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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

• 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

• 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.

• 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.

SECTOR CHALENGES

RESEARCH INSIGHTS

WHY THE EMISSION TOOL IS NEEDED

1

2



12-1-2025

1

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

• 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

• 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.

• 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.

SECTOR CHALENGES

RESEARCH INSIGHTS

WHY THE EMISSION TOOL IS NEEDED

1

2

Appendix H



12-1-2025

3

Scenario 1
Network event - Quick Scan Tool

1. First Informal Contact

Traders ontmoeten een potentiële klant, zoals een 
vloot- of operationeel manager, op een 
netwerkevenement. Ze voeren een informeel gesprek 
en wisselen uitdagingen in 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 
toont interesse 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 geïdentificeerde 
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 
toegankelijk is.

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 
creëren 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

A trader 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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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 2
Cold Call - Prefilled Demo

1. Kickstarting a cold call

Een trader belt een potentiële 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.

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-brandstof via 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 financiële 
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 
contactgegevens van 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 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. 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 
suggests a 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 results. 
With these personalized insights in hand, the trader 
leaves the meeting feeling good. They’ve built a solid 
connection and proven the tool’s real value, making it 
a key piece in the prospect’s journey 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 vloot in, 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 FuelEU Maritime-regels en hun emissie- en kostendoelen 
te behalen. De prospects nemen verschillende scenario's in 
overweging, waarbij de trader ter plekke enkele variabelen 
aanpast. De tool laat direct zien hoe verschillende keuzes de 
resultaten beïnvloeden. 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 vervolgafspraak om 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 speelt in 
de reis van de prospect naar duurzaamheid.

3 concept ideas
Based on the envisioned user experience insights - in progress

Quick Scan Prefilled Demo Meeting 
Demo
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THE

INTERVIEW Q1
Part 1 - General 

questions

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

Q2
Part 1 - General 

questions

How would you rank the 3 scenarios: "Network 
Event, Cold Call and Meeting", and why? 
(based on which factors?)   Q3

Part 1 - General 
questions

Which scenario do you think will most 
strengthen your customer relationships, and 
how?
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3 Scenario's 
Overlap & unique features
Venn diagram

Cold Calling
Prefilled scan

Business 
Meeting

In-depth analysis

Scenario 
2

Scenario 
3

• Minimal data entry
• QR code sharing
• GGaaiinniinngg  IInniittiiaall  iinntteerreesstt
• QQuuiicckk  DDeemmoo

• BBaassiicc  ddaattaa  iinnppuutt
• Quick visual insights

• Remote data entry by 
trader

• Email summary insights
• CCoonnttaacctt  vviiaa  pphhoonnee

• Collaborative data input
• RReeaall--ttiimmee  aaddjjuussttmmeennttss
• TTrriiaall  &&  ffoollllooww  uupp  ppllaannnniinngg

• Visual KPI's
• highlighting benefits
• Fuel mix
• TToooollss  ooffffeerriinnggss  aass  UUSSPP
• CCOO22  &&  CCoosstt  ssaavviinnggss  

iinnssiigghhttss

• SShhaarreeaabbllee
• Detailed insights
• iinnppuutt  aauuttoo  ssuuggggeessttiioonnss
• uusseerr  aaccccoouunntt  &&  ttrraacckkiinngg
• Scenario simulation
• PPeerrssoonnaalliizzeedd
• EEmmaaiill  ffoollllooww  uupp

• Quick adjustments
• ffaaccee  ttoo  ffaaccee  ccoonnttaacctt

Networking
Quick scan

Scenario 
1

Collaborative
Intermediate 

Input

3 Scenario's 
Flow diagram - Tool usage

Networking
Quick scan

Scenario 1

Cold Calling
Prefilled 
scan

Scenario 2

Business Meeting
In-depth analysis

Scenario 3

Inpu
t
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• CO2 & Costs 

savings

• Fuel quantity

• Targets progress

• Save & Share 

results

• (Future) Scenario's 

and comparisons

• Email follow up

• Engagement 

tracking

• Visual graphs, KPI's 

and progress bars
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• Scenario simulation
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Q4
Part 1 - General 

questions

Which scenario or elements of the scenarios 
would you avoid, and why? Q5

Part 1 - General 
questions

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

Q6
Part 1 - General 

questions

What would make a tool inconvenient or 
disruptive in your daily practice? Q7

Part 1 - General 
questions

How relevant do you find the insights and tool 
for the customer overall? 

