IDE Master Graduation Project

Project team, procedural checks and Personal Project Brief

In this document the agreements made between student and supervisory team about the student’s IDE Master Graduation Project
are set out. This document may also include involvement of an external client, however does not cover any legal matters student and
client {might) agree upon. Next to that, this document facilitates the required procedural checks:

- Student defines the team, what the student is going to do/deliver and how that will come about

- Chair of the supervisory team signs, to formally approve the project’s setup / Project brief

- SSC E&SA (Shared Service Centre, Education & Student Affairs) report on the student’s registration and study progress

- IDE’s Board of Examiners confirms the proposed supervisory team on their eligibility, and whether the student is allowed to

start the Graduation Project

STUDENT DATA & MASTER PROGRAMME

Complete all fields and indicate which master(s) you are in

Family name Bouman
Initials G.R.

Given name Gigi

7212 IDE master(s) IPD ¥ DAl SPD

2" non-IDE master

Individual programme
(date of approval)

Student number 4644999 Medisign

HPM

SUPERVISORY TEAM

Fill in he required information of supervisory team members. If applicable, company mentor is added as 2" mentor

Chair Matalia Romero Herrera dept./section HCD - DCC

mentor Vibhas Mishra dept./section MF - Materials Manufacturing

2™ mentor
client:
city: country: Netherlands
optional i z > .
PRI Osprey Energy (Fuel provider/Energy supplier) will be an involved stakeholder from the start.

APPROVAL OF CHAIR on PROJECT PROPOSAL / PROJECT BRIEF -> to be filled in by the Chair of the supervisory team

Sign for approval (Chair)

tudelft.protect ~ Diitaly signedby
tudelftprotect lamf Protect
Jamf Protect CSR csiidenuyy
2. Date: 2024 06.1% 10:25:13
Identity 10200

Name Natalia Romero Herrera Date 9Jun 2024

Signature



CHECK ON STUDY PROGRESS

To be filled in by SSC E&SA (Shared Service Centre, Education & Student Affairs), after approval of the project brief by the chair.
The study progress will be checked for a 2™ time just before the green light meeting.

Master electives no. of EC accumulated in total EC * YES all 15t year master courses passed

Of which, taking conditional requirements into
account, can be part of the exam programme EC NO missing 1°* year courses

Comments:
Sign for approval (SSC E&SA)
Rik Ledoux
2024.06.26
- 12:32:11 +02'00'
Name Rik Ledoux Date 26 Jun 2024 Signature

APPROVAL OF BOARD OF EXAMINERS IDE on SUPERVISORY TEAM -> to be checked and filled in by IDE’s Board of Examiners

Does the composition of the Supervisory Team Comments:
comply with regulations?

YES * Supervisory Team approved

NO Supervisory Team not approved

Based on study progress, students is ... Comments:

+* ALLOWED to start the graduation project

NOT allowed to start the graduation project

Sign for approval (BoEx)
Mcnique
ven Morgen

Date: i
09:41:30 +02'00"

Monique von Morgen pate 3Jul 2024

Name Signature



Personal Project Brief — IDE Master Graduation Project

Name student Gigi Bouman Student number 4,644,999

PROJECT TITLE, INTRODUCTION, PROBLEM DEFINITION and ASSIGNMENT

Complete all fields, keep information clear, specific and concise

. 5 Design a simulation dashboard to prepare vessels' owners for upcoming maritime emission regulations
Project title

Please state the title of your graduation praject (above). Keep the title compact and simple. Do not use abbreviations. The
remainder of this dacument allows you to define and clarify your graduation project.

Introduction

Describe the context of your project here; What is the domain in which your project takes place? Whao are the main stakeholders
and what interests are at stake? Describe the opportunities (and limitations) in this domain to better serve the stakeholder
interests. (max 250 words)

Marine emissions are equal tot the aviation sector, with over 100.000 ship’s crossing the world ocean daily. To tackle this,
The EU aims for a reduction of 80% of green house gasses in the shipping industry for seagoing ships above 5000 GT (FUEM,
see Figure 2). In 2025 the first target is set: a 2% decrease. 60% of the vessels are owned by smaller companies (UNCTAD)
who face challenges due to limited (human) resources (SEATRADE).

Leveraging on biofuel blends can help meet these targets while considering price, availability and engine compatibility. Fuel
acquisition is currently often an outdated process that does not prioritize sustainability, but price, availability and reliability.
Evaluating the impact of different fuel options can be complex and relies on information provided, and traders and
purchasers do not (always) actively engage in emission reduction efforts. A purchaser can recognize the long term need to
achieve sustainability goals but faces daily operational challenges such as limited options, compatibility options, time, costs,
and the need for continues supply. Assessing all available options can become a hassle as purchasing fuel is often a small
task within their activities. The assesment of emission impact also requires information, knowledge, time as well as
communication efforts, which are all spare within companies. However, fuel providers can grasp market dynamics (see the
evolving landscape Picture 1) and have an indirect influence on the emission rate and facilitate for a more straight forward
decision-making process through which greater reductions can be achieved. Maoreover, this will strengten their position in
the market.

Stakeholders: energy suppliers & traders (sellers) V.S. shipowners, operations/logistics teams and shipping companies
(purchasers).

Stakeholders' interests: gaining (competitive) advantage, preparing for and leveraging regulations and emission goals,
strengthening reputation, and retaining customers.



Companies in the dynamic sustainable-fuel market can derive value
understanding the interdependencies in five key areas.
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Personal Project Brief — IDE Master Graduation Project

Problem Definition

What problem do you want to solve in the context described in the introduction, and within the available time frame of 100
working days? (= Master Graduation Project of 30 EC). What opportunities do you see to create added value for the described
stakeholders? Substantiate your choice.

(max 200 words)

To address the challenges of reducing marine emissions, such as limited resources, complex fuel assesment, outdated
acquisition processes, a simulation dashboard will be designed to raise awareness and promote emission reduction. The
dashboard will support stakeholder's readiness for (behaviour) change by moving them from the precontemplation stage
(Transtheoretical model) were there is no awareness and understanding, to the contemplation stage where they can
consider decabonization strategies. The dashboard will help stakeholders understand impacts, explore options, and reflect
on strategies. Within 100 working days, key features and information will be determined, designed, tested and
implemented into a simlation dashboard to prepare for more sustainable decision making. For Vessels owners, the tool wil
help them prepare for future regulations and start the process of decarbonization, while fuel providers can strenghten their
customer relation, reputation and facilitate for future emission needs of customers.

Foreseen strategical outcomes for stakeholders with the implementation of this tool: Improved Decision-Making,
Modernization, Sustainability Leadership and Compliance, Competitive Advantage, Costs Savings, Customer Retention,
Enhanced Communication and Information.

Assignment

This is the most important part of the project brief because it will give a clear direction of what you are heading for.
Formulate an assignment to yourself regarding what you expect to deliver as result at the end of your project. (1 sentence)

As you graduate as an industrial design engineer, your assignment will start with a verb (Design/Investigate/Validate/Create),
and you may use the green text format:

Design a simulation dashboard for vessel owners (of SMEs) to raise awareness and foster behaviour change by providing
insights, enabling option assesment, impact evaluation and strategic reflection, all to prepare for (future) regulations
and initiate decarbonization.

Then explain your project approach to carrying out your graduation project and what research and design methods you plan to
use to generate your design solution (max 150 words)

The project will consist of 4 (iterative) phases: Discover, Define, Develop and Deliver.

Discover: Describing the pre-contemplation phase of stakeholders and understanding current tools to manage and
influence decision making - design methods: (desk) research, context-, competitor- and trend-analysis

Define: Envisioning contemplation phase and defining strategies to move from the pre-contemplation to the contemplation
phase, identify essetial data and interaction for the simulation dashboard - design methods: problem-, need and goal
definition, WWWWWH, Value proposition.

Develop: Develop dashboard iterations to communicate, inform, and simulate potential scenarios - design methods:
brainstorming, (lo-fi) prototyping.

Deliver: Illustrate how the tool can create emission reduction strategies. - design methods: testing & evaluation + final
design iteration.

Additionally, the project will explore smart and digital aspects & features such as vessel tracking/connection (with AIS-API or
GPS) and emissions predictions.



Project planning and key moments

To make visible how you plan to spend your time, you must make a planning for the full project. You are advised to use a Gantt
chart format to show the different phases of your project, deliverables you have in mind, meetings and in-between deadlines.
Keep in mind that all activities should fit within the given run time of 100 working days. Your planning should include a kick-off
meeting, mid-term evaluation meeting, green light meeting and graduation ceremony. Please indicate periods of part-time
activities and/or periods of not spending time on your graduation project, if any (for instance because of holidays or paralfel
course activities).

Make sure to attach the full plan to this project brief.
The four key moment dates must be filled in below

In exceptional cases (part of) the Graduation
Kick off meeting 18 Jun 2024 Project may need to be scheduled part-time.
Indicate here if such applies to your project

Part of project scheduled part-time v
Mid-term evaluation 13 Sep 2024

For how many project weeks | 33

Number of project days per week | 3,0
Green light meeting 20 Dec 2024
Comments:
| will part-time work for an energy supply
company, that works with and isa
Graduation ceremony 7 Feb 2025 stakeholder(s) for the project.

Motivation and personal ambitions

Explain why you wish to start this project, what competencies you want to prove or develop (e.g. competencies acquired in your
MSc programme, electives, extra-curricular activities or other).

Optionally, describe whether you have some personal learning ambitions which you explicitly want to address in this project, on
top of the learning objectives of the Graduation Project itself. You might think of e.qg. acquiring in depth knowledge on a specific
subject, broadening your competencies or experimenting with a specific tool or methodology. Personal learning ambitions are
limited to @ maximum number of five.

(200 words max)

| am looking forward to starting this project a | am currently working for a (maritime) fuel supplier and have a huge interest
in the maritime and energy Industry. My role already provided me with insights into the industry's challenges and the critical
need for innovative and sustainable solutions. As close competitors are currently working on the development of a similar
platform, it shows the need for an effective tool in order to maximize the (sustainability) outcomes. Therefore, | feel
motivated to dive into this project.

During the project, my learning ambitions are to expand my knowledge in digital tooling, effective information and
communication design, sustainable maritime practices and get more experience with integrating technology such as Al or
|0T-data.

This project offers me a chance to broaden my experience beyond the typical product or product-service design taught in
IPD while incorporating elements of it.

On top of that, | aspire to contribute to a project that promotes environmental responsibility, drives positive impact or
change and creates operational efficiency in the maritime sector.
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Appendix D

Findings from the dashboards (10/13 analysed)

Features

Emissions Data

Visual Elements

Emissions Breakdown
I Trends Over Time

Targets and Benchmarks
M Interactivity

User Information

| Real-Time Data Integration
Personalized Recommendations

[ Reporting Tools

. Emissions Reduction Strategies

[l Customizable Views

Functions

R

Data Visualization
Monitoring and Reporting
Analytics

1 Goal Tracking
Collaboration and Sharing

W Recommendations
Scenario Analysis

[l Predictive Analytics
Interactive Dashboards

[ Automated Alerts and Notifications

W Benchmarking

WExport/Download Reports

Findings from the dashboards (11/13 analysed)

- when including fuellink (as this is quite different to the other examples)

Above is without

Features

Emissicns Data
Emissions Breakdown
Trends Over Time
[ Visual Elements
Targets and Benchmarks
[l User information
Reperting Tools
B Interactivity
Real-Time Data Integration
M Personalized Recommendations.
[l Emissions Reduction Strategies
[ Emissions Planning
Customizable Views
After Sales Support
Emissions Cost Calculation
W Efficiency Metrics

Fuel Strategy Planning

M 4dministration (Quotes & Invoices)
WVayage Schedule Optimization

I Bunker/EUA Procurement.
EUA Wallet

[l Route Optimization

[ Bunkering Management

Functions

Data Visualization
Moniloring and Reporting
Analytics
[ Goal Tracking
Collaboration and Sharing
W Predictive Analytics
Interactive Dashboards
| Recommendations
Scenario Analysis
[l Emissions Cost Calculation
[l Automated Alerts and Notifications
[l Benchmarking
Export/Download Reports
Fuel Strategy Planning
Administration (Quotes & Invoices)
[ Bunkering Management

Layout Elements

Q-
=S

Layout Elements

Clean and Organized Design
Navigation Panel
Summary at the Top

[ Detailed Views Below
Color Coding

W Interactive Elements
User Profile Section

1| Graphs and Charts
Tables and Data Grids

[ sidebar with Filters

[ Dashboard Header

| /:ction Buttons

Navigation Panel
Detailed Views Below
Clean and Organized Design

I Graphs and Charts
Summary at the Top

W Color Coding
Interactive Elements

[l Tables and Data Grids
Dashhoard Header

M 4ction Buttons

W User Prafile Section

[l sidcbar with Filters
Administration (Quotes & Invoices)

Roule Oplimization Panel
Bunkering Management Section

Overlap in Quantifiable Metrics

Quantifiable Metrics

Total Emissians
Emissions by Category
Ermissions Qver Time

I Emissions per Scope
Reduction Targets

[ Emissions Reduction Progress
Benchmarking

[ Emissions per Supplier

Top Emission Sources

Emissions Avoided

Wl Predictive Analytics

[ scenario Analysis
Cost of Emissions
Emissions per Employee
Offset Costs

Talal Emissions
Emissions by Category
Emissions per Scope

W Predictive Analytics
Scenario Analysis
W Benchmarking
Tap Emission Sources
[ Fuel Efficiency
W Cost af Cmissions
M eV ETS Compliance

Efficiency Metrics
Cost Savings
W Offsel Cosls

I Emissions Trends Over Time
Emissions Reduction Progress

Emissions Cost Calculation

Operational Adjustments
B Technology Upgrades

Port Operations Emissions
W Alternative Fuels Usage-



Appendix E

GREEN NUDGES AT A GLANCE

Here'’s a simple summary of the EAST subcategories and sample nudges in each one.

MAKE SUSTAINABILITY

EASY

* Use defaults.
Example: Give guests at catered
events the most sustainable
food option unless they request
otherwise.

= Remove or add frictions.
Example: Offer smaller plates and
no trays in campus canteens.

* Change the choice environment.
Example: Provide fewer car-
parking spaces and more bike-
parking spaces.

MAKE SUSTAINABILITY

ATTRACTIVE

= Draw attention.
Example: Design recycling bins to
be eye-catching.

« Frame messages positively and
highlight co-benefits.
Example: Promote sustainable
food as tasty and indulgent.

« Use smart incentives.
Example: Introduce lottery-based
deposit return schemes for
recyclable items.

i

MAKE SUSTAINABILITY

SOCIAL

= Highlight others’ sustainable
behaviour.
Example: Compare university
departments’ energy use to each
other.

