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The deck

Fourteen slides. Print it and you get one slide per page, landscape.
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iBizAl

Intelligent Business with Al. A CEMI initiative, published in English, Spanish and French at ibizai.io.
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The problem

Outside the largest markets, Al arrives as a demo. It does not know the company’s reality, it does

not speak the customer’s language well enough to be seen by one, and it is priced for someone
else’s budget.
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The solution

A curated suite of business Al tools, grounded in the client's own knowledge, trilingual by
construction, at two regional price tiers — with custom assistants built and operated by CEMI.
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The split that makes it honest

iBizAl guides — independent and vendor-neutral. CEMI builds and operates. The recommendation

is not a sales pitch, and the implementation has an owner.
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What already exists

80+ working business tools - 250+ published content units across 15+ sectors - four Al-readiness

assessments - three languages - a published price list - one delivered institutional client assistant.
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The proof

The Franco-Dominican Chamber of Commerce assistant: answers investment questions, cites
Dominican law and decrees, surfaces the official investment guide and routes qualified leads to

the chamber’s team.
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The offer

Three tiers — Basic, Optimum, Premium — plus a Group / Holding edition: shared core, isolated

vaults per subsidiary, per-brand voice, cross-subsidiary benchmarking, one compliance console.
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The business model

Subscriptions across four plans and two regional price tiers; custom assistant builds; consulting;

training. Every published price is quoted verbatim on /investors/revenue/.
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The adoption gap

Four in five EU enterprises with ten or more employees still do not use Al: 20.0% used Al
technologies in 2025, up from 13.5% in 2024, ranging from 42.0% in Denmark to 5.2% in
Romania. An adoption gap, not a market size. Source: Eurostat, 20% of EU enterprises use Al
technologies (11 December 2025), ec.europa.eu/eurostat/web/products-eurostat-news/w/ddn-
20251211-2.
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Go to market

Through institutions, not one company at a time: chambers, associations, cooperatives, diversified

holdings. Caribbean and Latin America first, Europe and North America second — the sequence

the published price list already implies.
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What we do not claim

No revenue figure. No market size. No five-year projection. No offer term dressed up as a

measured result. What is not published is available on request.
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The ask

US$100,000 - US$500,000 pre / US$600,000 post - 16.67% - minimum ticket US$10,000 - 18
months.
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Use of funds

40% Product and platform engineering - 20% Delivery capacity for custom builds - 20% Go-to-
market - 12% Content and assessment platform - 8% Infrastructure, model costs and compliance
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Who runs it

Carlos Miranda Levy, Coordinator of CEMI's Enhanced Intelligences — with an executive team of
original Al personas, disclosed as Al, holding no equity and absent from the cap table.



Talk to us

invest@ibizai.io - business@ibizai.io

CEMl.ai group investor kit - CEMI institutional dossier

Carlos Miranda Levy

Coordinator of CEMI's Enhanced Intelligences
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https://cemi.ai/investors/
https://cemi.ai/dossier/

