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Al Assessment of MarketPilot — Full Responses
Introduction

This document presents unedited responses from a selection of independent Al platforms
regarding the MarketPilot model, based on a common structured briefing and set of questions.

The purpose of this document is to provide a transparent, third-party perspective on how
MarketPilot is interpreted in relation to existing approaches to international trade support, and in
which contexts it may be appropriate for institutional deployment.

All responses are reproduced as generated. No modifications have been made to content,
structure, or wording.

Each assessment reflects the interpretation of the respective Al platform based on the structured
input provided and its underlying training data at the time of analysis.

For ease of reading on the website, a summarised and standardised version of these responses is
presented separately. Readers seeking full context are encouraged to refer to this document.

Additional Al platforms were tested as part of the evaluation process. However:

e DuckDuckGo Al could not process the full structured briefing due to input length limitations
e Google Al Mode was unable to generate a response to the full set of questions

This evaluation does not include a response from ChatGPT.

ChatGPT was used in the preparation, structuring, and analysis of the MarketPilot materials and
the evaluation process. For this reason, it was not treated as an independent assessment platform
in order to maintain a clear distinction between model development and external evaluation.

These observations are noted for completeness.
Disclaimer

Al responses were generated during independent testing and evaluation. Outputs may vary over
time as Al systems evolve.

The same structured briefing and set of questions were submitted to each platform independently
to ensure consistency of evaluation.
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Al Platform Standard Briefing and Set of Questions

All the Al Platforms we list here were provided with the following brief and set of questions:
MarketPilot — Independent Evaluation Brief

Purpose of this Request

We are seeking an independent, structured evaluation of the MarketPilot model as a trade
intelligence and execution framework.

The objective is to obtain a neutral, analytical perspective on:

e the conceptual structure of the model

e its differentiation from existing approaches

e its practical applicability for institutions

e its strengths, limitations, and implementation considerations

The response should be analytical in tone and not promotional.
Overview of MarketPilot

MarketPilot is a structured trade intelligence and execution model designed to help institutions
identify, prioritise, and act on international trade opportunities.

It operates by integrating multiple categories of data, transforming them into structured
intelligence, and linking this intelligence directly to execution mechanisms.

The model is designed for institutional use, particularly:

e banks

e chambers of commerce

e trade associations

e economic development organisations

MarketPilot is not a standalone data platform or marketplace. It functions as a coordinated
framework that connects data, intelligence, and execution into a single operational model.

Core Structure of the Model
1. Data Layer
MarketPilot combines multiple data sources, including:

e global trade data (e.g. import/export statistics)
e international visibility signals (e.g. digital presence and market interest indicators)
e payment flow data (where available, particularly for banks)

These data sources are used in combination to provide a more complete view of real and potential
trade activity.
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2. Intelligence Layer
The model transforms raw data into structured trade intelligence, including:

e identification of priority markets

e trade corridor analysis

e sector-level opportunity identification

e client or member-level opportunity targeting

This stage focuses on converting distributed data into actionable, prioritised insights.
3. Execution Layer

MarketPilot links intelligence directly to execution through a structured support environment,
which may include:

e market entry support

e partner identification

e trade facilitation services

e coordinated institutional programmes

4. Continuous Intelligence Cycle
MarketPilot operates as an ongoing process:
Data - Analysis = Intelligence - Execution - Feedback - Refinement

This allows the model to continuously improve based on real-world outcomes and evolving market
conditions.

5. Key Characteristics
MarketPilot is designed to:

e integrate multiple data sources rather than rely on a single dataset

e connect intelligence directly to execution

e operate at institutional scale

e support both analysis and practical trade development

e remain flexible depending on available data and institutional capabilities

Certain capabilities (e.g. payment flow intelligence) may enhance the model but are not required
for basic operation.

The objective is to ensure that identified opportunities can be acted upon in a practical and
scalable way.

