
Opening
Keynotes



AI Vision What we set out to do

Two years ago, 
this was the AI 
vision we laid out!

❑ Functional expertise would keep commanding the relationship over the technology-architecture layer

❑ Whoever held the functional expertise and proprietary data would hold the greater 
advantage

❑ AI would open up an opportunity to expand the TAM

❑ The challenges of expanding the TAM through AI involved the processing costs of 
completing tasks and accuracy

❑ Software developers with that functional expertise would build the best agents

❑ Expand our functional expertise

❑ Command the applications

❑ Command the application environment

❑ Build agent-creation capability

❑ Create the TaaS model



What 
we did

LYNN

AI Enablers

Functional expertise 
and proprietary data

Linx

Environment 
Mastery 

Application 
Mastery

Agent 
Creation

TaaS 
Model Creation

Clients with organized databases and 
updated systems

T-Cloud

API Mastery

PaaS

IaaS

TOTVS DB

Governance

Orchestration

Agent Builder

Agent 
Development

TaaS

Leadership 
in AI for the 
SMB

CORTEN Management Operating System



The impact on 
results is 
already real!

Sequential acceleration in Gross ARR Addition*

% Growth  YoY

Volume3Q25 2Q26

R$200M

R$400M

R$300M

3Q24

14%

28%

14%

*excl. Linx

G r o s s  A R R  A d d i t i o n

between 3Q24 and 2Q26

40% growth 



3Q24 2Q26

AI Enablers' rising share of ARR Net Addition

The impact on 
results is 
already real!

3Q24 2Q26

AI Enablers' rising share of Revenue*

*Recurring Revenue of Management exc. Linx



The impact on 
results is 
already real!

Year 0 Year 1 Year 2 Year 3 Year 4

100

133

115

132

113
112

144

138

160

129
122

189

154

204

173 173
2024 Cohort  

2023 Cohort 

2022 Cohort 

2021 Cohort 

2020 Cohort

2019 Cohort 

126

150

138

Year-over-year cohort evolution
base 100



E B I T D A  M a r g i n

in Adjusted EBITDA Margin between 
3Q24 and 2Q26

260bps expansion22.8%

25.4%

3Q24

348

2Q26

487
% Adjusted EBITDA Margin

Adjusted EBITDA E B I T D A

in nominal EBITDA between 3Q24 and 2Q26

40% growth

Adjusted EBITDA growth
(R$ million)

The impact on 
results is 
already real!



Now, the launches that will shape 
the results



What

TaaS
Revenue from 

Agents and APIs
APIs and Agents are tiered into 

T-Coin (credit) consumption bands
Clients pay a fixed monthly fee that 

generates a T-Coin allowance

Based on 
consumed 

capacity 
utilization

Based on 
completed 

tasks

T-Coins are converted into R$ Usage above the allowance is billed 
separately

APIs

Agentsis and how it 
works



Revenue from 
Agents and APIs

APIs and Agents are tiered into T-
Coin (credit) consumption bands

Clients pay a fixed monthly fee that 
generates a T-Coin allowance 

Based on 
consumed 

capacity 
utilization

Based on 
completed 

tasks

T-Coins are converted into R$ Usage above the allowance is billed 
separately

APIs

Agents

Tokens are just the Input
What

TaaS
is and how it 
works



IaaS
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Other 
APPs

PaaS
TOTVS
APPs

TaaS
Beyond enabling non-TOTVS 

workloads, IaaS is our opportunity to 
become the AI consumption platform 

for the SMB (AIaaS)

What

IaaS
is and how it 
works



Intera
Standard

Intera is a bundle of 
TOTVS solutions 
offered to clientsInteras

Meet the
new



RH

Intera 
Standard

+40%
+65%

+100%

+65%

Interas

Intera

Meet the
new

The percentage increase is applied to the 
monthly fee. Additionally, consumable items are 
billed separately.

