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. Prol/ider’of carrier-class Mobile Internet infrastructure software HdH 1=
FrHZEAOFE TS Dol & I [

« Founded 2000; Public company 2002 (TSX-V:BUZ) 2000+ =% ;2002
fﬂ |(TSX-V:BUZ)

» 20 employees in Canada; 9 employees in Beijing and Shanghai “/[1.£F
207 Ijjj FIEEQF Ijjj 01|12 = L Y

» Sales in China of our unique patent-pending technology : | 1515 & =5
P it 7 A f

» Enables development & deployment of mobile applications at a Fraction
of the Cost and a Fraction of the Time (g2 Fype "D EHE * B AR
B[ PR £ HE T F I

« Enables complete management of Service Provider and Content

Providers for “Master Service PrO\iidel’S"S‘\jL “iﬁg 7, L F;?J""C‘ LTS

TRV AR T A

“Evolution of the Mobile Internet” # ?j?%/?fﬁ?';qj{’ﬁ)y/é‘/ﬁ’
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e Our customers=y (TR & F 1:
— Mobile Network Operators (MNOS)F2 5] 24 = F i
— MNO's strategic Service Provider (SP) partners®2zjip#z%
= FE‘ l!T‘?I}ID’%( 7 R PR
 Developed a channel sales strategyf R L F ,FH?EI
o Our partners=y [ Jp~ [% %
— Sales agents & dlstrlbutors?ﬁ ~ZE&ST IR

— Strategic marketing partnersy; Elmﬂ B =
— Application development partnershi- = | f& & =
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"Over a period of about 2 years e il . T [

@« contec innovations inc.

Signed 4 Sales Agent Agreements & 54+ [NZEHFRY AL

Slgned Strategic Marketlng MoU (No_rtel Chlna)B 5T
=S e B 3 = (Rl ) e
Signed agreements W|th Peking Unlver5|ty and Shanghal

Jiao Tong University (for application development) £ 4=l
J\i—;r»%pfiijﬁ\ Aﬁjl_l\i}, \T\TEVI SRRZIBAN ORI S

Signed 3 Partnership Agreements with Mobile Service
Providers £2 72z 7 L 7Y T3 F[Iﬁ:IIL (2 g
S
Signed sales contract with strategic Service Provider £~ ﬁ?
Fey 2 i 4 SHEHE f [ [ﬂ
Lead MNO is China MobJ < FHEFEEhHH R 7



A Seven Points Approach 7 7 = Blfl £
1

Expectations (scope of deal; resource commitments)3{it¥i(:l 7
B B TR

Attitude (“Partnership”; “Win-Win");&x 2 (“F’ﬁ (EfkEmY %M’)
Perseverance (if mutual goals & motivation persist)'__'{f‘ﬁ (£5 78
LRI E A & RSy 5))

Flexibility (e.g. schedules/plans, business models)?liﬁ(i/pﬁq‘ |

S, A

Patience (be prepared for periods of slow progress) i (1& &

g~ P A MRS S PR

%Ztljltlural )Sensitivities (e.g. consumer content) ¥ =>4 5] (Y[1:yf]
K

L}ocalifation (Chinese language essential) 7 3 [*(= folkLp[ 1=

)
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Business Realltles/ChaIIenges
L[S AR R NE A

 Understand, build, and utilize relationships (“‘guanxi”)=E!
i < AL =

« Beware of Agents that oversell their contacts and
capabilities[i# (-~ ZEl5 75 ;%&;{;;Bﬁ:—p
— Do your due diligence=&o R4y

» Do business “face-to-face” whenever possible st Fj:f&'l
KR
— Once a relationship is established, phone, e-mail and

other forms of communication are OK— 14 = &=L

1 W%WﬁﬁﬁﬁWﬂﬂ*ﬁﬂ[
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Helpful Resourcesi "

Contec has used
Contecfg[l £l ﬂﬁf‘ﬁr}eﬁ’ﬁ:

“Doing Business in Chinai: f 112 5117 7
http://www.contec.ca/s/IndustryArticles.asp

Industry Canada: Trade Commissioner Service — TCS
(Beijing, Shanghai, Guangzhou, Hong Kong) i A 7F 21l
TRV 5 TCS (4™~ A ~ 7 A )

Monte Jade Western Canada http://www.mjcanada.com
National Research Council (NRC)-IRAP[=I5 45 IE}j =
WINBC

New Resources%@ﬂfﬂ’ﬁ:

Leading Edge BC
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Summaryplzhi - ‘ W

Do business in China with the “Seven Points Approach”
R 5[0 © 2 IR
 Don't underestimate the importance of relationships

TS I
e Leverage TCS, NRC, WI
personal networks to finc

NBC, Monte Jade and your
partnerships

F[[H]TCS » NCR » WIN
S B [

BC > Monte Jade & [&2 7+ * 2

The China telecom market is an enormous opportunity.

HIEF 74257[7/1%’/;@ 5 Ao 715/

Be bold, persevere and you can succeed!
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