A reference web page for MarketPilot can be found at:
https://www.expoworld.cloud/en/marketpilot/ However, the assessment should be based
primarily on the structured description above, to ensure consistency and completeness.
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https://www.expoworld.cloud/en/marketpilot/

TanN . P ann
{1\ TRADETECH International Trade Knowledge Centre i N\ exro

SALLY SORUTIONS ExpoWorld | TradeTech Solutions Ltd XLgs: WORED

Questions for Evaluation
Please provide structured responses to the following:
1. Conceptual Assessment

How would you assess the MarketPilot model as a structured approach to trade intelligence and
execution?

Is the overall framework logically sound and complete?
2. Differentiation
How does MarketPilot differ from typical approaches such as:

e trade portals

e data platforms

e consultancy-led trade support

e CRM-based export programmes

What are the key points of differentiation?

3. Strengths

What are the main strengths of the MarketPilot approach?
In particular, consider:

e integration of multiple data sources
e linkage between intelligence and execution
e scalability for institutional use

4. Limitations and Risks
What are the potential limitations, risks, or challenges in implementing MarketPilot?
Consider:

e data availability

e operational complexity

e institutional adoption

e reliance on specific capabilities (e.g. bank data)

5. Practical Applicability
How practical is MarketPilot as a real-world implementation for:

(a) banks

(b) chambers of commerce / trade associations

Copyright © TradeTech Solutions Ltd 2026



/71X TRADETECH International Trade Knowledge Centre /T Expo

Y\Q&/ PRRERTN ExpoWorld | TradeTech Solutions Ltd \&géf e

What would be required to implement it successfully?
6. Overall Positioning

How would you position MarketPilot within the current landscape of trade support and trade
intelligence solutions?

7. Value Creation
Where does MarketPilot create the most value within the trade lifecycle?

(e.g. market identification, prioritisation, client activation, execution, etc.)

Response Guidelines

Please:

e maintain a neutral, analytical tone

e highlight both strengths and limitations

e avoid marketing language

e focus on practical applicability as well as conceptual design
e provide structured responses where possible
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Conceptual Assessment

The MarketPilot model presents a logically sound and comprehensive framework for institutional
trade intelligence and execution. Its three-layer architecture—Data, Intelligence, and Execution—
follows a clear progression from raw information to actionable outcomes, aligned with best
practices in strategic decision-making models.

The inclusion of a Continuous Intelligence Cycle (Data - Analysis - Intelligence - Execution -
Feedback - Refinement) strengthens the model conceptually by introducing adaptability and
learning, which is critical in dynamic global trade environments. This feedback-driven loop
differentiates it from static reporting or one-off analyses.

Moreover, the model’s emphasis on integration over isolation—combining trade statistics, digital
visibility, and payment flows—addresses a key gap in traditional trade support systems, which
often rely on siloed data sources. The design acknowledges that real trade opportunity
identification requires multi-dimensional signals, not just volume or frequency of shipments.

However, while the framework is conceptually complete, its effectiveness hinges entirely on
implementation quality. The model does not prescribe specific methodologies for data fusion,
weighting of signals, or execution protocols, which could lead to inconsistent application across
institutions.

Market intelligence frameworks

Differentiation

MarketPilot distinguishes itself from common alternatives through structural integration and
operational continuity.

vs. Trade Portals

Most trade portals (e.g., export.gov, international trade gateways) function as information
repositories or matchmaking platforms. They offer access to market reports or buyer listings but
lack systematic intelligence generation or execution support. MarketPilot goes beyond access

by curating and prioritizing opportunities based on data-driven insights.

vs. Data Platforms

Platforms like ZoomInfo, Crunchbase, or global trade databases provide raw data but do not link
insights to action. MarketPilot’s value lies in its end-to-end orchestration, transforming data into
structured intelligence and connecting it to institutional execution mechanisms.

vs. Consultancy-Led Support

Consultancies deliver high-value, bespoke trade strategies, but these are often episodic, costly,
and difficult to scale. MarketPilot offers a repeatable, institutionalized process that can be
embedded into ongoing operations, reducing dependency on external advisors.

