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1. Executive Summary 

Venice.ai is a privacy-first, largely unrestricted generative AI platform founded in 2024 by crypto entrepreneur Erik 

Voorhees and Seattle-based operator Jesse Proudman. The company closed its first outside funding round — a 

$65 million Series A led by Dragonfly, with Coinbase Ventures, North Island Ventures, Archetype, Morgan Creek 

Digital and Liquid 2 Ventures participating — at a $1 billion post-money valuation, announced July 1, 2026. 

Venice reports more than 3 million active users, over $70 million in annualized run-rate revenue, and profitability 

as of the first quarter of 2026. The platform routes queries to more than 200 open-source and commercial 

models, does not store prompts server-side, and layers a native token economy (VVV and DIEM) on top of its 

subscription and API business. 

This report, prepared by 1000startups for entertainment and discussion purposes only, evaluates Venice's current 

marketing posture, competitive standing, hiring needs, and growth options — including organic expansion, 

strategic partnerships, and potential M&A in either direction — and synthesizes reactions from a structured 

100-person simulated focus group described in Section 7. 

ANALYSIS BASED ON PUBLIC INFORMATION ONLY. NOTHING IN THIS REPORT IS INVESTMENT ADVICE. FOR ENTERTAINMENT PURPOSES ONLY. NO 
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2. Company Overview 

2.1 Snapshot 

•​ Founded: 2024 (public launch May 2024) by Erik Voorhees and Jesse Proudman. 

•​ Headquarters / geography: Voorhees operates from San Francisco; Proudman and much of the engineering 

culture carry strong Seattle ties. The company is functionally distributed across two West Coast hubs. 

•​ Valuation: $1 billion post-money as of the July 1, 2026 Series A. 

•​ Funding: $65 million Series A, first outside institutional capital; led by Dragonfly (crypto-focused), with 

Coinbase Ventures, North Island Ventures, Archetype, Morgan Creek Digital and Liquid 2 Ventures. 

•​ Users: 3 million+ active users as of April 2026; roughly 1.7 million API calls per day; approximately 1.3 trillion 

tokens processed monthly. 

•​ Revenue: $70 million+ annualized run-rate; profitable in Q1 2026 prior to raising outside capital. 

•​ Token economy: VVV (launched January 2026, used for compute-capacity reservation) and DIEM (launched 

the prior August, staked from VVV to mint $1/day in AI credits). Roughly 8% of users pay with crypto. Over 

40% of VVV supply has reportedly been burned. 

2.2 Product Positioning 

Venice positions itself as the private, unrestricted alternative to mainstream AI assistants such as ChatGPT, Claude 

and Gemini. Its core promise is architectural rather than merely contractual: prompts are encrypted client-side 

and conversations are stored on the user's own device rather than on Venice's servers, so there is, in the 

company's words, 'nothing to breach, subpoena or sell.' The platform also strips out many of the content filters 

found in mainstream tools, offering users a choice of models with varying censorship levels rather than a single 

uniform content policy. 
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Venice frames itself as an 'AI safety company' on the theory that mass surveillance of user thoughts is a greater 

long-term danger than the misuse risk that content filters are designed to catch — a philosophical position lifted 

directly from Voorhees's Bitcoin-era arguments about protocol neutrality and financial privacy. 

2.3 Leadership 

•​ Erik Voorhees — Founder & CEO. Long-time crypto figure; founded Satoshi Dice and ShapeShift; outspoken 

advocate against heavy-handed financial and data regulation. 

•​ Jesse Proudman — President & CTO, co-founder. Seattle-based serial entrepreneur; previously sold cloud 

company Blue Box Group to IBM; spent roughly three years as a VP at Betterment before building Venice 

nights and weekends and then going full-time. 

•​ Austin Virts — VP of Marketing. 

•​ Jonathan Shapiro — Head of Strategy. 

•​ Tim Shakarian — Head of Engineering. 

•​ Johanna Tseng — VP of Business Operations. 
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3. Market & Competitive Landscape 

Venice competes in a widening field of 'private' and 'uncensored' AI products, and increasingly against 

mainstream frontier labs that are closing the capability gap Venice was originally built to exploit. Three 

competitors stand out as directly relevant comparisons for board- and marketing-level planning. 

