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Technology Analysis for Business & Investment 

We are delighted to be able to share an interview we conducted recently 
with Corey Bridges, Co-founder, Executive Producer and Marketing 
Director of The Multiverse Network, Inc. Multiverse is an emerging 
company providing platform technology for virtual worlds for consumers 
and enterprise. Corey oversees business development and developer 
relations with thousands of game development teams, ranging from garage 
developers to Fortune 100 companies to Hollywood legends.	  
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Thanks for taking time out of your busy schedule to talk to us today, Corey. We are enthused about the future of 
virtual worlds and intrigued with what you and your colleagues are doing at Multiverse. Kris and I see virtual worlds 
as a vast frontier of opportunity for consumers and enterprise - a new medium as it were. We sense that we are in the 
early stages of a fundamental change in computing, akin to the time just prior to the commercialization of the web. Is 
this a vision you and your colleagues share? 

CB:  Absolutely. From the very start, Multiverse has seen virtual worlds as a new medium, meaning 
you can utilize virtual worlds for many, many uses: entertainment, obviously, but also education, 
socializing, business collaboration, training, military simulation, and so on. Just like with the web. I 
think especially education is going to be radically changed by virtual worlds. Why just read about 
ancient Rome when instead you can go there? So we created a technology platform--a client-server 
solution with a robust set of tools--to let people built whatever kind of virtual world they wanted. 

Tell us a little about Multiverse and its mission in the marketplace and explain some of the differentiating 
characteristics of the company versus some of the other players focusing on virtual worlds technology. 

CB:  We're quite different from the various other players out there. For example, even though we 
have created world-class technology, totally suitable for ultra-high-end deployments with thousands 
of simultaneous users per server, with a ridiculous amount of customization available, we decided 
we didn't want to be in the high-end sales business. That is, we didn't want to sell our platform for 
two million dollars a pop, thus restricting our market to a few dozen customers worldwide. We 
thought it would be much more interesting to let literally anyone download our entire platform for 
no upfront cost. Anyone, from the most high-end company to the most humble indie developer, can 
get their hands on our tech. Then, the developer can build whatever world they want, for whatever 
purpose--entertainment, education, business, whatever--and launch it into our wider network 
whenever they like. And they don't even have to pay us until they start charging consumers. When 
they do, the standard revenue model is that Multiverse retains a humble 10%. The developer keeps 
the rest, and they keep full intellectual property rights.  

Multiverse seems to have a great spirit of engendering innovation in its corporate DNA, which is terrific and 
refreshing.  I take it you and your colleagues brought that with you from your Netscape experiences.  

CB:  Yep. Not many people feel the calling to be a platform developer. But for whatever reason, 
that's what we are. We've made our careers out of creating technologies that enable people to invent 
new things. The notion that we can create a platform that lets someone else build something that no 
one has ever thought of is thrilling. And in practice, what we saw at Netscape is that if you build a 
great technology platform, based on open standards, and you make it economically feasible for 
people to experiment with it, then they will. And from that experimentation comes, eventually, 
innovation. We love to enable that innovation. To put it another way, our goal, at a high-falutin', 
philosophical level, is to enable the same kind of revolution in the medium of virtual worlds as we 
helped enable (in our humble way) for the medium of the web, when we were at Netscape in the 
earliest days. Perhaps the virtual world revolution won't be as big as the larger Internet revolution, 
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but we see that virtual worlds, for all their usefulness and, yes, coolness, are still at a nascent stage 
now. Just like where the Web was in 1994 or 1995. Netscape  

Your virtual worlds platform isn’t based on open source, like SunMicrosystem’s Project Wonderland for example, but 
you encourage and work closely with developers to come up with new applications for the Multiverse platform. Are you 
finding developers receptive to what you guys are doing today? 

CB: Yes. As you say, we aren't an open-source solution, but we do make much of our code source-
available. And our community of developers feels a lot like an open-source community. A lot of 
folks are sharing their code and helping others refine what they're doing. It feels a lot like the early 
days of the web, where there was this big sense of everyone being in a new frontier.  

Multiverse has developed a modular approach to building its technology platform. Can you tell us how that came about 
and what are the advantages to such an approach? 

CB: Essentially, in a Multiverse-powered world, almost everything that you'd interpret as a feature--
combat, leveling, movement, everything--is expressed server-side as a plug-in. A plug-in is a self-
contained module of code that provides the feature in question. Our platform was designed to 
support this modular style of development, so you can use certain plug-ins, and not use others. This 
grants huge flexibility to the developer. Changes to one module do not adversely affect another, so 
developers can pick and choose what they want to modify and to what level they want to change 
something. We have created many plug-in modules ourselves, and we give away full source code for 
them. So you can use those plug-ins, customize them, replace them entirely, or just ignore them.  

Tell us more about the underlying revenue model for Multiverse. Does it differ between consumer and enterprise, and if 
so, in what ways? 

CB: Our standard revenue model is you pay us no upfront costs, and then when you charge 
consumers, whether it's a subscription, item sales, or what-have-you, Multiverse retains 10% of 
revenue. If your world is on our network, and you aren't charging consumers anything or running in-
world ads, you never pay us a dime. For enterprise customers looking to deploy a private world off-
network, behind their corporate firewall, we license the use of our tech upfront in a standard 
enterprise license. 

Can you tell us about some successful consumer applications that have been created with Multiverse? 