Copyright © TradeTech Solutions Ltd 2026


https://search.brave.com/search?q=Market%20intelligence%20frameworks

e

/{1\\ TRADETECH International Trade Knowledge Centre
” ExpoWorld | TradeTech Solutions Ltd

/ SOLUTIONS

(
A\

vs. CRM-Based Export Programmes

Many organizations use CRM systems to track export leads, but these are typically backward-
looking or relationship-driven, not intelligence-led. MarketPilot introduces a proactive, data-
informed targeting mechanism that feeds directly into CRM workflows, enhancing their predictive
power.

The key differentiator is integration across the full trade lifecycle—from signal detection to
outcome feedback—within a single coordinated framework.

Strengths
Integration of Multiple Data Sources

By combining global trade data, digital visibility signals, and payment flows, MarketPilot enables
a 360-degree view of trade activity. This multi-source approach reduces reliance on any single
indicator, improving accuracy in identifying emerging opportunities. For example, a rise in import
volumes combined with increased digital search interest in a region strengthens conviction in
market potential.

Linkage Between Intelligence and Execution

Unlike models that stop at insight generation, MarketPilot explicitly connects intelligence to
action. This linkage ensures that identified opportunities are not left unacted upon—a common
failure in traditional trade support. The integration with market entry support, partner
identification, and facilitation services closes the loop between analysis and implementation.

Scalability for Institutional Use

Designed for banks, chambers, and trade associations, the model supports systematic, repeatable
processes that can be applied across large client/member bases. Its modular design allows
adaptation to different sectors or geographies without requiring complete re-engineering.

Flexibility and Adaptability

The model does not require all data types to function—payment flow data, while valuable, is
optional. This lowers the barrier to entry for institutions with limited data access, enhancing
practical adoption.

MarketPilot, trade intelligence framework

Limitations and Risks
Data Availability and Quality

The model’s performance depends heavily on access to timely, accurate, and granular data. In
many emerging markets, trade data may be delayed, incomplete, or inconsistently reported.
Digital visibility signals (e.g., web traffic, search trends) can also be noisy or biased toward English-
speaking or high-connectivity regions.

Operational Complexity
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Implementing a continuous intelligence cycle requires cross-functional coordination—between
data teams, analysts, and execution units (e.g., trade desks, advisory services). Many institutions
lack the internal structure or workflows to sustain this integration, risking fragmentation.

Institutional Adoption Challenges

Organizational inertia, siloed departments, and resistance to process change may hinder adoption.
For example, chambers of commerce often operate with limited technical capacity,
making technology integration and data literacy significant barriers.

Reliance on Enabling Capabilities

While payment flow data is optional, its absence limits the model’s ability to identify high-intent
commercial relationships. Banks with access to such data gain a significant advantage, creating
a two-tier implementation reality where non-financial institutions derive less value.

Feedback Loop Implementation

The Continuous Intelligence Cycle assumes reliable feedback from executed trades. In
practice, tracking outcomes (e.g., whether a facilitated match led to a deal) requires robust
monitoring systems, which many institutions do not have.

Practical Applicability
(a) Banks

For banks with international trade desks, MarketPilot is highly applicable. They typically have
access to payment flows, client transaction data, and trade finance records, enabling rich
intelligence generation. Integration with existing client advisory services allows direct activation of
insights—e.g., alerting relationship managers to export opportunities for specific clients.

Successful implementation would require:
o Data integration between internal systems and external trade/digital data sources
¢ Training for client-facing teams to interpret and act on intelligence
e Performance tracking to close the feedback loop

(b) Chambers of Commerce / Trade Associations

These organizations can benefit from MarketPilot but face greater implementation challenges.
They often lack internal data infrastructure and technical expertise. However, as trusted
intermediaries, they are well-positioned to coordinate execution services (e.g., trade missions,
matchmaking).

