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Ihe decisions that matter happen in
intimate conversations, not in crowded
rooms. | design those conversations.

| direct curated strateqgic relationships in Bogota and LATAM: a map of
names, the right encounter, and a confidential memo within 72 hours.

Ignacio Salcedo
Deonexo - Bogota and LATAM
cal.com/isalcedo - ignacio@isalcedo.com - +57 350 493 2855



No pitch

Trust is designed. not declared

For the guest

People chosen with a reason to be there. A
conversation without a sales agenda. A

setting designed so the encounter does not

feel like a sales meeting.

Formats

For the brand

The hard part is not getting a reply to an
email. It is moving an important relationship
without burning it on the first follow-up. The
brand is not buying a stage or a lead list: it
joins a relevant conversation, with the
people agreed before outreach. | prepare
that setting; your team receives the handoff
with context and with the guest's
permission.

The encounter the relationship needs

| do not start with the format. | start with the map: twenty or thirty names you want to discover, open,

look after, or recover. The format comes from there. None of them is a generic event.

In person - Manual curation - [ am in the room

A small table

Intimate table

A dinner or a private table, with few people and no
pitch, so the conversation stops being a contact.

Trust in a setting people remember.

One to one, with judgment

Private introduction

When what is missing is not a table, but two right
people meeting with context.

A door that opens without commercial pressure.

Four people
Breakfast of four

A short, precise breakfast when the relationship
needs to be seen, not a whole night.

A useful conversation, without extra ceremony.

Sport or another setting

Focused encounter

A sports meeting or another brief format, when that
is the setting in which the conversation can happen.

The right context, not the usual event.

The work includes the map, the design of the setting, curation, my presence in the room, and the confidential
memo within 72 hours. Venue, food, and production, when they apply, are quoted separately at vendor cost and
open-book. The range is confirmed on a 30-minute call. Prices are not published.

Method

Ignacio Salcedo - Deonexo - Executive brochure

isalcedo.com/en 2



How it works

Your team already knows how to sell. | prepare the relationship worth moving. We agree the map
before outreach. What your team receives is the memo, the next move, and the handoff. | do not
promise closings, because those depend on your team and each account's timing.

5 clear steps + You approve the map - I am in the room

1 Map. Twenty or thirty names you want to discover, open, look after, or recover, and why each
relationship should move.

Shared clarity before inviting anyone.

9] Setting. | choose the format: an intimate table, a breakfast of four, a private introduction, or a
focused encounter.

The atmosphere, the format, and the exact people.

3 Room. | am present, | read what happens, and | keep a sales agenda out of it.

The conversation happens without commercial pressure.

A Memo. Within 72 hours, confidential: which relationships moved, which signals appeared, and
the next move for each one.

A written reading, not a loose impression.

5. Handoff. The concrete next step (a coffee, a breakfast, an introduction, or a second table) and
a clean handoff to your commercial team.

Continuity without turning the first contact into an aggressive sale.

30 minutes to review objective, format, and fit. If it is not a fit, we will know on that same call.

Ignacio Salcedo - Deonexo - Executive brochure isalcedo.com/en 3



Who it's for
Two audiences. one standard of care

Company Guest
» The right people, not volume « Conversation with people at their level
» Brand authority without sounding like a » Zero commercial pressure
seller » Good judgment in who else is there
» A format that does not feel like a trade « A clear reason to attend

show or a generic cocktail

*» Someone who reads the room and
protects quality

| work especially in fintech, SaaS, professional services, legal, and product and engineering teams: that
is where | already have network and convening judgment. If your sector is not listed, on the call we
check whether | can gather the people you need. If it is not viable, | say so clearly on that same call.

B2B tech - Fintech - SaaS - Professional services - Venture - Legal - Compliance - Product - Engineering

Frequently asked questions

Before the first call

Is this a sales event?
No. The brand joins the conversation, but the format is not designed as a pitch. Trust is protected
because the guest must feel their time was respected.

Who invites?
Ignacio builds the map of names with you and then curates who should meet whom, by relevance and
conversation quality, not by logos.

What is the right format?
It depends on the relationship: an intimate table, a breakfast of four, a private introduction, or a
focused encounter. The map decides the format, not the other way around.

What is the investment?

Prices are not published. The work includes the map, the design of the setting, curation, my presence
in the room, and the memo within 72 hours. Venue, food, and production, when they apply, are quoted
separately at vendor cost and open-book. The range is confirmed on the 30-minute call.

What does Ignacio do personally?
The map, the design of the setting, curation, reading the room, and the memo. His presence is part of
the product, not decoration. Deonexo is his firm; he does not delegate the room.
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What happens after the encounter?

Within 72 hours | deliver a confidential memo: which relationships moved, which signals appeared,
and what the next move is for each one. It may be a coffee, a breakfast, an introduction, or a second
table.

How do we know it worked?

In the memo: signals, relationships that moved, and the concrete next move. We measure what
happens by the guest's own choice, not by pressure. | do not promise closings: | create the context
and the clean handoff so your commercial team can continue the relationship.

What types of companies fit?

| work especially with B2B tech, fintech, SaaS, professional services, venture, legal, compliance,
product, and engineering: that is where | already have network and convening judgment. If your sector
is not listed, on the call we check whether | can gather the people you need. If it is not viable, | say so
clearly on that same call.

Do you only work in Bogota?

Bogota is the base. The work is Bogota and LATAM, in person, when | can convene to the same
network standard. If it is not viable in that city, | say so on the call. What we evaluate is network, travel,
and logistics.

Do you do virtual events?

Not as a core product. The offer is in-person, and that is the advantage.

Let's talk
Which relationship is the most valuable one that is not
moving today’?

30 minutes to review objective, format, and fit. Before we start we agree how to read the encounter:
people, signals, and the next move. If it is not a fit, we will know on that same call.

Contact Networks

WhatsApp Linkedin

+57 350 493 2855 linkedin.com/in/ignacio-salcedo
Schedule Instagram

cal.com/isalcedo @ignacio__salcedo

Email Stripe Bogota
ignacio@isalcedo.com @stripe_comm_colombia

Web

isalcedo.com/en

Ignacio Salcedo - Deonexo S.A.S. Curated strategic relationships in Bogota and LATAM. Intimate table, breakfast of four,
private introduction, and focused encounter. In person. No pitch. No published prices.
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