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BiLL BURBANK : ONWHAT ITTAKES TO
SUcCCEED IN BOTHTHE CHINA & U.S. M ARKETS

China Voice CEO Burbank
brings more than 25

years of experience
working with both U.S.
and Asian technology
companies. Previously, he
was CEO of DTNet
Technolo gies, COO of
VolIP, Inc. where he
helped build annual
revenues to over $40
million USD and VP of
Sales for The Automatic
Answer Inc., a software
company which was listed
as one of Inc. Magazine's
500 fastest growing
private companies for 3
consecutive years

China Voice Holding Corp.

was founded only a few short
year s ago in 2004. Yet in that
brief period of time it has

gone from zerorevenu estoa
projected $150 -million in the
next fiscal year. How did you
achieve that?

I joined the company in September
of 2006. Since then we have grown
from 2 subsidiaries in China—one
of which had great patented tech-
nology and valuable licenses to a
total of 7 subsidiaries today. The
additional 5 communications com-
panies are located in the United
States and were started or acquir-
ed during 2007 and January 2008.
Today our operations are generat-
ing an annualized revenue rate of
approximately $57-million USD. I
expect our U.S. operation to cont-
inue to grow at a very rapid pace
during the next two quarters while
our China operations are aggress-
ively installing our Chinese Gov-
ernment contracts. During the
coming months, I expect to see our
China operations gain ground and
eventually command the lion's
share of our revenue and profits.
The good news is that our focus
and hard work in China is about to
pay dividends. We have fully-
funded our Office Automation and
Voice-Over-IP telephony platform
development in China, the Dell
servers that support it, as well as
partnered with an IP Telephony
hardware manufacturer to supply
the IP telephones for all of our
current and future government
contracts.

What do you see as the main
forthcoming developme nts
for the company this year?

I expect all of our subsidiaries to
achieve significant growth. For
example, we see great potential
growth through StarCom Alliance
Inc. which is a wholesale master
distributor of cellular products and
services in the U.S.

On the China side, as CHVC has
previously announced, we have
established a very strong working
relationship with China Netcom,
which is C h i nsecond-largest
telecommunications carrier. We
have private labeled' our SKY O/A
office automation system for China
Netcom to sell to the private
sector. During the coming year I
expect the relationship with China
Netcom to grow. China Netcom is
a massive company and the
current plan is for it to also take a
very active role in assisting our
company with the installation and
support of our nationwide govern-
ment contracts which we see
growing at a very rapid rate.

CHVCbG6s shares ar
listed onthe Pink Sheets.

How soon do you see them
moving to another market

and what market will that be?

We are in the final stages of our
financial audit and have retained a
large law firm to prepare our Form
10 to advance to the Over-The-
Counter-Bulletin-Board market.
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Then we expect our Form 10 to be
filed in the second quarter of
2008. Shortly thereafter we expect
to apply for a listing on the
NASDAQ or the AMEX Exchange.

CHVC is currently building -
out in both the Chinese and

the U.S. market. Which of
those has the greatest

potential in your opinion?

Our focus has always been on
taking advantage of the tremend-
ous growth in China. The company
spent a lot of time and money
during the first two years to secure
its position in China. We now have
the right management team and
infrastructure in place with
patented and licensed technology,
government and telco contracts as
well as the necessary relationships
to advance the company.

There are thousands of
publicly -listed companies
saying they are entering the
Chinese market and are
projecting big numbers yet
most of them have no real
idea how to do that. What
makes CHVC different?

We felt that it was our respons-
ibility to minimize risk to our
shareholders by building a well-
balanced company with solid
operations both in the United
States and China and fortunately
we have done just that. What
makes us different is that we have
established strong relationships
with key people in China and have
years of experience working in
China with technology that is
licensed and patented. Another
important validation of our comp-
any comes from the fact that the
Chinese Government and

China Netcom, which does
approximately $12 billion dollars
annually, would not have trusted
us with contracts or private-

labeled our technology unless we
were a real company with incred-
ible next-generation technology.

Based on its Price/Earnings
Chi na
seen as extremely under -
valued. Why is that?

We‘ve been in a
of development and growth so it
takes a while for the market and
analysts to catch up with that. I
think as more and more investors
become aware of CHVC that will
be reflected in our share price. Our
anticipated move to the Amex or
NASDAQ should also have a
significant impact.

Where do you see the share
price of CHVC going?

It is not our policy to establish
targets for our share price.
However, I will tell you that I
strongly believe
future is very bright and that my
team and I are committed to
making CHVC a success for the
benefit of our shareholders.

How do you see the market
changing in China?

Foreign investment in China is
second only to the U.S. Itis
getting easier to do business in
China and
growing faster than any other.
China is opening up more and
more every day but there are still
many companies that have rolled
into China and failed.

To succeed, you must have Chinese
Nationals in management who are
intelligent, honest and loyal and
have a high level of trust in you.
Otherwise you will surely fail. We
are very fortunate to have assem-
bled the right team to do business
in China.

very

What are the keys to success
in doing business in China?