3.1 Duck.ai (DuckDuckGo AI Chat) 

DuckDuckGo's AI chat product trades on the company's long-standing consumer trust in privacy, offering free, 

no-account access to multiple third-party models (including ChatGPT- and Claude-class systems) without retaining 

identifying data. Its brand recognition and zero-friction onboarding make it a strong low-cost alternative for 

privacy-motivated users who are not seeking an unrestricted or 'uncensored' experience. 

3.2 Proton Lumo 

Proton, the encrypted-email and VPN company, has extended its no-logs, zero-access-encryption brand into an AI 

assistant. Lumo is positioned for privacy-conscious productivity — writing, summarization, research — rather than 

unrestricted creative generation, but it draws on an existing paying subscriber base and a trusted security brand 

that Venice must compete against for the same privacy-first customer. 

3.3 FreedomGPT 

FreedomGPT is the closest ideological competitor to Venice: a locally-run, fully offline, minimally filtered model 

runner aimed at users who want zero data transmission at all, going a step further than Venice's 

client-side-storage model. It competes for the same 'creative freedom' and anti-censorship audience Venice 

actively markets to. 

3.4 Broader Competitive Pressure 

Beyond these three, Venice faces two structural threats worth flagging for planning purposes. First, frontier labs 

(OpenAI, Anthropic, Google) are steadily narrowing the capability gap that made 'private but slightly behind' an 
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acceptable trade-off; Voorhees himself has acknowledged this dynamic publicly. Second, a long tail of smaller 

uncensored aggregators and local-model tools (NinjaChat, PixelBunny.ai, Tingu.ai, Mage.space and others) 

compete on price, model breadth and image/video features rather than privacy architecture, pressuring Venice's 

$18/month Pro tier from below. 
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4. Marketing Assessment — Online & Offline 

4.1 Current State 

Venice's marketing has, to date, been driven substantially by founder narrative — Voorhees's public statements 

on X and in press interviews carry much of the brand's message — and by the token economy itself, which 

functions as a built-in growth and loyalty mechanism. This is capital-efficient but concentrates brand risk in a 

single spokesperson and a philosophical position (crypto-adjacent, anti-regulation) that may not travel well into 

mainstream consumer and enterprise segments. 

4.2 Strengths Observed 

•​ A genuinely differentiated architectural privacy claim (client-side storage, no server-side prompt logs) that is 

difficult for mainstream competitors to copy without rebuilding their business model. 

•​ Strong organic growth metrics (3M+ users, profitability pre-raise) that give marketing a true growth story 

rather than a manufactured one. 

•​ A built-in incentive layer (VVV/DIEM) that doubles as a referral and retention mechanic without traditional 

paid acquisition spend. 

4.3 Gaps and Risks 

•​ Heavy reliance on one founder's voice and crypto-adjacent audience limits reach into mainstream, 

non-crypto consumers and into enterprise/regulated verticals. 

•​ The 'uncensored' positioning is a double-edged marketing sword: it drives a passionate niche but invites 

reputational and regulatory scrutiny, and several public reviewers already note the platform is 'less 

censored,' not 'uncensored,' creating a claims-accuracy risk. 

•​ No apparent large-scale brand marketing (broadcast, out-of-home, sponsorships) to build awareness outside 

AI/crypto-native circles, versus category leaders spending heavily on mainstream brand campaigns. 
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5. Priority Marketing Action Plan 

The items below represent the single largest section of this report and reflect the group's consensus view of what 

Venice must prioritize over the next two to four quarters to convert its privacy differentiation and organic growth 

into a durable, mainstream-capable brand. 

•​ Separate the corporate brand voice from the founder's personal X account; stand up an owned @Venice 

brand presence with a consistent publishing cadence independent of any one individual. 

NO POSITION / NO COMPENSATION / NO MNPI   •   Page 4 



VENICE.AI — 1000startups Report — July 2, 2026 

•​ Launch a mainstream (non-crypto) paid acquisition track on Google Search and Google Ads targeting 

privacy-intent queries ('private AI chat', 'AI without data collection') distinct from crypto-audience channels. 

•​ Build a dedicated LinkedIn presence and LinkedIn Ads program aimed at legal, healthcare, journalism and HR 

buyers who have genuine confidentiality needs and represent an underserved enterprise wedge. 

•​ Commission independent, third-party security/privacy audits and publish the results, converting the privacy 

claim from marketing copy into a verifiable trust asset usable in press and sales. 

•​ Tighten public claims language from 'uncensored' to precise, defensible phrasing (e.g., 'fewer restrictions 

than mainstream assistants, with user-selectable model safeguards') to reduce claims-accuracy and 

regulatory exposure. 

