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Our Story  
  

Wifi Wireless Inc. (OTC:WFWL) 
 is a solutions provider and facilities based 

switched carrier in the wireless communications industry.  
 
This summary focuses on mobile WiFi soft phone services for : 

 
Voice, Text, Data and Streaming …… 
 without a dedicated connection to a  

“Hot Spot” or “WiFi Network”.   
 

The standard expected price point  for the service is $25 per month.   
  

The Company is targeting 5 million users in the  
first 36 months globally.   

 
The size of the smart phone market is expected to  

increase to 6 billion by 2020.   
  

WiFi Wireless’s network is up and running.  
 

The Apps are designed for  Android and iOS. … 
BYOD  Bring your own device…so long as its  “Smart”!   

 
It can be used as your primary phone or as a secondary phone 

on your existing smart phone.  
Some phones may need to be “unlocked” 

    
WiFi’s pre-paid plans are offered at considerable savings 

relative to current industry rates. 
   

We have developed a unique network and network architecture 
 that can be easily upgraded as technology develops. 

 
Built on open architecture while the  
actual solution set is trade secret.   
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   Go to Market… 

Apps are free to download from App Stores  and the Service Packages 

will be available through the Company’s  website and 

 via various affiliate marketing strategies.   

   

1. Branded Service Direct to Consumer by Celebrity Distributors:  Traffic is driven to the 

Company’s  “landing page” from celebrity social media and special events. This sports 

and entertainment strategy offers the Company’s brand high impact celebrity appeal 

and exposure to tens of millions of consumers.   

 

2. White Label Re-Sellers:  Third party telecommunications companies may re-sell WiFi 

Wireless services using their own brand and logo.  The Company is in discussions with 

several re-sellers who have existing  customer bases to convert.  Although this 

program allows re-sellers to use their brand and logo, the underlying Service will 

always bear the Company’s theme or Slogan “Powered by Wifi Wireless, Inc.” 

    

3.  Affiliate Sales Programs: Various marketers will advertise the WiFi Wireless, Inc. 

branded service on  their website(s) and or other media and the traffic to purchase 

goes to our landing page.  Credit for that  consumer subscription is given to the affiliate 

marketer automatically.   

 

4.  Traditional Phone Cards:  Branded phone cards will be offered for sale at various 

markets, liquor stores, airport shops, etc., wherever phone cards are sold today.  The 

customer simply scratches off the authorization code and downloads the app and 

registers. 

    

5.  Enterprise White Label:  Through this program, small, medium, or large companies can 

private label  their WiFi Wireless, Inc.’s  service using their logo and still exhibit the fact 

that the service is “Powered  by WiFi Wireless, Inc."   This strategy extends to 

industries such as banks, debit card companies,  and automobile manufacturers.   

 

The Company’s Chief Technology Officer, Ted Abrams, former 

President of the PCIA Wireless Infrastructure Association. The Company’s 

Chairman, Eugene Curcio, is a pioneer in various fields of telecommunications 

including pre-paid services and satellite communications. 

    

WiFi Wireless, Inc., was an early pioneer in the use of WiFi as an enabling 

technology in telecommunications and has been quietly building the infrastructure, 

 the team, and the capital resources to provide superior quality services at a fraction of the 

usual cost using the same network and protocol as the telecommunication giants 
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Mike “Daddy” Evans 

 

Mike “Daddy” Evans brought us Agnez Mo, and the entire 

Indonesia opportunity began from there. 

However, he will be launching U-Talk with many 

high name recognition artists who have enjoyed  

production collaborations with him. 

 

 

 

 

 

 

 

 

 

 

 

 

 

  

 

His list of UTalk Partnership potentials Include  

 Timbaland, Diddy, LL Cool J, Britney Spears, Katy Perry,  

Jennifer Lopez. and Miley Cyrus. The variety of collaborators  

underscores his vision for creation of creative music.  

Evans continues to be on the forefront of new artist discovery  

and genre-breaking music including Extreme Music,  

Ryan Tedder, One Republic, Agnez Mo,  

The Game, Usher, TI, Heavy D and Beenie Man. 

 

5 



Agnez Mo 

 



Agnez Mo 

Distribution Partner 

To give you an idea of her following,  

here are some exciting statistics. Also, you might 

want to check out her Wikipedia page on the  

internet: https://en.wikipedia.org/wiki/Agnez_Mo 

 

                          Twitter:    14.7 Million Followers 

                               Instagram:     6.7   Million Followers 

               Facebook:    5.3   Million Facebook  

 
A conservative projection of just 1% of her twitter fan base, 

would create 147,000 customers just from her alone!  

That translates to $3,675,000 per month or $44,100,000 in a year.  

This is only one example and it's easily achievable.   

