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Al is transforming product development
in marketplace environments

Rouven Leuener & Zsolt Kovacs


#

Ricardo’s journey into Al
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Ricardo Al

Smg marersoce About  Portfolio v Advertising v News v Sustainability v  Blog v  Career v Investors

Transforming Online Marketplaces with Al: A
Ricardo Success Story
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Ricardo Al

Fresh picks for you

« & st

Musical Servers Bikes
instruments

Recently viewed items

N &

CHAUSSONS < Neuer Black (V)
D'ESCALADE -E... Diamond Kletter... otq
Size 45 ® | Size 41 | Black @ |
80.00 Buy now 69.00 (0 bids) 40,
Mon 09 Feb, 17:53 90.00 Buy now Fri
Wed 19 Nov, 13:44
Qtanlkactan untar vhlada  Seaall >
aQ  © ® A
Search Favourites  RicardoAl sell e

ok

G

Projektmanagement
Buch - Fiihrung mit

5.00 Buy now
il

June 2024

The Rolex Report
Uhrenbuch 4. Aufla.
119.00 Buy now

+; item identified

Estimated price based on similar items

5-15 cnr

Title
The Phoenix Project - IT, DevOps Novel -
Excellent Read!

Description
Dive into the world of IT and DevOps with ‘The
Phoenix Proiect! This novel offers a compellina
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Al - The new disruptive technology

Interest over time @ d o <L

Jan 1, 2004 Jul 1,2010 Jan 11,2017 Jul 1,2023

® Generative Al

Search term
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Is Al really new?

Interest over time @

Note

MNov 11,2018

Jun 1, 2011

Jan 1, 2004

® Deep Learning

® Generative Al
Search term

Search term
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Al is not so new

Interest over time @

Jan 1, 2004 Jun 1,201

® Generative Al ® Deep Learning
Search term Search term

Nov 1,2018

- Machine Learning

Search term
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Al is not so new

Interest over time @

1956 | e -

& O

Jan 1, 2004 Jun 1, 2011
® Generative Al ® Deep Learning
Search term Search term

Nov 1, 2018

- Machine Learning

Search term

@ Artificial intelligen...

Search term
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Before Ricardo Al
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Brand
La Redoute

Gender and age
Female

Shoe type
Pump

Ricardo / Clothing & accessories / Women's shoes /

Color
Red

Heel height
8cm-10cm

Condition
New (according to description)

Wildleder Pumps, schones rot, Gr. 35

Fabric yfpe
Unicgfour

Shoe size
35

Wildleder Pumps, schones
rot, Gr. 35

O© 20 NoM025/45:43

Starting/bid

1500

0’ oneyGuard available

BID

Buy now price
30.00

(®) MoneyGuard available

BUY NOW

‘ Q ADD TO FAVOURITES ‘

([®) MoneyGuard: optional protection S

Take ad ge of the y-back for any
purchase under CHF 5'000.- in case of non-delivery or if
the product differs from its description.

VIsA @ Learn more

Delivery

Pickup by buyer in 1565 Vallon, CHF 0.00
B Parcel, CHF 8.50

Seller

. Penny31
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Before Ricardo Al

TVIOoTeT

Other

Shoe size

< M < v <
Shoe type
Pump

ooo
ooo

(B3

Filters and categories
Category >
Clothing & accessories / Women's shoes

Article ID Near 6340 Menswear Won
1303403478
Report offer
Questions & answers
B Ask a question J
ik
Wildleder Pumps, schones
rot, Gr. 35 A
? # Similar items Seeall >
@ 20. November, 15:44
Next bid 15.00 VW Polo V) C}amlsetas polo V)
. W Size M
15.85 incl. MoneyGuard 0 bids
564.00 (23 bids) 25.00 (0 bids)
Buy now price 30.00 Sun 23 Nov, 20:02 Tue 25 Nov, 13:03 Just in

31.55 incl. MoneyGuard
y Wildleder Schuhe Escarpins Zign, ¢ rote
Grosse 38 rouges, pointure... Elég;
(R) MoneyGuard optional protection A Size 38 ® | Size 39 Size {
Take T moneybach ey 35.00 Buy now 18.00 (0 bids) 32.0
purchase under CHF 5000.00 in case of non-delivery or if the Sun 08 Feb, 07:32 35.00 Buy now 48.00
product differs from its description. Tmrw, 18:30 Tue 2
= ] Q ©
Search Favourites RicardoAl Sell Me
— ——




Al amplified our existing capabilities
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Al amplified workflows
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Rapid Prototyping

Figma Make

Lovable

Generate me a quick website
prototype for a second hand
marketplace, highlighting newly listed
items that have appeared since the
user last visited the site, in the style of
instagram.

These should be based on the user's
browsing history.

Change the top header to show a
preview of the items

Change the bottom part to be a
homepage with card recommendations

Make the top bubble clickable so they

open the article in a modal and you
can click back and forth between them

ReMarket

TEe@Ce

280

s6s

sas0

Furniture

se30

Music

0

sports

© 6 new items since your last visit

Recommended for You

Based on your browsing history

D

a o+

y —0
@&

Accessories.