= Harness identity and the right
Messengers.
Example: Spread messages via
people with whom students
identify.

« Use social connections and peer
pressure.
Example: Set up a food-sharing
group to distribute leftovers on
campus.

MAKE SUSTAINABILITY

TIMELY

* Encourage pre-commitments
and emphasize present benefits.
Example: Provide interest-free
loans to help students buy public
transport passes.

= Harness or create timely moments.
Example: Give first-year students
tips for sustainable food shopping.

*» Help people plan and follow
through.
Example: Provide a checklist for
reducing water use in student
halls.
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valuable insights

savings

discount financial

hedgi g -

incentives

milestones/awards
How to..

badges" make it more attractive

earn reduction certificates

earn credits
Rewards

Highlight benefits

long term incentives
. > How to..
Tvoe <3 thine encourage longterm commitment

tutorials

FAQ

step-by-step process cover knowledge gaps

regulations maze

Eduction r'nmyjuie‘s'.
(help user gain relevant knowledege)

) tumparisoﬁs = Dataidriven inswghts‘ -

case studies How to.. Education
(able to make choices)
achieved
possible

Su;taiéabi!ity Metrics

targeted

compare
bio-implementation
route planning

strategies

insetting

offsetting

How to strenghten a connection?

support

follow ups

— relationship-building

— calls

meetings

conferences

— present case-studies

pre sale

— support during sale

after sale

~ human interaction

[— customer service

— negotiation

framing shared values



color-coding
Suggestion prompts highlighting environmental impact

present impact facts

add note recommended for .. ——————— Present sustainable options as defaults
Remove frictions
change the choice environment
comparison
> analytical tools
predictions
pie
bar charts
Make it easy
lines
compare visualisations
> footprints
progress

maps

eco-icons

scenarios
> infographics
stories

emission reductoin

Customized recommendations

personal impact tracker

setting personal goals

smart

customized visuals

email updates

personal (sustainability) profile

quantity

time

targets

Adjust variables.

fuel types/mixes
Fuel adoption Scenario Simulations

costs

goals

financial
reduction overtime Show impact

impact score

visual
>— Provide feedback
text
Fuel comparison Tool

% of goals achieved show achievements
bench marking draw attention
emissions
infographic How can subtle cues > impact calculator
> visual and prompts encourage costs

interactive tools
- users to choose green nudges
color-coding R
sutainable fuel options goal setting How to..
over conventional ones?
" Create engagements
positive framing
Interactive timeline
(CSR) Goals
: show (regional) impact
Achieving emission targes emissions
make it attractive show fieet!
Interactive map
show routes
(long term) Costs/ savings
show fuel availability
ROI Highlight benefits
clickable graphs /charts
contractual savings.
analyze and recommend data
financial
hedging
Sustainability advisor
market y
savings
forecasting
no Penalties
fuel enquiries
smart nudges
questions inteactive chatbor
Al Support.
Exclusivity . P
guide
Highlight other's accomplishments > make it social .
agen
convey with industry leaders "
advisor
roles
Early adaptor services i
coac
onboarding services/deals for X period S—
reminders make it timely pedses
scarcity certificates
lovsle sz

urgency




badges

certificates
levels rewards

tokens

unlock features

progress tracking

indsutry leaders
regional departments > benchmarking
similair companies
short term goals
long term goals > challanges
scenarios

Gamification

Immediate incentives
Real time feedback
automatic calculations
Visualiation impact over time
presenting standard options/ prefilled info lowering effort Self-driven tools
rewards
milestones
carbon tracking
> incentives
financial incentives
default settings that favor sustainable options

visual cues and indicates that guide low carbon choices

low intervention choices How to enable autonomous engagement? /
notifications for positive impact
nudges for re-engagement
in decision-making process
user-friendly intergation in exsisting workflows
using common language and metrics
set and alter own goals/targets
autonomy
possible on their own
sharing
insights

saving




Brainstorming questions to answer based on calculation tool and simulation tool

for scenario A

Branches
(categories)
for
scenario A

vV

things that should
be considered
during ideation

1) input an
calculation

What
input?
(required
and extra)

Level of
accuracy?

How to
input?

guidedance?

Level of
effort?

Level of
detail?

d 2) Output
mvP Level of
extra can be e
ideated on )
Ideation Level of
and Test effort?
What output?
prototype minrecired
and extra)
Ideation Short
and Test termvs
long term
Should be low. .
Ideation v['::i::ls
and Test
Not too much,
but should s

provide value.
set and test

! for this time frame focus on Minimal
required parts.

calculation
to0?

Branches are elements that need to be considered for
development for scenario A

3) functionalities

Not too much,
but should
provide value.
setand test

Should be low.
Ideation
Test

MVP
extra can be
ideated on

Ideation
and Test

Ideation
and Test

Baseline

What output?
(min required
and extra)

Ease of
use?

Level of
effort?

MVP
extra can be
ideated on

Should be low.
Ideation
and Test

Should be low.
Ideation
and Test

HVO at certain location(s) or with others

With book and claim

idea to first work out the "BASE" and work
further from there.

Support traders with a simulation dashboard that autonomously engages maritime fuel decision-
makers in the assessment of sustainable fuel options, by providing clear insights into simulated data
(costs and emissions outcomes). The dashboard enhances engagement by integrating attractive
behavioural stimuli throughout the deal-making and the relationship-building process between

parties.

Based on the

answer

Main questions

Howtotackie
question fo Phase.
pe

vision

deaton

I formed main questions to
Wowante  Howomowe  What —
3 W il What s
e S tonsy | metrics? b

(autonomous)

engagement

What (data) U538 Of
to engage functionalities

on? conveying

~— insights
frequena?  Consider

fon o )
Tlmll'lg. Consider
Wnat benavors

or milesones

snouldrigger

autonomous

engagement

Howto  Ideation
motivate?  gnd Test

Short X
termvs  Consider
long term

Presented insights

What output?
(min required
and extra)

Visual vs
textual
or both

Message
to
convey

Relevance
and value
of insights

Priorization,
placement?

Clarly,
simplicty text
(langusge

Additional
information
required?

MVP
extra can be
ideated on

Ideation

and Test

Ideation
and Test

Consider

Consider

Ideation
and Test

Ideation
and Test

Main questions

Howto tackle
question for Phase
A

Behaviour stimuli

Core Motivaation
Communicating:
Cost and emission
savings

what

type of
stimuli?

When?

Effectiveness
of
framing/prese
nting metrics

Howcan the.

Ideation (-

Howto provide
Fwha o, dear
nd accessile
doa nsights?

FEULEU intergation Relationship forming

Targets, scope

What to d obligati
i and obligation
inform? N g.
and timeline How does it
enhance
: . relationship?
Howto |n (time)line [
show  cpart
|nlegrate R —
integrate additional
features that enable
trust building,
collaboration and
‘communication
What e ‘what behaviour
fuel What stmuland shmuh(:n
options? ~ Mmetrics? per stoge? sustanable

v

big mindmap
show on miro

The tool most
likely already
does

automatically.

can be Ideation
and Tested



Ideation session branch 1 . . ) o )
forming 3 usage scenarios increasing in detail and accuracy

In this scenario user only need to fill in a little bit of

3 i information, a lot is set and estimates are given
Questions 1. Essential f g
start, qUiCk User input fields:
. view insert Average Fuel consumption (per month or year)
1) input a nd 4 HVO Blend % - set on standard for example 30
calculation

Assumptions or invisible input data:
- average market price

.What MVP - baseline emission factor to compare with
( ""PL_“?d extra can be + Industry averages
require

andextra)  jdeated on

Levelof  |deation
accuracy?

and Test
28
et Enhanced and
: Brotetype modgrate
input? Insight
_ Ideation
guidedance?
and Test
Should be low.
Level of deati
effort? eation
and Test
1 | of Not too much, 3. morein
evel o ¢ i
but should depth/advanced

detail?  provide value.
set and test




Appendix G



Envisioned Scenario 1: Network event - impact: brief
interaction to foster initial interest and plan next meeting

1) First Informal Contact

Traders meet a prospect, a fleet or oparations manager, at a networking
‘euent. They have an Informal conversation, exchanging industry

challenges.

Key action

Touchpoints

Decision points

Obstacles

Opportunity

Intaraction Flow

Tnput metric

Qutput Meric

+ Starting a conversation

Network event, Personal contact

Decide whether the prospect is relevant

- Rapport building about prospects
challenges and needs

Open-minded, Uneasy
Potential disintrest, distraction by others
+ Establishing inital trust
Building interest to continue the.

conversation
+ Early opportunity to discuss relevant topics

vision and design
oais

Data Insights

Provacations?
Howmight we
adress user needs?

Design i feature
deas

Evatuation
criteria metrics 10

. building

early
trust

+ How can we make the prospect feel

comfortable, take the time and share his
challenges?

o b

+ Measure initial interest through

2) Identifying Interest Areas 3) Introduction of the Tool

This s where the trader informs the prospect abaut his tacl, which would
Now, the trader takes the discussion on a more strategic path by 2sking

4) Quick Demo

Sensing the prospects Interest, the trader quickly fires up the tooi on his
hon

be able to provide information about reductions and cost hrough

the prospect about his feelings in relation to emission regulations, the advancad ser with the identified areas of

through how

. The prospect is
Feduction and biofuels - but at the same fime, he wants assure profitabilty,

interess, In the interest of this, business cards get exchanged. The trader
has added a QR cade to his card to directly ink to his profie, the tol, and
the company's website for easy access to al the information.

Introduce the Tool
Share business card with QR code

+ Exploring prospects interest in emission reductions,
regulations, renewables and costs insights -

Conversation, Targeted Questions Business card, Phone, Secial link page, Tool
- 1s the prospect interested to talk about the tool?
- Does the business card et exchanged and scanned?
+ Does the prospect open the tool after scanning?

+ Decide level of interest and need for emission and costs
insights that come with renewable fuels.

- Simple, accessible, trustworthy and engaging way to share

+ feadback fi
eedback from prospect and view the tool independently

Interested Excited
Loosing the card, Relevance and need for the tool, Abilty to scan 3

No averlap in interests, limited time, sceptical prospect
v prcaprose: QR code

+ Creating a link between prospects challenges and
for cost-effective sustal

g

Quick nd engaging access that enables self-expl

He explains how the (ool
aligns with regulatory goals and can create personalized scenarios to give
spedific insights, The prospect shaws clear interest in a follow-uip meeting to
discuss business solutions.

+ Trader shows or helps with a live demo
+ Enter test data
+ highlight & explain autput

Phane, Demo, Tool

+ Does the prospect want a demo of the tool?
- Dogs the 1ol provide value?
+ Does the prospects want a second meeting?

+ Clear awell-

of savings and
considered chaice and see value
- Easy, quick and relevant experience

Concentrated
Prospect may have doubts about the tool, actual benefits and ROI,
Time and interest

+ Live demo can convey value of the tool and promote adoption
and understading
. and trust

be offered

+ Generate interest by adressing strategic points

 leverage sustainability obligations and provide strategic value
for this

sharing by the QR code.
Ability to attracti
choices with concrete benefits

Step 1: Trader shares business card with QR
Step : Prospects scans QR code with phone

- Step 3: A social link page shows up wilh quick acces ta savings the
trader as a contact, the website and the toal
Step 4: The prospects clicks on the taol

. + scanning QR - leads to to soclal link page

- direct links to contact saving, company website, and the tool
page.

* QR code encourages autonomous engagement by giving
prospects access to more information and functionalities

+ Byspesking about the tool's USPS and offerings the prospects
shows engagement and scans the gr code.

+ QR code and business information increases trust and
communication

+ Because of the tool the trader already knows what is
interesting to discuss and can easily form a valuable and
intersting conversation

+ Discussing targeted topics enhances engagement and the
relationship

- Gain early insight into prospect needs and strategic goals

+ What if the prospect received immediate, easy-to-understand
insights on emission reductions ac the very first touchpoints?

- What if the first interaction didn't require any explanation
from the trader?

+ How can we steer the conversation so that the prospect wants
10 talk about emissions and fuels and has interest in
offerings?

Lomer effort
Letalsean ‘ :
Audio QR <odewith First T
e Wi T opening e
ot OBEINg quickscw  experience ' aetkied e

- Count how many times the qr code is used to view the toal

Assumptions

Hypothesis

1.1 The prospect is willing to have informal
conversations about the industry and
challenges.

1.1 By mesting the prospect in an informal
setting, the trader builds trust that s essential
for further discussions (about sustainability).

- Engagement Measurement and wilingness to provide input
for - Rrequency of using the tool

3.1 Prospects are more likely to explore the tool if quick access

2l 2 is interested in issions an
2.1 The prospect is interested in reducing emissions and costs Such 35 & OR cod s available,

2.1 The trader's questions enable the praspect to explore their
interest in emission reduction and cost efficiency.

2.2 Specific questions regarding sustainability emission reduction, > USIN QR code makes the prospect more ikely to explore the

- Test data from the prospect can be carried out to <reate realistic
scenarios and better understand possible impact

+ The trader can easily summarise and display the results of the
calculation, highlighting the most important savings, benefits
and progress towards the EU FUslEU target.

Interaction type: Quick sean
Step 1: Trader enters the average fuel consumption (MT) per vessel or for the
entire fleet and set fleet size.

Step 2: Trader selects the % Fuel Mix (HVO), for example 10%, 20%, 0%, or
100% H0, to include the share of sustainable fuel in the celculations.

Step 3: The tool automatically calculates the expected CO; savings, cost
sauings based on the entered data and the selected HVO percentage,

Step a: The tool presents the results n visual elements such as progress bars,
graphs and the speciic % towards the EU FuelEU targer, showing how the
chosen. compliance and through

Kls.
Step 5: The trader can simulate different scenarios by adjusting the HVO mix
percentage, allowing the prospect to see how higher or lower HVO usage
rates Impact €O, and cost savings, as well as progress towards EU FuelEU

Inserted by user:
+ Average fuel Consumption in MT or CBM per vessel or entire
fieet per period
- fleet size
+ % Fuel Mix (HVO)

Inserted automatically
- Emissionreduction factor for HYO
- Baseline emissionfactor conventional marine fuel
+ Cost savings factor
- Baseline fuel costs

+ €02 Savings per KG in total

- % towards the emission goals
- Estimated cost savings

+ Fuel quantity

+ Live demo lets prospect experience how tool supports
compliance and savings, which strengthens engagement and
the relationship and facilitates further autonomous use

+ Tool shows how achieved reduction contributes to compliance
with EUFUEL Maritime targets depending on HVO use.

