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$1,339$1,149$932$900$722$755

deco.cxgrew to $1.3M Annualized Revenue 
and gained 9 p.p of gross margin in 2Q25
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Status Revenue (one-off, in US$) Recurring (US$)

—

—

—

—

Closed

Closed

Closed

Final negotiations

Final negotiations

Final negotiations

Final negotiations

Final negotiations

Final negotiations

Proof of concept

Proof of concept

Note: Revenue figures listed do not include markup on top of AI 
usage, which is contemplated in some of these contracts and will 
increase total monetization over time.

Late‑Stage Pipeline:
3 Contracts Signed,
5 in Final Negotiation

Results 
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Projects and pipeline generating revenue

Further payroll adjustments: cut 7 more FTEs

Infrastructure efficiency gains and cloud credits

Additional equity funding

12 months
runway

6   12 months
runway

Runway remained flat at 12 months through revenue 
generation and efficiency gains

Revenue growth and efficiency gains 
kept our finances on track

Results 

Last investor update
NOW

12‑month runway 
preserved: revenue & 
efficiencies offset burn



Results 

Steady shipments: 
Hering, Stone & more 
powered by deco.cx

CONSULTA 
REMÉDIOS

106M pageviews

1.1B requests

45 TB

106MPageviews

1.1BRequests

45TBBandwidth



Everyone in the team is 
now contributing

Results 

90 days: 
4 repos & +830 
merged PRs  

The deco.chat repo has 
994 commits to date.
April — June

Produto
Visualizacao dos PRs mergeados (deco-cx/chat, 
deco-cx/apps, deco-cx/projects, deco-sites/mcp)
Screens do produto - PRODUCT TOUR
Landing - mandem pra todos





We met 40 prospects — 
and refined our thesis

Sustainable deals need 
Interest × Commitment × 
Willingness to Pay

Ambev

We now advance 
prospects only when:

Learnings 

From spray‑and‑pray to focused depth

How we started

Ambev
LTS
Solar Coca-Cola
Qive
Instituto 12 (I12)
Grupo SBF
Reclame Aqui
Qualimpor
Multinacional do Sebá
Strattner
Alelo
Miess
BIP (consultoria)
Aspen Offshore
Porto Mar Construtora
VTEX US (USESI)
iFood
Renner
Ajinomoto 
Olist
Unico.io
Shooting House
Madesa
Banco Votoranim (BV)
Quorum Saude
Segura
Leany
Pupila Brand Studio
CoGrader
Eara
Árvore
Grupo Leveros
Grupo Shoulder
Merama
Asics
CVLB (Casa & Video)
Torra
Vivo (Telefônica)
Banco BS2
Electrolux (AI)
Sleepnumber
Icatu
Localiza&Co.

Solar Coca-Cola LTS Qive Instituto 12

Reclame 
Aqui Qualimpor Strattner Alelo MiessGrupo 

SBF

BIP Aspen 
Offshore

Aspen 
Offshore

What we experienced Our new filter

The company has already 
chosen to go AI‑first – it’s not 
a side project.

They pull us in: the initiative is 
driven by them (they follow up, 
ask for new conversations)

Budget is real: 
≥ R$150 k / month, kicking off 
within 90 days.



Self‑Service + OSS 
Track (Scale)

ー One‑click signup, permissive OSS licence

ー Forks, plugins, localisation → global reach

ー Partners walk alone → more projects

Learnings 

Design-partner revenue secures runway; 
open-source self-serve allows global scale.

Design‑Partner Track 
(Depth + Cash)

ー 3‑5 embedded enterprises

ー ≥ R$150 k / m each → extends runway

ー Data & on-call pressure refine roadmap

Partner cash

100 % focus on self‑serve

1
Better product

3

More inbound partners

2

4



Enterprise AI adoption is fragmented 
and expensive

Model Routers

Agent Frameworks

No-code builders

Observability

Knowledge Base

Workflows

Cost Management

Prompts



Your Data & Tools Your Channels

Permissions KB (Knowledge Base)Cost Control

Prompts Agents

Logs

MCPs Workflows

Marketing Sales HR Board

LLMs (All frontier models)

Positioning 

The OS for 
AI Transformation
Vibecode your AI workflows, 
deploy with one click



Quentes. Alguns com contratos menores fechados, falta o contrato padrão 
de R$150K/mês. Estamos trabalhando para converter 4 desses 8 nos 
próximos 2 meses (que inclusive breakeven nossa ops)

a. Livemode
b. João Santana
c. Gupy
d. NDE (Timbro)
e. Petlove* (*agente apartado)
f. Superfrete

g. Instituto Libertas
h. Ocyan

● B2C2B (self-service): quem vai testar no free e crescer com a gente

Titulo: Design partners - logos, casos, aprendizados i.e. como vamos ter 
profundidade na tese horizontal

GTM 

Dual GTM: Design-partner depth; B2C2B reach

Seat LicensingDesign-partner track

8 hot accounts

Goal: convert 4 within 60 days to the 
R$150 k / month contract ⇒ covers 
burn & funds growth.

Enterprise feedback hardens roadmap

Seat LicensingB2C2B Self‑Serve Track

Expands footprint without extra 
headcount; next design‑partners can 
emerge from this pool.

Metric: 500 active builder in 2025 plan.

Free tier → pay‑as‑you‑grow
Target builders adopt on their own.

João Santana NDE



What's next

ー Serving brands we already have

ー Automating SIs and 
ecommerce workflows

Integration of deco.chat 
and deco.cx under the 
deco umbrella
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Any
Questions?



Thanks! 
See you in

October 2025

“In life you wind up with one of two 
things – the results or the reason why 
you don’t have the results. 
Results don’t have to be explained. 
They just are.”