Limitod Edton Sneakers
20

Acoustic Gular
s320

Swiss Mechanical Watch

Contact Seller

smg



Development Phase

e  GhatGPT Al is blurring the lines between roles

Cursor
y Y e Do the change instead of creating a Jira ticket
e Copilot

e (Claude Code

e Engineers can quickly pick up new technologies

e  Product managers performing complex data analysis

e  Antigravity

smg



User Reception Analysis

e Caplena

Positive Top 5

& Top 5 of what users like

Ev Top 5 topics v

Al good

Simple, easy to use

Large inventory

Listing form

Search (general comment)

O

6% 9% 12
Negative Top 5
& Top 5 of what users dislike
= v Top 5 topics v
Fees
MoneyGuard
134

Technical issues

Auction process

Seller-buyer communication/Messenger

O ¢

5% 0% 15% 20%

Topics Summary @ v
4w o

Respondents highlight the platform’s ease of use
across various functions, including simple navigation,
intuitive design, and straightforward processes for
buying and selling. They appreciate the efficient
search engine with robust filter options, especially the
ability to filter by dimension. A key aspect frequently
mentioned is the security and reliability of
transactions, often attributed to features like
MoneyGuard and the rating system, fostering trust
among users.

Topics Summary ® v
0 ©

Respondents express significant frustration with
MoneyGuard, citing its mandatory nature, excessive
fees, and delays in payment processing, which often
complicates combined shipping and payment methods.
Many also criticize the high commission fees (10-12%)
as exorbitant, making selling less profitable and driving
users to alternative platforms. Other key issues include
a poor and unrefined search function, limited filtering
options, and the cumbersome user interface of the
app, which is described as buggy, outdated, and

Aiffinult ¥ navinata narticilar far manamina lietinae

Al-Generated
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Risks and Learnings
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Risks and Learnings

e  Users like it when Al is naturally integrated into the product (unlike investors...)
e Delivery speed is not everything

o  Stability

o  Data Protection

o  Competitive Advantage

e Alislowering the barrier to entry; does not replace depth of knowledge

smg



Al amplifies our existing capabilities
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Now it is your turn!

e Take 30 min to prepare (and later present) your very own case
e Usethe template (print or digital) for simplified presentation

e Ifdigital - use material such videos, imagery to illustrate

Goal: We want to learn from each other’s real world use cases!

smg



Problem/Opportunity: What challenge are you solving?

Translating free FormCVs and job ads to structured profiles, which use 3rd party
open source data like job positions, requirements, skills and similar

Target Users: Who benefits? (buyers, sellers, internal ops, support..?)

Foundational system. We plan to use it to build job-cv matching afterwards

Al Approach: What type of Al is used?

Data: What data is required? How

6. Data: What data is required? How

Solution: How do you solve the challenge?

First part was picking up external data set. We chose ESCO. Now we are building
system which shoul translate any job ad to according ESCO job title, and
requirements to ESCO skillset. It will allow us to have better job database.

Expected Outcome & Success KPI: What measurable improvement do you expect?
Revenue? Efficiency? User experience? What proves the use case works?

Risks / Threats; What could go wrong? Bias? Hallucinations? Wrong decisions? Operational
risks?

This is lower risk, since both candidates and companies will be able to correct our mapping
from their data to ESCO structure. Next step - matching - is more risky since it's hard to tell
did we make a good model or not. That is our future main Focus.

Next step: What is the next action (improvement, sunset...)?

Your name, Organisation and e-mail
Stefan Salom, Inspira grupa, 4zida.rs, stefan@inspiragrupa.com


http://4zida.rs
mailto:stefan@inspiragrupa.com

Problem/Opportunity: What challenge are you solving? Solution: How do you solve the challenge?

Natural language search in real estate - First step. We are using Al to transform Just transforming user query into pre-entered options. We are using chatgpt
user inputs in already existing Filter and search system. Eventually we would

like to make a search in natural language

Target Users: Who benefits? (buyers, sellers, internal ops, support..?) Expected Outcome & Success KPI: What measurable improvement do you expect?
Revenue? Efficiency? User experience? What proves the use case works?

Users a bit. | would say mostly us since we are gathering real data on how they

would like to use search. That should make it easier to build future version
Adoption rate by user (it's in low one digit percentages now), but more
importantly gathering data For next step.

Al Approach: What type of Al is used? Risks / Threats; What could go wrong? Bias? Hallucinations? Wrong decisions?
Operational risks?

Commercial LLM
Low risk. We might risk Frustration of users who are expecting smenatical search,
but instead they would get just text to Ffilters translation

Data: What data is required? How Next step: What is the next action (improvement, sunset...)?

just data structure of our Filters Analyze wheter data from user queries is something we can use to build better
features and try to answer to that data.