To succeed, they would need:

¢ Partnerships with data providers or government agencies for trade and digital visibility
data
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o Simplified dashboards to make intelligence accessible to non-technical staff

o Collaborative execution networks with logistics firms, legal advisors, and export
consultants

The model’s value here lies in elevating their role from passive information hubs to active trade
enablers.

Overall Positioning

MarketPilot occupies a unique middle ground between data platforms and consultancy services.
It is not a tool, nor a one-time advisory product, but a process framework for institutionalizing
trade development.

Within the current landscape, it can be positioned as a "trade operating system" —a structured,
repeatable model that organizations can adopt to systematize how they identify and act on
international opportunities.

It complements, rather than replaces, existing tools. For instance, it can leverage data from
platforms like Panjiva or TradeMap, while enhancing CRM systems with intelligence. Its
positioning is strongest for institutions aiming to scale their trade support functions beyond ad
hoc interventions.

Value Creation

MarketPilot creates the most value in the prioritization and client activation phases of the trade
lifecycle.

¢ Market Identification: Adds value by using multi-source signals rather than relying solely
on trade volumes.

¢ Prioritisation: Delivers high-impact differentiation by ranking opportunities based on
combined data dimensions (e.g., trade growth + digital interest), reducing guesswork.

¢ Client Activation: Excels by linking insights directly to client portfolios, enabling targeted
outreach (e.g., “Company X imports from Germany; digital signals show rising demand in
Poland—suggest export expansion”).

¢ Execution: Enhances success through coordinated support services, increasing conversion
rates from lead to deal.

o Feedback & Refinement: Generates long-term value by learning from outcomes,
improving future recommendations.

The greatest value is not in discovery alone, but in reducing the gap between insight and action—
a persistent weakness in traditional trade support models.

10
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Independent Evaluation of MarketPilot Model
1. Conceptual Assessment

The MarketPilot model presents a structured approach to trade intelligence and execution that is
logically sound. It integrates diverse data sources, which allows it to create a comprehensive view
of trade opportunities. The framework is complete as it encompasses data collection, intelligence
generation, and execution processes. This cyclical nature ensures that insights are continuously
refined based on real-world outcomes, making it adaptable to changing market conditions.

2. Differentiation
MarketPilot distinguishes itself from typical approaches in several ways:

o Trade Portals: Unlike traditional trade portals that often provide static data, MarketPilot
actively transforms data into actionable intelligence linked to execution strategies.

o Data Platforms: While data platforms focus solely on data aggregation, MarketPilot
integrates data with intelligence and execution, creating a cohesive operational model.

o Consultancy-led Support: MarketPilot automates the intelligence and execution processes,
reducing reliance on consultancy services that can be costly and time-consuming.

¢ CRM-based Export Programs: Unlike CRM systems that primarily manage customer
relationships, MarketPilot focuses on broader trade opportunities, emphasizing market
analysis and execution.

3. Strengths
The main strengths of the MarketPilot approach include:

¢ Integration of Multiple Data Sources: By combining various data types (trade data,
visibility signals, payment flows), MarketPilot offers a holistic view of trade opportunities.

¢ Linkage Between Intelligence and Execution: The direct connection between insights and
actionable steps enhances the effectiveness of trade initiatives.

¢ Scalability for Institutional Use: Designed for institutional players, it can be scaled
according to the needs and capabilities of banks, chambers of commerce, and trade
associations.

4. Limitations and Risks
Potential limitations and risks associated with implementing MarketPilot include:

o Data Availability: The effectiveness of the model depends on the availability and quality of
data, particularly payment flow data for banks.

11
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Operational Complexity: The integration of multiple data sources and execution
mechanisms may introduce complexity in operational management.

