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BUSINESS PLAN 

Executive Summary 

The Compauy is established to create an efficient, highly profitable enterprise optimally 
designed and structured to exploit the opportunities in the telecommunications industry, buttressed 
by increasing convergence of the computer and information industries, the Internet, with particular 
focus on the future of VoIP aud complimentary multimedia services that characterize the industry in 
the 21st Century. To successfully participate in the highly competitive, but huge telecommunications 
marketplace, the Compauy will employ the technical, cost/pricing, operational aud legal/regulatory 
experience aud expertise of a hand-picked out-sourced mauagement and consulting team skilled in 
these related disciplines so essential to rapid and effective exploitation of the industry's resurging 
opportunities. 

Start-up costs aud the challenges to successful entry aud rapid deployment in a competitive 
marketplace populated by larger companies with greater resources cau be daunting. To address these 
challenges requires skilled and experienced mauagers with extensive experience in the industry. 
Such mauagers are not routinely available aud commaud large compensation packages that are not at 
this time consistent with the Company's entry and early stage expausion. To obtain the needed 
experience aud expertise, the Compauy will follow the example of other communications compauies 
that have outsourced its management needs to expert consultauts whose talents and time will be 
employed on as needed basis, thus saving the cost of full funding of compensation packages that 
would otherwise be necessary to attract the mauagement talent required. Other steps in the process 
to accomplish the Compauy's goals are summarized below: 

1. Establish a work ethic that is founded on the necessity for hard work and consistent 
exhibition of a "can-do, whatever-it-takes" attitudes in order rapidly acquire the Compauy's 
targeted customer base. 

2. Build volume-based business in traditional core product lines by maximizing market 
penetration in contained aud focused geographic areas and control national marketing roll 
out. 

3. Begin with controlled capital outlays and use capital infusions incrementally based on 
focused deployment of products aud services. 

4. Keep staffing small and highly expert (continuing to use outsourced expertise as needed) to 
encourage loyalty and dedication and to allow for greater individual financial rewards aud 
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personal job satisfaction for the harder work demanded and expected no "not my job" 
attitudes. 

5. Emphasize reliance on "consultative" selling for high-end market and "relationship" selling 
for low-end market to compete more effectively in the cutthroat market environment of 
traditional services and to reduce customer chum. 

6. Secure relationships with underlying carrier(s) that offer the highest quality services in order 
to maximize the ability to build a reputation for quality, reliability, flexibility, 
responsiveness, innovation and integrity of product and service. 

7. Be in front of trends and/or create a trend. 

8. Be exciting and new in product/service development, distribution and customer relations. 

9. Optimally manage cash flow. 

Background and Activities to Date 

Current Operations 

South American Telecom, Inc., (the "Company") is a telecommunications service provider 
that intends on offering 1 + presubscribed long distance service, toll free access services (800/888), 
calling card and prepaid (debit card) services primarily to the residential end user. 

Current Authorizations and Authorized Operations. The Company has obtained its 
certificate to provide international services from the Federal Communications Commission (FCC) 
and both its domestic interstate and international tariffs have been written and will be posted on the 
Company web site when it is constructed. In the meantime, the Company will maintain hard copies 
of its tariffs at its offices. The Company is also presently authorized to serve customers with 
intrastate services in Texas and Florida and has an application pending in Georgia. In addition, the 
Company is in the process of completing an application for authorization to provide intrastate service 
in California. Thereafter, the Company will seek authorization for other states as it identifies market 
opportunities. 

Underlying Carriers. The Company has established a relationship with its underlying 
carrier, ANI Networks and believes it will have a successful experience with ANI. 

Pricing. The Company's retail prices will be set at a level to allow the Company to maintain 
an operating margin of over 60% and still offer a very competitive flat rate during all time periods. 
The Company's basic interstate services are priced at or around 6.9 cents a minute. The Company 
recognizes however, that the marketplace is becoming accustomed to think in terms ofless than 6.9 
cents a minute retail pricing. To maintain its targeted operating margins, the Company will use a 
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combination of increasing its overall traffic volume levels in order to obtain the lowest wholesale 
rates possible and in the future to package complementary services - prepaid services including 
enhanced calling card and debit card offerings. 

