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THE INDEPENDENT DIRECTOR'S DIGEST * DISTRIBUTION STRATEGY

Monetizing Your Awarded Indie Film:
Aggregator vs. Direct Platform

Congratulations. Your film ran the gauntlet, secured the laurels, and won over the festival
jury. The hard work is done, right? Not quite. Now begins the high-stakes game of
monetization—and a single wrong move could tie up your hard-earned rights for years.
Your core goal at this crossroads is simple: find the fastest, least-risky way to generate revenue
without signing away rights you will later regret. To map out your strategy, you must fundamentally

choose between two completely different operational routes: the Aggregator or the Direct Platform
deal.
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I 1. Defining the Routes: What Are They Actually?

The Aggregator: Think of an aggregator as a digital middle layer. They do not buy your film; they
serve as a technical distribution pipeline and storefront manager. You hand over your master assets,
metadata, and quality control (QC) fees, and they push your film to transactional (TVOD like Apple TV/
Amazon), ad-supported (AVOD like Tubi), and Free Ad-Supported Streaming TV (FAST) channels.

Direct to Platform: This is a traditional B2B pitch. You, your producer, or a hired sales agent directly
query the commissioning or licensing teams at premium networks. If successful, you negotiate a
direct license or acquisition agreement. This route is optimized for premium SVOD providers (Netflix,
MUBI), traditional broadcasters, regional cable networks, or curated niche streamers.

I 2. When to Choose the Aggregator Route

Opt for an aggregator when broad distribution and speed matter more than a single big up-front
check. This path is ideal if your film addresses a specific niche market that responds well to strong
digital artwork and a targeted trailer, but you lack warm introductions to institutional media buyers.
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TYPICAL UPSIDE

* Low barrier to entry; access to major
marketplaces.

* Full operational handling of complex QC
delivery.

* Simultaneously monetize multiple global
pipelines.

3. When to Go Direct to a Platform

TYPICAL DOWNSIDE

* Revenue-share models with upfront setup
fees.

* Blocks direct platform approaches in the
future.

* Reporting and payouts can face significant
delays.

Take the direct route if your festival run generated real market "heat," critical press, or awards that
give you negotiation leverage. This strategy requires a film with clear commercial hooks—such as
recognizable cast members, an urgent cultural topic, or pristine genre packaging (e.g., horror, true-
crime)—backed by legal support to navigate intense negotiations.

TYPICAL UPSIDE

* High probability of a Minimum Guarantee
(MG).

* Prestige positioning and built-in platform
marketing.

* Clean, highly predictable licensing
structures.

The Strategic Verdict

Platform** deal.

TYPICAL DOWNSIDE

+ Gatekeeping is real; buyer networks are
essential.

* Grueling deal cycles with countless
"passes."

« Strict legal requirements (E&O insurance,
music clearances).

If your main objective is automated volume, immediate availability, and maintaining long-tail
independence, enlist an **Aggregator**. If you possess immediate festival momentum, premium
commercial hooks, and want a guaranteed financial return upfront, fight for a **Direct
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