Q420 Q121 Q221 Q321 Q421 Q122 Q222 Q322 Q422 Q123
Total non-current assets 23 20 47 173 67.5 37 173 171 55.6 546 67.5 65.4 63.2 60.3 374 36.5
Total current assets 48.6 51.6 484 1245 2324 249 1245 221.9 216.8 2248 2324 2258 213.2 218.2 2489 2746
Total assets 50.8 53.6 53.1 141.8 299.9 286 141.8 238.9 272.4 279.4 299.9 291.2 276.4 278.5 286.3 311.1
Total equity -20.3 -85 -19.8 -96.0 226.1 241 -96.0 188.6 200.3 2118 226.1 236.3 2274 238.0 2407 263.8
Total non-current liabilities 52.0 474 50.1 183.0 13.0 10 183.0 48 47 40 13.0 122 11.0 9.8 10.0 9.6
Total current liabilities 19.1 15.7 228 548 60.9 36 548 456 67.4 63.6 60.9 427 38.1 30.7 356 378
Total equity and liabilities 50.8 53.6 53.1 141.8 299.9 286 141.8 238.9 272.4 279.4 299.9 291.2 276.4 278.5 286.3 311.1
Cash flow statement (USD m) 2017 2018 2019 2020 2021 2022 Q120 Q220 Q3 20 Q420 Q121 Q221 Q321 Q421 Q122 Q222 Q322 Q422 Q123
Net cash flows from operating activities -4.8 4.5 13.0 73.2 29.8 71.0 16.3 26.5 16.0 15.0 -8.3 8.5 18.8 10.8 19.9 6.4 15.8 28.9 16.9
Net cash from investing activities 0.7 -0.6 -0.6 -5.5 -16.0 -32.6 -0.6 -1.5 -1.5 -1.9 -0.6 -11.4 -1.7 -2.3 -25.7 =1.1 -5.3 -0.6 1.4
Net cash from financing activities 26.9 0.1 -21.1 0.0 96.6 -21.8 9.2 -0.6 -7.9 -1.3 98.6 -0.5 -0.6 -0.9 0.1 -16.3 -4.8 -0.8 -0.9
EBITDA -46 8.2 16 54 53 50 18.1 26.5 74 1.5 7.6 133 13.6 18.1 133 138 214 1.2 27.0
Adjusted EBITDA -4.3 10.1 25 57 64 82 18.4 27.3 8.6 3.1 10.4 15.6 17.7 20.7 14.4 13.7 245 29.7 27.6
Adjusted net result -5.3 6.3 17 48 41 65 15.6 23.9 7.9 2.1 4.2 11.4 11.4 14.0 10.0 8.6 18.4 27.7 23.0