Billing. The Company will use LEC billing, proceeding through a billing aggregator because 
of the higher percentage of collectability such billing provides in a residential user environment. 
LEC billing allows the Company to roll out its billing in a professional and accurate manner and 
avoid the debilitating adverse billing experiences that can arise. The Company has faced some 
delays during the negotiations with the larger LECs as the terms and conditions they are generally 
imposing are unacceptable. Notwithstanding this, the Company has established relationships and 
agreements with the smaller LECs and is anticipating entering into a similar agreement with at least 
AT&T in the near future. Once the billing arrangement is established with AT&T the Company will 
begin its marketing campaign and service. 

Marketing. The Company will build its marketing and, therefore, its public image on 
demonstrating its uncompromising integrity in pricing, service quality, reliability and accountability 
-the "buck stops here" that is, the desk of the highest ranking officer or manager needed to solve the 
customer's problem. 

The Company will remain totally flexible, using a "problem solving" approach with 
customers which emphasizes the Company's commitment to consider the customer's needs and 
requirements in order to fashion offerings that provide customer satisfaction at a loyalty-inducing 
level. The Company believes that producing such customer loyalty and satisfaction, although at 
times reducing the level of return in the short term, will pay more lucrative returns over the long haul 
by eliminating churn and helping to expand market opportunities based on both word-of-mouth and 
endorsement advertising potentials. Moreover, once a relationship is established, it should be 
possible to charge for selected services on a premium basis. 

The Company is familiar with and will consider deploying any of the following forms of 
marketing: 

Multi-level marketing by contracted multi-level marketing firms 

Outsourced telemarketing 

Direct mail/casual calling 

To accelerate its marketing and to build its customer base more swiftly, the Company's 
intends to direct most of its marketing resources into telemarketing. The Company will outsource its 
telemarketing to an independent company experienced in the telecommunications industry. Before 
marketing the Company make sure the third-party marketing company has purchased the most recent 
National Do Not Call List and has adequate procedures in place to ensure compliance therewith. 
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In addition, to expand the Company's name recognition, the Company is considering the use 
the electronic advertising/click-through alternatives made possible by the Internet and email. Details 
of these plans are still in the design stage of development. 

Legal/Regulatory Resources. The Company has retained experienced legal advisors and 
regulatory consultants, namely Marashlian & Donahue, LLC and The Commpliance Group (see 
www.commlawgroup.com; www.commpliancegroup.com). Its advisors have decades of practice 
before state and federal agencies dealing with communications services. All of the Company's 
regulatory matters, including tariffs, will therefore be handled by these legal experts. In addition, 
legal expertise is available for negotiating business relationships, protection of proprietary rights, 
collection actions, and so forth. These advisors will also keep the Company abreast of the rapidly 
evolving regulatory and legal enviromnent that characterizes today's telecommunications industry 
and which will continue to shape the rules of how to survive and compete in the future. 

The "Walk," "Run," "Fly" Approach to Building a Successful Enterprise. 

First Phase - "Walk." Most successful enterprises start with an idea and/or vision of a 
specific goal. The ideas and visions behind the Company are summarized in the Executive Sununary 
of this Plan. 

The idea behind the Company and the vision guiding its path are based on the vast size and 
diversity of the telecommunications marketplace which, even after almost 40 years of competition, 
continues to provide opportunity to establish a company to participate in a market with such value. 
The Company is deep into completing the first phase of its venture -- it is up and walking by having 
established an operating long distance and international telecommunications company ready to serve 
customers in Florida and Texas. The Company has the processes in place to handle customer 
provisioning, inquiries and complaints, a toll free number has been established and customer LEC 
billing has entered the final phases of negotiation and implementation. 

Second Phase - "Running." In the second phase of development - starting to run -
Company will pursue the establishment of its sales and marketing network and the expansion of its 
customer base. The Company has determined that the traditional means of using agents and 
telemarketing still offers the best opportunity for small companies without the funds for massive 
advertising campaigns to acquire customers. 

Telemarketing. The Company has contracted with a seasoned telemarketing company ready 
to work the phones and get customers signed-up. These veterans will man the phones 6 days a week, 
alternating their time to maintain freshness and spirit. These veterans have demonstrated the ability 
to amass a small, but respectable, customer base in a short time, even in today's supercharged 
marketplace, averaging from 500 (outset) to 3000 (full operations) new customers per week. 

Third Phase- "Flying." Once core operations are established, efforts will continue to seek 
expansion through acquisitions, diversification and innovation based on technological developments 
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in the industry. Company management believes that this phase will be reached in three to five years 
after the second phase of development has been completed. 