There have been so many celebrity driven success stories,  

that the possibilities are endless in today's world of 

Social Media. Marketing and advertising, 

using proven "Celebrity Social Media" 

7 





Indonesia 

Powered by WiFi Wireless Inc.  (Indonesia) 

Agreement with Indonesian Partner 

PT. Media Sinemusik International.     

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

The Product: 

The “Powered by WiFi Wireless, Inc. Indonesian 

communications app development is now in high gear and 

preparing for integration and deployment.   The Partnership 

will market mobility services (voice, text, internet / data) under 

the brand name “Black Box”.… “Powered by WiFi Wireless, 

Inc.” delivered through an app for Android and iOS sold in 

several powerful ways. 
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Indonesian Sales 

and Distribution 

Off-Line Purchases 
 

 

 

1.  The Corner Store: 

What’s more, the Partnership has added the marketing 

company Imaji Kreasi International, an Indonesian 

Company, (“IKI”).  IKI will act as the exclusive wholesaler in 

the territory and has brought in the two largest retail 

market chains representing over 50,000 store fronts 

throughout Indonesia.  Consumers will be able to 

purchase the service directly from the check out register at 

both of these ubiquitous neighborhood markets.              

                 

2.  The Banks: 

Additionally,  IKI has brought in two of the largest Banks in 

Indonesia where depositors will be able to purchase the 

services or top off services directly through the ATM 

machines or tellers. 
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Payment Process 
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The Payment System: 

MSI  is developing the back end system for all the data base 

and payment systems and interfacing.  

The development includes unique coding system, 

database system and interfacing and payment interfac 

 to provide precise automated audit trails of sales and 

cash disbursements. 



Competitive Pricing 
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The Indonesian Market: 

 
Indonesia is the 7th largest smart phone market. 

In 2013, an estimated 24 percent (24%) of mobile phone 

users in Indonesia owned a smart phone. 

This figure is projected to more than double 

to 53 percent (53%) percent by 2017.  

The number of mobile phone users in Indonesia was 

around 173 million in 2013 and is expected will 

rise to over 195 million users by 2017. 

This means that a projected 103.5 million people in 

Indonesia will own a smart phone by 2017 

which is equivalent to 37.5 percent (37.5%) of the entire 

population, and is expected to continue to grow. 

These numbers are important because 

Smart Phones are what enable and provide 

the ability for immediate service activation. 

  



Intelectual Property 

Regulation 

 

Intellectual Property: 
 

The Company maintains that it has legal standing under TRIPS  

for its solution set and Trade Secrets.  

               

Regulation:  

 

Wifi Wireless, Inc. has been a Registered International 

Service Provider for over ten years. 

The current service offering known as  

"Powered by Wifi Wireless Inc“ 

 service is accessed via a mobile smart phone App on Android and IOS. 

Voice, Text, Email, Internet, connections are all enabled through 

Wifi Wireless, Inc.'s Server(s) located in The USA with dedicated 

IP addresses.  Our server acts as a dual network switch and 

allows for both an internet direct access line and also uses 

PSTN (phone service to network) access to inter phase 

with the translation capabilities to talk to all national 

and international phone networks. 

 

Under the ITU (international telecommunications union) 

protocol rule 802.11 Wi-Fi is an international unlicensed bandwidth 

 in which all world’s countries agreed to let people communicat 

 through open sources.  The Company spent several year 

 integrating multiple open source software along with our 

proprietary coding and developed an overall network that can 

constantly be upgraded as technology advances and the 

design will remain a trade secret and is part of a 

sophisticated software program.  
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Revenue Model 
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ASSUMPTIONS: 

 

The Profarma Assumes that the Global  Mobile WiFi Service will be 

marketed in several ways. 

 

A.  The Ultimate Target Price is $25 per month for unlimited use of its 

feature sets including Voice, Text, and Data except for those first lucky 

19,999 customers who will get the service for $19.99 cents for Life. 

(Not Indicated in The Proforma) 

 

B.  The Company expects that 50% of all users will spend apx. $2.00 per 

month in App upsells which are defined further in the plan.  (Party Line 

Face Time For Example etc.) 

 

1.  Through a Specialized Master Distribution arrangement with high end 

producers who in turn will contract artists and athletes to act as 

Distribution Partners who will actually market and sell the product through 

their own social media, special events and promotions.  The Company 

currently has three Master Distribution Partners Signed who have agreed 

to pursue high end artists in this endeavor.   

 

2.  The Company Assumes that Through This High Impact Program that it 

will contract 20,000 users in the first month with a 30% month over month 

increase in sales in year one and then double in the second year and triple 

the first year performance in year three. 