Give a number from 1 - 10 and explain your 
choice. 

17 18

19 20
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choice. 
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3

Q8
Part 2 - Scenario 

Value

Which scenario creates the most business 
opportunities and which faces the most 
rejection? What factors lead to opportunities, 
and what causes rejection? Q9 How would incorporating data and insights 

(e.g., emission reductions, cost savings, or 
regulatory targets) enhance your customer 
conversations? 

Part 2 - Scenario 
Value

Q10 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

Q11
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

21 22

23 24
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Q12
What do you think would be most attractive to 
customers: 

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

Part 2 - Scenario 
Value

Q13
Which insights do you think are most 
compelling to customers? Choose up to three 
options and rank them.

A) CO₂ 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

Q14 How do you currently communicate 
sustainability to customers? 

Part 3 -
Sustainability

Q15 What challenges do you face in making 
sustainable options appealing or actionable?

Part 3 -
Sustainability

25 26

27 28

12-1-2025

5

Q16
What sustainability metrics do you think 
resonate most with your customers?

A) CO₂ 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 1 Ship a year)

Part 3 -
Sustainability

Q17
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. 

Part 3 -
Sustainability

Q18 What type of results or insights do you find 
most valuable to share with clients? 

Part 3 - Technical 
requirements

Q19
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

Part 3 -
Sustainability

29 30

31 32
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Q20
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

Q21
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

Q22 What input data do you expect to 
see prefilled or have guidance with, 
and what should you be able to fill in 
yourself?

Part 3 - Technical 
requirements

Inpu
t

• HVO Mix %

• Fleet Size

• Fuel 

Consumption

• Contact details

• Autosuggestions 

/cues (with fleet & 

consumption input)

2/3

3/3

Q23 Is a mobile version essential, why it is or is not? 

Part 3 - Technical 
requirements
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Appendix J

Questions Insights (average) score
Most suiting 
scenario overlap differences Theme Tone design implications

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

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 but is hard to execute as cold 
calling has limited engagement.  3

scenario 3 preffered choice 
for impactfulness and 
personal client intractions, 
cold calls are less engaging

some participants rely 
less on cold calls

Human-
Centered 
Interaction

Extremely positive 
towards scenario 3, 
positive towards 1 and 
negative towards 2.

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

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

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. 

Meeting Demo: Ranked #1 by 5 
participants (83.3%).
Cold Call: Ranked #2 by 3 
participants (50%), while 
others placed it last due to its 
challenges.
Network Event: Ranked #3 by 4 
participants (66.6%), primarily 
due to its situational nature and 
infrequent occurrence. 3

strong overlap in rank 
scenario 3 as most effective

some priorritize cold call 
for daily practice 
9frequency)

Strategic 
Engagement 

Positive for meetings, 
neutral for networking 
events, and mixed for 
cold calls.  Integration with Other Scenarios, follow up, simple data input

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

Dominant choice for meeting demo to 
strenghten relationship most, reasons: 
showcase expertise, builds trust, provides 
clear value, demonstrating proffesionalism

5/6 meeting demo strenghtens 
most the customer relationship 3

trust is key to strenghtening 
relationships. The tool helps 
this by showing expertise

1 person prefers 
networking events 
because they are informal

Building Trust 
through 
Expertise and 
Personal 
Connection:

Postive towards the 
tool and scenario's 
efffectivesness in 
relationship building

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 Accessibility: Ensure tools are accessible on mobile 
devices for on-the-go interactions.

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

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

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 
additional functions. 

tailored , need 
for data neutral

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.