6. Data: What data is required? How Your name, Organisation and e-mail
Stefan Salom, Inspira grupa, 4zida.rs, stefan@inspiragrupa.com


http://4zida.rs
mailto:stefan@inspiragrupa.com

ity: ing? = . - ion: ?
Problem/Opportunity: What challenge are you solving {? AI i ba ba ~ checkstep Solution: How do you solve the challenge

Content Quality Control with Al-Powered ® Combining Static ML models and LLMs
Reasoning for a Horizontal B2B Marketplace For QC and Chain of Thought
Target Users: Who benefits? (buyers, sellers, internal ops, support..?) Expected Outcome & Success KPI: What measurable improvement do you expect?
Primary Beneficiary: Internal Ops Decrease in Manual Workload (Support, Compliance)
Secondary: Marketplace Sellers & Buyers 4 Data Science FTEs Saved

Lower Regulatory Pressure

Al Approach: What type of Al is used? Risks / Threats; What could go wrong? Bias? Hallucinations? Wrong decisions?
Static ML Models with Low-level Access + LLMs Hallucinations from LLMs & ML Inflexibility
Data: What data is required? How Next step: What is the next action (improvement, sunset...)?

Regulatory Advisory — Policies + Product Listings Continuous Improvement of Precision & Recall

Your name, Organisation and e-mail

Andrew Kaptarenko ¢ Checkstep * andrew@checkstep.com


mailto:andrew@checkstep.com

Problem/Opportunity: What challenge are you solving?
We offer Al Sales Agents: Voice Based is very relevant as 8 out of 10 leads e.g.
fFor car dealer are generated via inbound phone calls.

the Al Sales Agent can:
- answer questions around the car of interest.
- can recommend the car based on the needs of the caller
- can hand over the call to a car dealer if true purchase interest has been
discovered
- make appointment bookings

Target Users: Who benefits? (buyers, sellers, internal ops, support..?)

Buyers: 24*7 access to the seller data via public phone numbers
Sellers:
- 24*7 Al Sales agent making its work (selling, LeadGen, Appointment
booking)
- Taking care only about true qualified (phone) leads

Al Approach: What type of Al is used?

quite complex tech stack in order to be able to:
- offer on scale and affordable voice solution
- real time streaming in order to have low latency
- multilingual

Data: What data is required? How
- general data about the dealer (address, opening hours,..)
- features of the car to be sold

6. Data: What data is required? How

Solution: How do you solve the challenge?

activate on scale phone numbers: 1 number per listing

Crawl the site / marketplace to get listing data and / or get this Data via API
We run our voice and Al Servers

Expected Outcome & Success KPI: What measurable improvement do you expect?
Revenue? Efficiency? User experience? What proves the use case works?

Car dealers are start using these kind of systems already today internally

Risks / Threats; What could go wrong? Bias? Hallucinations? Wrong decisions?
Operational risks?

We have implemented a real time sentiment analysis: Is the human unhappy? if
YES: we redirect the call to the dealer or our service center

Next step: What is the next action (improvement, sunset...)?

Offer API for on scale set up different types of Al Sales Agent

Your name, Organisation and e-mail

matelso GmbH, frank.froux@matelso.com



Problem/Opportunity: What challenge are you solving? Solution: How do you solve the challenge?
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Expected Outcome & Success KPI: What measurable improvement do you expoQ{t?
qu Revenue? Efficiency? User experience? What proves the use case works?
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Target Users: Who benefits? (buyers, sellers, internal ops, support..?)

Al Approach: What type of Al is used? Risks / Threats; What could go wrong? Bias? Hallucinations? Wrong decisions?

Oad 46T | Qawde iﬁewﬂi weong ko about e tewt (vallutinahins)
Qemtraked dam\‘\gt“\ons ungig oo Al-ida —nct nabael 0ud

Data: What data is required? How rx\&\l s‘t‘:p(\:xl\\:l'ha\‘tv?s‘\the rix?akgtig::l mprovement, sunset...)?
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6. Data: What data is required? How Your name, Organisation and e-mail
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Problem/Opportunity: What challenge are you solving?
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Target Users: Who benefits? (buyers, sellers, internal ops, support..?)
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6. Data: What data is required? How

solution: How do you solve the challenge? ]
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& Success KPI: What measurable improvement do you expect?
Revenue? Efficiency? User experience? What proves the use case works?
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Expected Outcome

Risks / Threats; What could go wrong? Bias? Hallucinations? Wrong decisions?
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Operational risks? . _ >
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Next step: What is the next action (improvement, sunset...)? e fr;:: A boct
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Your name, Organisation and e-mail
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Problem/Opportunity: What challenge are you solving? Solution: How do you solve the challenge? %)
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Target Users: Who benefits? (buyers, sellers, internal ops, support..?) Expected Outcome & Succes:
Revenue? Efficiency? User ex
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Risks / Threats; What could go wrong? Bias? Hallucmatlons? Wrong decisions?

s KPl: What measurable improvement do you expect?

perience? What proves the use case works?
—

Al Approach: What type of Al is used?
i Joa wnd erational risks
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Data: What data is required? How Next step: What is the next actlon (improvement, sunset..
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Your name, Ofganisation and e-mail

fsbe | Larixow Cassi fred's

6. Data: What data is required? How
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