+ Insight into total CO2 savings

+ Costsavings

+ Progress towards emission targets with a variable fuel mix for
realistic scenari

+ How do we make the demo attractive enough to keep the
prospect interested and move them to action”

-+ How do we make the dema relevant enough to present valuable
insights?

+ How can we set the HVO mix percentage so that the prospect

can explore different fuel scenarios with minimal input?
g
o HVOmixsliger  MoResbar STEELS
Sy || endmnee || S | et
SRi— fuel and fleet " i ormpla
=T Cearkpraana S
o siders) Benefits i

-+ Feedback on interest in follow-up appointment

+ Clarity and relevance of data presented

+ User Engagement and Ease of Use of the taol

+ User feedback on speed, simplicity and flexbility of the tool;
level of prospect interest in further exploration based on % HVO
mis,

4.1 The trader feels supported in the sales process because the ool
communicates the benefits of HVO use in an intuitive way.

4.2 The Quick Scan is intuitive and requires minimal training,
allowing the trader to easily use the tool during client calls without
technical support o P
actionable results to the prospect
4.3 The trader feels supported in the sales process because the tool
communicates the benefits of HVO use in an intuitive way:

44 The simplified input options (average fuel consumption, number
of vessels, b HVO mix) are sufficient to get relevant results.

4.5 The trader considers the Quick Scan as suitable for a first
impression, with the possibility to perform a deeper analy:
when more time is available.

P )

Jater

4.1 The prospect s mare likely to seriously consider sustainable fuel
options if the Quick Scan clearly and quickly shows the potential CO;
and cost savings.

4.2 The simplicity of the Quick Sean also increases productivity by
quickly providing actionable insights, allowing the trader to have
better customer conversations.

4.3 The trader can involve clients in sustainable options more easily
and quickly by using the Quick Scan.

) themselves, which
profitability) increase the chance that the prospect will show too) themselves, which promotes

interest in discussing further sustainable offerings

a4 in the Quick Scan make it easier for the trader
10 present complex emission and cost savings in an understandable
way, which increases the chance of a positive customer response
as5h prospect and
increases the chance of a follow-up appointment.

4.6 The ability to simulate different scenarios empawers the trader
to present more tailored solutions, strangthening their position as
an advisor




Envisioned Scenario 2: Cold Calling - impact: brief interaction to introduce tool and strategy,
gather data, and email tailored insights to deliver value and build interest for follow-up meeting.

1) Kickstarting a cold call

Atrader calls a cold prospeet, greets him, and intraduces himself and his
company: a glebal bunker supplier specializing in HYO, He mentians that
they help shipping companies reduce fuel costs and emissians, "I thought
this might be relevant grven the industry's standards to reduce aver the
years” he adds. He gauges the prospects interest and hopes 1o keep the
call going to explore how their services might be beneficlal.

+ Trader calls the prospect
Key action -+ intraduces himself, the company and the
offerings

Phone call

Touchpoins

+ Prospect decides whether he is interested in
further information

« Ashort, powerful pitch to explain the

Need benefits of HYO and gain the prospect's
imerest.
Feelings Light tension, Hopeful
Patential disintrest, A bad introduction cauld
Obstacles potentially make the prospect hesitant or
skeptical
Establishing inital trust
. Building interest to continue the
Gppartunity

conversation
Early opportunity to present HVO benefits

Interaction Flow

Input mecric .

Output Metric .

building: , early
trust

wision and desian
goais - view on the toal benefits

Data Insights .

- How can the trader communicate the
benefits of HVO in a short and powerful way
to convince the prospect?

- How can the first impression be designed in
such away that the prospect wants to
continue the conversation?

Provosations?
o might v
adiess user nesds?

Highligha Short Susgest rwemsnt

incromuctory izt wd

Design / feature text ShOULFVO S
s ko [ G
audcator: etots ot

Number of canversations where the
prospect continues the conversation after
the introduction.

Percentage of cold calls where the prospect
discusses the benefits of the taol

Evaluation
ericerta metrcs (o
sk and valdate

1.1 The prospect will be willing to listen to the
benefits of HYO if they are introduced briefly and
relevanty.

12 The trader can effectively convey the benefits
of calculation tool to the prospect.

Assumprizns

1.1 The prospect will be more likely to engage in
the conversation if relevant HVO benefits are
mentioned quickly

1.2 By introducing the benefits briefly and
concisely, the trader increases the likelihood that
the prospect will continue the conversation.

Hypothest

2) Gathtering input data

Seeing that the prospact s stll on the line, the trader takes the opportunity
1o dive 2 bit deeper. He briefly explains haw their company can provide
insights into potential savings from emission reductians and costs when
purchasing HVO fuel from them. He asks some of quick questions to get
sense of the praspect’s current fuel sewp which he puts inthe tool during
the call,

+ The trader asks short questions about the prospect's fuel
consumption and fleet size and enters this tata directly into
the tool.

Phone call, Data entry in the tool

- Decide level of interest and need for emission and costs
insights that come with renewable fuels

- Trader assess given input by the prospect and advices if
needed

+ Simple input options to quickly enter relevant prospect data
inta the tool

Goal orlented, Concentrated

No averlap in interests, imited time, sceptical prospect, The
prospect may be hesitant to share information or does not know

- Generate interest by adressing strategic points

- Leverage sustainability ebligations and provide strategic value
for this

- Acquiring relevant business information

Interaction type: prefilling shareable scan
Step 12 The trader asks the prospect for an estimate of the
average fuel cansumption per vessel or fleet and fleet size and
insert this in the tool.

Step 2: The trader discusses the desired HYG percentage in the
fuel mix with the prospect and quickly selects an HVO mix
percentage via a slider in the tool for a visually clear input
indicating how much volume this corresponds to

Tnserted by user:
+ Average fuel cansumption (MT) per year - input field,
autosuggestion sector averages
+ Fleet size (number of ships) - input field, sector averages.
autosuggestion-
+ HVO % Slider

Inserted automatically:
- Emissionreduction factor for VO
« Costsavings factor
+ Baseline emissionfactor conventional marine fuel

« Because of the tool the trader already knows what is
interesting to discuss and can easily form a valuable and
intersting conversation

- By asking questions and collecting data, the trader
demonstrates his expertise, engages and creates a personal
connection

+ The trader can quickly enter basic informatian, leading to
efficient interaction and a strong first impression of the taol.

- The simple input options allow the trader to quickly generate
insights during the call

« First estimate of basic data

+ How can we make the tool simple enough so that the trader
can quickly enter basic data and gain valuable insights?

Simple

it s Cleartiels HVO %
":“"" "‘”":"_" ininput N
L i slider
Ear T

+ Engagement Measurement and willingness to provide input
(for personalized scenarios)

+ Number of prospects willing to share data during the first
conversation.

+ Time required to enter basic data and generate insights.

2.1 The prospect is Interested in reduting emissions and costs
2.2 The prospect feels comfortable sharing some basic
information for an initial evaluation,

2.3 The data obtained Is sufficient to make a first impression about
HVO benefits.

2.1 The simplicity of entering data encourages the prospect to
share (more information.

2.2 Specific questians regarding sustainability temission reduction,
profitability) increase the chance that the prospect will show
interest in discussing further sustainable offerings

2.3 The trader can enter basic information quickly, leading to
efficient interaction and a strong first impression of the tool with
the prospect, increasing the likelihood of Further interest in
sustainable fuel options.

2.4 Using auto-suggestions for fuel cansumption increases the
trader's confidence when the prospect needs advice and reduces
the time required (@ enter the data.

3) Presenting Insights

After the sample data Is entered, the trader can quickly see and tell tha key
highlights through the toal, He shares these insights with the prospect,
highlighting hew this tool and strategy can have a sustainable and
financial impact and can provide insight into consigerations for meeting
future emission reduction targets. He sees that the prospect s interested,
but notyet fully convinced.

+ Tool shows key insights
+ Discussing insights

Phone call, Visual and textual tool feedback

+ The trader checks whether the prospect shows Interest in the
insights

+ The trader tries to determine the value the insights have for
the prospects

+ Clear, visual and textual insights that allow the trader to
explain the benefits of HVO and convince the praspect.

Hopeful, Assured

Relevance and need for the insights, The prospect may not show
complete conviction right away

- By providing early insights, the trader profiles himself as a

knowledge partner and not just as a seller, which strengthens

the relationship.

Ability to position sustainable aptions/insighst as attractive

choices with concrete benefits

+ The tool supports the trader to have the canversation with
convincing data, tailored to the neads of the prospect. This
swrengthens the credibility of the trader 25 a rellable partner.

+ Increasing insight into sustainability, promote decision
making.

Step 1: The tool shows a visual overview of the calculated results,
including CO; savings, cost savings, and progress towards EU
targets, displayed with graphs, KP1s and progress bars for clear
insight into the HVO benefits.

Step 2: The trader briefly explains to the praspect what these
initial insights mean, with emphasis on the potential savings and
the effect of the chosen HVO mi, which he can easily read from
the ol

Step 3: The prospects would fike to make some volume and
blendmix adjusments and gain insight into this. The trader
adjusts this on the screen and the results are automatically
updated,

Step d: The trader discusses with the praspect the different HVO
scenarias and how it can benefit both financial and environmental
goals. This ean be quickly adjusted with the tool

Inserted by user:
+ HYO Mix Percentage
- Volume Adjustments

- €O, savings (in kg { %)

+ Total HVO Fuel quantity (CBM / MT)

+ Cost savings (€ /%)

- Progress towards EV targets (%)

+ Visual representation with graphs, KPIs, progress bars

= The clearly presented insights strengthen the trader's
advisary role and create prospect confidence.

+ Visualizations and KPIs make the impact of HVQ on
sustainability and cost savings concrete and make it easy to
gain Insight and communicate,

+ The tool shows how the chosen HVO mix can contribute to
achieving EU emission reduction targets.

+ How can we make the visualizations and KP1s clear, so that the
trader and prospect can easlly understand and communicate
the results?

+ How can the tool provide relevant insights that highlight
sustainability and financial benefits?

Vsl progress [r—

) Prefilled Demo

The trader saves the results of the tool, which £an now be emailed directly to
the prospet, allowing him to captura the prospect's comtact information and
establish a clear Ine of communication for follow-up, The prospect loaks
forward to recsiving the insights and the trader fess positive about t
relatianship they have built a5 he is able 1o effer value and professionalisim
through the tool which sets him apart from others.

+ Save results as summary
+ Prepare summary for email

+ Send emall with results to prospect
+ Record prospect contact details

Phone, Tool, Email

- Does the prospect want a saved result >
+ Does the taol provide value?

- Does the prospect want to share his contact details?
+ Does the prospects want a second meeting?

- An email function to quickly save and send the resuits, so the
trader can follow up with the prospect and leave a geod
pression.

+ A clear and professional result email template

+ Place to store contact details

Positive, Hopeful

The prospect may ignore the email or not receive it, The prospect
does not want a follow up

+ Sending a personalized summary helps the trader to

demonstrate his exertise and establish contact for further

communication (Relationshipbuilding and trust)

The trader can easily summarise and send the results of the

calculation, reporting the most important Insights.

- An email with personalized insights gives the prospect the space
to independently reflect and reach aut for follaw-up and the
trader tools to do this easily

Stap 1: The trader saves the calculated results n the t9ol, ncluding €0,
savings, cost saings and pragress towards EU targets, These results are
stored uniquely for the client and the trader enters the contact details of the
prospest.

Step 2: The trader sends the personalized summary by emall o the prospect
via the save button. The emall lso contains a short explanation and an
invitation for further communication and a link to the tool with the saved
Input for the prospect to explore further

Step3: The trader an see afterwards whether the prospect has received the
mall and used the tool

« Email and contact informat

- Sentsummary email to prospect
+ Confirmation that prospect received email

-+ Link to tool with saved data for further explaration by prospect
+ Tnsightinte prospect usage of tool

+ The summary nudges the prospect to autonomously expe
how the tool supports compliance and savings, which
and the ip and facilitates

further autanomous use
- By sending a summary by email, the trader leaves a good
impression and Increases the chance of further communication

- Saveable and shareable overview of key data Insights, Instantly
available in a summary email with a link to the pre-filled tool

+ How <an the email summary be made attractive to encourage
the prospect to make follow-up contact and try out the tool?

- How can we motivate the prospect to actively use the tool after
the email has been sent?

bar owards. 5 ; orcomparng [ttt
risgos  mawiebmels e ccmans s

targas todzary  inmenwalyond e mies e
o Gt veBle. e pe=ienee

- Positive response from the prospect ta insights presented

3.1 Visual graphs elements and KPIs help the trader to understand
benefits quickly and easily.

3.2 The trader sees the value of the tool in the canversation and
uses it to quickly discuss selling points,

3.1 The visual representation of CO; and cost savings helps the
trader to convey complex information simply and quickly,
increasing the likelihoed that the prospect will immediately
understand and appreciate the benefits of HVO,

3.2 The ability to customize real-time HVO scenarios allows the
trader to respand to prospect questions and interest, increasing
the likelihoad of a positive impression and further interest in
sustainable fuel options.

vt an el Persenstied  Sectionin the
l\nw-r:'.‘: Email with shorteut for
e E=h ccess scheduling an
Input for cortacr Storiesand  appointment
decails reminders Testimenial

- Percentage of prospects who open and read the summary, and
click the tool

- Number of prospects who show interestin a fallow-up
appointment after the email.

+ Number and times the tool has been used afterwards.

4 An email summary reinforces the impression that the trader is
providing professional and valuable advice, which encourages
interestin a follow-up appointment.

4.2 The email sSUmmary 5upports the prospect
making.

4.3 The summary contributes to a positive experience by making the
information process seamless and efficient, allowing the trader to
spend mare time on relationship building and advising

urther decision-

4.1 Sending the results creates more confidence in the trader and
the tool, which can lead 10 a follow-up appointment.

4.2 The ability to easily share and save the summary helps the
prospext review the results, autanamausly Increasing the likelihood
that the prospect will independently decide on a sustainability
initiative,

4.3 The trader can involve clients in sustainable options more easily.
4.8 Providing the prospect with a link to a demo version of the tool in
the email lowers the threshold for trying out the tool independently,
helping the prospect feel more comfortable with the insights and
possibilities.




Envisioned Scenario 3: In-Depth Meeting - impact:
customized tool insights, and plan trial supply

Presentation to build t

rust, showcase

1) Warm Welcome & Agenda

The trader greets the prospect and his sssociate in the conference raom,
wihich hias.a big screen for their presentations. He outlines the agenda: a
company and service walkthrough followed by an in-tepth tool
demenstration (o ilustrate the emissions reduction, esL savings, and

FuelEl

Key action

Touchpeints
Decislon peints
Neod

Fesiings

Obstacies

Oppertunity

Intaraction Flon,

Input metric

Output Metric

Impact reqarding
vision and design
goals

Data Insights

Provocations?
Hewmightwe
adiress user necds?

