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The first music streaming platform specifically
designed for emerging markets
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Digital music for emerging markets
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Jaime Jaramillo CEC @ Voike Inc

Why you may want to support us...

Goldman Sachs expects streaming revenues to hit $37.2 B by 2030, up from
$8.8 B in 2019

Through our innovative tech we make digital ads effective in emerging
markets

Solid team, solid alliances including our first major record label and large
corp sponsors in Latam

Company was already successful raising $700k for its exploration stage

Why investors ¥ us

Our team
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The Story of Voike.

We had our real eureka moment in 2016 at a Starbucks!
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After years of having identified the differences in how people from emerging markets

consume tinancial services, mobi

le technology and digital media (it is completely
differently than people from developed markets), it took us a long time and effort to really
explore, toy around, develop software and bring some minimum viable produects to
confirm our theories...
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Then, at a founders meeting reviewing all our efforts and documenting our findings, we

had it!
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We knew at this moment we understood the challenges and had a set of solutions that

would culturally work for these markets!

The next thing was to socialize it with one of the world’s largest record labels, with whem
we had had many conversations about this problem. They agreed with us on our solution

and gave us their support!
We were off to the races

We re-located our then corporate vehicle from Flerida to Delaware.
We started developing our solution, which was not an easy task as we are tackling a user

that has very different and specific needs than the average American user...
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We then set terms for our product with the record label, got an agreement and are now
hosting and distributing their music catalog. We have already started conversations with
the other large record labels of the world as we hope to soon be hosting and distributing

over 90% of the world's music catalogue.

it's been a long, erazy journey, and we have finally launched during this pandemie,
The present & the future

Now, we are the new comer into the digital music space, yet the only one at its core
targeting a vast under-served market in regions with significant cultural differences than
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today’s developed world music streaming platform's are...

We are getting our initial set of users (around 1,000 in the first month of soft launch), have
signed our first corporate sponsor (HR company with over 500,000 affiliates) and have

many more in the works...

We have big ambitions and the right tocls to capture this part of the world’s market. We

hope you join us in this adventure!
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Investor Q&A

What does your company do?

We are the musie streaming platform for emerging markets, where people do not have
unlimited mobile data and are constantly disconnected. This also impacts digital ad's
efficiency. Voike tackles both problems with it's platform in a huge market fully under

served.,

Where will your company be in 5 years?

We want to serve millions of users in Latin America, Africa and Asia, probably being larger

than other large streaming platforms are today.

Why did you choose this idea?
After my experience in Fintech and financial services for under-served communities, 1
realized not only the need for users to be understood and respected, but alse the immense

potential for profit by just fulfilling your client's consumption habits and capacities.

How far along are you? What's your biggest obstacle?

We are rolling out, right now we need marketing and deployment funds mostly.

Who competes with you? What do you understand that they don't?

Spotify competes with the high income earners of emerging markets, but they do not have
a solution for low income people who acecount to over 80% of the population in these
regions. They do not cater to our clientele because our target users are consistently
disconnected and cannot afford monthly subseriptions paid with cards. Within these
communities, we are competing against non-consumption and piracy.

How will you make money?

We have a freemium model. Customers can buy short-term musie airtime PINs at
thousands of stores where they currently top up their mobile devices; or through corperate

ad sponsored sessions sold to companies as digital advertising.

What are the biggest risks? If you fail, what would be the reason? What has
to go right for you to succeed?

Maintaining good user ratios and KPIs such as CAC, LTV, churn, ete. Being able to capture

large customer bases for which we need the funding mostly.