 

3.  We anticipate sourcing and attracting Value Added Re-Sellers or VAR's 

who will market the Service using our brand, logo and identity and that in 

various print and electronic media using our automated affiliate program to 

effect the transactions and to revenue share automatically through the 

system in real time. 

 



4.  The Company Assumes that Through This Affiliate Program that it will 

contract 10,000 users in the first month with a 30% month over month 

increase in sales in year one and then double in the second year and triple 

the first year performance in year three. 

 

5.  We also will pursue Retail and Point of Presence marketing using our 

Brand and Identity to the greatest extent possible and will strive to pursue 

those markets which test with the best results. 

 

6.  The Company Assumes that Through This Retail Program that it will 

attract 5,000 users in the first month with a 30% month over month increase 

in sales in year one and then double in the second year and triple the first 

year performance in year three. 

 

7.  We are also making our service available to "White Label" to re-sellers 

however the service will still bear our underlying name and theme "Powerd 

by WiFi" 

 

8.  The Company Assumes that Through This White Label conversion 

program for re-sellers that it will attract 40,000 users in the first month with a 

30% month over month increase in sales in year one and then double in the 

second year and triple the first year performance in year three. 

 

9.  Finally we assume that the Service will be highly popular for Enterprise 

small, medium and large businesses who will also "White Label" our service 

under their Logo however again the service will bear our underlying name 

and theme. 

 

10.  The Company Assumes that Through Enterprise program that it will 

attract 500 users in the first month with a 30% month over month increase in 

sales in year one and then double in the second year and triple the first year 

performance in year three. 

 

11.  In this example we are targeting 10,000,000 users in 36 months 

ASSUMPTIONS (continued) 



Third Party White Label 

Developing Projects 





WIFI WIRELESS, INC. OFERING TERM SHEET 
 

Company Name:                    WiFi Wireless, Inc.  

Ticker:                        OTC:WFWL 

Amount:                                                  $2,000,000 

Type:                            Reg.  D, 506 Private Placement Of Convertible Notes 

Security:        Wifi Wireless, Inc. Corporate Debentures Sold in Units of $25,000 

Term:  3 Years or until earlier conversion (See “Conversion”) 

Interest:           7.5% per annum (Cumulative) 

Units:                 80 Units of $25,000 

 

Conversion: The Convertible Debentures shall Convert to Common Stock of the     
 Company through the first of any of the following events: 

 

(i.) There is an effective registration statement for the underlying shares from the 
private placement of the convertible notes with a Private Placement of Common 
Stock priced by a sponsoring broker dealer or investment bank in a Second 
Round Private Placement.  The Notes would convert at a 20% discount to that 
Pricing.  (For Example Only,  If the Second Round Private Placement is Priced at 
$1.00 per share then the Investor in this First Round of Convertible Debentures 
would receive the equivalent of 100% of the principal amount of the Notes plus 
accrued interest at $.80 per share.  That means that a $100,000 Investment in 
these Debentures in the first year would get the investor $107,500 worth of 
Common Stock, Free Trading at $.80 or 134,375 Free Trading Common Shares.) 

 

(ii.) through a merger or acquisition with another company also with accumulated 
principal and interest with a $20% discount to the price paid by the acquiring 
company. (The Acquisition Price Per Share) in the same manner as the example 
offered in Paragraph i. above.  

 

(iii.) at the time of maturity of the Notes (3 Years) paid in cash plus  interest or 
stock at a 20% discount to the 30 day average market price of the common stock 
traded in the market at the discretion of the Holder. 
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Use of Funds 

The Company will use the Private Placement funds for the purpose of 
developing the Company’s business plan primarily targeting the SIP or 
VOIP phone service to be known as “Powered by WiFi”  to accomplish 
this the company will use the Private Placement funds as follows: 

The Company owns a fully owned and operated SIP Phone Network 
Switch and Service known as “Powered by WiFi” which provides for 
unlimited WiFi calling and wireless data services and are currently 
preparing for the promotion and the sale of the “Powered by WiFi” and 
WiFi over the top telephony services to the public. 

 

The Company will develop an integrated marketing strategy and the 
technology platform able to implement the program that is highly 
scalable from both a technology and human resources.   

 

Additionally, the Company will also provide the ability for the Website 
Platform to support the sale of the Company’s WiFi “Slip Phone” via 
third party marketers/ distributors / channel partners via the Company’s 
website(s) or via the website of the distributor, which will be features 
developed for version 2.  

   

The Company will also use the Private Placement funds for the General 
and Administrative costs associated with running the business as a 
public company including, Legal and Accounting, Transfer Agent and OTC 
Market Fees,  Blue Sky Fees and all expenses directly related to the 
Network  and Switch itself.  

(A detailed Budget is available upon request.) 
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