Design  feature
ideas

ritaria metrics
testand validate

Assumptions

Hypothesis

+ Welcome prospect and colleague
+ Presentation agenda
+ Company introduction

Physical Meeting, Presentation screen

- Clear company introduction, time,
Presentation screen

Curiosity, Openness

time issues, personal connection, technical
issues, information overloat

+ Establishing inital trust
- gauge interest
- Astrong impression

+ How can we make the prospect feel that this
ool is uniquely valuable to their industry and
business goals?

+ Level op interest and attention of attendees
- feedback

+ Prospecticompany is interested in
susteinability and cost efficiency,

- By emphasizing the relevance of the tool
early an, the prospect is more ikely to
seriously consider usmg the tool and
fecomes mare engay

+ By briefly stating the nurpose and benefits of
the toal, the prospect can more quickly
understand hiow the demonstration
contributes to their business and compliance
goals.

2) Collaborative Data Entry

After the nsitians into the tool

3) Presenting & Adjusting Key Insights

nceth dat has been anare the ol quickly and ey s an

The amalyst sits alangsid the prospect in front of the presentation screen,
and together they enter fleet specs Into the tool, including parameters like

overview o The trader can easily
see and tell the key insights. Based o the resul us, he explains hew HVO can
be used ta allign with FuelEU Marltime and achieve their emissions and cost

vessel type and fuel usage. Technically, it an easy process,
prompts and motivatienal eues t keep them engaged as they complete
ach field. This joint participation not only tallars the insights but also.
strengthens their relationship through the shared experience.

+ Trader and prospect enter data together
+ Specify vessel type and fuel consumption
teractive prompts in the tool

Laptop, Presentation Screen, Tool

* Traderdacides nhether he prospect s spen cnaush (03 et
Gata entry to encourage interaction and t

- Interactive prompts and visual feedback, clear the data entry
fields to keep the prospect closely engaged

Invalvement, Collaboration

Prospect may feel reluctant to share data or may not see the value
ool

+ By involving the prospect in the data entry process, the trader
can demonstrate how simple and intuitive the tool works,
which builds trust.

Step 1: The trader and prospect enter the vessel type into the toal,

choosing from a list of commenly uised types relevant to the

prospects fleet.

Step 2: Next, they enter the average fuel consumption per vessel

or for the entire fleet and flaet size, with the option to see
uicielines and suggestions for industry standard consumption

values,

Step 3: The trader sets the desired HVO mix percentage via a

siider (for example 10%, 20%, 505, or 1008), whereby the share of

sustainable fuel (in MT) is immediately visible,

Inserted by user:
- Average fuel consumption (M) per year - input field,
autosuggestion sector averages
- Fleet size (number of ships) - input field, sector averages,
autosuggestion-
- HYO % Slider

Inserted automatically:
+ Emissionreduction factor for HVO
- Costsavings factor
+ Baseline emissionfactor conventional marine fuel

- Share of HVO (in MT)

+ Jointly entering data promotes relationships and increases
engagement

- Visual feedback and prompts during data entry keep the
prospect active and engaged in the process,

- Collaborating on data entry creates a shared experience that
builds trust in the trader and the tool

- Expected HVO quantity
- speculated data suggestions

- How can we make data entry 50 easy that it encourages trust
and engagement with the prospect and trader?

e | vemoybmn | Smart auto
e e SUBgEStion
— e Data-
o Input
Virtual - &
Gamified
i, é eedback on
. input (7
visualizer immediately

+ Level of ease, speed, engagement and collaboration of data
try
+ Feedback on clarity of prompts and interface.

+ The prospect findis it enjayable and helpful to-do data entry in
a collaborative manner, which builds trust.

+ The prospect has  basic understanding of their fleet data,
suich as vessel type and fuel consumption, and can easly
share this data with the trader during the demonstration.

- The tool's interactive prompts and auto-suggestions help
prospects understand industry standards and provide
confidence in the accuracy of the data entered.

+ The prospect feels more invalved in the demonstration
through the joint data entry and wil therefore be more open
to discussing sustainable fuel options such as HVO.

+ The prospect appreciates the clear and intuitive entry process,
which helps eliminate complexity and facus on the benefits
that can be presented quickly.

+ By entering data together, the prospect wil feel more involvedt
and will have more confidence in the tool and process.

- Invlving the prospect in the data entry process wil inerease
trust in the tool as the prospect sees how the data is instantly
translated into relevant insights.

+ The auto-suggestions and sector default volues increase the
accuracy of the entered data, resulting in more realisic ancl
convincing calculations for COp and cost savings.

targets.
adjusts on the spot by adjusting some variables. The tosl immediately shows
hosw different cholces Influence the results, This interactive experience

confidence in both the tool and the trader's expertise.

- Tradler presents calculated insights on cost and emission
reduction

Adjust scenarios at the request of the prospect

- Tool immediately shaws the effect of each choice

Laptep, Presentation Screen, Tool

+ The trader notices whether the prospect has confidence in the
tool, finds input and scenarios valuable, and responds to this.

- Direct, clear presentation of (scenaric) resuits with the possibility

of agjustments

Conviction, trust

Prospect may have doubts about the applicability of the insights to
ir situation.

+ By directly ajusting the results, the prospect gains real-time
insight into the flexibility of the tool, value of HVO and learns
how to use the tool

Step 1: Alter pressing the calculate button, the tool automatically
calculates the expected CO savings, CoSt savings and progress
towards EL targets based on the entered data and the HVO
percentage.

Step 2 The results are presented clearly in visual elements such as
progress bars and graphs. The trader can now discuss with the
prospect how the chosen HVO mix cantributes to compliance and
shows possible benefits by means of KFLs

Step 3: I desired, the trader adjusts the HVO mix percentage to
simulate alternative scenarios, with the tool updating the
caleulations immediately, This gives the prospect insight into the
impact of different HVO mixes on €0; and cost savings and lets them
discuss alternative scenarios.

Inserted by user:
+ Average fuel cnsumption (MT) per year - input field,
autosuggestion sectar averages
- Fleet size (number of ships} - Input feld, sector averages,
autosuggestion-
+ HYO % Slider

Inserted automatically:
+ Emissionreduction factor for HVO
- Costsavings factor
+ Baseline emissionfactor conventional marine fuel

- €O, savings (in kg /%)

+ Total HYO Fuel quantity (CBM / MT)

- Cost savings (€ /%)

+ Progress towards EU targets (%)

+ Visual representation with graphs, KPIs, progress bars
- Scenario's (alternating/comparisans?)

+ Flexible scenario options clarify the benefits of HVO and
contribute to stimulating sustainable choices, as intended in the
cesign uision

. that
encourage the prospect to consider homw HYG can practicall
contribute to their goals

€0, and cost savings, compliance progress towards EU targets,
personalized for the prospect.

- How can we make scenaria adjustments even more attractive
and intuitive, 5o that the prospect himself wants to experiment
with different variabies?

+ How can the ool further align the bene

of HVO with the
prospect compliance and cost savings goals?

+ How can we further simplify the presentation of the results to
chieve maximum persuasiveness?

Benchmarking
Long term P insightcard =)
predictive. | | compiane || wiith ey
prognose insights / takeaways se[[ings
compartsons
Eco
Integration
Highiigh
e score/ P —
badges testimonials

- Number of scenario adjustments requested by prospect,

+ Measured understanding and respanse to the insights
presented

Appreciation of immediately visible impact by the prospect.

- Visual and customizable insights help the prospect see HVO as
an attractive option

+ The trader trusts the tool as a visual aid that makes it easier to
explain the benefics of HVO clearly and convincingly.

- The ability to immediately adjust scenarios gives the trader more
flexibility in the conversation, which helps to respond to specific
questions from the prospect and show and convey the impact of
the alternations. It makes the trader feel mare flexible and able
torespond better

+ The tool removes the need for the trader to perform detailed
calculations manually, allowing him to focus entirely on building
the relationship and advising the prospect.

+ Instant scenaria adjustments make the tool credible and
strengthen the prospect's confidence In the reliabllity of the
insights.

+ The tool increases trader productivity through an intuitive

interface and real-time feedback, allowing him to provide

insightful answers quickly

The isuals and KPIs in the tool make it easier for the trader 10

convey complex information such as €O and cost savings in an

understandable and convincing way 1o the prospect

account, which the trader

) Saving and Next Steps

Atterreieaing thecustomied scenarios, he ader saves the resusina
th

ey
Iy look aver later ar pass aleng ta their tearm. The trader suggests a trial
oo for YO foe 20 Foomap mecting t assess e ary resuls The il
gives the prospect a chance ta see proven impact and results. With these
personalzed insights in hand, the trader leves the mesting feeling good.
They've built 2 solid connestion and proven the tools real value, making it key
plece in the prospect’s journey teward sustainability.

- Trader saves the results
+ Sending a clear surmmary by email

- Proposing a trial period for HVO

+ Scheduling a follow-up meeting 10 evaluate the results

Laptop, Tool, Email, Email Template

- The trader decides whether the prospact s ready for a trial period
and follow-up meeting

+ A shareable, clear summary and a concrete propasal for next

steps to further guide the prospect with links to the tool for
further exploration,

Positive, Metivated

Prospects may be hesitant to commit toa trial
rom previous users or confidence in the insights.

out tangible results

+ Continued stimulated interest

+ Autonomous and shareable after use

+ easier o convince the team afterwards

+ insights in usage and engagement afterwards

Step 1: The trader saves the calculated results and contact detalls in
the tool. This data is automatically summarized in a clear, visual report
for sharing via email,

Step 2: The trader includes options in the email for a follow-up
conversation, suggestion date and a trial period with HVO fuel, 5o the
prospect can continue immediately without further explanation.

Step 3: The trader sends the surmmary to the prospect via email. The
email contains a personalized message with a short explanation of the
results, an inviting call-to-action to explore the tool further; and a link
10 the saved scenarias.

Step 4: The trader receives an automatic notification when the
prospect opens the email and usage insights when the (ool is used

- Calculation results - CO, savings, cost savings, and progress
towards EU targets.

- Contact detalls - Prospect's name, email address, and any specific
details

- Follow-up options - Suggested follow-up call data and HVQ trial

option

Personalized message - Brief explanation of results and an

inviting call to action

Scenario storage - Saved scenarios in the tool, ready to share with

the prospect (personal account created)

- Visual Report - Summatize calculated results in a visual overview,
such as graphs and progress bars

Emall Open Notification

+ Tool Usage Insights

- Prospect Follow-Up Actions

<A ized summary and the
Prospact with Concrete e staps towards sustainabilty and
strengthen engagement. Without huge effort from the trader:

Summary of all relevant data insights that the prospect can later
consult and share with colleagues.

+ How can we design the email and summary in a way that
p the tool and

reach out?

+How can we design the summary and follow-up email in such a
way that the trader has to provide minlmal support, But the
prospect stil receives all the necessary information and
motivation for next steps?

+ How can the tool help the trader get immediate feedback on the
report sent and the prespects interest, 5o that the trader knows
when and how best to initiate follon-up contact?

ovnoaste  Reminders  Shere s
i atonfor  Incentives
o mail
Button to plen GECSIE CUGEiER Future
wal supplyor Acivty  optionsand jmpact goals
getincontac Desnboardfor - featuresin  timyjation
with trader theTrader  theTool elements

. 19 mail .

+ Number of follow-up appointments and trial periods entered into
after the meeting.

+ Feedback on clarity and usefulness of the summary by the
prospect and trader.

+ How can the tool help the trader get immediate feedback on the
report sent and the prospect'sinterest, 5a that the trader knows
when and how best ta initiate follow-up contact?

- A link to reinforce the
impression that the trader understands the prospect's specific
needs, increasing their engagement.

- The trader can rely on the tool to convey relevant

goal of clear and
data insights without the trader having to provide add
explanations.

+ The automated email with visuel summary and follow-up options
allows the rader to effcently and easiy suggest a ollow-up

i d strong

- The traders rol by
encouraging the prospect to independiently consider follow-up
actions through visual reporting and follow-up options,
minimizing further explanation and attractively increasing
engagement.

sights

+ The integration of avisual summary and clear KPIs supparts the
trader in compliance an
increasing the iikelinaod of a positive response from the prospect

- When the toal provides automatic feeclback on the prospect's
engagement and usage, the trader can follow up in @ more
targeted and effortiess manner.

+ By enriching the summary with an inviting call-to-action and
concrete options for trial periods or follow-up appointments, it
becomes easier for the trader to motivate the prospect without
active support
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Appendix H

3
TUDelft

Empowering Sustainable
Maritime Fuel Decisions

Designing a simulation dashboard that helps fuel traders to present sustainable
choices clearly, attractively and convincingly to shipping companies.

Gigi Bouman
Master Thesis TU Delft
Interview Introduction

Maritime Decarbonization

SECTOR CHALENGES

« Complexity of decision-making in sustainable fuel adoption.

« Regulatory pressure ( Fuel EUMaritime, IMO)

« Uncertainty regarding fuel options for vessel owners and dependecy on
fuel providers

RESEARCH INSIGHTS

« A big group of shipping companies expect to still use fossil fuel in 2030
and do not have an adoption plan for biofuel.

+ Fuel producers should deepen the dialogue with vessel owners to ensure
transparency on fuel options and demand and promote alternative fuels.

« To achieve more sustainable practices, parties should collaborate.

WHY THE EMISSION TOOL IS NEEDED

« To simplify the decision making process for bunkering biofuels.

« To stimulate collaboration, communication and transparency which is
needed for future decarbonization targets.

« Helping traders with effectively conveying the value and benefits of the
available options

« Position the company as a leader in driving decarbonization within the
maritime industry.
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3 Scenario's

Zooming in on: Forming a Business Relationship

Networking

Cold
Calling

Business
Meeting

Scenario 1

Network event - Quick Scan Tool

1. First Informal Contact

Traders meets a prospect, a fleet or operations
manager, at a networking event. They have an
informal conversation, exchanging industry
challenges.

2. Identifying Interest Areas

Now, the trader takes the discussion on a more
strategic path by asking the prospect about his
feelings in relation to emission regulations,
renewable fuels and fuel costs. The prospect is
interested in emission reduction and biofuels - but
at the same time, he wants to assure profitability.

3. Introduction of the Tool

This is where the trader informs the prospect
about his tool, which would be able to provide
information about reductions and cost savings
through the advanced services of the company in
line with the identified areas of interest. In the
interest of this, business cards get exchanged.
The trader has added a QR code to his card to
directly link to his profile, the tool, and the
company's website for easy access to all the
information.