Appendix - KPI's

(users) FY2017 FY2018 FY2019 FY 2020 FY 2021 FY 2022 1Q19 2Q19 3Q19 4Q19 1Q20 2Q20 3Q20 4Q20 1021 2Q21 3Q21 4Q21 1Q22 2Q22 3Q22 4Q22 1Q23
Total DAU 632113 850717 911048 947188 789831 610489 874002 876371 913997 979820 980224 970211 944456 893861 888781 773229 769744 727568 701620 671967 557666 510702 468395
Core Franchises 509356 772029 769134 628119 478960 380 751 801215 758581 769710 747029 721866 645541 577293 567775 545487 483502 452979 433872 428174 384442 353568 356818 344143
New franchises 0 438 67422 182039 251745 201703 12072 16349 79247 162021 142405 178311 182113 225327 259706 243414 252353 251507 239022 248754 180427 138609 113468
Other 122757 78250 74492 137030 59126 28055 60715 101442 65040 70770 115953 146359 185050 100759 83588 46313 64412 42189 34424 38770 23671 15275 10784
(users) FY2017 FY2018 FY2019 FY 2020 FY 2021 FY 2022 1Q19 2Q19 3Q19 4Q19 1020 2Q20 3Q20 4Q20 1Q21 2Q21 3Q21 4Q21 1Q22 2Q22 3Q22 4Q22 1023
Total DPU 14152 21357 25498 27146 25865 22266 24888 23595 26100 27410 27535 27861 25412 27775 28596 26148 24364 24352 24951 23123 21041 19 948 17814
Core Franchises 13265 20890 23831 24095 20623 18134 24522 23113 23409 24279 24962 25160 22435 23823 23240 20820 19114 19320 19788 18066 17330 17 352 15843
New franchises 0 2 1493 2735 5068 3 867 93 324 2573 2981 2 436 2358 2442 3704 5199 5168 5015 4891 4 859 4648 3 456 2 506 1912
Other 887 464 175 316 173 236 273 157 118 150 138 343 536 248 157 160 235 142 304 410 254 90 60
(%) FY2017 FY2018 FY2019 FY 2020 FY 2021 FY 2022 1Q19 2Q19 3Q19 4Q19 1Q20 2Q20 3Q20 4Q20 1Q21 2Q21 3Q21 4Q21 1Q22 2Q22 3Q22 4Q22 1Q23
Conversion (monthly, MPU/MAU) 4,2% 5,5% 5,5% 4,5% 5,5% 6,3% 6,2% 5,4% 5,5% 4,9% 4,8% 4,2% 4,2% 4,8% 5,0% 5,7% 5,5% 5,8% 5,6% 5,5% 7,0% 7,9% 8,1%
Core Franchises 49% 6,2% 6,5% 7,4% 8,7% 9,7% 6,9% 6,9% 6,2% 6,2% 6,8% 7,2% 7,7% 8,3% 8,3% 84% 9,0% 9,1% 8,6% 9,2% 10,7% 10,9% 10,8%
New franchises n/a 0,9% 4,0% 2,6% 3,5% 3,5% 1,6% 3,2% 5,8% 34% 3,4% 2,1% 2,6% 2,7% 3,3% 3,7% 3,5% 3,5% 3,5% 3,2% 3,7% 3,9% 3,8%
Other 1,8% 1,4% 0,4% 0,4% 0,7% 1,8% 1,1% 0,2% 0,3% 0,4% 0,2% 0,4% 0,6% 0,5% 0,3% 0,9% 0,9% 0,9% 1,5% 1,8% 2,6% 1.2% 1,1%
(USD) FY2017 FY2018 FY2019 FY 2020 FY 2021 FY 2022 1Q19 2Q19 3Q19 4Q19 1Q20 2Q20 3Q20 4Q20 1Q21 2Q21 3Q21 4Q21 1Q22 2Q22 3Q22 4Q22 1Q23
ARPDAU 0,66 0,76 0,78 0,96 1,30 1,43 0,80 0,78 0,77 0,78 0,85 1,01 0,90 1,08 1,20 1,39 1,30 1,32 133 1,29 1,50 1,66 1,70
Core Franchises 0,80 0,83 0,90 1,36 1,88 2,07 087 0,89 0,88 0,96 1,10 1,44 1,38 1,55 1,72 1,96 1,93 1,93 1,92 2,00 217 2,23 2,19
New franchises n/a 0,10 027 0,27 0,48 0,39 0,08 015 0,34 0,25 0,25 0,22 0,23 0,36 0,46 0,50 0,48 0,47 0,44 0,38 037 0,36 0,35
Other 0,07 0,09 0,04 0,06 0,08 0,13 0,07 0,02 0,05 0,04 0,04 0,05 0,06 0,07 0,07 0,09 0,07 0,10 0,15 0,14 0,11 0,07 0,07
(USD) FY2017 FY2018 FY2019 FY 2020 FY 2021 FY 2022 1Q19 2Q19 3Q19 4Q19 1Q20 2Q20 3Q20 4Q20 1Q21 2Q21 3Q21 4Q21 1Q22 2Q22 3Q22 4Q22 1Q23
Daily ARPPU 28,7 29,9 27,8 32,8 38,0 38,0 28,0 28,7 26,9 27,7 30,0 346 32,7 33,7 35,7 39,5 39,3 37,7 359 36,1 389 11,7 440
Core Franchises 30,2 30,4 289 353 43,5 434 28,3 29,1 28,7 29,6 319 37,0 353 36,9 403 454 45,7 434 41,5 424 444 45,9 476



Appendix - glossary HuuUGE

ARPDAU Average revenue per daily active user.

ARPPU Average revenue per paying user.

DAU The number of individual users who played a game on a particular day.
DPU The number of players (active users) who made a purchase on a given day.

Activities aimed at increasing the player engagement, among others, by adding new features to games, recurring and one-off virtual events in which players

Live Ops . . : L
can participate, and active management of promotions within the game.
MAU The number of individual users who played a game during a particular month.
The percentage of MAU that made at least one purchase in a month during the same period In-app purchases. Payments made by users after downloading
Monthly Conversion a game, in connection with the purchase of additional game features. In-app purchases can be made through various non-cash payment instruments (e.g.
payment card, transfer), various electronic channels (e.g. e-banking, mobile phone) or using payment service providers (e.g. PayPal).
MPU MPU is defined as the number of players (active users) who made a purchase at least once in a given month.
Retention The number of users who continued to use the game after a certain period of time after downloading the application.
UAMC
User acquisition Process of the acquisition of users through paid campaigns or promotional offers

marketing campaigns



m Play Together.

For more information please see irhuuugegames.com



https://ir.huuugegames.com