CB: There have been a few so far, and we're just about to see more launch in the next few months. 
The most recent examples are a 3D social world called Places, a 3D-world called Yoovolution 
dedicated to self-empowerment and self-improvement, a casual game called Battle, which is 
remarkable for being a multiplayer, real-time action game in Flash, and Team Battle, which is like 
Battle but with teams of people--still in Flash, so there's no download and no installation of 
anything. There are also dozens of worlds in beta, both public and private. 

What kind of enterprise activity has Multiverse seen? What kinds of companies and in what sectors are drawn to the 
technology and experimenting with various applications?  
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CB:  The enterprise usage of virtual worlds has really picked up in the last year, just as the rest of the 
economy started going south. Of course, high-tech companies like IBM and Cisco have been doing 
projects in virtual worlds for years, but I'm excited to also be seeing very mainstream insurance 
companies utilizing virtual worlds for collaboration and for training. Also, of course, anyone in the 
virtual world enterprise space knows that oil companies are especially interested in enterprise-
themed virtual worlds for a variety of uses.  

It seems to us that virtual worlds have the potential to radically restructure the whole educational system in America 
and around the world. Do you see Multiverse and other virtual worlds pioneers playing a role in fostering new ways to 
learn and educate in the future?  

CB:  Definitely. I think virtual worlds are the 21st-century's educational tool. Again, we're just in the 
early stages of this medium, but I absolutely see that in the next decade or two, virtual worlds will be 
a standard tool, used in most schools. We're already seeing wide adoption now, but not ubiquitous. 
Me, I enjoy book-learning, but I have seen how effective virtual worlds can be in enabling a much 
more personal, and thus deeply held, learning experience in students of all ages, from 5 to 85.  

Multiverse is working with NVIDIA on rendering in the cloud. Can you tell us a little bit about that partnership 
and the kind of work you are doing together? 

CB:  NVIDIA technology powers a rendering farm we are using in a game for a big promotional 
partner around James Cameron's upcoming movie Avatar. There are other projects in the works 
using a very cutting-edge blend of Multiverse virtual world technology and NVIDIA GPU 
technology. NVIDIA is a great partner for these sorts of never-been-done-before endeavors. They 
are very forward-thinking, and their tech is obviously the best in the world.  

Do you have any plans to utilize a GPU cloud computing architecture in the future? Seems like an ideal platform for 
virtual worlds technology like Multiverse.  

CB:  We have a number of different projects on that front, but nothing we can reveal right now.  

We heard that Oscar-award winning film director James Cameron joined Multiverse’s advisory board. Cameron seems 
to be a huge proponent of 3D technology in general. Does he have plans to use Multiverse’s platform for film or some 
other application?  

CB:  We are involved in some promotional projects around his new movie Avatar, but I can't reveal 
any details about those yet, unfortunately.  

Where do you see Multiverse heading in the next 12 months? We take it you guys are pretty busy these days. 

CB:  Yeah, I'd like to take a vacation in the next year. That'd be lovely. In the next 12 months, you'll 
see more games shipped from third-party developers building on our platform, and you'll see some 
really expansive Flash-based MMOs coming from us and our partners. Also, you'll see some very 
cool use-cases of our tech in the education space for academia. Version 2.0 of our platform will be 
coming out before too long, and that'll make some big waves.  
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Does Multiverse envision a large market emerging for enterprise virtual worlds applications in coming years? 

 CB:  Yes, I'm convinced the enterprise market for virtual worlds will eventually dwarf the current 
multi-billion-dollar entertainment market for virtual worlds. No one knows if that will be in five 
years or ten--or even sooner, perhaps--but it will definitely happen. We are seeing a lot of dedicated 
investigation and expansive pilot programs involving virtual worlds in the enterprise. I think once 
someone really cracks the nut of making a virtual world meeting application with a UI that really 
adds value, we'll see enterprise-themed virtual worlds really take off. 

Netscape’s browser was a game changer. Do you think Multiverse’s virtual worlds technology has the same kind of 
potential? 

CB:  I think so, and so do our investors.  

Thanks again for sharing your thoughts with us, Corey. We wish you and your team at Multiverse all the best and 
look forward to seeing great things out of the company in the future. 

CB:  It's been my pleasure. Thanks for letting me pontificate! 

About Corey Bridges: 

As Executive Producer and Marketing Director, Corey oversees business development and 
developer relations with thousands game development teams, ranging from garage developers to 
Fortune 100 companies to Hollywood legends. Under his guidance, Multiverse has won multiple 
awards, including the "Red Herring 100" award for playing a leading role in innovating the 
technology business. Corey brings marketing experience from some of the most influential 
companies in the high-tech and entertainment industries, including Netflix, Netscape, Zone Labs, 
Borland and The Discovery Channel. He specializes in market creation and growth for new 
categories of products. Over the years, he has also built and launched a number of world-class 
technology platforms. Corey created the original launch plan for the popular security program 
ZoneAlarm, whose Internet-only distribution strategy captured 35 million users worldwide. In 2003, 
he was invited to contribute to a U.S. Homeland Security task force on Cyber Security. As a member 
of the original launch team for Netflix, Corey pioneered a new methodology of Internet-based 
marketing that identified, secured and grew the initial market of customers critical to the survival 
and success of the now-public company. A pre-IPO employee at Netscape, Corey worked as 
product manager for the company's flagship Internet browser. Corey also has written and directed a 
number of short films, and produced coCBercials and TV specials. An award-winning writer, he has 
also collaborated with well-known technology expert John Dvorak on multiple books. He has 
spoken internationally about the future of virtual worlds. He is a graduate of the University of 
California at Berkeley.  

For more information about Multiverse, go to: http://www.multiverse.net/index.html 
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