4. Quick Demo

Sensing the prospect’s interest, the trader quickly
fires up the tool on his phone, enters some
sample data, and swiftly walks him through how
potential emissions and cost savings could look.
He explains how the tool aligns with regulatory
goals and can create personalized scenarios to
give specific insights. The prospect shows clear
interest in a follow-up meeting to discuss
business solutions.
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Scenario 1

Network event - Quick Scan Tool

<

1. First Informal Contact

Traders ontmoeten een potentiéle klant, zoals een
vloot- of operationeel manager, op een
netwerkevenement. Ze voeren een informeel gesprek
en wisselen uitdagingenin de sector uit.

2. Identifying Interest Areas

De trader stuurt het gesprek in een strategischere
richting door de prospect te vragen naar zijn
gevoelens over emissieregels, hernieuwbare
brandstoffen en brandstofkosten. De prospect
toontinteresse in emissiereductie en
biobrandstoffen, maar tegelijkertijd wil hij de
winstgevendheid waarborgen.

3. Introduction of the Tool

Op dit punt informeert de trader de prospect
over zijn tool, die inzicht kan bieden in
emissiereducties en kostenbesparingen dankzij
de geavanceerde diensten van het bedrijf,
afgestemd op de geidentificeerde
interessegebieden. Om dit verder te faciliteren,
worden visitekaartjes uitgewisseld. De trader
heeft een QR-code aan zijn kaart toegevoegd die
direct linkt naar zijn profiel, de tool en de
bedrijfswebsite, zodat alle informatie gemakkelijk
toegankelijkis.

4. Quick Demo

De trader merkt de interesse van de prospect en
opent snel de tool op zijn telefoon. Hij voert wat
voorbeeldgegevens in en laat in een paar stappen
zien hoe mogelijke emissie- en
kostenbesparingen eruit zouden kunnen zien.
Daarbij legt hij uit hoe de tool aansluit bij de
regelgeving en gepersonaliseerde scenario's kan
creéren om specifieke inzichten te bieden. De
prospect toont duidelijke interesse in een
vervolgafspraak om zakelijke oplossingen te
bespreken.

Scenario 2

Cold Call - Prefilled Demo

1. Kickstarting a cold call

Atrader calls a cold prospect, greets him, and
introduces himself and his company: a global bunker
supplier specializing in HVO. He mentions that they
help shipping companies reduce fuel costs and
emissions, “I thought this might be relevant given the
industry’s standards to reduce over the years,” he
adds. He gauges the prospect’s interest and hopes to
keep the call going to explore how their services
might be beneficial.

2. Gathering input data

Seeing that the prospect is still on the line, the
trader takes the opportunity to dive a bit deeper.
He briefly explains how their company can provide
insights into potential savings from emission
reductions and costs when purchasing HVO fuel
from them. He asks some of quick questions to
get a sense of the prospect’s current fuel setup
which he puts in the tool during the call.

3. Presenting Insights

After the sample data is entered, the trader can
quickly see and tell the key highlights through the
tool. He shares these insights with the prospect,
highlighting how this tool and strategy can have a
sustainable and financial impact and can provide
insight into considerations for meeting future
emission reduction targets. He sees that the
prospect is interested, but not yet fully convinced.

4. Prefilled Demo

The trader saves the results of the tool, which can
now be emailed directly to the prospect, allowing
him to capture the prospect’s contact information
and establish a clear line of communication for
follow-up. The prospect looks forward to receiving
the insights and the trader feels positive about
the relationship they have built as he is able to
offer value and professionalism through the tool
which sets him apart from others.
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Scenario 2

Cold Call - Prefilled Demo

1. Kickstarting a cold call

Een trader belt een potentiéle klant zonder
voorafgaand contact, begroet hem en stelt zichzelf en
zijn bedrijf voor: een wereldwijde bunkerleverancier
gespecialiseerd in HVO. Hij vermeldt dat ze
scheepvaartbedrijven helpen brandstofkosten en
emissies te verminderen. "Ik dacht dat dit relevant
zou kunnen zijn, gezien de steeds strengere eisen in
de industrie om emissies te verlagen," voegt hij eraan
toe. Hij peilt de interesse van de prospect en hoopt
het gesprek voort te zetten om te verkennen hoe hun
diensten van toegevoegde waarde kunnen zijn.

B

2. Gathering input data

De trader merkt dat de prospect nog steeds aan
de lijn is en grijpt de kans om wat dieper in te
gaan. Hij legt kort uit hoe hun bedrijf inzicht kan
bieden in mogelijke besparingen op emissies en
kosten bij de aanschaf van HVO-brandstofvia hen.
Vervolgens stelt hij een paar snelle vragen om een
idee te krijgen van de huidige brandstofsituatie
van de prospect, die hij tijdens het gesprek in de
tool invoert.

3. Presenting Insights

Nadat de voorbeeldgegevens zijn ingevoerd, kan
de trader snel de belangrijkste inzichten via de
tool zien en delen. Hij bespreekt deze inzichten
met de prospect en benadrukt hoe de tool en
strategie zowel een duurzame als financiéle
impact kunnen hebben. Daarnaast laat hij zien
hoe de tool kan helpen bij het nemen van
beslissingen om te voldoen aan toekomstige
emissiereductiedoelstellingen. De trader merkt
dat de prospect interesse toont, maar nog niet
volledig overtuigd is.

4. Prefilled Demo

De trader slaat de resultaten van de tool op, die
nu direct naar de prospect kunnen worden
gemaild. Hiermee verzamelt hij de
contactgegevensvan de prospect en legt hij een
duidelijke communicatielijn vast voor een vervolg.
De prospect kijkt uit naar het ontvangen van de
inzichten, en de trader voelt zich positief over de
relatie die ze hebben opgebouwd. Door waarde
en professionaliteit te bieden via de tool,
onderscheidt hij zich van anderen in de markt.

Scenario 3
In-Depth Meeting - Meeting Demo

1. Warm Welcome & Agenda

The trader greets the prospect and his associate in the
conference room, which has a big screen for their
presentations. He outlines the agenda: a company and
service walkthrough followed by an in-depth tool
demonstration to illustrate the emissions reduction, cost
savings, and FuelEU Maritime compliance impacts possible
when working together.

2. Gathering input data

After the presentation the trader transitions into the
tool demonstration. The analyst sits alongside the
prospect in front of the presentation screen, and
together they enter fleet specs into the tool, including
parameters like vessel type and fuel usage. Technically,
it's an easy process, with interactive prompts and
motivational cues to keep them engaged as they
complete each field. This joint participation not only
tailors the insights but also strengthens their
relationship through the shared experience.

3. Presenting Insights

Once the data has been entered, the tool quickly and
easily shows an overview of the possible costs and
emission reductions. The trader can easily see and tell
the key insights. Based on the resdlts, he explains how
HVO can be used to align with FuelEU Maritime and
achieve their emissions and cost targets. The
prospects take different scenarios into account, which
the trader adjusts on the spot by adjusting some
variables. The tool immediately shows how different
choices influence the results. This interactive
experience provides the prospect with real, actionable
insights, building their trust and confidence in both
the tool and the trader's expertise.

4. Prefilled Demo

After reviewing the customized scenarios, the trader
saves the results in a quick, shareable format to email
to the prospect.It's a convenient recap they can easily
look over later or pass along to their team. The trader
suggestsa trial period for HVO fuel and a follow-up
meeting to assess the early results The trial gives the
prospect a chance to see proven impact and resuits.
With these personalized insights in hand, the trader
leaves the meeting feeling good. They've built a solid
connectionand proven the tool's real value, making it
akey piece in the prospect'sjourney toward
sustainability.
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Scenario 3
In-Depth Meeting - Meeting Demo

1. Warm Welcome & Agenda

De trader begroet de prospect en zijn collega in de
vergaderruimte, waar een groot scherm klaarstaat voor
hun presentaties. Hij schetst de agenda: een overzicht van
het bedrijf en de diensten, gevolgd door een uitgebreide
demonstratie van de tool. Deze demonstratie laat zien
welke emissiereducties, kostenbesparingen en effecten op
de naleving van de FuelEU Maritime-voorschriften
mogelijk zijn bij een samenwerking.

2. Gathering input data

Na de presentatie gaat de trader over naar de
demonstratie van de tool. De analist zit samen met de
prospect voor het presentatiescherm en samen voeren
ze de specificaties van de vlootin, zoals het
scheepstype en het brandstofgebruik. Het proces
verloopt technisch eenvoudig, met interactieve
prompts en motiverende aanwijzingen die hen
betrokken houden bij het invullen van elk veld. Deze
gezamenlijke deelname zorgt niet alleen voor op maat
gemaakte inzichten, maar versterkt ook de relatie door
de gedeelde ervaring.

3. Presenting Insights

Zodra de gegevens zijn ingevoerd, toont de tool snel en
eenvoudig een overzicht van de mogelijke kosten- en
emissiereducties. De trader kan de belangrijkste inzichten
gemakkelijk zien en toelichten. Op basis van de resultaten
legt hij uit hoe HVO kan worden ingezet om te voldoen aan
de FuelEUM Isen hun

te behalen. De prospects nemen verschillende scenario'sin
overweging waarbij de trader ter plekke enkele variabelen
aanpast. De tool laat direct zien hoe verschillende keuzes de
resultaten beinvioeden. Deze interactieve ervaring biedt de
prospect concrete, toepasbare inzichten en versterkt hun
vertrouwen in zowel de tool als de expertise van de trader.

4. Prefilled Demo

Na het bespreken van de gepersonaliseerde scenario's slaat
de trader de resultaten op in een snel, deelbaar formaat om
naar de prospect te e-mailen. Dit biedt een handig overzicht
dat de prospect later eenvoudig kan bekijken of met zijn
team kan delen. De trader stelt een proefperiode met HVO-
brandstof voor en een vervolgafspraakom de eerste
resultaten te evalueren. De proefperiode geeft de prospect
de kans om de bewezen impact en resultaten in de praktijk
te zien. Met deze gepersonaliseerde inzichten op zak verlaat
de trader de vergadering met een goed gevoel. Ze hebben
een solide verbinding opgebouwd en de echte waarde van
de tool aangetoond, waardoor deze een sleutelrol speeltin
de reis van de prospect naar duurzaamheid.

3 concept ideas

Based on the envisioned user experience insights - in progress

QUICK SCAN

Track your fuel
consumption

Effortiassly monitor fusl usoge.

Quick Scan

HVO SWAP

Prefilled Insight

Calculation

oy view sisulted incghts o0 cost and

Secinghs >

Start Your Customized
Sustainability Calculation

Prefilled Demo Meeting

Demo

10
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Venn diagram

3 Scenario's

Overlap & unique features

Scenario
Netwgrking
Quick scan

- Collaborative data input
 Real-time adjustments
« Trial & follow up planning

= Scenario

o Byisiness
Meeting

In-depth analysis

* Shareable
* Quick adjustments * Detailed insights
- faceto face contact « inputauto suggestions
- useraccount & tracking
+ Scenario simulation
* Personalized
« Visual KPI's + Emallfollow up
+ highlighting benefits
+ Fuel mix

« Minimal data entry

* QR code sharing

- Gaining Initial interest
* QuickDemo

- Toolsofferingsas USP
+ CO2& Costsavings
insights

- Basicdatainput
* Quick visual insights

+ Remote data entry by
trader

+ Email summary insights

- Contactvia phone

Scenario
Cold Galling
Prefilled scan

11

3 Scenario's

Flow diagram - Tool usage

* HVO/ Biofuel %
Scenario 1

* Fleet Size
Networking + Fuel
Quick scan

Consumption

Scenario 2
g Calling + Contact details
Prefilled .
scan * Autosuggestions

/cues (with fleet &

o consumption input)

Scenario 3

Business Meeting
In-depth analysis

Inpu

3/3
Emicr + CO2 & Costs
> Basic Input Clear& Quick HVO savings
— —
simplified MIX  Fuel quantity
Visual Scenario
Insights Adjustments * Targets progress
i
B 9 2/3
Trader m -
e _ & 9 a + Save & Share
[~ Intermediate E | E el
o E] « (Future) Scenario's
ES and comparisons
+ Email follow up
——> Detaled 5 Detailed —3 g
Visual Scenario
trackin,
. Insights Adjustments i )4
| Intermediate « Visual graphs, KPI's
Input and progress bars
Tool steps

Outpu

t
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THE

INTERVIEW

How would you rank the 3 scenarios: "Network
Event, Cold Call and Meeting", and why?
(based on which factors?)

Part1- General
questions

12-1-2025

Which scenario: "Quick Scan, Prefilled Demo,
or Meeting Demo", aligns best with your daily
practice, and what makes the scenario the
best?

Part1- General
questions

14

Which scenario do you think will most

strengthen your customer relationships, and
how?

Part1- General
questions

15

16
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Which scenario or elements of the scenarios
would you avoid, and why?

Part1- General

questions

Are there additional features or insights you
think the scenarios should include - and why
would you want them?

Part 1- General
questions

17

What would make a tool inconvenient or
disruptive in your daily practice?

Part 1- General
questions

19

18
How relevant do you find the insights and tool
for the customer overall?
Give a number from 1 - 10 and explain your
choice.
Part1- General
questions
20
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Which scenario creates the most business
opportunities and which faces the most
rejection? What factors lead to opportunities,
and what causes rejection?

Part 2 - Scenario
Value

How would incorporating data and insights
(e.g., emission reductions, cost savings, or
regulatory targets) enhance your customer
conversations?

Part 2 - Scenario
Value

21
What do you think about the fact that the tool
can be used autonomously and shared with
the client and his team?
Part 2 - Scenario
Value
23

22
Do you find it important for the tool to provide
insights into how customers use it?
Give a number from not important 1-10 very
important and explain why.
Part 2 - Scenario
Value
24



What do you think would be most attractive to
customers:

1) financial benefits
2) emissions reduction statistics
3) compliance benefits

Part 2 - Scenario
Value

25

How do you currently commmunicate
sustainability to customers?

Part3-
Sustainability

12-1-2025

Which insights do you think are most
compelling to customers? Choose up to three
options and rank them.

A) CO, reduction percentages

B) Cost savings in euros

C) Comparison with traditional fuels

D) Tracking achieved goals over a timeline (Costs,
emissions, biofuel quantities)

E) Scenario comparisons with clear benefits (Fuel
quantities and %, future reduction goals)

Part 2 - Scenario
Value

26

What challenges do you face in making
sustainable options appealing or actionable?

Part3-
Sustainability

27

28
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What sustainability metrics do you think
resonate most with your customers?