The most important things are to
understand that doing business in
China is all about relationships

Voi c e 0 sghtdeh a ane building trust and keeping

your word or promises. To accom-
plish what we have in China takes
a lot of time and effort.

rapid phase
But then on an execution level you
have to recognize the enormity of
the market and have the organiz-
ational structure that can be scaled
to meet it. China has the largest
number of broadband subscribers,
the most VOIP users, the world's
largest mobile subscriber base and
fixed line subscriber base. The
telecommunications equipment
market is worth billions annually
and that should continue to grow
rapidly because China has the
fastest-emerging consumer class in
the world. So any company that
wants to succeed and successfully
meet customer demands has to be
intbgeated a@ddalables

You recently established
Vastland Holdings. What is
the purpose of that?

In July of last year we established
a Wholly-Owned-Foreign-Enter-
prise (WOFE) called Vastland
Holdings which is a legal and
registered company that enables
us to take our profits out of the

Chi na' scomtryothraughyur relationship

with the HSBC Bank. Without this
entity it is much more difficult if
not impossible to get your profits
out of China.

What is the overall size of the
m arket for your services in
China?

China has 1.4 billion people all of
who need to communicate with
one another. Currently our focus
and technology is designed around
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supporting Government and large
private enterprise companies
through Chinese Telecommun-
ications Carriers. At this time we
have government contracts for
103,000 —seatsl
our Office Automation application
with integrated Voice-Over-IP
telephony services by way of 5
contracts with 3 agencies. We have
been advised that 13 additional
agencies want our voice and data
solution which we anticipate will
support over one million addit-
ional users. In addition, through
the Telecommunications Carriers
in China we expect to sell at least
an additional two million seats to
the private sector. These are very
realistic projections based on our
performance and growth to date.

Government and large Enterprise
companies.

What ar e the key strengths of
wyour cnfanagemenstéeas? s o f
We have a well-balanced, hard
working and experienced team
that is committed to delivering on
their promises. Most of the key
people that I have on my team
have worked with me for years. We
strive to communicate in a clear,
open, honest and respectful
manner. This coupled with a great
work ethic makes us hard to beat.

Is China Voice planning any
additional acquisitions ?

For the time being we are pretty
much done acquiring companies in
the U.S. Although we are always
looking for companies in China
that are synergistic and especially
those that can assist us in com-
plementing our current product
and service offerings or that can
assist us in deploying our
contracts.

What is your strategy moving
forward from this point for
rolling -out your service into
your target markets?

The key is to partner with a com-
pany that has the national pres-
ence and nationwide infrastructure
to assist CHVC in the rapid deploy-
ment of its enhanced services. We
are well on the way to establishing
these types of relationships and
partnerships.

How is the company currently
doing with respect to
revenues?

How has your service been
received by your customers so
far?

We are already at approximately
$57-million in annualized reven-
ues and climbing.

Very well. We already have over
one-million users of our SKY O/A
office automation application in
China. This also provides us with a
significant base to add our VoIP
telephony services. I like to com-
pare the use of our technology to a
number of Microsoft products like
WORD, OUTLOOK or EXCEL. the next four-year period. But that
Once you start usingit—y o u  d oisthetkind of growth that is achiev-
want to use anything else. Our SKY able in China if you have the right
O/A application is very user- products and the right manage-
friendly and is designed around ment. This is why we're so com-
the specific needs of the Chinese mitted to the Chinese market.

We are now on track to grow rev-
enues to $167.1-million USD in
2009, then $327-million USD in
2010 and $570.1-million USD in
2011.

These projections obviously show
an exceptional rate of growth over

When you oversaw sales at

The Automatic Answer Inc. it
was listed as one of Inc.

Magazi ne's 500 Fastest
Growing P rivate Companies
for 3 consecutive years  which
is a tremendous achievement
How has that helped you in

your role with China Voice?

It reinforced the fact that nothing
happens without first making a
sale. That*®s why
and relationship driven company.

CH

It also helped me to understand
that you must put the right people
in positions best-suited for their
skill sets, provide them with the
tools and support that they ask for
and empower them so that they
can get the job done. Then hold
them accountable to produce
results. If you have to micro-
manage your people then they are
not right for the job. At the same
time listen and communicate with
them frequently. And ALWAYS
personally manage the sales
and/or relationships that can
make or break the Company. This
position like many others in my
career also forced me into operat-
ions to fix problems due to growth
from my t e Myopeat-s al e
ional experience has helped CHVC
build a solid foundation to support
significant growth.

I also learned from my experience

at the Automatic Answer a lot

about how important it is to work

with an executive team that is

—h amodnsll , competent
leave their egos at home and that

is the kind of team we have now

built at China Voice.

China Voice currently trades

under the symbol OTC: CHVC.
More information  may be found
at www.chvc.com or contact
China Voice Investor Relations

at 1-561-394 -2482 Ext. 3 or by
email contact@chvcmail.com
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