Marketing 
Contínuo

InteraFinanceiro
Intera

Intera 360 =
Standard + Financeiro + RH + Marketing Contínuo



TASKS

APPLICATION

ENVIRONMENT

CORTEN

A new category is born:

Management 
Operating System



We built

a new



AI Journey:
Inside T-Cloud and LYNN



The largest Brazilian cloud
T-CloudSaaS

Software as a Service

PaaS
Platform as a Service

IaaS
Infrastructure as a Service

AIaaS
Artificial Intelligence  as a Service



SaaS
Software as a Service

PaaS
Platform as a Service

Purpose-built cloud

Security

Local 
currency

Performance

TOTVS Cloud
The cloud with the DNA 
of management software



IaaS
Infrastructure as a Service

Multicloud 
strategy

Simplification and 
Scalability

Predictability Versatility Optimization A cloud optimized to 
scale the client's 

business

Multicloud to simplify, connect, and accelerate your business



AIaaS
Artificial Intelligence as a Service

LYNN e TaaS
Task as a Service

TOTVS' B2B AI 
Foundation

Governance

Enterprise Layer

T-Cloud AI Factory

Multi-Model   |   Multi-Provider 

Model catalog

PII protection

Observability 

Single API 

Guardrails

Usage limits

Cost predictability

Agent Builder

Sovereignty and privacy Security and compliance Local currency



Our AI foundation enables multiple offering models, an ideal fit for every company maturity level.

TOTVS' AI foundation

AI embedded in 
the products

Specialist 
AI agents

Custom 
AI agents

Agent Engineering 
Platform

AI Orchestration 
Platform

Agent Builder
Model-agnostic

AI Governance 
Input/output guardrails

Enterprise Layer
UX with human-in-the-loop



TOTVS' AI 
foundation

LYNN Garden 
use-case demo

Step  1: 
Chief of Garden



TOTVS' AI 
foundation

LYNN Garden 
use-case demo

Step  2: 
Creating an agent integrated 
with RD Marketing



TOTVS' AI 
foundation

LYNN Garden 
use-case demo

Step  3: 
Using the agent



TOTVS' AI 
foundation

LYNN Garden 
use-case demo

Step  4: 
Using templates



From adoption 
to scale

L A U N C H
F I R S T- O F - I T S - K I N D  S T U DY  

The maturity of artificial intelligence in 
Brazilian companies



Where 
we are

What this study measures

01
Know

02
Adopt

03
Measure

04
Impact

The extent to which the market 
is aware of the existence of AI 

and what it does

How many companies use it, at 
what stage, and with what level of 

autonomy

Whether the company tracks the 
costs and results of the initiatives

How much the gain represents in 
terms of revenue, margin, or cost.



Key takeaways

80% are already using or 
testing AI. Only 7% have 
incorporated it into their 

strategy

40% run AI initiatives 
without 

coordination across 
areas

AI autonomy is 
determined by 

data organization

Skills development tops 
the list of challenges, yet 

only 7% have a 
structured program

The two levers of maturity National reach and volume

of maturity for those 
integrating AI into 

management systems. Only 
8% of companies have done 

so

of maturity for those 
maintaining active 

partnerships with the 
technology ecosystem

+41% +40%
583

interviewed companies

27
federative units, all of them in the country

45
structured questions

70%
Respondents in leadership positions

±4 
bpsmargin of error, 95% confidence

Study 
highlights



From adoption 
to scale

L A U N C H
F I R S T- O F - I T S - K I N D  S T U DY  

The maturity of artificial intelligence in 
Brazilian companies

Release Date: 
October 13th

6 pm



Foundation

LYNN
Connecting TOTVS' specialist solutions



TaaS
LYNN

Connecting the 
specialist solutions

Artificial 
Intelligence Strategic AI

Think

Productivity AI

Execute

Analysis-and-
speed AI

Analyze

Lower TCO across the solutions

Specialist agents 
connected to the 
business process

Functional depth as the 
differentiation of the integrated 
solutions



Specialist 
Agents Billing Agent



Logistics Agent
Specialist 
Agents



TaaS 
Opportunity

Consumption-based 
subscription model 
with allowances

Predictability for 
the client

Outcome 
measurement
for each agent

Strong connection to 
the differentiators of 
TOTVS' solutions

Differentiators



Client 
expansion & 
Revenue 
growth

Higher sales to 
the same client

A stronger 
Trusted Advisor 
role with the SMB

Expansion 
opportunity into 
Linx retail

Opportunity for 
TOTVS products in 
the Linx base

B A S E  E X P A N S I O N

More offers per client, and a stronger client presence

2x

2023 2026

1 offer

Active ARR 
growth

+28%
1 offerUP-SELL

+ than 1 offer + than 1 offer

Active ARR 
growth

+67%CROSS-SELL

average offers per client

3.7 Offers 4.3 Offers16% GROWTHPORTFOLIO USAGE



Marketing 
Contínuo
Growth isn't bought, it compounds.