A) CO; reductions (absolute figures or percentages)
B) Financial benefits linked to sustainability

C) Targets and Compliance with regulations such as
FuelEU Maritime

D) Impact on ecosystem ( For example CO2 reduction
equals 1.000 trees or 1Ship a year)

Part3-
Sustainability

How important is it for you to have a tool that
provides customers with relevant sustainability
insights and helps achieve customer
compliance targets?

Give a number from not important 1-10 very
important and explain why.

Part3 -
Sustainability

29

What type of results or insights do you find
most valuable to share with clients?

Part 3 - Technical
requirements

31

30

How detailed should the insights be (see

points) and why?

A) Not detailed: key figures and insights based on

estimates

B) Medium level of detail

C) In-depth and technical details: including

calculations - high level of accuracy

Part3 -
Sustainability

32
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How critical is it for the tool to require minimal
input during customer interactions and
quickly show insights?

Give a number from not critical 1-10 very
critical and explain why.

How many minutes?

Part 3 - Technical
requirements

How important is flexibility in adjusting data
inputs during live discussions with customers?

Give a number from not critical 1-10 very
critical and explain why.

Part 3 - Technical
requirements

33

What input data do you expect to
see prefilled or have guidance with, e ——
y—

and what should you be able tofill in e
yourself? T

Inpu

Part 3 - Technical
requirements

35

34

Is a mobile version essential, why it is or is not?

Part 3 - Technical
requirements

36



THANK YOU
FOR PARTICIPATING!

37
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pendix |

Form - Ranking 3 envisioned scenarios - bbir-rar

Dec 2024

Dear colleague,

Thank you for taking the time to complete this survey! Your feedback is essential for developing a
tool specifically designed to support you in your daily work.

Form - Ranking 3 envisioned scenarios =

Introduction

The geal is to develop a tool that helps support traders with presenting sustainable fuel options to customers.

In this questionnaire you will evaluate the 3 presented design ideas.

Here you will be asked questions where you have to indicate on a scale of 0 -10 how the specific concept scores on the question.
If a question is not clear, please ask me for further clanfication.

Please read below Partici Infor ion 5 before inuing: You are being invited to participate in a research study titled
"Walidating Simulation Scenarios for Sustainable Marine Fuel Communication.” This study is being conducted by Gigi Bouman a Master's student
from TU Delft.The purpose of this research study is to validate three designed scenarios that support traders in the maritime fuel sector in
presenting sustainable fuel options to clients. The online study will take you approximately 30 minutes to complete. The data will be used to
improve the design of these tool, inform my Master's thesis, and may be included in a published appendix. We will be asking you to evaluate
scenarios by rating them on a scale and answering questions about their relevance, usability. and alignment with your professional processes.As
with any online activity, there is a small risk of a data breach. However, to the best of our ability. your answers will remain confidential. Data will be
stored securely all personally identifiable information (PII) and research data (PIRD) will be anonymized in publications. The survey is not |
completely anonymous, as it may collect names for administrative purpeses, but these will be not be published.Your participation in this study is
entirely voluntary, and you can withdraw at any time without giving a reason. You are also free to omit any questions. If you wish to remove your
data after participating, please contact me within a week, as this will not be possible after data anonymization.

For any questions or concerns, please contact: Gigi Bouman
By proceeding to the survey or participating in the interview, you agree to the terms outlined above.Thank you for your time and valuable input!

I, LRSS
Prefilled Insight
Track your fuel a—
consumption -
o=
Quick Scan Prefilled Demo Meeting Demo

Volgende Pagina 1 van 4 e
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Form - Ranking 3 envisioned scenarios

* Vereist

Scenario 1: Quick Scan - Network event

From here we will evaluate scenaric and concept 1: Networking event - Quick 5can
Please read scenario 1 again and the tool interactions below:

1.A. Scenario

1) First Informal Contact - Traders meet a prospect, a fleet or operations manager, at a networking event. They have an informal conversation,
exchanging industry challenges.

2) Identifying Interest Areas - Now, the trader takes the discussion on a more strategic path by asking the prospect about his feelings in relation
to emission regulations, renewable fuels and fuel costs. The prospect is interested in emission reduction and biofuels - but at the same time, he
wants assure profitability.

3) Introduction of the Tool - This is where the trader informs the prospect about his tool, which would be able to provide information about
reductions and cost savings through the advanced services of the company in line with the identified areas of interest. In the interest of this,
business cards get exchanged. The trader has added a QR code to his card to directly link to his profile, the tool, and the company's website for
easy access to all the information.

4) Quick Demo - Sensing the prospect’s interest, the trader quickly fires up the tool on his phone, enters some sample data, and swiftly walks him
through how potential emissions and cost savings could look. He explains how the tool aligns with regulatory goals and can create personalized
scenarios to give specific insights. The prospect shows clear interest in a follow-up meeting to discuss business solutions.

1.B. Tool interaction scenario 1

Interaction type: Quick scan

Step 1: Trader enters the average fuel consumption (MT) per vessel or for the entire fleet and set fleet size.

Step 2: Trader selects the % Fuel Mix (HVO). for example 10%, 20%,. 30%. or 100% HVO. to include the share of sustainable fuel in the calculations.

Step 3: The tool automatically calculates the expected CO; savings, cost savings based on the entered data and the selected HVO percentage.

Step 4: The tool presents the results in visual elements such as progress bars, graphs and the specific % towards the EU FuelEU target, showing
how the chosen HVO mix supports compliance and highlighting the benefits through KPls.

Step 5: The trader can simulate different scenarios by adjusting the HVO mix percentage, allowing the prospect to see how higher or lower HVO
usage rates impact CO; and cost savings, as well as progress towards EU FuelEU targets.

Insights: CO2 Savings per KG, Estimated cost savings, Total Fuel quantities, % achieved reduction goals

‘E!Iil' i




To what extent are the Quick Scan tool's functionalities and insights clearly presented and illustrated in this scenario? *

Not at all Alot

To what extent do you find the insights presented in this scenario relevant for sustainable fuel assessment? *

Not at all Alot

To what extent do you think customers will independently use the Quick Scan tool to gain more insights after this
scenario? *

Not at all Alot

How likely is it that the Quick Scan tool contributes to building a positive relationship with the prospect? *

Not at all Alot

How suitable is this scenario and the Quick Scan tool in the early phase of the relationship building process? *

Not at all Alot

How suitable is this scenario and the Quick Scan tool in the process of closing a bunkering deal? *

Not at all Alot

To what extent do you think the Quick Scan tool helps you save time to promote sustainable fuel alternatives? *

Not at all Alot

8

| How effective do you find this scenario and the Quick Scan Tool in demonstrating the value of sustainable fuel options? *

Not at all Alot

How strongly does this scenario and the Quick Scan tool motivate customers to consider sustainable choices? *

Terug Volgende Pagina 2 van 4 ee—




Sectie 3

Scenario 2: Prefilled Demo - Cold Calling

From here we will evaluate scenario and concept 2: Prefilled Demo - Cold Calling

Please read scenario 2 again and the tool interactions below:

2.A. Scenario

1) Kickstarting a cold call - A trader calls a cold prospect. greets him, and introduces himself and his company: a global bunker supplier speciali-
zing in HVO. He mentions that they help shipping companies reduce fuel costs and emissions, “I thought this might be relevant given the industry's
standards to reduce over the years,” he adds. He gauges the prospect’s interest and hopes to keep the call going to explore how their services
might be beneficial.

2) Gathtering input data - Seeing that the prospect is still on the line, the trader takes the opportunity to dive a bit deeper. He briefly explains
how their company can provide insights into potential savings from emission reductions and costs when purchasing HVO fuel from them. He asks
some of quick questions to get a sense of the prospect’s current fuel setup which he puts in the taol during the call

3) Presenting Insights - After the sample data is entered, the trader can quickly see and tell the key highlights through the tool. He shares these
insights with the prospect, highlighting how this tool and strategy can have a sustainable and financial impact and can provide insight into consi-
derations for meeting future emission reduction targets. He sees that the prospect is interested, but not yet fully convinced.

4) Prefilled Demo - The trader saves the results of the tool, which can now be emailed diractly to the prospect, allowing him to capture the
prospect’s contact information and establish a clear line of communication for follow-up. The prospect looks forward to receiving the insights and
the trader feels positive about the relationship they have built as he is able to offer value and professionalism through the tool which sets him
apart from others.

2.B. Tool interaction scenario 2
Interaction type: prefilling shareable scan

Step 1: The trader asks the prospect for an estimate of the average fuel consumption per vessel or fleet and fleet size and insert this in the tool.
Step 2: The trader discusses the desired HVO percentage in the fuel mix with the prospect and quickly selects an HVO mix percentage via a slider
in the tool for a visually clear input indicating how much volume this corresponds to.

Step 3: The tool shows a visual overview of the calculated results, including CO, savings, cost savings, and progress towards EU targets, displayed
with graphs, KPls and progress bars for clear insight into the HVO benefits.

Step 4: The trader briefly explains to the prospect what these initial insights mean, with emphasis on the potential savings and the effect of the
chosen HVO mix, which he can easily read from the tool.

Step 5: The prospects would like to make some volume and blendmix adjustments and gain insight into this. The trader adjusts this on the screen
and the results are automatically updated.

Step 6: The trader discusses with the prospect the different HVO scenarios and how it can benefit both financial and environmental goals. This can
be quickly adjusted with the toal.

Step 7: The trader saves the calculated results in the tool, including €O, savings, cost savings and progress towards EU targets. These results are
stored uniquely for the client and the trader enters the contact details of the prospect.

Step 8: The trader sends the personalized summary by email to the prospect via the save button. The email also contains a short explanation and
an invitation for further communication and a link to the tool with the saved input for the prospect to explore further.

Step 9: The trader can see afterwards whether the prospect has received the mail and used the tool.

Sectie 4

Scenario 3: Meeting Demo - In-Depth Meeting

From here we will evaluate scenario and concept 3: Meeting Demo - In-Depth Meeting
Please read scenario 3 again and the tool interactions below:

3.A. Scenario

1) Warm Welcome & AgendaThe trader greets the prospect and his associate in the conference room, which has a big screen for their presentati-
ons. He outlines the agenda: a company and service walkthrough followed by an in-depth tool demonstration to illustrate the emissions reduction,
cost savings, and FuelEU Maritime compliance impacts possible when working tegether.

2) Collaborative Data EntryAfter the presentation the trader transitions into the tool demonstration. The analyst sits alongside the prospect in
front of the presentation screen, and together they enter fleet specs into the tool, including parameters like vessel type and fuel usage. Technically,
it's an easy process, with interactive prompts and motivational cues to keep them engaged as they complete each field. This jint participation not
only tailors the insights but also strengthens their relationship through the shared experiencewe

3) Presenting & Adjusting Key InsightsOnce the data has been entered, the tool quickly and easily shaws an overview of the passible cests and
emission reductiens. The trader can easily see and tell the key insights. Based on the results, he explains how HVO can be used to align with FuelEU
Maritime and achieve their emissions and cost targets. The prospects take different scenarios into account, which the trader adjusts on the spot by
adjusting some variables. The tool immediately shows how different choices influence the results, This interactive experience provides the prospect
with real, actionable insights, building their trust and confidence in both the tool and the trader's expertise.

4) Saving and Next Step: reviewing the ¢ ized scenarios, the trader saves the results in a quick, shareable format to email to the pro-
spect. It's a convenient recap they can easily look over later or pass along to their team. The trader suggests a trial period for HVO fuel and a fol-
low-up meeting te assess the early results The rial gives the prospect a chance to see proven impact and results. With these personalized insights
in hand, the trader leaves the meeting feeling good. They've built a salid connection and proven the tool's real value, making it a key piece in the
prospect's journey toward sustainability.

2.B. Tool interaction scenario 3
Interaction type: Meeting Demo

Step 1: The trader and prospect enter the vessel type into the tool, choosing frem a list of commonly used types relevant to
the prospect's fleet.

Step 2: Next, they enter the average fuel consumption per vessel or for the entire fleet and fleet size, with the option to see
guidelines and suggestions for industry standard consumption values.

Step 3: The trader sets the desired HVO mix percentage via a slider (for example 10%, 20%, 50%, or 100%), whereby the
share of sustainable fuel (in MT) is immediately visible.

Step 4: After pressing the calculate button, the tool automatically calculates the expected CO, savings, cost savings and
progress towards EU targets based on the entered data and the HVO percentage.

Step 5: The results are presented clearly in visual elements such as progress bars and graphs. The trader can now discuss
with the prospect how the chosen HVO mix contributes to compliance and shows possible benefits by means of KPIs

Step 6: If desired, the trader adjusts the HVO mix percentage to simulate alternative scenarios, with the tool updating the
calculations immediately. This gives the prospect insight into the impact of different HVO mixes on CO, and cost savings and
lets them discuss alternative scenarios.

Step 7: The trader saves the calculated results and contact details in the tool. This data is automatically summarized in a
clear, visual report for sharing via email.

Step 8: The trader includes options in the email for a follow-up conversation, suggestion date and a trial period with HVO
fuel, so the prospect can continue immediately without further explanation.

Step 9: The trader sends the summary to the prospect via email. The email contains a personalized message with a short
explanation of the results, an inviting call-to-action to explore the tool further, and a link to the saved scenarios.

Step 10: The trader receives an automatic notification when the prospect opens the email and usage insights when the tool
is used



Appendix J

Questions

Question 1: Which scenario: "Quick Scan, Prefilled Demo,
or Meeting Demo, aligns best with your daily practice, and
what makes the scenario the best?

Question 2: How would you rank the 3 scenarios: "Network
Event, Cold Call and Meeting", and why? (based on which
factors?)

Question 3: Which scenario do you think will most
strengthen your customer relationships, and how?

Question 4: Which scenario or elements of a scenario
‘would you avoid, and why?

Question 5: Are there additional features or insights you
think the scenarios should include - and why would you
want them?

Question 6: What would make the tool inconvenient or
disruptive in your daily practice?

Question 7: How relevant do you find the insights and the
tool for customers overall? Give a number from 1to 10 and
explain your choice.

Question 8: Which scenario creates the most business
opportunities and which faces the most rejection? What
factors lead to opportunities and what causes rejection?

scenario 3 favored for its ability to foster in-
depth discussions, personalization, and
impactful interactions. Scenario 1 and 2 lead
to scenario 3. all have its place. Scenario 2 is
a daily use tool butis hard to execute as cold
calling has limited engagement.

Networking event requires quick and mobile
friendly interactions, meetings valued as most
effictive for achieving business and building
relationships, cold calls are essential for
initiating contact despite their negative tone.

Dominant choice for meeting demo to
strenghten relationship most, reason:
showcase expertise, builds trust, provides

Meeting Demo: Ranked #1 by 5
participants (83.3%).

Cold Call: Ranked #2 by 3
participants (50%), while
others placed it last due to ts
challenges.