•​ Invest in technical SEO and a content hub around 'AI privacy,' 'data sovereignty' and 'client-side encryption' 

to capture high-intent organic search demand currently being won by comparison-blog competitors. 

•​ Run structured competitive-comparison landing pages (Venice vs. ChatGPT, vs. Duck.ai, vs. Proton Lumo) to 

intercept branded competitor searches, mirroring the tactic third-party sites already use against Venice. 

•​ Develop a mobile-first growth push, including deeper app-store optimization, to close the native-app gap 

called out by reviewers relative to lighter competitors. 

•​ Launch a referral program that rewards both crypto-native and non-crypto users equivalently, so growth is 

not perceived as VVV-token-dependent alone. 

•​ Pursue earned media beyond crypto trade press — general technology, business and mainstream 

privacy/security outlets — to diversify the current coverage base, which skews crypto-financial. 

•​ Establish a formal enterprise/B2B sales and marketing motion (case studies, security one-pagers, 

procurement documentation) to monetize the legal, healthcare and journalism use cases the privacy story 

already supports. 

•​ Build offline presence at non-crypto industry conferences (legal tech, health IT, journalism/press-freedom 

events) to reach regulated-industry buyers who do not attend crypto conferences. 

•​ Create a public trust center detailing data flows, retention policy and encryption architecture in plain 

language, reducing sales friction for risk-averse enterprise buyers. 

•​ Develop a consistent visual and verbal brand system (beyond the founder's personal aesthetic) so marketing, 

product and investor materials present one coherent identity as the company scales past $1B valuation 

scrutiny. 

•​ Expand influencer and creator partnerships outside the crypto/Bitcoin sphere — writers, researchers, 

mental-health-adjacent creators discussing AI privacy — to reach the users most likely to value the core 

promise. 

•​ Stand up a proactive crisis-communications protocol for misuse incidents, given the elevated scrutiny that 

comes with reduced content filtering; silence or reactive-only response is a brand risk at this scale. 

•​ Localize marketing and support for at least two to three non-English markets with strong data-privacy 

sentiment (e.g., Germany, and other EU markets) ahead of geographic expansion. 

•​ Test out-of-home and podcast advertising in privacy-adjacent podcast audiences (security, tech policy, 

personal finance) as a lower-cost brand-building complement to digital acquisition. 

•​ Formalize an analyst-relations and investor-communications function now that Venice is a venture-backed 

unicorn, to manage the narrative proactively rather than through founder interviews alone. 
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•​ Publish a recurring transparency report (aggregate usage trends, no user-identifying data) to reinforce the 

privacy brand with a cadence competitors without the architecture cannot easily match. 

•​ Build a structured partner/integration marketing track (API co-marketing with developers building on Venice) 

to grow the 1.7M-daily-API-call base into a visible developer ecosystem story. 

•​ Invest in accessibility and trust-badge presence (e.g., clear NO-DATA-TRAINING messaging at the point of 

signup) to reduce first-session drop-off documented by reviewers around free-tier limits. 

ANALYSIS BASED ON PUBLIC INFORMATION ONLY. NOTHING IN THIS REPORT IS INVESTMENT ADVICE. FOR ENTERTAINMENT PURPOSES ONLY. NO 
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6. Hiring, Management & Organizational Considerations 

6.1 Roles to Prioritize 

Phrasing below is deliberately conditional, since Venice's current hiring status for these specific roles is not 

publicly confirmed at the time of this report. 

•​ If not yet hired, hire a Head of Enterprise/B2B Sales within the next two quarters — to convert the legal, 

healthcare and journalism use cases into a formal revenue line ahead of competitors formalizing the same 

wedge. 

•​ Do they have a dedicated Head of Trust & Safety or Policy separate from engineering? If not, this is a 

near-term (0–2 quarter) hire given the scrutiny that comes with reduced content filtering at unicorn scale. 

•​ If not yet hired, hire a Chief Communications Officer / Head of PR within two to three quarters to build a 

brand voice independent of the founder and manage the transition from startup to widely-covered public 

company. 

6.2 Management Observations 

Venice's current leadership bench — a CEO with deep crypto-market credibility, a CTO/President with enterprise 

cloud and financial-services operating experience, plus dedicated heads of marketing, strategy, engineering and 

business operations — is well-suited to the company's first two years of product-market fit. As the company scales 

past a $1 billion valuation with outside board involvement for the first time, the group's consensus is that 

management depth in regulated-industry sales, public-company-style communications, and formal trust/safety 

governance will matter more than it has to date. 