Institutional Adoption: Gaining buy-in from institutions may be challenging, especially if
they are accustomed to traditional methods.

Reliance on Specific Capabilities: Certain features, such as payment flow intelligence,
enhance functionality but may not be feasible for all institutions to implement.

5. Practical Applicability

MarketPilot's practicality for implementation varies by institution:

Banks: Banks can leverage the model for enhanced market analysis and client targeting.
Successful implementation would require robust data integration capabilities and
collaboration with internal stakeholders.

Chambers of Commerce / Trade Associations: For these organizations, MarketPilot can
facilitate trade facilitation services and partner identification. Implementation would need
training and resources to utilize the intelligence effectively.

6. Overall Positioning

Within

the current landscape, MarketPilot positions itself as a comprehensive solution that bridges

the gap between data, intelligence, and execution. It stands out by providing a structured
framework that enhances trade decision-making processes compared to existing solutions that
may focus on isolated aspects of trade intelligence.

7. Value Creation

MarketPilot creates the most value in the trade lifecycle at several stages:

Market Identification: By integrating diverse data sources, it helps institutions identify
priority markets effectively.

Prioritization: The model's intelligence layer enables targeted analysis for sector-level
opportunities, facilitating strategic prioritization.

Client Activation and Execution: The direct linkage to execution mechanisms ensures that
identified opportunities can be acted upon promptly, increasing the likelihood of successful
trade outcomes.

This evaluation presents a balanced view of MarketPilot, highlighting its innovative approach while
acknowledging potential challenges in its implementation.

12
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DeepSeek

Disclaimer: The following evaluation is based entirely on the structural description of MarketPilot
provided in your prompt. A review of the search results (featuring a platform named "MARKT-
PILOT") indicates this is a different entity focused on spare parts pricing optimization for
manufacturers, not the trade intelligence framework you have defined for banks and trade
associations. The analysis below is strictly an independent assessment of the MarketPilot concept
as presented.

Independent Evaluation: MarketPilot Trade Intelligence Framework
1. Conceptual Assessment
Verdict: Logically sound, coherent, but incompletely specified regarding "feedback."

The MarketPilot model presents a closed-loop architecture (Data = Intelligence - Execution -
Feedback) that addresses a critical failure point of traditional trade support: the gap between
identifying an opportunity and acting on it.

e Logical Soundness: High. By integrating disparate data sources (trade stats, digital signals,
payment flows) rather than relying on a single source of truth, the model mitigates the
"blind men and elephant" problem of trade analysis.

o Completeness: The framework is complete in its macro-design, but the "Feedback" loop is
currently theoretical. For the model to be truly "continuous," you would need standardized
metrics for execution success (e.g., conversion rates, realized revenue) to flow back into
the algorithm. The current description suggests a manual refinement process rather than
an automated machine learning loop.

2. Differentiation

MarketPilot distinguishes itself from existing approaches by focusing on closed-loop
execution rather than mere visibility or traditional consulting.

e vs. Trade Portals (e.g., GlobalTrade.net): Portals are static directories. MarketPilot is
dynamic and prescriptive. It doesn't just list partners; it identifies corridors and facilitates
entry.

e vs. Data Platforms (e.g., UN Comtrade): Data platforms are retrospective analytical tools
requiring human interpretation (data = analysis). MarketPilot automates the
transformation from raw data to actionable intelligence (data = intelligence).

¢ vs. Consultancy-led Support: Consultants are high-cost, project-based, and bespoke.
MarketPilot is designed for institutional scale and repeatability.

¢ vs. CRM-based Programmes: CRMs are administrative records of existing relationships.
MarketPilot is a generative engine for new opportunities based on external market signals.

Key Differentiator: Most tools stop at "What is happening?" MarketPilot attempts to answer
"What should we do about it?" and provides the mechanism to do so.

