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A NEW GENERATION
OF TECHNOLOGY

Telecorp (the “Company”) has designed, created and is in the final stages of completing
a suite of web-based software that is easily customized for integration into professional
work environments of all types and sizes. This technology allows any given user to
maximize their individual efforts, team focus and management agendas to reduce cost,
increase sales, monitor the analytics, and streamline the entire operation no matter the
size.

Telecorp is at the forefront of a new generation of technology. The Company has
established a strong market position in Canada as well as a rapidly growing presence in
the international market. Equity funding of up to $2.5 Million is now being sought, in
order to continue the development of domestic opportunities and to expand the
Company'’s reach in Europe, Australia and other global markets through planned joint
venture agreements. The funds will also be used for key acquisitions, final development,
hardware, office expansion and other corporate needs.

Telecorp Inc. is a registered corporation in Canada that owns Telecorp Inc. in United
States, Euphorik Fuel Technologies in Canada and Telecorp Software Inc. in Panama.
Telecorp develops customer relationship management (CRM) software for small and
large-sized businesses commonly referred to as software-as-a-service, also termed as
SAAS by many industries in recent years. In 2007, the SAAS market topped $5.1-billion
U.S. and is expected to climb to an estimated $40.5-billion by 2014. According to the
research firm, Gartner Inc., SAAS will comprise approximately one quarter of all
corporate software sales within the next four years. Telecorp currently offers three
software systems (with industry specific variations) both adaptable and customized for
use in varying marketplaces and applications.

The software can work as one (all software together) as well as individually for specific
client needs. As a whole, the software will provide total communication tools to enable
staff to talk to clients, deliver communication material, manage data, improve client
management, and provide reports ensuring their success.

In short the system will provide telesales and telemarketing tools with all the features of
a large state of the art call center with additional features in one easy to use system.
Features like voice message delivery, e-mail, newsletter, text, and fax broadcasting with
many innovations currently not available in competitive software.

Telecorp offers office automation for any business, focusing on ease of use, with proven
results in any given industry or field. Telecorp can immerse its software systems into a
diverse array of industries including; Medical, Hospitals, Dental, Automotive, Retail,
Political, Collections, Spas and Salons, Sales Departments, Charities, Call Centers and
much more.
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INGENUITY LEADS
TO OPPORTUNITY

Telecorp has taken the best tools from existing competitive systems
and combined them with the expert knowledge of communication.

Regardless of a company’s size and structure, streamlining office automation has
remained an overwhelming challenge, until now. Telecorp has developed an efficient,
effective, and economical solution that is sure to suit the requirements of any business
big or small. Employing tools utilized in state of the art call centers worldwide, in a user
friendly and automated format makes integration and implementation simple and
sensible.

Telecorp products reduce a number of costs incurred within an office environment
including staffing, sales and marketing. Telecorp systems increase company sales and
overall customer experience in turn streamlining client communication and support
lines. These systems empower users with the ability to broaden their consumer scope
by reaching a larger and more targeted audience. Return on investment in Telecorp
products is virtually immediate and guaranteed within any proposed vertical market.

Telecorp believes the company can achieve 2% of the market share within 5 years
which translates into over $70 million in revenues over 5 years. The Company has

taken the best tools from existing competitive systems and combined them with the
expert knowledge of communication.

Telecorp’s services are comprised of 3 basic software packages, developed into
separate interfaces for the I-driveCONNECTS product line that are industry specific,
giving the appearance of more software products and solutions. These interfaces work
with various niche industries to streamline ease of use and make the application more
appealing in those specific markets.

It is clear, that there are numerous opportunities for Telecorp’s core products as they
will reduce costs, make staff accountable, reduce overhead, increase sales and give
management more tools to analyze operations and needs. Telecorp presently has a
60% to 80% sales rate ratio to demos. The company will also guarantee results for its
clients within the trial period, which will lead to more trials and less churn. 7 out 10
companies will take our trial and approximately 70% will subscribe to service.
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DEFINING THE
MARKET POTENTIAL

Telecorp develops customer relationship management (CRM) software for small
to large-sized businesses commonly referred to as software-as-a-service, also
termed as SAAS by many industries in recent years.

