
Pitch deck
10/01/2020



2

Alta Voce’s identity card

Name: Alta Voce

Adress: 10 rue Parmentier, 78800 Houilles

Website: https://alta-voce.tech/

Date of creation: 01/02/2020

Legal status: SAS

Staff: 4 partners, including 3 

working fulltime for Alta Voce

Equity: € 10,000

We increase our clients’ revenues made by phone and we reduce several of their HR costs, while enhancing 
their own clients satisfaction.

Value proposition:

In k€ 2020 2021 2022 2023 2024

Revenues 97 1 614 8 636 36 173 101 673

Net result (196) 557 3 983 20 631 62 481

Equity 120 150 180 180 180

Staff (ETP) 6 16 26 32 37

Main figures: Market:

First, we penetrate French outsourced customer relations centers

market. It weighted €bn 2.46 in 2017, with a 4% growth rate. The

segment we can target is worth €bn 2 in 2018. Now, our emerging

technology has to find his place on this market.
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Alta Voce is an innovative deeptech startup in vocal 

transformation technologies. 

We shape, in real time, the emotions conveyed by human 

and artificial voices in order to enhance communication.
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From customer relations centers’ side (all sectors)From client’s side (all sectors)

A damaged communication negatively affects customer experience within 
customer relations centers

Client Operator

Problem Low rewarding job, in tough 

working conditions

Call to help desk / after sales

Communication

Problem solved out

Bad

Good

Negative experience

Increased 

negative 

experience

Expérience 

finally 

positive

Effort mainly focused 

on client’s problem 

content

Minimum involvment 

and low productivity

Increased involvment 

and productivity
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Customer experience within customer relations centers’ client can be enhanced 
by diverse vocal transformations enhancing communication with operators

Problem

Call to help desk / after sales

Communication

Problem solved out

Bad

Good

Negative experience

Increased 

negative 

experience

Expérience 

finally 

positive

Minimum effort, only on 

client’s problem 

content

Vocal 

transformations 

improving 

communication

Less 

fatigue

Immaculate form

Low rewarding job, in tough 

working conditions

Minimum involvment 

and low productivity

Increased involvment 

and productivity

From customer relations centers’ side (all sectors)From client’s side (all sectors)

Client Operator
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Our team gather every skills required to develop and commercialize those vocal 
transformation technologies

Necessary skills :

Signal 
processing

Modelling, voice 
transformation

Algorithmic 
programming 

with C++

Software 
development and 

information-
technology 
operations 
(DevOps) Minimalistic 

UX

Corporate 
management

Entrepreneurship

Business 
development

JEAN-JULIEN AUCOUTURIER, Chief Scientific Officer

GILLES DEGOTTEX, Chief Technical Officer

MARCO LIUNI, Chief Design Officer

NICOLAS MARTINOIS, Chief Executive Officer

PhD Computer science, Pierre et Marie Curie University

CNRS : 23 years as researcher, mainly in cognitive neurosciences

European ERC grant at Ircam, France (raised an overall €m 3.5 for his lab)

→ Jean-Julien remains head of a research team on voice at CNRS. Within Alta Voce, he 

oversees technical partnerships, scientific studies and innovation

PhD Applied mathematics to digital audio signal processing, Pierre et Marie Curie University

Ircam/CNRS : 13 years as researcher in sound processing and computer music design

Fulbright grant at UCLA, USA

→ Within Alta Voce, Marco oversees sound design and voice processing

PhD Speech processing, Pierre et Marie Curie University

Ircam/UPMC : 13 years as researcher in vocal technologies, programmer

European Marie-Curie grant at Cambridge, UK

→ Gilles programs Alta Voce’s technologies with C/C++

MSc in Management at EM Lyon business school

3 years of experience as corporate strategy consultant with a focus in finance and marketing

Finalist of Campus Création entrepreneurial challenge in Lyon, France

→ Nicolas oversees Alta Voce’s entrepreneurial and commercial development

5% of equity

20% of equity

45% of equity

30% of equity
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Our team also capitalize on external expertise to catalyze its development

Startups acceleration program 

made for engineers and 

scientists

Deeptech Founders

CNRS Innovation’s startup 

support program

RISE

Our application to the 

incubator is currently assessed

Agoranov

Ircam, CNRS and Sorbonne Université gather in this lab, where 

our partner Jean-Julien is a permanent researcher, and feed 

Alta Voce innovative potential with the most recent research 

discoveries.