13
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3. Strengths

¢ Integration of Multi-Source Data: The recognition that trade cannot be understood solely
through customs data (which is lagging) or web traffic (which is noisy) is a significant
conceptual strength. Combining financial (payment) + physical (trade) + digital (visibility)
creates a leading indicator that few institutions possess.

¢ Intelligence-Execution Linkage: The "last mile" problem is the graveyard of trade projects.
By hard-wiring execution (partner ID, facilitation) to the intelligence output, MarketPilot
reduces "analysis paralysis."

¢ Institutional Scalability: The modular design allows a bank to apply this to 10,000
corporate clients simultaneously, which is impossible with a consultancy model.

4. Limitations and Risks

o Data Availability (The "Cold Start" Problem): The model is heavily reliant on payment flow
data for maximum efficacy. For non-bank institutions (Chambers of Commerce), this data is
often unavailable, potentially leaving them reliant on less-robust proxies (digital visibility).

e Operational Complexity: Integrating disparate data sources (customs APIs, bank core
systems, web scrapers) is a non-trivial engineering challenge requiring significant data
governance.

e Institutional Adoption: The model demands a shift from "lending" or "membership"
mindsets to a "trade facilitation" mindset. Banks, in particular, are risk-averse and may
struggle to operationalize "intelligence" without clear regulatory or revenue frameworks.

o The "Black Box" Risk: Institutions may be reluctant to act on recommendations if the
weighting of the intelligence layer (e.g., why Corridor A > Corridor B) is not explainable to
compliance or board level.

5. Practical Applicability
(a) Banks
e Practicality: High, but only if integrated into Treasury/Transaction Banking.

e Requirements: Access to de-identified payment corridors; integration with KYC/AML
workflows to ensure recommended partners are compliant; a revenue model (e.g.,
increased FX or lending).

¢ Value Use Case: Identifying a corporate client importing from China but exporting to Africa,
then offering structured trade finance for the new African corridor.

(b) Chambers / Trade Associations

e Practicality: Medium. Requires partnership with a data provider (customs data is
expensive).

14
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e Requirements: Member engagement strategy (moving from "passive newsletter" to "active
lead distribution").

o Limitation: Without payment data, the "Intelligence" layer is weaker. The model relies
more heavily on digital visibility data, which can be gamed (e.g., high SEO traffic does not
equal high creditworthiness).

6. Overall Positioning

In the current landscape of trade support, MarketPilot would occupy a niche space
of "Operational Trade Al."

It sits above Trade Portals (added value) but below full-scale Enterprise ERP (complexity). It most
closely resembles a sector-specific version of a Predictive Sales Platform (like Salesforce Einstein)
but applied to cross-border trade rather than general CRM. It is best positioned as a middle-office
enabler for institutions too large for spreadsheets but too small for a bespoke quantitative trading
desk.

7. Value Creation
MarketPilot creates the most value at the intersection of Prioritisation and Client Activation.
e Lowest Value: Market Identification (desk research is cheap).

¢ Highest Value: Execution. The ability to take a prioritized list of 100 opportunities and
automatically facilitate the first step of market entry is where the ROl is generated. The
"Continuous Intelligence Cycle" also creates high value in scenario planning (e.g., "If Tariffs
change on Product X, which corridor replaces it?").

Conclusion: MarketPilot is a logically robust framework that addresses a genuine market gap.
However, its real-world success hinges entirely on the quality of the "black box" intelligence layer
and the specific data integration capabilities of the adopting institution. It is a high-potential, high-
complexity solution.

15
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DuckDuckGo

There is a maximum of 500 characters for each question and ours ran to over 5,000, so we were
unable to put the standard question to DucDuckGo.
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This evaluation provides a neutral, analytical assessment of the MarketPilot model based on the
provided structural framework and the broader context of trade intelligence systems.