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

pre-meeting data inputs, regulation features, 
visual comparisons n.a. 3

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

some focus more on 
giving basic and some 
advanced functionalities 
as ideas. Educational 
insights vs cost and 
marketing elements

Compliance, 
Customization, 
Simplification, 
Follow-Up, 
Engagement. positive

Enhanced Pre-Meeting Features:

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 
oil 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 CO₂ 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-

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

excessive data entry, irrelevant data, a lot of 
pop-ups and complexity are disruptive n.a. 3

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

pricing, but that is not  that 
applicable

Input burden, 
simplicity, data 
relevance, push 
notifications,

neutral to slightly 
negative

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

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

tool is highly valued, smaller companies will 
benefit most, larger alreaedy have alternatives 8.0 3

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

focus on regulation vs 
usability

Clear Insights, 
Accessibility, 
Smaller 
Companies, 
Process 
Simplification, 
Compliance. positive

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

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

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. n.a. 3 see insights, no differences

Opportunities: 
Tailored 
engagement, 
relationship-
building, and 
client 
readiness.
Rejection: 
Disinterest, 
impersonal 
approach, and 
busy schedules. neutral

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



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

Incorporating data and insights enhances 
credibility, enables informed decision-making, 
and makes conversations more tailored and 
convincing n.a. 3

importance of data-driven 
insights to improve credibility 
and simplify decision-
making, tailoring for clients 
needs

some value more specific 
insights: cost savings, 
regulatory insights, 
visualisations

Credibility
Tangible Results
Personalization
Simplified Data
Problem-
Solving positive By prioritizing clarity, customization, and credibility,

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

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. n.a. 3

improves for the client and 
reduces workload for trader

shopping around, sharing  
is good

Empowerment
Transparency
Efficiency
Risk of Misuse negative

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

Question 11: 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. 

While most participants find value in 
customer usage insights, privacy concerns 
and relevance over time make it less critical. 6,3 3

can help traders, but 
monitoring can lead to 
discomfort

only relevant during 
certain periodes eg when 
closing a deal

Early 
Engagement 
Value
Privacy 
Concerns and 
Permissions neutral

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

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

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

Financial benefits are consistently ranked as 
the most attractive as cost savings are primary 
driver for client

Financial Benefits ranked 1st 
by 5/6 participants.
Emission Reduction Statistics 
consistently ranked 2nd or tied 
for relevance.
Compliance Benefits ranked 
3rd overall, with one exception 
where it was ranked 1st (P3). 3 see score

p3 finds compliance most 
important

price-driven 
decisions. positive

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

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

A) CO₂ 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)

A, D, and E are equally strong contenders, 
showing that CO₂ reduction, tracking goals, 
and scenario comparisons are highly valued.
C remains very relevant but slightly lower in 
priority 
B was only selected by one participant, 
making it less representative overall. n.a.

Question 14: How do you currently communicate 
sustainability to customers?

Sustainability is communicated only when 
necessary. Communication is often minimal, 
reactive, or dependent on regulations. n.a. 3

education needed for marine 
clients, regulation is driving 
force market familiatiry

Regulations, 
cost savings, 
reduction 
factors, market 
familiarity, 
education, 
compliance. negative

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

Question 15: What challenges do you face in making 
sustainable options appealing or actionable? A: n.a. 3

high costs as barrier, 
availability, , regulatory 
challanges + reluctance customer fear on quality

Cost, 
availability,  , 
regulatory 
clarity, 
customer 
reluctance. negative

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

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

A) CO₂ 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 1 Ship a year)

C: Ranked 1st by 3 participants s A:not 
mentioned by p1 and p3. B: ranked 3rd 3 
times. 