In return, Alta Voce highlights STMS work by letting them use 

state-of-the-art technologies

STMS Lab

2019 2020 and later
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Thereby Alta Voce developed several technologies enhancing communication 
within customer relations centers

• Provided our technologies for free
• Tests restricted to 3 clients
• Can last up to 2 years

• Setting up of an AB Testing, scientifically thought
• Data collection and analysis by Alta Voce

• Drafting of our commercial pitch based on AB 
Testing results
• Continuous enchancement of our products thanks 
to feedbacks

After succesful technical tests, we initiated a PoC with Webhelp, the French leader in customer relations centers

Which 
technologies ?

Change in the emotion displayed by voice (Ex. 
make a voice happier or more smiley)

In real 
time

Enhance intelligibility
Scientifically 

validated

Work with human or 
artificial voice

Automatic adaptation to 
the context (to come 

soon)

Independant of the language (tested 
with French, English, Italian, Japanese)

Click here to access a demo

For who ?

Customer relations 
centers (telesales, 

retention, help desk, 
after-sales)

Cloud telephony (not 
possible yet)

Reception (not 
possible yet)

Vocal assistants 
(adjustments required)

Text-to-speech tools (adjustments 
required)

How does the 
client profit 
from them ?

Telesales :

Increase in 
transformation rate and 

average basket

Customer 
retention :

Decrease of 
churn

Help desk, after-sales :

Better customer loyalty

Push clients towards a better stage of 
their life cycle (ex. ambassador)

Better 
brand 
image

Reduction of HR costs :

Increase in productivity (less 
absentéism, sick leaves) and decrase 

in turnover, burnouts and training 
costs

https://alta-voce.tech/index.php/voice-transformations/
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Our technology is in the process of being protected by various patents, in 
addition to the entry barriers

The patent on the right (WO2018146305) protects a method in France, that allows to transform a voice recording to make it 
sound more smiley. It is one of our key technology.

The owner is CNRS. Jean-Julien Aucouturier is one of the co-inventor.

The patent protection is being extended in most European countries, in North America, in China and Japan.

Alta Voce already started an exclusive negociation with CNRS Innovation for an exclusive exploitation license on the perimeter 
of the patent protection

Alta Voce has been identified by CNRS Innovation as being the only current organisation being able to valorise this patent.
The common interest of the two parties is for the negociation to finish as soon as possible on a satisfactory agreement for all.
Following the second negociation meeting we already had, we will receive a first draft from CNRS Innovation by January 15th.

We are also studying two patent applications:
1) On a widely used voice transformation method, which usually creates a known artefact. Our method solves this issue, 

without cost, nor extra computational power.
2) On a method that leaves the choice to our clients to control the transformation effect by a textual manner, thus without the 

need of expert knowledge of sound engineer.

The multidisciplinary skills and the necessary experience for developing and mastering our technology are rare and hardly replaceable. They are a first natural entry barrier.
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Market of non-outsourced
client relation in France

The French market of outsourced client relation is attractive: The share we 
target is 2 B€ in 2018 

Market of outsourced
client relation in
France

Source : La nouvelle promesse de valeur des centres de contact | Regards sur l’externalisation de la relation client sur le marché français en 2018 (Etude EY et SP2C, 2018)

Clients of the brands that does not outsource

Non-premium clients of the brands outsource Additional potential estimated to + 
50% of outsourced client relation 

market.

Our software interfaces with telephony 
solutions of the actors of the outsourced 
client relation.

The market we can target goes beyond      
2B€ in value in 2018*.

There are currently no regulatory 
constraints that concern us in this market.

Alta Voce is not, indeed, concerns by GDPR 
(no storage nor data transferts).

*2,46 Md€ x 104 % x 81 %

Telephony
81%

E-mails
9%

Other 
channels

10%

Turnover by channels
(% of the market value

of firms outsource their premium 
clients to customer care centers
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Our first target are leader third-party customer relation services, then internal 
customer services of selected brands

Source : La nouvelle promesse de valeur des centres de contact | Regards sur l’externalisation de la relation client sur le marché français en 2018 (Etude EY et SP2C, 2018)

Software providers for phone-based communication

Internal

customer

services

Outsourced 

customer 

services

Leaders Challengers and small actors

01

02

23% of actors gather 72% of the market shares in value

Software providers for phone-based communication

Internal

customer

services

Outsourced

customer

services

Banks, insurance, telecom 

operators, luxury

Other companies

These companies have high stakes concerning customer 
relation, retention, acquisition, or brand

We have ongoing sales discussion with Gucci. After a joint

workshop at Gucci 9 in Florence, their feedback about our

proposal is scheduled for early January.
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We are more in competition with our technology alternatives than with other 
firms transforming voice

Direct competition Indirect competition

Alta Voce’s competitive advantage

No significant competitive advantage

Alta Voce possess sustainable competitive advantages:
• Real time is compulsory in the context of any phone talk. Today, only Alta Voce can 

perform those transformation in real time
• Our technologies come from cognitive neurosciences experimental studies about 

emotions. No competitor of us have access to relevant researcher, able to demonstrate the 
accuracy of vocal transformation related to emotions.

