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AI - The new disruptive technology



Is AI really new?



AI is not so new



AI is not so new
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Before Ricardo AI
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Before Ricardo AI



AI amplified our existing capabilities



AI amplified workflows



Rapid Prototyping

● Figma Make

● Lovable



Development Phase

● GhatGPT

● Cursor

● Copilot

● Claude Code

● Antigravity

AI is blurring the lines between roles

● Do the change instead of creating a Jira ticket

● Engineers can quickly pick up new technologies

● Product managers performing complex data analysis



User Reception Analysis

● Caplena



Risks and Learnings



● Users like it when AI is naturally integrated into the product (unlike investors…)

● Delivery speed is not everything

○ Stability

○ Data Protection

○ Competitive Advantage

● AI is lowering the barrier to entry; does not replace depth of knowledge

Risks and Learnings



AI amplifies our existing capabilities



Case Preparation 



● Take 30 min to prepare (and later present) your very own case

● Use the  template (print or digital) for simplified presentation 

● If digital - use material such videos, imagery to illustrate

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

Now it is your turn! 
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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

AI Approach: What type of AI is used? 

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.

Data: What data is required? How  

6. Data: What data is required? How  

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
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Problem/Opportunity: What challenge are you solving? 
Natural language search in real estate - first step. We are using AI to transform 
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..?)

Users a bit. I 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

AI Approach: What type of AI is used? 

Commercial LLM

Solution: How do you solve the challenge? 
Just transforming user query into pre-entered options. We are using chatgpt 

Data: What data is required? How  

just data structure of our filters

6. Data: What data is required? How  

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

Adoption rate by user (it’s in low one digit percentages now), but more 
importantly gathering data for next step.

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

Low risk. We might risk frustration of users who are expecting smenatical search, 
but instead they would get just text to filters translation

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

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

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? 

Content Quality Control with AI-Powered
Reasoning for a Horizontal B2B Marketplace
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Target Users: Who benefits? (buyers, sellers, internal ops, support..?)

Primary Beneficiary: Internal Ops
Secondary: Marketplace Sellers & Buyers 

AI Approach: What type of AI is used? 

Static ML Models with Low-level Access + LLMs

Solution: How do you solve the challenge? 

Combining Static ML models and LLMs 
for QC and Chain of Thought

Data: What data is required? How  

Regulatory Advisory → Policies + Product Listings

Expected Outcome & Success KPI: What measurable improvement do you expect? 

Decrease in Manual Workload (Support, Compliance)
4 Data Science FTEs Saved 
Lower Regulatory Pressure

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

Hallucinations from LLMs & ML Inflexibility

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

Continuous Improvement of Precision & Recall

Your name, Organisation and e-mail

Andrew Kaptarenko  •  Checkstep  •  andrew@checkstep.com 

mailto:andrew@checkstep.com
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Problem/Opportunity: What challenge are you solving? 
We offer AI Sales Agents: Voice Based is very relevant as 8 out of 10 leads e.g. 
for car dealer are generated via inbound phone calls.

the AI 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 AI Sales agent making its work (selling, LeadGen, Appointment 
booking)

- Taking care only about true qualified (phone) leads

AI Approach: What type of AI 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
- … 

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 AI Servers

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  

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 AI Sales Agent

Your name, Organisation and e-mail

matelso GmbH, frank.froux@matelso.com
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