1. C (Compliance and 
Regulations)
2. A (CO₂ Reductions)
3. B (Financial Benefits) 
4. D (Ecosystem Impact

Question 17: 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. 

participants rated between 7-10 showing the 
impoartance is valued highly 8.6 3

All participants agree on the 
tool's importance for 
customer compliance and 
sustainability goals.
Most emphasize 
visualization, accuracy, and 
ease of use as critical 
features. risk of poor execution

Compliance, 
Sustainability 
goals,Customer 
Engagement, , 
efficiency positive

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

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

All participants agree on the importance of 
cost savings and CO₂ reductions (mentioned 
by 5)  as central insights.
Comparative insights and regulatory 
compliance also appear as shared themes. 3 see insights

CO₂ 
Reductions, 
Financial 
Impact, 
Regulatory 
Compliance, 
Comparative 
Insights, 
Education on 
Sustainability. positive

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

Question  19: 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

Medium level detail prefered as it balances 
between clarity, providing enough information 
and engaging the client Some like to start with 
A in the customer journey and then move to B

Preferred Level: Medium Detail 
(B).
Count: 4 out of 6 participants 
favor Medium-level detail.
Scenarios: Medium detail suits 
most scenarios, with Key 
Insights (A) being useful for 
quick engagements and In-
Depth Details (C) reserved for 
advanced meetings. n.a. see insights

only C for advanced 
meetings

Medium Detail 
(B)
Key Figures (A)
Clear and 
Digestible
Avoid Overload
Scenario-
Specific Depth 
© positive

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 Insights (average) score
Most suiting 
scenario overlap differences Theme Tone design implications

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

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 but is hard to execute as cold 
calling has limited engagement.  3

scenario 3 preffered choice 
for impactfulness and 
personal client intractions, 
cold calls are less engaging

some participants rely 
less on cold calls

Human-
Centered 
Interaction

Extremely positive 
towards scenario 3, 
positive towards 1 and 
negative towards 2.

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

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

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. 

Meeting Demo: Ranked #1 by 5 
participants (83.3%).
Cold Call: Ranked #2 by 3 
participants (50%), while 
others placed it last due to its 
challenges.
Network Event: Ranked #3 by 4 
participants (66.6%), primarily 
due to its situational nature and 
infrequent occurrence. 3

strong overlap in rank 
scenario 3 as most effective

some priorritize cold call 
for daily practice 
9frequency)

Strategic 
Engagement 

Positive for meetings, 
neutral for networking 
events, and mixed for 
cold calls.  Integration with Other Scenarios, follow up, simple data input

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

Dominant choice for meeting demo to 
strenghten relationship most, reasons: 
showcase expertise, builds trust, provides 
clear value, demonstrating proffesionalism

5/6 meeting demo strenghtens 
most the customer relationship 3

trust is key to strenghtening 
relationships. The tool helps 
this by showing expertise

1 person prefers 
networking events 
because they are informal

Building Trust 
through 
Expertise and 
Personal 
Connection:

Postive towards the 
tool and scenario's 
efffectivesness in 
relationship building

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 Accessibility: Ensure tools are accessible on mobile 
devices for on-the-go interactions.

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

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

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 
additional functions. 

tailored , need 
for data neutral

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.

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

pre-meeting data inputs, regulation features, 
visual comparisons n.a. 3

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

some focus more on 
giving basic and some 
advanced functionalities 
as ideas. Educational 
insights vs cost and 
marketing elements

Compliance, 
Customization, 
Simplification, 
Follow-Up, 
Engagement. positive

Enhanced Pre-Meeting Features:

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 
oil 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 CO₂ 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-

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

excessive data entry, irrelevant data, a lot of 
pop-ups and complexity are disruptive n.a. 3

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

pricing, but that is not  that 
applicable

Input burden, 
simplicity, data 
relevance, push 
notifications,

neutral to slightly 
negative

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

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

tool is highly valued, smaller companies will 
benefit most, larger alreaedy have alternatives 8.0 3

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

focus on regulation vs 
usability

Clear Insights, 
Accessibility, 
Smaller 
Companies, 
Process 
Simplification, 
Compliance. positive

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

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

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. n.a. 3 see insights, no differences

Opportunities: 
Tailored 
engagement, 
relationship-
building, and 
client 
readiness.
Rejection: 
Disinterest, 
impersonal 
approach, and 
busy schedules. neutral

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



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?

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 
to 10 minutes for deeper 
discussions.

Simplicity
Speed
Engagement
30 seconds to 5 
minutes
Avoid 
Boredom/Overl
oad 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.

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. 