Our competition is mainly indirect:
Those firms develop vocal products, but no one can shape emotions conveyed by voice yet.

« Failure story » :
• CandyVoice hasn’t passed the technical tests stage with Webhelp

Altered is a very new startup which synthetizes and transforms voice:
• Their approach is mainly based on machine learning
• They could be a potential direct competitor in 2-3 years
• The technological entry barrier in order to perform transformations in real time is still high

For now, our competition is embodied by alternatives available for our prospects to solve 
out their problem:
• Training of customer relations centers’ operators (similar results, but the cost is high 

because of the turnover).

Competition with other firms transforming voice
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Our technologies are billed depending on their volume of use and on the related 
use case

Source: La nouvelle promesse de valeur des centres de contact | Regards sur l’externalisation de la relation client sur le marché français en 2018 (Etude EY et SP2C, 2018)

The client pays a monthly subscription 

fee for each operator using our product.

LICENSING

The deployment fees are invoiced 

again to the client.

DEPLOYEMENT

The product price depends on its use: flexible for our client and valuable 

to Alta Voce cash flow management Offers Basic Customer 
service 
premium

Telesales 
premium

Intelligibility Yes Yes Yes

Smile effect and happy intonation - Yes Yes

Agressivity neutralisation for incoming 
call (not yet available)

- Yes Yes

Service Level Agreement 90% 95% 99%

We sell our technologies in 3 different offers, related to each use case

Help 
desk and 

after-
sales
79%

Retention
6%

Acquisition
15%

Revenues by channel
(% of market value)

Offers Use case Market size Profit generated for 
our client (for each 
operator)

Product price (for 
each operator)

Basic
Help desk, after-

sales
m€ 1.6 Difficult to quantify

€ 29.99 / month

Customer service 
premium

€ 79.99 / month

Telesales 
premium

Customer 
acquisition and 
retention

m€ 0.4 > € 800 / month € 99.99 / month
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To gain new clients, we encourage them to try our product for free

If the client hasn’t cancelled his subscription, 

we invoice him every month for each operator 

using our product.

LICENSING

We invoice the deployement 

costs again to propects.

DEPLOYEMENT

Our commercial strategy 

aims to reduce client 

acquisition cost

Our product is freely displayed to 

propect for one month, on a 

limited scope.

TEST STAGE

On professional 
events

Via inbound marketing By contacting professional 
organizations

Our product is 
promoted:

The stake is to obtain a high transformation rate, which
depends on our clients KPI improvement, related to the cost
of our product. Webhelp PoC results will give us a first hint.
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An ambitious development strategy, but rational…

Technological 
development

Selling new products 

to identical clients

Commercial 
development

Selling identical 

products to new 

clients

Geographical 
development

Selling identical 

products to identical 

clients, but in foreign 

countries

France
USA

Europe and North Africa

Widen the range of 

available effects

Automatic preset 

recording of any 

given effect

360°autotraining 

tool for operators

Vocal assistants

Characterization of a 

« vocal brand »

After the 6th R&D 

employee hiring
After the 2nd patent 

registration

After k€ 500 of revenues As soon as equity exceed m€ 2

Customer relations 

centers
Medical sector

After the 6th salesperson 

hiring
After conducting 

operations all over 

Europe
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… which will enable Alta Voce to make profit starting from year 2… 

FORECASTS (2020-2024) 

In k€ 2020 2021 2022 2023 2024

Volume of orders:

Basic offer 497 1 393 3 291 7 682 15 130

Customer service premium offer 497 1 393 3 291 7 682 15 130

Telesales premium offer 264 740 1 750 4 084 8 044

Total turnover 97 182 1 613 831 8 636 268 36 173 231 101 673 438

Net result (196 003) 556 738 3 983 311 20 630 950 62 481 228

(202%) 35% 46% 57% 62%

Staff (ETP, excluding founders) 3 13 23 29 34

Technical employees (R&D) 1 4,33 7,5 8,5 10,5

Sales and marketing employees 1,33 4,33 7,5 9,5 11,5

Others (including help desk) 0,67 4,33 8 11 12
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… but requires regular financing

2020

2021
2022

321 000 € 49 000 € 750 000 €

Personal equity 100 000 €

Fundraising 50 000 €

Subsidies / advances 21 000 € 49 000 € 250 000 €

Loans 150 000 € 500 000 €

French Tech Grant
Personal loan

BPI support to international 
exploration

BPI subsidies and loans

First hiring

Commercial and geographic 
development

Technologic development