CAGR of 17.4% for SaaS CRM | In2007, the SAAS market topped
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CHANGING THE GAME
IN SOFTWARE AS A SERVICE

Telecorp offers services that are not only well received currently but will continue to be
needed in a growing world of e-commerce, new industry full of innovations, expertise,
and vision towards a modern shrinking global economy. The company offers the most
cost effective telecommunication and customer communication system on the market
today for use in any business no matter the size.

Many features included are not available in other competitive solutions without
additional subscriptions to services or utilizing multiple providers. No other SAAS offers
all the features and tools that Telecorp has available. No other service guarantees its
success with a written guarantee and a return on the investment almost immediately for
any customer. The solution for most industries are based on market tests and beta
clients and it should be noted our services have proven to beat competitors each and
every time.
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A CLOSER LOOK AT OUR
PRODUCTS & SERVICES

Telecorp products exist to serve and assist most industries with innovative, time
saving solutions that work to increase performance, reduce waste and costs
while increasing revenues.

The Sales Generator System (SGS) plays host to a
® comgle_te dt_el_zmalrketing and meslsaging s%/sGtgng for
“ . - _ use by individuals, teams or employees. oasts
Mr'ves n LC S a robust document delivery application alongside an
integral time and call management counterpart. The
system in its entirety ensures clients that customers are cared for in both a professional
and courteous manner. Furthermore, the SGS features scripting tools comparable to
those used in conjunction with expensive, high maintenance predictive dialers utilized in
large call centers.

,a) I-driveCONNECTS is an On-Demand management
“Ldrive CONNGCTS system that delivers voice messages, surveys,

intearated Communication System— gppointment reminders, e-mails, faxes, and text
messages. This tool will deliver messages directly to the person or deposit sent
messages into a voice mailbox. The system also offers e-mail, fax, and text message
broadcasting. Plus it delivers direct to voice mailbox messages without ringing the
telephone on the receiving end. The system is saturated with dynamic features setting it
apart from the competition without reservation.

@) [-driveMEETINGS provides full-featured and flexible
“KdriveMEECETINGS Wweb conferencing software, telephone tools (up to
On-Line Meeting Syste: 10 participants), recording capabilities, video chat

server and webinar software. Participants can communicate by voice, instant
messaging chat and see each other by video/video conference. Participants can talk
and hear one another by using standard microphones and headsets thanks to Voice
over Internet Protocol (VolIP). Some of the features include blackboard, file sharing,
online chat, survey tools, reports, contact manager integration, change host control and
record event.

® - I-driveSTAFF is one of the best staffing management

_ software ever available in the temporary and
“FdriveSTA(=(= permanent staffing industry for companies and
recruiters. The integration mainstream systems with
the Sales Generator System, I-driveCONNECTS and I-driveMEETINGS will create a
software solution that is sure to become a world leader offering state-of-the-art features
only available through Telecorp.

On-Demand Staffing System
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OUR MANAGEMENT
AND LEADERSHIP

PAUL PHILLIPS, PRESIDENT, CEO AND DIRECTOR

Mr. Paul Phillips continues to assist the broadband industry, consistently improving the
guality and quantity of their business. After over 25 years of senior management and
leadership in the telecommunications industry, Paul remains active in the community
through his endeavors at Telecorp. The proficiency and experience Mr. Phillips has
gained working with many select companies has allowed him to obtain vast knowledge
of the inbound and outbound call centre environment. In turn, this knowledge has
ultimately resulted in the development of the Sales Generator System and Telecorp’s
I-driveCONNECTS services.

Phillips in conjunction with Marketeers Call Centers and as a consultant has worked
with companies such as; Comcast, HBO, Pepsi, Showtime, Budweiser, Time Warner,
Alltel, Movie Central, W.W.E., Investors Group, Service Master, Verizon, DirecTV,
Rogers Cablesystems, Shaw Cable, Starz, The Golf Channel and many more.
Renowned in his field for unsurpassed expertise in business management; Mr. Phillips
continues to enhance marketing strategies, advertising, customer service, awareness,
and support across a multitude of industries impacting corporate

TOM AMBEAU, DIRECTOR

Mr. Tom Ambeau has had an exciting career that has had him be the founder or the
point man in many successful companies. Companies like Jellco Packaging, Roll-O-
Sheets, Western Electrical Manufacturing and Magnifoam. Tom’s strength’s and
expertise are well respected and deserved, including his Chairs and involvement on
many boards for both profit and non-for-profit organizations such as Georgian College,
Royal Victoria Hospital and many more. Recently in 2006 Mr. Ambeau founded and is
currently acting President and CEO of Ambeau Consulting, a management and
business consulting firm focusing on strategy, operations and organizational behavior in
both the public and private sector.