Data baseInternal communication

SupportMarketing & Sales Legal

Gong
Calls

Lean Data
Routing

Clay
Enrichment

Gmail
Mail

Slack
Comms

Jira
Tickets

Fin
Support

Ironclad
Contracts

Snowflake
Warehouse

CRM
System of records

Claude
Does the work between the tools

AI as the connection: 
the Anthropic 
example

We built on what's 
already working

Slide presented by Eleanor Dorfman, Head of Industries, Anthropic



Value-generating technology 
is where the two meet

TOOLS ARE BOUGHT. THE WAY YOU OPERATE IS BUILT



Support does
marketing

Every resolved ticket 
carries the brand's 
value with it

Sales does



Sales does
marketing

Every approach and 
solution to a pain point 
shapes how the brand's 
value is perceived

Support does Marketing does



Marketing does
marketing

Every campaign goes 
beyond connecting with your 
audience; it's a way to 
generate revenue and value

SalesfazEverything is



Everything is
marketing

Marketing isn't what one 
department does, it's what the 
customer perceives: 
a single brand, built continuously 
in every interaction

Marketing does



Marketing Contínuo TOTVS’ answer to 
how to operate



A lead reaches out and the sales rep already knows what they 
viewed, opened, and asked on WhatsApp. The conversation starts 
in the middle, not from scratch

Deep context

Product usage drops and conversations cool off. AI catches the 
signal on its own: outreach arrives before the cancellation request

Predictable behavior

A customer becomes a case, the case becomes segmented content, and 
customers with the same profile ask for the same solution: one sale pulls 
the next

Compounding growth

A customer mentions in a ticket that they're about to open a second 
store. That remark becomes data: marketing adjusts, sales proposes

Connected information

The pillars of 
Marketing
Contínuo



AI needs
context

WHEN THE INPUT IS GENERIC, THE OUTPUT WILL BE TOO



Sends information on open 
receivables, margin, and 
purchase history

Repurchase history and mix by 
segment

Real margin per item and each 
customer’s real average order 
value

CUSTOMER 
MANAGEMENT

BACK
OFFICE

The sales rep enters the negotiation 
already knowing the credit limit

Deep context

RD VENDAS

Customer repurchase becomes an 
offer for customers in the same 

segment

Campaigns segmented by real 
margin, not clicks

Predictable behavior

RD ATENDIMENTO

Spiral growth

RD VENDAS

Connected information

RD MARKETING

Connected data 
becomes a decision
A single context: customer 
management and back 
office on the same data

ERP
Finance
Tax
Accounting

ERP
Finance
Tax
Accounting

ERP
Finance
Tax
Accounting

Billing, shipping, and delivery 
status in real time

The agent responds right where the 
customer's request stands, without 

transferring the call

ERP
Finance
Tax
Accounting



Andra 
materiais
elétricos
TOTVS RD and TOTVS 
Management integrated

Case
Danilo | Architect

Wants the product for one of his 
construction projects

www.andra.com.br

Sends the campaign

RD Station Marketing 

%

Automates and 
personalizes the 
campaign based 
on the purchase 

profile

AI



Danilo | Architect

www.andra.com.br

Receives the 
purchase-quote request

RD Station Conversas 

Sends the campaign

RD Station Marketing 

% Handles the 
request, screens 

it, validates the 
Customer ID, 

and offers store 
options

AI

Automates and 
personalizes the 
campaign based 
on the purchase 

profile

AI
Andra 
materiais
elétricos

Case

TOTVS RD and TOTVS 
Management integrated

Wants the product for one of his 
construction projects



Danilo | Architect

www.andra.com.br

Receives the 
purchase-quote request

RD Station Conversas 

Handles the 
request, screens 

it, validates the 
Customer ID, 

and offers store 
options

AI

Andra 
materiais
elétricos

Case
Sends the campaign

RD Station Marketing 

%

Automates and 
personalizes the 
campaign based 
on the purchase 

profile

AI

TOTVS RD and TOTVS 
Management integrated

Wants the product for one of his 
construction projects

Opens the 
opportunity in the 
CRM and assigns 
it to the sales rep

AI

RD Station CRM

Receives information from the ERP 
and builds the quote

mirror of the ERP



Danilo | Architect

www.andra.com.br

Powered 
by

AI

Integrates billing, inventory, and 
delivery lead time

ERP | Protheus
mirror of the CRM

Receives the 
purchase-quote request

RD Station Conversas 

Handles the 
request, screens 

it, validates the 
Customer ID, 

and offers store 
options

AI

Opens the 
opportunity in the 
CRM and assigns 
it to the sales rep

AI

Andra 
materiais
elétricos

Case
Sends the campaign

RD Station Marketing 

%

Automates and 
personalizes the 
campaign based 
on the purchase 

profile

AI

TOTVS RD and TOTVS 
Management integrated

Wants the product for one of his 
construction projects

RD Station CRM

Receives information from the ERP 
and builds the quote

mirror of the ERP



Internally, the customer 
builds.