Network Event: Ranked #3 by 4
participants (66.6%), primarily
dueto its situational nature and
infrequent occurrence.

5/6 meeting demo strenghtens

clear value,

no scenario should be avoided all are valued.
Cold calling has limitations, tool must adapt
to customer needs and be clear in
communication.

pre-meeting data inputs, regulation features,
visual comparisons

excessive data entry, irrelevant data, a lot of
pop-ups and complexity are disruptive

toolis highly valued, smaller companies will
benefit most, larger alreaedy have alternatives

Meeting demo most business opportunities
because people are already invested, builds
trust and you can give in depth tailored
insights. Most rejection: cold calling for
customer disinterest and higher rejection rate.

most the customer

na.

na.

8.0

na.

all

scenario 3 preffered choice
forimpactfulness and
personal client intractions,

3 cold calls are less engaging

strong overlap in rank
3 scenario 3 as most effective

trustis key to strenghtening
relationships. The tool helps
3 this by showing expertise

see insights

tailored solutions,
explanations, simplified
inputs, summariers reports
3 and colpliance features

minmize manual input, avoid
frequent pop ups, rensure
3 relevance and simplicity

clear and actionable insights
are curcial, appreciated that
3 the tool simplies the process

3 seeinsights,

Human- Extremely positive

Centered towards scenario 3,
some participantsrely Interaction positive towards 1 and
less on cold calls negative towards 2.

Positive for meetings,

some priorritize cold call neutral for networking
for daily practice Strategic events, and mixed for
afrequency) Engagement  cold calls.

Building Trust

through Postive towards the
1 person prefers Expertiseand  tool and scenario's
networking events Personal i in

Focus on Tailored Interaction, Seamless Visuals and Clarity, Pre-
filled Demos for Established Users, Integration with Other
Scenarios

Integration with Other Scenarios, follow up, simple data input

For Meetings: Enhance Interactive Features: Tools should facilitate
interactive demos and tailored solutions.

Provide Detailed Information: Include regulatory insights, product
details, and clear value propositions.

Customization: Ability to answer specific client questions
effectively.

For Networking Events: Support Informal Engagement: Tools or
materials that are easily shareable in casual settings.

Mobile ibility: Ensure tools are accessible on mobile

because they are informal Connection: relationship building

some value networking
more while others see a
lack of data. Some find
cold calling essential
whilst aother consider it
not very impactfull. Some
would like the tool simple

while others want tailored , need

additional functions. for data neutral

some focus more on

givingbasicandsome  Compliance,

advanced functionalities  Customization,

as ideas. Educational  Simplification,

insights vs cost and Follow-Up,

marketing elements Engagement. positive
Input burden,

simplicity, data
pricing, but thatis not that relevance, push
applicable notifications,

neutral to slightly
negative

Clear Insights,
Accessibility,
Smaller
Companies,
Process
simplification,
Compliance.

focus on regulation vs
usability positive
Opportunities:
Tailored
engagement,
relationship-
building, and
client
readiness.
Rejection:
Disinterest,
impersonal
approach, and
busy schedules.

no differences neutral

devices for on-the-go interactions.

simplify Cold Calling: Reduce effort by pre-filling basic data or
providing quick summaries for initial conversations.
Networking Focus: Include features for informal interest
generation, such as quick demos or visual summaries.
Adaptive Tool Features: Allow the tool to flexibly align with
customer mindsets and preferences.

Enable pre-meeting data collection (e.g., fuel usage, vessel
details) to deliver tailored results during demos.

Include functionality to request and process client-specific inputs
ahead of time.

simplified and Visual Comparisons:

Provide comparison options for different fuel mixes (e.g., 100% gas
ail vs. biofuel blends) with clear visuals on cost, emissions, and
compliance outcomes.

Offer tools to calculate annual carbon output and track progress
for multiple vessels.

Integrated Follow-Up Capabilities:

Add features for automated follow-ups, such as sending
summaries or insights via email after network events or cold calls.
Connect follow-ups with CRM tools for agenda management and
follow-up triggers.

Educational and Informational Elements:

Include explanations of regulations, biofuels, and CO, reduction
benefits within the tool to enhance understanding.

Develop testable and auditable data outputs for compliance and
annual reporting needs (e.g., CSRD).

Self-Reliance Features:

Ensure the tool fosters independence by offering intuitive, easy-to-

Pre-fill or customize data to reduce input.
Avoid excessive notifications.

simplify the interface for clarity.

Adapt to pricing fluctuations, or use it in favour

Prioritize clear, actionable insights with a focus on accessibility.
Integrate compliance tools to enhance relevance.

support tailored, in-depth discussions and real-time calculations,
during meetings.



Questions

Incorporating data and insights enhances
credibility, enables informed decision-making,

and makes conversations more tailored and
convincing n.a.

Question 9: How would incorporating data and insights
enhance your customer conversations?

Autonomous use is generally seen as positive
because it empowers customers, improves
efficiency, and increases transparency.

However, there are concerns that customers

may abuse the tool to shop around. Limited

access or demo versions can address this risk
while still providing value to customers for
planning and decision-making. na.

Question 10: What do you think about the tool being used
autonomously by clients and their teams?

Question 11: Do you find itimportant for the tool to provide

insights into how customers use it?

While most participants find value in

customer usage insights, privacy concerns

and relevance over time make it less critical. 6,3

Give a number from notimportant 1 - 10 very important
and explain why.

Financial Benefits ranked 1st

by 6/6 participants.
Emission Reduction Statistics
consistently ranked 2nd or tied
for relevance.

Financial benefits are consistently ranked as ~ Compliance Benefits ranked

the most attractive as cost savings are primary 3rd overall, with one exception

driver for client where it was ranked 1st (P3).

Question 12: What do you think would be most attractive to
customers:

1) financial benefits
2) emissions reduction statistics
3) compliance benefits

Question 13: Which insights do you think are most
compelling to customers? Choose up to three options and
rank them.

A) CO, reduction percentages

B) Cost savings in euros

C) Comparison with traditional fuels

D) Tracking achieved goals over a timeline (Costs,

A, D, and E are equally strong contenders,
showing that CO, reduction, tracking goals,
and scenario comparisons are highly valued.
C remains very relevant but slightly lower in

emissions, biofuel quantities) priority
E) Scenario comparisons with clear benefits (Fuel B was only selected by one participant,
quantities and %, future reduction goals) making it less representative overall. na.

Sustainability is communicated only when

Question 14: How do you currently communicate necessary. Communication is often minimal,

sustainability to customers? reactive, or dependent on regulations. na.
Question 15: What challenges do you face in making
sustainable options appealing or actionable? A na.

Question 16: What sustainability metrics do you think
resonate most with your customers?

A) €O, reductions (absolute figures or percentages)
B) Financial benefits linked to sustainability

C) Targets and Compliance with regulations such as

FuelEU Maritime C: Ranked 1st by 3 participants s A:not
D) Impact on ecosystem ( For example CO2 reduction mentioned by p1 and p3. B: ranked 3rd 3
equals 1.000 trees or 1 Ship a year) times.

1.C (Compliance and
Regulations)

2.A(CO, Reductions)
3. B (Financial Benefits)
4.D (Ecosystem Impact

Question 17: How important s it for you to have a tool that
provides customers with relevant sustainability insights
and helps achieve customer compliance targets?

Give a number from not important 1 - 10 very important
and explain why.

participants rated between 7-10 showing the
impoartance is valued highly 86

Allparticipants agree on the importance of
cost savings and CO, reductions (mentioned
by5) as central insights.

Comparative insights and regulatory
compliance also appear as shared themes.

Question 18: What results or insights do you find most
valuable to share with clients?

Preferred Level: Medium Detail
(8).

Count: 4 out of 6 participants
favor Medium-level detail.
Scenarios: Medium detail suits
most scenarios, with Key

Question 19: How detailed should the insights be (see
points) and why?

A) Not detailed: key figures and insights based on
estimates Medium level detail prefered as it balances  Insights (A) being useful for
B) Medium level of detail between clarity, providing enough information  quick engagements and In-
C) In-depth and technical details: including calculations -~ and engaging the client Some like to startwith Depth Details (C) reserved for
high level of accuracy Ain the customer journey and then move to B~ advanced meetings.

importance of data-driven

insights to improve credibility some value more specific

and simplify decision-
making, tailoring for clients
3 needs

improves for the client and
3 reduces workload for trader

can help traders, but
monitoring can lead to
3 discomfort

3 see score

education needed for marine
clients, regulation is driving
3 force

high costs as barrier,
availability, , regulatory
3 challanges + reluctance

All participants agree on the
tool's importance for
customer compliance and
sustainability goals.

Most emphasize
visualization, accuracy, and
ease of use as critical

3 features.

3 seeinsights

see insights.

insights: cost savings,
regulatory insights,
visualisations

shopping around, sharing
is good

only relevant during
certain periodes eg when
closing a deal

Credibility
Tangible Results
Personalization

simplified Data

Problem-

Solving positive

Empowerment
Transparency
Efficiency

Risk of Misuse  negative

Early
Engagement
Value

Privacy
Concerns and

Permissions  neutral

p3finds compliance most price-driven

important

market familiatiry

customer fear on quality

risk of poor execution

only C for advanced
meetings

decisions. positive

Regulations,
cost savings,
reduction
factors, market
familiarity,
education,

compliance.  negative

Cost,
availability, ,
regulatory
clarity,
customer

reluctance. negative

Compliance,
Sustainability
goals,Customer
Engagement, ,
efficiency

co,
Reductions,
Financial
Impact,
Regulatory
Compliance,
Comparative
Insights,
Education on
Sustainability.

positive

positive

Medium Detail
(8)

Key Figures (A)

Clear and

Digestible

Avoid Overload
Scenario-

Specific Depth

© positive

By prioritizing clarity, customization, and credibility,

Limited acces or demo use, only for users that the company deals
with, shareing features

Optional Usage Insights: Allow customers to opt in for tracking to
address privacy concerns. Focus on non-intrusive data

Focus on Financial Insights: Emphasize cost savings prominently
in the tool.

simplify Sustainability Messaging, Link Regulations to Tangible
Benefits, Ensure Regulatory Clarity

Highlight clear cost savings or offset opportunities to mitigate
pricing concerns, availability insights,

Ensure accurate, cross-checkable data to improve trust and
efficiency., user friendly, visually show compliance and
sustainability impact

highlight, co2 reductions, emphasize financial benefits, offer
comparative insights and track compliance + educate on it

Provide Medium-Level Insights: Focus on delivering clear,
actionable insights without overwhelming users. Still offer Key
Figures for Quick Scans: Offer simplified insights (A) for scenarios
like cold calls or networking events.



Questions
Question 20: How critical is it for the tool to require
minimal input during customer interactions and quickly

show insights?

Give a number from not critical 1 - 10 very critical and
explain why.

How many minutes?

Question 21:How important is flexibility in adjusting data
inputs during live discussions with customers?

Give a number from not critical 1 - 10 very critical and
explain why.

Question 22: What input data do you expect to see prefilled
or have guidance with, and what should you be able to fill
in yourself?

Question 24: Is a mobile version essential?

Respondents consistently rate minimal input

and quick insights as very critical. Scenario-

Based Timing: Quick input for network events

or cold calls, and slightly longer input for

meetings or demos.

Intuitive Calculations: Respondents agree that

inputs should lead to instant, clear outputs

with minimal effort. 9.4 all

Quick Interactions
(Scenarios 1&2): 30
seconds to 1.5 minutes.
Detailed Interactions
(Scenario 3): 3-5 minutes, up
10 10 minutes for deeper
discussions.

Valued as crucial. The ability to refine and

update data inputs during live interactions

ensures relevance, enhances discussions,

and delivers meaningful insights. 9

Agreement on the need for pre-filled basic
data (e.g., company details, fleet size) to save
time.

Consensus that manual inputs should focus
on customer-specific or scenario-specific
data.

Pre-filled regulatory and compliance data
ensures customers can align with
benchmarks quickly.

1 persons more uses

mobile version is needed 5/6 valued as crucial laptop but is nice to have

Simplicity
Speed

Engagement
30secondsto 5

minutes

Avoid

Boredom/Overl

oad positive

Flexibility
Real-Time
Adjustments
Refined Inputs
Meaningful
Insights
Customer

Engagement  positive

Scenario-
Specific

Adjustments positive

Quick Inputs: Ensure the tool works like a calculator with rapid,
digestible insights.

Scenario-Based Timing: Customize input flexibility based on the
context (cold call vs meeting).

Minimal Data Required: Limit inputs to only essential information
to reduce friction.

Visual Outputs: Provide immediate, visually compelling insights to
maintain engagement.

Live Data Adjustments

Pre-Filled Baseline Data:

Include standard company, fleet, and fuel metrics.
Automate for faster
Customizable Inputs:

Allow for real-time manual inputs, especially in tailored scenarios
like meetings.

Use dynamic guidance (e.g., prompts or algorithms) for inputs
fequiring assumptions.

Scenario-Specific Features:

For cold calls: Minimal data entry with instant results for basic
metrics.

For meetings: C ive and izable input

For network events: Flexible inputs to adapt to variable attendee
information.

Usability Enhancements:

Minimize unnecessary data fields (e.g., contact details already
known to clients).

Provide auto-fill suggestions for routine data to reduce manual
effort.



Appendix K

Research has been done to use synthetic Al users or feedback and Al prototyping as additional research layers, however due to time

constraints and priorities, this was disregarded in the later phases of the project.

2.2.1 User Research

Figure X, shows 4 ways in which Al can assist in user research. This is
considered as it was not feasible within this project to engage with
(multiple) clients. Tests will be done with human participants, howe-
ver incorporating Al can add extra value. When incorporating Al, the
following limitations should be considered:

ChatGPT's feedback might be overly positive because it always
has the time and knowledge to understand everything or you
can/have to optimise it, unlike real users who may not take the
test seriously or give human errors. This could lead to a deviation.
Or Al could understand it differently/wrongly without knowing.

Limitations of synthetic users: “Unrealistic View of Human Behavi-
or - Values, Desires, and Needs Are Too Shallow - Imagined Experi-
ences Are Not Reliable.” (Source)

Al user research

Use Al for:

Pre-assessing
prototype based

on knowledge /
given feedback

Mimic users or a
user group and let
it provide feedback

on tests

Could be iterative

process

Use it to iterate
and improve for

actual user

research and set-
up (help prepare).

2.2.2 lo-fi prototyping

Figure X includes 2 lo-fi interactive (interactive) python prototypes
that generated with the help of Al.

This made it possible to quickly create visual and interactive dash-
boards that could also be easily improved. This is beneficial towards
and speeds up the ideation phase by supporting rapid exploration
and experimentation.