CHRIS ADAMS, ADVISOR AND CHIEF TECHNOLOGY OFFICER

Mr. Chris Adams was the past co-founder and CTO of Hot Banana (HB) Software that
was acquired by Lyris Inc. in August 2006, Chris was directly responsible for all
engineering, product management and data infrastructure of the Web Content
Management software offering. Post-acquisition of HB by Lyris, Chris became the
Director of User Experience at Lyris Inc. He was directly responsible for the LyrisHQ
Web 2.0 application user interface design and usability. Chris believed in providing
clients with the ability to easy manage advanced Internet marketing best practices in a
simple way. Along with the product team, Chris was progressively combining Web
Content Management, Email Management, Web Site Optimization, Analytics, Pay-Per-
Click Management and other Marketing Automation features into one marketing
solution.
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HOWARD GWIN ADVISOR AND MARKETING STRATEGIST

Mr. Howard Gwin served as executive vice president, worldwide operations, at
PeopleSoft, Inc., during which time the company grew from $100 million in sales to $1.3
billion. Prior to his time at PeopleSoft, Gwin spent 13 years in senior sales, marketing
and operations roles at IBM Corporation and Xerox Corporation. Recently, Gwin also
served as president and COO of Solect Technology Group, a global provider of billing,
customer care and service management software for the telecommunications industry.
During his tenure, Gwin helped orchestrate the sale of Solect to Amdocs Inc., a world
leader in customer management billing systems, marking the largest transaction ever
for a private Canadian software company.

DAVID S. WHITE, Q.C. CORPORATE ATTORNEY AND DIRECTOR

Mr. David White is a corporate, commercial lawyer who is the founder and director of a
number of private companies including, Ticoon Technology Inc., a software company
that supplies software to some of Canada’s leading financial institutions. Mr. White is
also a director of MTI Global Inc., a publicly listed aerospace company that supplies
thermo-acoustic insulation to Bombardier, Boeing, Airbus and Embraer.

JOSE FERNANDEZ, DIRECTOR

Mr. Jose Fernandez is an active Telecorp Inc partner in addition to a number of affiliated
counterparts with unique synergies relating to Telecorp. Mr. Fernandez currently owns
Meteor Telecommunications, which is a telephony and phone system provider, Xentrax,
a company that focuses exclusively on software solutions for the contact center
marketplace, and VirisTek providing full spectrum e-Business Software Solutions. His
customers include such entities as Purolator, Holiday Inn, Hilton, NASCAR, Red Roof
Inns and more.

EURIBIADES CERRUD II, U.S. ATTORNEY AND DIRECTOR

Mr. Euribiades Cerrud is a Member of the Florida Bar Association, as well as the United
States District Court — Middle District of Florida. Mr. Cerrud and his expertise in
Business and Corporate Law, Intellectual Property, and Corporate Transactions will
assist Telecorp in the United States.
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A SNAP SHOT OF OUR
FINANCING AND PROCEEDS

The Company is looking for funding through short-term debt financing and the
selling of common shares for long-term equity.

Deaeveaeloprrraenii =10 ,.000 F2.40%
Capfial FExperrcdftirres 250,000 10.00%%
Ao rrisFtiorns 1 000,000 A0.00 %
Sales arnd Marketirnrg 195 000 G =
= E A Frypenses 200 ,a0ac =009
O ifrar A5 000 1.380%%
Total 2. 500 . .000 100 .00 %

A POSITIVE FUTURE
WITH ACHIEVABLE PROJECTIONS

Today, Telecorp is a startup company that has focused their attentions on software
development, beta testing and has now entered into the final stages of completion of all
their software products.

Based on experience and knowledge of the industry and particularly of this market
segment, the management team and consultants are confident once product
development is completed, the infrastructure the management team has put into place
will deliver forecasts and truly believe that the projections in the third to fifth year will
even surpass their expectations.
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connecting you to your world

investors@telecorp.com or German_ IR@telecorp.com
www.telecorp.com
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