Conversationally, the 
customer operates.  

Externally, the 
customer connects.

THE THREE PILLARS

The gateway for 
the customer to 
build

Agent Builder by LYNN

Agent Builder

AI Copilot

AI Connectors

01

02

03

No-Code & Native
Native visual interface, cross-platform, to build complex 
logic simply

Adoption accelerator
The main entry enabler for SMBs taking their first steps 
with AI

12x faster
Drastic reduction in time-to-market vs. traditional 
development

Revenue driver
The main driver of T-Coin consumption across the RD 
portfolio



A continuous spectrum of autonomy, from the curated interface to the LLM as front-end

INTERFACE

Entry user

COPILOT

Intermediate user

INTEGRATOR

Advanced user

LLM-FIRST

Headless user

CHEAPER MORE EXPENSIVE

The RD portfolio must be excellent at every layer; the same customer migrates across profiles as they mature.

Future vision: 
RD's 4 user profiles 
in the AI world



2013 The era of
Inbound 

Marketing
RD Station
Marketing



AI

AI

AI

RD Marketing

RD Vendas (CRM)

+
RD Atendimento

context

information processes

2026
The era of 
Marketing Contínuo



Bundled offers and 
AI are driving ARR



56%
+90

offices, expanding our 
distribution platform

~25%
of Gross ARR Addition 
comes from new clients

40% volume 
growth 
between 
3Q24 and 2Q26

Under 25%
% is the 
share of the 
largest segment
in Recurring Revenue

WHITE SPACE PRESENCENEW NAMES REVENUE DISTRIBUTION 
ACROSS SEGMENTS

of clients use up to 

3 TOTVS solutions,

out of a maximum of more than

40 solutions
available per value chain



TASKS

APPLICATION

ENVIRONMENT

CORTEN

A new category is born:

Management 
Operating System
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+Geographic 
expansion

Product 
portfolio 
expansion

Growth in 
client base 
and ARPU

=Linx



AI in 
implementation 
services
Real reduction in implementation time, 

lowering TCO
to accelerate software sales

AI DOCUMENTING THE 
PROJECT

AI RUNNING THE TESTS AI LOADING THE DATA
developed with 

technology from

AI



Winback Global competitor migration Deeper penetration in new markets
Source: Case TOTVS e Baguete

https://www.totvs.com/case/
https://www.baguete.com.br/noticias/hpe-automotores-substitui-erp-global-por-totvs


DATA LAKE

SDR 
Data

Inbound Sales 
Data

Field Sales 
Data

Value Engineering
Data

Vertical Sales 
Data

Customer 
Support Data

AI product 
specialist

AI 
churn-risk

AI 
opportunity-upside AI...

Higher sales-rep productivity

Individual sales-rep enablement, one by one

Copilot for field sales-reps

Complete history of client interactions

Automatic CRM data entryServices

AI in
Sales

and there's much 
more to come…developed with 

technology from

AI



Linx
IaaS
TaaS
New Interas

CORTEN
The launches 
that will shape 
the results



Agentic
We're leading the evolution of work through 
synergy between humans and AI agents



More demand, 
same team

S U P P O R T

How TOTVS absorbed a critical surge in demand
by multiplying service capacity with AI agents

WITHOUT  AI eSocial · 2017–2018

+27.5%

2017 2018

+27.5%
in tickets

+30%
headcount in dedicated 
hires to meet demand

WITH  AI Tax Reform · 2024–2026

+11.9%

2024 2025 2026

+17.2%

+31.1%
in tickets from 2024 to 

2026, cumulative
20%

of tickets resolved at first 
contact with AI

0
dedicated hires to meet 

demand



Clear roles and job descriptions

They cover operational gaps and do 
what isn't humanly possibleThe 

Marketing OS

R D  S TAT I O N

Rising to the challenge of an 
increasingly dynamic market, with AI 
agents on the org chart