Management 

The phenomena of entrepreneurs with minimal understanding of the detailed workings and 
influences affecting telecommunications enterprises succeeding in building multi-million dollar 
businesses is not over, but it is narrowing. Tomorrow's landscape will require greater expertise in 
handling the nuts and bolts of telecommunications than ever before. The Company is led by Kelly 
Wernick, as President. 

Kelly Wernick, President. Ms. Wernick has held a variety of positions in various 
businesses, including education, insurance, and telecommunications. 

Her business experience includes management positions with supervisory authority in 
internal account management, customer billing and customer service, staff supervisions and 
scheduling, bookkeeping and regulatory liaison with local compensation boards and state 
commissions. Given her extensive experience she believed she was well suited to establish South 
American Telecom, Inc., a switchless resale operation that will offer attractive pricing plans to 
residential customers. 

Ms. Wernick is the sole owner of South American Telecom, Inc. where she serves atthis time 
as President, Secretary and Treasurer. The company intends on filing applications to become 
certified to provide telecommunications services in California, Florida, Georgia, Illinois and Texas. 
To the extent needed, Ms. Wernick intends to secure consultants to assist with the day-to-day 
operations of South American Telecom, Inc. 

Prior to her developing her interests in telecommunications through South American 
Telecom, Ms. Wernick worked in a management positions for Perimeter School located in Duluth, 
Georgia. 

Ms. Wernick obtained her T~aching Certificate from Mercer University, and her Bachelor of 
Science in Communications with Minor in Marketing and Management from Valdosta State 
University. 

Virtual Management Team 

To supplement Ms. Wernick's abilities, the Company has retained the following individuals 
or obtained their commitments to serve the Company during in start-up phases and until the 
Company locates and hires permanent officers to assist the present internal management team. 

The attorneys at Marashlian & Donahue, LLC. Marashlian & Donahue have decades of 
experience representing telecommunications enterprises -- cable television, competitive 
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interexchange companies, data networks, satellite communications, multi-point distribution systems 
for video and data uses, local exchange and competitive access providers, communications 
equipment suppliers, and Internet related interests and concerns. Marashlian & Donahue shall assist 
the Company in its regulatory compliance needs as well as in the negotiation of carrier service 
agreements and other vendor contracts. 

The Company as hired FVC, Inc. to handle its internal booking/ accounting needs. FVC, Inc. 
has decades of experience working with small telecommunication providers such as the Company. 

Billing and customer service will be handled by the LECs. While the Company will have an 
internal customer service department available from 9:00 am - 9:00 pm the LECs handling the 
Company's billing will be available 24/7 to field any calls that cannot be answered by the Company. 

Source and Use of Funds 

The Company has 50,000 in start-up funds. The Company will use most ofits initial fund to 
finance the sales and marketing its service. As soon as possible thereafter, funds from operations 
and/or additional outside sources will be used to expand marketing efforts and to diversify product 
and service mix and to cover existing and future legal and regulatory costs for regulatory approvals 
and negotiations with incumbent carriers for the services and facilities needed to expand service 
offerings. Thus during this start-up phase, the Company's funds will be used to support sales and 
marketing and to hire back office support staff for provisioning, billing, customer service, and 
network management. 

Sales Goals 

The sales volume goals would be to generate revenues by which to add agents and 
telemarketing capabilities in order to accelerate sales volume to reach the targeted levels of 
customers (.5% of households per state) within three years from marketing startup. The following 
table sets forth estimated customers and sales volumes for the first three years of operation. As new 
state certifications are obtained, these figures will be adjusted. 

Revenues & First Year Second Year Third Year 
Costs 
Subscribers 42,218 94,750 157,184 
Gross Revenues $12,665,000 $28,454,474 $ 47,155,074 
MO Us/Month 13,383,106 30,067,450 49,827,328 
MOUs/Year 160,597,272 360,809,400 597,927,936 
Expenses 
CGS@40% $ 5,066,000 $11,381,790 $ 18,862,029 
BadDebt@5% $ 633,250 $ 1,422,723 $ 2,357,754 
B&C @15% $ 1,899,750 $ 4,268,171 $ 7,073,201 
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Marketing @. 10% $ 1,266,500 $ 2,845,447 $ 4,715,467 
G&A@ 7% $ 886,550 $ 1,991,813 $ 3,330,855 
AJlowances @. 4% $ 506,600 $ 1,138,179 $ 1,886,187 
Totals Expenses $10,258,650 $23,048,123 $ 38, 195,285 

Net Return$ $ 2,406,350 $ 5,406,351 $ 8,959,789 
Net Return% 19% 19% 19% 
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