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This slide deck is a companion piece to a fuller 

blog post which contains all sources

http://wattsjones.org.uk/post/61010619439/

http://wattsjones.org.uk/post/61010619439/
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Hereôs a quick bit of backgroundé



4 É Mark Watts-Jones 2013 @MWJ

The free messaging app market is growing very 

rapdilyand thereôs a lot of competition out there

Sources: Various, correct at August 2013

App Downloads
Monthly 

Active users

Kik 80m

KakaoTalk 100m

Tango 130m

Nimbuzz 150m

Viber 200m

LINE 230m

WeChat 300m

WhatsApp 300m

But theyôre often doing 

very similar things, with 

similar features
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WhatsApp dominates many countries ï

with some exceptions

WhatsApp

Å UK

Å Europe

Å Latin America

WeChat

Å China

LINE

Å Japan

KakaoTalk

Å Korea
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But this doesnôt mean that all is over for 

WhatsApp competitors

http://en.lineblog.naver.jp/archives/30767259.html

Å In July 2013 

KINE 

announced 

230 million 

users!

http://en.lineblog.naver.jp/archives/30767259.html
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Building a large community creates lots of 

different revenue generating opportunities
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Although the primary routes to monetisation in 

the market are becoming clearer

Facebook LINE Viber Path

http://thenextweb.com/asia/2013/08/05/tencents-wechat-mobile-messaging-

app-gets-payments-game-center-and-stickers-in-long-awaited-update/

http://www.engadget.com/2013/06/06/tango-launches-social-
platform-sdk/

And messaging apps are following 

with their own óplatformô SDKôs 

Stickers are now minimum 

requirements for messaging 

apps

http://thenextweb.com/asia/2013/08/05/tencents-wechat-mobile-messaging-app-gets-payments-game-center-and-stickers-in-long-awaited-update/
http://www.engadget.com/2013/06/06/tango-launches-social-platform-sdk/


9 É Mark Watts-Jones 2013 @MWJ

éwhich can earn a lotof revenue (in the órightô 

market, with the órightô solution) 

Example LINE:

Å Total revenue in 

Q2 13 $101m 

Å In-game 

purchases 

contributed $53m

Å Sticker purchases 

$27m

Example KakaoTalk:

Å Revenue from 

games H1 2013 

$311m

KakaoTalk LINE

In-app 

purchases in 

games

Sticker, 

wallpaper and 

content sales

Line Pop took 3 days to hit 1 million users - the fastest ever
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éand, of course, lead to very high valuations 

for the apps themselves

$1
billion+



11 É Mark Watts-Jones 2013 @MWJ

But as most apps arenôt going to get bought 

they have to start earning some cashé

Å The following 

slides look at 10 

ways that 

messaging apps 

can monetise
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10 ways that free messaging apps 

monetise
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Å Of the leading messaging apps WhatsApp is 

unique in charging for accesséalthough they now 

offer the first year free, with subsequent years 

costing $0.99

Å Path offer a premium subscription ad-free with 

unlimited stickers and filters

Å The only reason WhatsAppcan charge is theyôre 

market leaders and any other apps following their 

lead will likely fail

1. Paid for/Subscription ïcharge for access or 

offer a recurring subscription

Difficulty: 1/10 Revenue: WhatsApp 5/10

Anyone else  0/10

Works for WhatsAppbut wonôt for anyone else. Avoid. 
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2. Advertising ïdisplay, banner or inline 

advertising  

Å Most of the top messaging apps exclude 

advertising from their messaging features believing 

that such advertising adversely affects the user 

experience

Å And who can argue with that ïmessaging apps are 

for messaging, not viewing adverts

Å Either way the market leaders WhatsAppdonôt 

include advertising so anyone who does is going 

against the market

Example only

Difficulty: 2/10 Revenue: 3/10

Might make a few $ôs but likely to annoy your users so 
tread carefully
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3.1 Stickers - pictures, sometimes animated, 

that are exchanged by users within chats

Å Stickers are small, visually rich, often cartoony 

images used by users to embellish their chats - to 

express emotion or to represent how they feel

Å Come in ópacksô of up to 20 and can be downloaded 

and used within one-to-one or group chats

Å Free stickers drive awareness and encourage usage 

with the hope that users become premium stickers 

users

In August 2013 LINE, KakaoTalk, Viber, Tango, Kik, 

Facebook Messenger and Path all offered stickers

Difficulty: 4/10 Revenue: 9/10

The only business model so far and users seem to like 
them so itôs a win/win
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3.2 Premium stickers ïstickers that users pay 

for

Å Premium sticker packs are priced at around $2 per 

pack

Å Premium stickers are often a mixture of:

1. Apps own-produced content 

(see 6 Content merchandising)

2. Content from established producers such as 

Disney or Sony 

3. Smaller providers who produce bespoke 

content especially for the app 

(Path have particularly good examples)

Å Content in 2 and 3 are sold on a revenue share 

basis ïno risk, some reward

In July 2013 LINE are earning $10m per month from 

stickers alone
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4. Sponsored stickers ïenable brands to offer 

free stickers ïin exchange for a fee 

Å Straightforward extension to stickers 

Å Enable brands to get users to do the content 

sharing for them

Å Works well for music artists, movies or other 

mainstream digital content where users genuinely 

want to get their hands onto content

Å Messaging apps can monetise with:

1. Charging for access to users

2. Payment per download 

3. Payment per message

Difficulty: 4/10 Revenue: 3/10

Needs large user base for brands to be interested. 
Wonôt make massive money as only so much youcan 
give away.
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5.1 Official accounts ïgive official accounts 

direct access to users

Brands, celebrities and merchants can connect, 

exchange messages and share content with users

Å Brands can take advantage of the closeness of the 

relationship to the user by including prizes, media, 

exclusive news, offers, coupons or discounts

Å Several ways to monetise:

1. Pay to create official accounts

2. Pay for promotion of official account

3. Pay per engagement e.g. per contact added, per 

message exchanged, per content downloaded

4. Sponsored content

Difficulty: 6/10 Revenue: 4/10

Needs large community for brands to be interested and will 
require a lot of admin. High risk if official accounts start 
spamming their followers
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5.2 Official accounts ïWeChat and LINE 

examples

Å WeChat users can add brands or 

celebrities via their user ID or using a 

QR code reader built into the app

Å LINE have brought together official 

accounts and sponsored stickers in their 

promotion of FC Barcelona

Å Users download a free Real Madrid 

sticker pack in exchange for adding 

Real Madridôs official account as a 

contact