Same tools as the team

Natively integrated into other solutions

Centralized knowledge bases

Each area's perspective in every 
decision, no silos

MARKETING CONTÍNUO 
happening in practice

PERFORMANCE 
AGENT
Daily campaign analysis

THE AGENT TEAM

CALLS AGENT
Listens to Sales and CS calls

PROJECTS AGENT
Strategy, plan, and epic in Jira

CREATIVE AGENT
Scripts and storyboards



Tuesday, 8:30 AM

4% →22%
of sales calls now open by addressing 

the fear of being banned

In practice
T H E  M A R K E T I N G  O S

A real campaign, from first 
signal to going live in just over 
24 hours

Tuesday, 9:45 AM: Wednesday, 10:30 AM | live

WhatsApp campaign down 8%, 
with the landing page stable

Agents deliver the finished work 
unprompted

Decision: campaign anchored in the official 
partnership with Meta 30→5days

to detect 
a deviation and act 

3x
less rework time 

in creative

100%
of new projects with 

aligned narrative, 
regardless of the team

+500
co-created 

creative assets last 
month

Note: Preliminary data



What we invest, 
what we gain

A G E N T I C  E N G I N E E R I N G

Monthly AI spend per dev, relative to 
salary, and the productivity gain

Devs: Standard Profile

1.4% to 7%
of salary on AI 

→ +30%
productivity in the 

development stage

AI from US$40 to US$200 per dev/month

AI spend

Gain

up to 7%

+30%

Devs: High-Performance Profile

11% a 57%
of salary on AI

→ +100%
productivity in the 

development stage

AI from US$600 to US$3,000 per dev/month

AI spend

Gain

up to 57%

+100%

Note: Preliminary data



+11%

CONSOLIDATED
Revenue per FTE

Higher Net Revenue per employee: 
productivity grows without the 
team growing at the same pace

YoY in 2Q26



The future of work, HI + AI, is already 
a reality at TOTVS



Enhancing what
already works



Gustavo Mendes 9 months
enhancing what already worksVICE PRESIDENT OF PERFORMANCE AND 

OPERATIONAL EXCELLENCE



Two pillars 
that connect

Efficiency translating into 
customer experience

T H E  A I  T H E S I S :
PILLAR 1

Operational 
integration (Linx)

PILLAR 2



Already a tangible reality
WHERE IS THIS ALREADY SHOWING UP?

First signs are already 
surfacing in TOTVS' results

Efficiency gains across our indicators

Net 
Revenue/FTE 
up 11% YoY in 
2Q26

Efficiency 
gains in 
R&D

Streamlined 
customer 
support

Implementation 
services

More 
efficient 
sales

More 
efficient 
back office

Effect of 
the AI 
culture at 
TOTVS



A new journey in companies' 
financial management

A Conta+
enables the integrated, reconciled, 
end-to-end journey within the TOTVS ERP, 
connecting credit, receipts, and payments 
in a single experience

We're launching
Receipts

Payroll Payment

Credit 



Journey and data

Conta+

+prazo
Antecipa

+giro

+vendas

Recebe+
Pay bills and 

taxes 

Rende+Consignado

Electronic 
trade note



Conta
Selects invoices for payment

Generates the payment schedule and the 
CNAB file

Sends the CNAB file to the bank for payment

Receives the return file and loads it into the ERP

Manual clearing

Manual reconciliation

Today

x

x

x

x

x

x

Low efficiency

Costs

Risks

Errors

It isn't just a digital account. 
It's a set of services integrated 
into the TOTVS ERP

Automatic DDA* upload

Selects invoices and sends 
them for payment

Approves payments

Clears automatically

Reconciles automatically

The same goal,
with an integrated journey

R$30 thousand 
per year

Potential savings 
of up to

*Brazilian Authorized Direct Debit; local banking acronym kept



Integrated journey
Antecipa

We're unique
We're the first



Why switch from your 
bank to Techfin? 



Data enables 
credit

Integrated and 
reconciled journey

Greater competitiveness in 
receipts and payments offers

client product limit price timing KS gain of 

+9pp*

*vs. the average of incumbent banks

Metric that measures how 
well a credit model 
separates good payers from 
bad ones



1st Half
Our 
Numbers

Credit solutions

R$6.7 bn
credit production

Receipt solutions

30 million
transactions in 
Recebe+

R$5.6 bn
accumulated 
TPV

5.8 million
Record

transactions 

in Aug/26

398
activated 
clients

R$2.8 bn
credit portfolio
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