6.3 Geography 

Venice currently operates as a two-hub company (San Francisco and Seattle) without a large centralized office 

footprint typical of frontier labs. This is a reasonable posture for a lean, privacy-architecture company, but it may 

complicate enterprise sales efforts that benefit from visible regional presence, and it should be revisited if the 

company pursues international expansion, particularly into privacy-sensitive EU markets. 

ANALYSIS BASED ON PUBLIC INFORMATION ONLY. NOTHING IN THIS REPORT IS INVESTMENT ADVICE. FOR ENTERTAINMENT PURPOSES ONLY. NO 
POSITION / NO COMPENSATION / NO MNPI. 

7. Simulated Focus Group — Methodology & Synthesized Findings 

For discussion and entertainment purposes, 1000startups convened a hypothetical 100-person panel, randomly 

divided into twenty groups of five. The panel included Venice's own management, ownership and employees; 
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management, ownership and employees from three named competitors; a deliberately eclectic set of fictional, 

historical and archetypal observers (among them figures drawn from literature and film, invoked strictly as 

rhetorical devices to represent distinct points of view — not as real endorsements or real statements); and a wide 

bench of functional experts spanning investment, accounting, marketing, SEO, paid search and LinkedIn 

advertising, law (securities, IP, general counsel), branding, print advertising, podcasting, cultural commentary, 

photography, psychiatry, and general small-group discussion. 

This exercise is illustrative and interpretive, not a scientific survey; no individual named above actually 

participated, and no findings should be read as real statements, predictions, or investment guidance. 

7.1 Three Things the Group Found Positive 

•​ A genuinely differentiated, hard-to-copy architectural privacy claim rather than a marketing-only privacy 

promise. 

•​ Real usage and financial traction (3M+ users, $70M+ ARR, profitable pre-raise) that gives the brand a 

credible growth story to build on. 

•​ A built-in incentive and retention mechanism (the VVV/DIEM token economy) that reduces reliance on 

traditional paid acquisition. 

7.2 Illustrative Group Reactions (Unattributed — For Entertainment Purposes Only) 

•​ "The privacy architecture is the moat — everything else is a feature." 

•​ "A brand this strong shouldn't sound like one person's timeline." 

•​ "They've already won the users who care. Now they have to win the users who haven't thought about it 

yet." 
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8. Growth Strategy & Potential M&A Considerations 

With fresh capital and a $1 billion valuation, Venice has several structural paths available. This section lays them 

out for discussion; none constitutes a recommendation. 

•​ Organic expansion: deploying the new Series A capital toward owned GPU/data-center infrastructure, as the 

company has already signaled, to improve margins versus leased compute. 

•​ Geographic expansion: extending into privacy-sensitive international markets (notably the EU) where the 

core brand promise may resonate strongly, subject to local regulatory review. 

•​ Tuck-in acquisitions: acquiring smaller privacy-tooling, on-device inference, or vertical (legal/health) AI 

teams to accelerate the enterprise wedge described in Section 6. 

•​ Being acquired: at a $1B valuation with strong revenue growth, Venice could also be an attractive target for 

a larger platform (crypto-native exchange, privacy/security company, or a frontier lab seeking a consumer 

privacy brand) — a scenario the group discussed but assigned no probability to. 

•​ Category consolidation: as the 'uncensored/private AI' space fragments across dozens of smaller entrants 

(see Section 3.4), Venice is well capitalized to be a consolidator rather than be consolidated, if management 

chooses that path. 
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9. Closing Notes & Disclaimers 

This report was prepared by 1000startups using only publicly available information as of the date on the cover 

page. It is offered for entertainment and general discussion purposes only and does not constitute investment, 

legal, tax or business advice of any kind. The simulated focus-group panel described in Section 7 is a rhetorical 

device used to organize public perspectives on marketing and brand strategy; it does not represent real 

statements by any named individual, company, or fictional character, living or dead. 

1000startups holds NO POSITION in Venice.ai or any competitor named in this report, has received NO 

COMPENSATION from any party discussed, and confirms it possesses NO MATERIAL NONPUBLIC INFORMATION 

(MNPI) regarding any company mentioned herein. 

Report date: July 2, 2026 
X.com/1000startups   •   1000startups.com   •   Longer report available upon request 
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