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ironSource Deep Dive: From Game
Mediation to the Unity Grow Platform

ironSource is best understood as a capability set now being combined into Unity Grow. The

issue is how mediation, acquisition, monetisation and game data are being reorganised.

HiSpark Research Team - October 2026 - App growth and mediation

One-line conclusion: Evaluate ironSource within the Unity Grow framework: it is a

toolkit, not one media source, and its value depends on connected data and

operations.
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ironSource built a distinctive position in game mediation, user acquisition and monetisation. After
Unity's acquisition, these capabilities increasingly sit inside Unity's growth system; the legacy name can

confuse product and contract boundaries.

This article focuses on a practical question: how should developers choose and govern when mediation,

acquisition, monetisation and game data converge?
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Real platform context

These visuals come from official product pages, developer documentation, public store listings or platform-owned

sites. They are used to inspect interfaces, ad contexts and device touchpoints; inclusion does not imply endorsement.

Unity Grow: app monetisation hero



- Unity f r mobile
Start tizing Start growing your game development

your game game with high

quality users

App monetisation: mediation and User acquisition: performance and Mobile games: publishing, growth and

revenue optimisation growth solutions monetisation

Source: Unity Grow / ironSource - Official page 1 - Official page 2 - Retrieved 2026-10-28
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The role of ironSource in the advertising chain

1. The capabilities ironSource brought

The capabilities sit in three layers: mediation connecting demand sources, growth tools for acquisition,

and monetisation/operations tools. Each uses different metrics.

Within Unity Grow they can share accounts, data and interfaces. Sharing does not make every setup

optimal; verify permissions, billing, event return and experimentation.

2. Mediation is not adding more sources


https://unity.com/solutions/app-monetization
https://unity.com/solutions/user-acquisition

Mature mediation balances bidding, waterfalls, country differences, formats, latency and UX. More

sources increase complexity and do not automatically raise net revenue.

Create a baseline by country, placement and user tier, then add bidding or sources step by step. Monitor

fill, eCPM, impressions, latency, retention and source concentration.

3. Growth and monetisation need one map

Acquisition watches CPl and ROAS; monetisation watches eCPM and ARPDAU. Separate dashboards can

produce low-value acquisition and aggressive ads at the same time.

Unify around user value by source, country and cohort: retention, payment, ad revenue and contribution

margin. Design both tests against shared outcomes.
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Evaluate role, readiness and boundaries, not reach alone

4. Migration and selection risks

Review contracts, accounts, SDK versions and data ownership. Clarify which functions are now in Unity

Grow and which remain separate. Back up placements, price groups, events and reporting definitions.

Use a staged cutover with rollback. Check billing, privacy, child audiences, ad content and cross-border

data. Judge integration by net revenue and user value.



5. Put it back into the value chain: five roles are not

interchangeable

ironSource belongs to App growth and mediation. A common mistake is to judge it with metrics owned

by another role: demanding DSP-style ROAS from an SSP, or judging an ad server by network fill,

produces distorted conclusions.

The better question is which core resource it controls, and whether that resource converts into a

verifiable business outcome. For Game growth, mediation and monetisation, scale is not the only

answer; transaction quality, data availability and governance matter equally.

Establish the business type and readiness conditions before discussing integration or optimisation.

Applying one KPI across every role often turns an organisational issue into a false platform issue.

Industry role

Core resource controlled

Question to validate

DSP / demand
platform

Commerce media

Native / discovery

network

SSP / sell-side

platform

Omnichannel ad

platform

Budget, audiences and optimisation goals

Product data, shopping intent and retail/offsite

context

Publisher context, content consumption and

next-click attention

Inventory, auction paths, signals and deal rules

Identity, content context, DSP and multi-screen

supply

Can it buy the right audience at a

controllable cost?

Do product, data and media create

incrementality?

Can content turn clicks into valuable actions?

Can it improve net yield while protecting

experience?

Can it unify identity, frequency, creative and

measurement?

6. Diagnose before optimising: reading three common signals

A dashboard number is only a symptom. The useful work is connecting what is visible to what may be

happening, then validating it with one action. With ironSource, the expensive mistake is rarely a missing

button; it is using the wrong metric to explain the business.
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Observed signal

Likely cause Validate next

More sources but no revenue

growth

Reporting breaks after a Unity

Grow migration

UA and monetisation teams

reach opposite conclusions

Duplicate demand, latency or price- Compare net revenue, latency and valid
group conflict impressions, not source count

Accounts, events, placements and Create a migration dictionary, staged
billing definitions are not mapped rollback and weekly billing reconciliation
The two teams use different cohorts Unify country, source, retention, payment
and windows and ad-revenue definitions

7. Why professional delivery should come before account setup

ironSource capabilities now sit within Unity Grow. The challenge is no longer selecting one platform but

merging accounts, placements, price groups, events and billing without interrupting revenue. Migration

needs staged rollout and verification.

A defensible project does not start with an account. It starts with business diagnosis, account and

permission checks, SDK/API or mediation integration, event return, placement and frequency design,

A/B testing, privacy compliance and billing review. Reverse that order and product, data or compliance

issues are easily misread as poor platform performance. Professional delivery identifies blockers earlier

and avoids repeated setup, integration and wasted budget.



Unity Grow scope mapping Mediation and price-group migration Bidding / waterfall testing

Billing and data reconciliation

01 Account, eligibility, 02 Business, market and KPI 03 SDK / APl / mediation /
permission and policy diagnosis attribution integration
review

04 Placement, creative, 05 Data review, billing and
frequency and A/B testing risk governance

Assess before scaling: Do not scale simply because an account is available. Validate retention,
event definitions and compliance first. The real difference comes from a delivery and operating

design that fits the product.

HiSpark supports overseas monetisation, platform integration, mediation and bidding, A/B testing,
attribution, app publishing, app development, web systems and operations. Reply with the platform
keyword and consult with your product, market, stage and current stack so fit can be assessed before

account setup or scaling.

Quick fit check: who is ready and who should build foundations
first

Business type Best-fit context Readiness required Avoid when

Existing Unity Seeks unified growth tools Clear accounts, SDKs, data Treating legacy tutorials as current
developer and contracts documentation

Mid-core game Needs mediation, testing and = Dedicated monetisation Assuming more sources always
team multiple sources operations and data mean more revenue

Team planning Wants less tool sprawl Staged rollout, rollback and A single full-scale cutover

migration billing checks



Key takeaway: ironSource should no longer be treated as a standalone platform. Within Unity
Grow, its value comes from connected mediation, growth and monetisation, subject to explicit

migration and governance checks.
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Official reference

Facts about the platform and its business boundaries are referenced from the official ironSource website. Research and

editorial review date: 2026-10-26. This is independent industry analysis, not a platform commitment or investment

advice.

Need a project-specific recommendation?


https://unity.com/products/unity-grow
file:///C:/Users/ASUS/Documents/Codex/2026-07-27/90-vs-50-gpu-2026-7/outputs/_report/36-platform-website-deploy-2026/index.html
https://hi-spark.com/community/ad-research/meta-audience-network/
https://hi-spark.com/community/ad-research/pangle/
https://hi-spark.com/community/ad-research/mintegral/
https://unity.com/products/unity-grow

Start with the platform checklist. For integration, acquisition, monetisation, compliance, app publishing, web

systems or operations, contact HiSpark with your product, market and current stage.
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