Valued as crucial. The ability to refine and 
update data inputs during live interactions 
ensures relevance, enhances discussions, 
and delivers meaningful insights. 9

Flexibility
Real-Time 
Adjustments
Refined Inputs
Meaningful 
Insights
Customer 
Engagement positive Live Data Adjustments

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?

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.

Scenario-
Specific 
Adjustments positive

Pre-Filled Baseline Data:

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

Allow for real-time manual inputs, especially in tailored scenarios 
like meetings.
Use dynamic guidance (e.g., prompts or algorithms) for inputs 
requiring assumptions.
Scenario-Specific Features:

For cold calls: Minimal data entry with instant results for basic 
metrics.
For meetings: Comprehensive and customizable input capabilities.
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.

Question 24: Is a mobile version essential? mobile version is needed 5/6 valued as crucial
1 persons more uses 
laptop but is nice to have

Questions Insights (average) score
Most suiting 
scenario overlap differences Theme Tone design implications

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

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 but is hard to execute as cold 
calling has limited engagement.  3

scenario 3 preffered choice 
for impactfulness and 
personal client intractions, 
cold calls are less engaging

some participants rely 
less on cold calls

Human-
Centered 
Interaction

Extremely positive 
towards scenario 3, 
positive towards 1 and 
negative towards 2.

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

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

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. 

Meeting Demo: Ranked #1 by 5 
participants (83.3%).
Cold Call: Ranked #2 by 3 
participants (50%), while 
others placed it last due to its 
challenges.
Network Event: Ranked #3 by 4 
participants (66.6%), primarily 
due to its situational nature and 
infrequent occurrence. 3

strong overlap in rank 
scenario 3 as most effective

some priorritize cold call 
for daily practice 
9frequency)

Strategic 
Engagement 

Positive for meetings, 
neutral for networking 
events, and mixed for 
cold calls.  Integration with Other Scenarios, follow up, simple data input

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

Dominant choice for meeting demo to 
strenghten relationship most, reasons: 
showcase expertise, builds trust, provides 
clear value, demonstrating proffesionalism

5/6 meeting demo strenghtens 
most the customer relationship 3

trust is key to strenghtening 
relationships. The tool helps 
this by showing expertise

1 person prefers 
networking events 
because they are informal

Building Trust 
through 
Expertise and 
Personal 
Connection:

Postive towards the 
tool and scenario's 
efffectivesness in 
relationship building

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 Accessibility: Ensure tools are accessible on mobile 
devices for on-the-go interactions.

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

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

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 
additional functions. 

tailored , need 
for data neutral

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.

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

pre-meeting data inputs, regulation features, 
visual comparisons n.a. 3

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

some focus more on 
giving basic and some 
advanced functionalities 
as ideas. Educational 
insights vs cost and 
marketing elements

Compliance, 
Customization, 
Simplification, 
Follow-Up, 
Engagement. positive

Enhanced Pre-Meeting Features:

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 
oil 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 CO₂ 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-

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

excessive data entry, irrelevant data, a lot of 
pop-ups and complexity are disruptive n.a. 3

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

pricing, but that is not  that 
applicable

Input burden, 
simplicity, data 
relevance, push 
notifications,

neutral to slightly 
negative

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

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

tool is highly valued, smaller companies will 
benefit most, larger alreaedy have alternatives 8.0 3

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

focus on regulation vs 
usability

Clear Insights, 
Accessibility, 
Smaller 
Companies, 
Process 
Simplification, 
Compliance. positive

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

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

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. n.a. 3 see insights, no differences

Opportunities: 
Tailored 
engagement, 
relationship-
building, and 
client 
readiness.
Rejection: 
Disinterest, 
impersonal 
approach, and 
busy schedules. neutral

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



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

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

Figure X, shows 4 ways in which AI 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 AI can add extra value. When incorporating AI, 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 AI 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)

2.2.1 User Research 2.2.2 lo-fi prototyping
Figure X includes 2 lo-fi interactive (interactive) python prototypes 
that generated with the help of AI. 
 
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 
AI 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, AI prototypes may lack advanced features, the user 
experience and visual designs are limited, and creating more defined 
prototypes is hard or time-consuming. 
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Old version
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