Furthermore, it can reduce the time spent on the initial layout, as

Al helps in visualizing data logically by using more familiar design
patterns and applying logical structures based on the trained model.
This can also enhance visual representation.

However, limitations should be taken into consideration, because de-
spite the benefits, Al prototypes may lack advanced features, the user
experience and visual designs are limited, and creating more defined
prototypes is hard or time-consuming.

Check similarities
from Ai generated
tests and real life
individuals (make
hypotheses).
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Appendix L

good Simpele
simple calculaties
example ' comparing
calculator
calculate .
penalties
good in
depth
calculator
- comparing
main dasnboard; op
Com Iiance basis van gekochte calculator
p biofuels/ % towards
balance / goals year. e
p I'OgI'ESS eventueel advised

% next order

Your compliance result

Actually Fual EU Maritime zeag

Compliance
options —




Appendix M

Input

EU Exposure

Select fuel type +
MT

ADD fuel

Total consumed
GHG Intensity

Compliant/
balance? yes /no

—0

for 1 year. (2025)

Output

GHG total

FUELEU Penalty

Potential Savings

Target Intensity

Compliant/
balance? yes /no



Appendix N

& FuslEU Maritime Compliance Calculator

FuelEU Maritime Compliance Calculator

Input Section

EvEspose

Sacton T

et ety )

Tos s Consmed
omT

Complace Bacs

Results Section

G ey €D, Gompance St
o o

ReguredSckl Qutty 47
o

PotenilSaings (BRUSD)
o

Complace sua Compiance Basnc Tol G4G e

Fuel Input & Compliance Calculation Page

FuelEU Maritime Compliance Calculator

Gheck: your compliance status, penaities, and sax
INPUT SECTION
EU Exasure
s0%
RESULTS SECTION

GHG Target (FuslEy 2025)

.
2023 OsryEnrey. s s
= under FuelEL Maritime regulations
COMPLIANCE SUMMARY
Total Fudl Gansumed GHE lntensity Compliance Status:
(€0l
200 MT 94

Fusly penaity C:

1=
€10,000

Required Biofuel Quantity (MT)

FuelEU Maritime Compliance Calculator

INPUT SECTION

Fleet Exposure inthe EU

+Add Fue
SUMMARY
1500w
Vesso0
RESULTS SECTION
s00MT
Vs

GHG EMISSIONS BREAKDOWN

100% (Rl xposuse)

85C0.ca/MJ

Not Compliant

FuelEU Maritime Compliance Calculator

INPUT SECTION

t Exposure in the EU

SUMMARY

Totsi Fuel Carsasmest: 1500 MT
(GG Intensity B5 CO,eqM)
Peraity Comts £500,000

Compisnce Statuz: bt Camplant

FuelEU Marifime Compliance Calculator Ul

FuelEU Maritime Compliance Caleulator

your comps

ol it reculations

Exposure in the EU

0% fowErpenre)

‘Summary
TotFuel Conmmed
1500 MT

Benaity Come
€500,000

e v GHG reuctions in e vt

100 [Full Exposure)
50%

514G ity

85 C0,eq/MJ
Complince Nt
s Compliant

RESULTS SE
Required Biof
Potential Savir

Emissions Red

GHG EMISS

| | S
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Appendix O

FuelEU Maritime Optimization Calculator

EU Exposure

FuelEU covers 100% of emissions on voyages between EU ports, and 50% on voyages to or from the EU.

0% (Low P 100% (Full
Exposure) Exposure)

Fuel Usage

Insert fuel type and quantity for the desired period (E.g. weekly/monthly/annual).

Select Fuel Type 50% Enter Fuel Quantity (MT)
Summary

Compliance is determined for this year's reduction targets.

Total Fuel Consumed GHG Intensity Compliance Status
CO,eq/MJ;

omT (COsea) NO
0

Calculate —

FuelEU Maritime O

Decarb Compass
Navigate Smart Fuel Decisions
EU Exposure FuelEU covers 100% of emis
0% (Low Exposure)
Fuel Usage
Select Fuel Type Enter Fus

VLSFO

Summary

Total Fuel Consumed

More detailed insights omt

and solutions?

Reach us out at contact@decarbcompass.cont

Annual Results

Projected Yearly Costs Under FUELEU Maritime GHG Target (FuelEU 2025)

80 CO,eq/MJ

FUELEU GHG Insensity Reduction Targets

€5000

Required Biofuel Quantity (MT)
500 MT

2020 2025 2030 2035 2040 2045 2050

138

GHG Intens
0

FuelEU Penalty Costs (Migated, €)

o The calculated information provides al

Costs Non-Compliant Fuels Costs with Biofuels i
definite numbers.

Download the Report

deviations the presented data should |




FuelEU iti imizati 3 ) $

7 a Decarb Compass

Navigate’Smart Fuel Decisions

EU Exposure FuelEU covers 100% of emissions between EU ports and 50% for voyages to or from the EU.
0% (Low Exposure) 100% (Full Exposure)
Py
e
50%
Fuel Usage Insert fuel type and quantity for the desired period (.g. weekly/monthly/annual)
Select Fuel Type Enter Fuel Quantity
VLSFO v 138

Summary Compliance is determined for this years reduction targets (2025)
Total Fuel Consumed GHG Intensity (CO,eq/MJ) Compliance Status
More detailed insights omT 0 © No

and solutions?

Reach out to us
decarb
Calculate —

Annual Results

Please fill in your contact info to reveal the results

Name npany Name
mail Phon:
| confirm sharing personal data
| agree to the privacy policy
Show the Results —
Annual Results
Projected Yearly Costs Under FUELEU Maritime GHG Target (FuelEU 2025) Reduced Emissions

80 COeq/MJ 1200 kg CO.eq

FUELEU GHG Insensity Reduction Targets

FuelEU Penalty Costs (Migated, €) Potenial Savings using Biofuel (€)
€5000 €3500

Required Biofuel Quantity (MT) Compliance Status using Biofuel

500 MT © COMPLIANT

200 2025 2030 2035 2040 2085 2050

o ides an estimate for purposes. Due
deviations the presented data should be interpret as a guidance and and not be conisdered as
definite numbers.

Costs Non-Compliant Fuels Costs with Biofuels

Download the Report



A ppen dix P
I g i ® FuelEU Maritime Optimization Calculator € $
‘Decarb Compass

; Navigate’Smart Fuel Decisions

EU Exposure FuelEU covers 1  EU ports and 50% for voyag m the EU.
0% (Low Exposure) 100% (Full Exposure)
50%

Fuel Usage Insert fuel type and quantity for the desired period (e.q. weekly/monthly/annual)
Select Fuel Type Enter Fuel Quantity

VLSFO v 138
Summary mpliance is determined for this years reduction ta

Total Fuel Consumed GHG Intensity (C0,eq/MJ) Compliance Status

More detailed insights oMt 0 © No

and solutions

Reach out to us at
decarbcompass@ospreyenergy.eu

Annual Results

Please fill in your contact info to reveal the results

I confirm sharing personal data

1agree to the

Annual Results

Projected Yearly Costs Under FUELEU Maritime GHG Target (FuelEU 2025) Reduced Emissions
80 CO.eq/MJ 1200 kg CO,eq

FUELEU GHG Insensity Reduction Targets

%
o
145% FuelEU Penalty Costs (Migated, €) Potenial Savings using Biofuel (€)
31% €5000 €3500
o Compliance Status using Biofuel

Required Biofuel Quantity (MT) Pl 9
500 MT

w0 208 200 2035 200 045 2050
@ ™o coeuiated information provides an estimate for informational purposes. Due to accuracy and

Coste Non-Comlant Fuela Costs with Biofuels deviations the presented data should be interpret as a guidance and and not be conisdered as

definite numbers.

Old version



4 i Y FuelEU Maritime Optimization Calculator €
O //Decarb Compass
Névlgaie'Smari Fuel Decisions
EU Exposure

0% (Low Exposure) 100% (Full Exposure)
50%
Fuel Usage
Select Fuel Type Enter Fuel Quantity (MT)
VLSFO v 138
Summary
H H H Total Fuel Consumed GHG Intensity (CO, MJ) Compliance Status
More detailed insights o . ity (C0;eq/M.) oo nee s

and solutions?

Reach out to us at
decarbcompass@ospreyenergy.eu

Annual Results

Please fill in your contact info to reveal the results

| confirm sharing personal data I agree to the privacy policy

Annual Results

Your Results are in - Explore the impact and fuel smarter with these insights!

Projected Yearly Costs Under FUELEU Maritime GHG Target (FuelEU 2025) Reduced Emissions

80 CO.eq/MJ 1200 kg CO,eq
.,\
FuelEU Penalty Costs (Migated, €) Potenial Savings using Biofuel (€)
€5000 €3500
Required Biofuel Quantity (MT) Compliance Status using Biofuel
R 500 MT
Costs with Fossil Fuels Costs with Biofuels The calculated information provides an estimate for informational purposes. Due to accuracy
@  cna deviations the presented data should be interpret s a guidance and and not be
~———FUELEU GHG Insensity Reduction Targets conisdered as definite numbers.

Revised Final Version



Appendix Q

Stap-voor-stap uitleg
Ca | cu |ati0 n 1. Bepaal de totale WitT-emissies voor de brandstofmix:

Yermenigvuldig de brandstofmassa (FIF_IFT) met de Well-to-Tank emissiefactor

*chatgpt has been used in some cases to clearly describe the concept and steps based on (WEThEext{WLT} IWETI). »

provided input from the sources forumlas and have been simplified or tailored. . . .
In the case of fossil fuels, only the default values contained in Annex 11 shall be used.
EU Exposure: factor %

D% - NLA. want niet in EU {compliance status) )

0% -2 ELl e non B 70% — X 0.7 = For biofuels and RFNBOs, actual values as described under the Renewable Energy
Directive (RED) methodology may be used. chrome-

leder fuel heeft bepaalde eigenschappen {factoren die moeten in een database kamen) extension:refai dnbmnnnibp:ajpcglclefi ndmkaj,l'h” ns.istatic . souarespace comydstatic/615

kiest type quantity ShSbdadateal 708c2cT4dit/ebded 7253335591 11e/1 7164429196 71 /EL+RED+Directiv

quantity X EU Exposure %. 0.7 * 200 MT = 140 MT. hier moeten we uitstoot van coveran. g2 2413 pdf

s List
total fuel consumed: SOM van fuel usage.
s Deel dit door de Lower Calorific Value (LCVILCV_ILCVI) om de emissies per M| energie te

krljgen. The lower calorific value can be found in Annex 11 of the FuelEU BMaritime
Regulation {ELI} 20231805,

« Waarschijnlijk fuel mix

GHG intensity:

Myt * L-Vpat * (EFiger + EFp) 1. Bepaal de totale TtW-emissies voor de brandstofmix:
GHG IntensitYo eya = n LoV ¥ E
fuet ERTpuel T Relectricty « Vermenlgvuldig de brandstofmassa (FIF_iFI) met de Tank-to-Wake emissiefactor

(ToWivbexe{ TEW_ITEWi).

Zonder elekiriciteitsverbruik wordt de formule voor GHG-intensiteit onder FuelEU Maritime als

volgt vereenvoudigd: deze klopt wss niat helemaal samen naar ldjken » Deel dit door de Lower Calorific Value (LCVILCV_ILCVi) om de emissies per M| energie te
krijgen.

GHG Intensity=7 (FixWtTiLCVi+FixTtWIiLCVi)Z(FiLCVi)\text{GHG

Intensity} = \frac{\sum \left( \frac{F_i \times \text{WtT}_iHLCV i} +

Vfrac{F_i \times \text{TtW}_iH{LCV_i} \right)}{\sum \left( 3. Bereken de totale energie-inhoud van de brandstofmix:

\frac{F_i{LCV_i} \right)}GHG Intensity=F (LCViFi)Z(LCViFixWtTi+LCVi

FixTtwi)Verklaring van de termen

2. Tel de Well-to-Tank en Tank-to-Wake emissies bij elkaar op.

» Sommeer de energie-inhoud van alle brandstoffen in de mix.

4. Bereken de gemiddelde GHG-intensiteit:

wordt de formule voor GHG-intensiteit onder FuelEl Maritime aks

o Desl de totale emissies door de totale energie-inhoud.

.

FiF_iFi (g fuel} = Hoeveelheid verbruikte brandstof i {in gram), Next

o WieTivtext{WtT}_iWtTi (gCO.e/M]) = Well-to-Tank emissiefactor van brandstof i (CO,-uitstoot
van productie en transport van de brandstof).

-

TtWiltext{TtW}_iTtWi (gC0,e/M)j = Tank-to-Wake emissiefactor van brandstof i (CO;-uitstoot Compliance status:

bij verbrandi boord}, . I I
I verbranding aan boord) baseline: 2020: 91,16 gCOZer], This will start at a 2% reduction in 2025
+  LOVILCY_ILCVi {M)/g fuel) = Lower Calorific Walue van brandstof i, oftewel de energie-inhoud
per gram brandstof. Mean ghg input fuel lageri/gelijlc dan 2% vd basline: YES, erboven? NG, 05 > NLA,
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t Eie

cx Bemalty

n caiculmned under Step 1, the comallance baisnce

ly costs.

amount total input in case of fossil, { nu alleen fossil input
maken). fixed arnount door company

e voor de CO:-besparing

NT green (want dat scenario wordt berekend).

avings

el efs guas

: Nieuwe formiule voor FuelEU Savings

s FuelEL Maritime |

= bespaard

ion

€90 per ton

we hebben KG co2 dus moet /1000 en dan heb je ton.

en eventueel nog dollarvcrsin{

Table 2. This table is the default fuel and emission factors table used by Sustainable Ships for calculating GHG
intensity, taken from Annex Il of the FuelEU Maritime regulation and RED where possible. In particular with

regards to the pathways for the actual LCVs and WtT values can vary significantly. Always check with fuel

supplier or verifier for the correct numbers as per the biofuels or RFNBO certificates.

Pathway nams Fueiciass 1ev COqWHT  FusiConsumertntc  €1(c02) cip
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= oret 022 i ALioE =6 So0008 Gooms g
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R I Som s NG Drosel (ot fom| 2750 B SaooT o2
e tEs Foret oo s ) i) g Sooon =
W owet Sow0 7 Lot 3000 G008 G000 g
2 orel 0 B Forcaseices | 0060 g 000 g
e oret 0 @ TorcotssicEs | 0600 g G000 g
et Foret oo D Aot 3 B o0 B
Ethanol Sotuets ae0 EZ] = ALioes T Go0008 0o 5
Gio-corel Sotuers a0 73 a3 Alices =3 00005 ao00m o
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