1. Conceptual Assessment

The MarketPilot model is a holistic, closed-loop framework for international trade development.
Its logic is sound because it addresses the "last mile" problem in trade support—the gap between
having data and achieving a transaction.

e Logical Flow: The sequence of Data - Intelligence - Execution is cohesive. Most trade
models stall at "Intelligence," leaving the end-user to figure out "Execution." By integrating
execution as a core layer, MarketPilot ensures accountability for the data.

e Completeness: The inclusion of a Continuous Intelligence Cycle (feedback loop) is critical.
It transforms a static analytical exercise into a dynamic operational process, allowing the
model to adapt to volatile global market conditions (e.g., supply chain shifts or geopolitical
changes).

2. Differentiation

MarketPilot occupies a middle ground between pure technology platforms and professional
services.

Feature Trade Portals / Data Platforms CRM/Export MarketPilot
Programmes
Primary Raw data or static reports Relationship Integrated execution pathways
Output management
Data Scope  Often single-source (e.g., Internal client data Multi-source (Visibility + Trade +
Customs) Payments)
Engagement Passive (User searches) Administrative Active (Model-driven prioritization)

17
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Feature Trade Portals / Data Platforms CRM/Export MarketPilot
Programmes

Actionability Low (Requires interpretation) Moderate (Operational) High (Directly linked to support
mechanisms)

Key Differentiator: MarketPilot’s use of "International Visibility Signals." While typical platforms
look at historical trade data (what happened), visibility signals offer a proxy for current market
interest and intent (what is happening or about to happen).

3. Strengths

e Multi-Dimensional Data Synthesis: By combining "hard" trade statistics with "soft"
visibility signals and (ideally) banking payment flows, the model reduces the risk of "data
blindness" where one source contradicts the reality on the ground.

o Institutional Alignment: The model is specifically architected for intermediaries (banks,
chambers). It leverages their existing "trust" position and gives them a structured way to
add value to their members or clients.

e Scalability: Because it functions as a framework rather than a fixed dataset, it can be scaled
across different sectors and geographies without requiring a complete rebuild of the
underlying logic.

4. Limitations and Risks

o Data Integrity & Availability: The "Visibility Signals" layer is inherently more "noisy" than
customs data. Relying on digital presence indicators requires sophisticated filtering to
avoid false positives (e.g., high traffic that doesn't translate to purchasing power).

¢ Institutional Adoption & Silos: For banks, the Payment Flow Data is the "holy grail" of
intelligence, but it is often siloed behind strict compliance, privacy, and technical barriers.
Implementing this layer requires significant internal buy-in.

¢ Operational Complexity: Moving from "Intelligence" to "Execution" requires human or
programmatic intervention. If the "Execution Layer" (e.g., partner identification) is not as
automated or efficient as the "Data Layer," it becomes a bottleneck.

5. Practical Applicability
(a) For Banks

MarketPilot is highly practical as a client acquisition and retention tool. It allows trade finance
departments to move from being "reactive lenders" to "proactive advisors."

e Requirement for Success: Integration with existing CRM and compliance (KYC/AML)
workflows to ensure that "identified opportunities” are also "bankable opportunities.”

18
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(b) For Chambers / Trade Associations

The model is practical for demonstrating ROIl. Chambers often struggle to prove the direct impact
of their trade missions.

e Requirement for Success: A shift in staff capability. Teams must move from administrative
event planning to data-driven consultancy.

6. Overall Positioning

MarketPilot is best positioned as an "Institutional Trade Enablement Framework." It is not a
competitor to data providers like Panjiva or ImportGenius; rather, it is the operating system that
sits on top of such data to make it useful for an organization. It bridges the gap between
TradeTech (data) and Trade Promotion (action).

7. Value Creation
MarketPilot creates the most value at the Prioritisation and Client Activation stages:

1. Prioritisation: It prevents "resource scatter" by focusing an institution’s limited budget on
the corridors and sectors with the highest verified potential.

2. Activation: By providing "Execution" support, it lowers the barrier to entry for SMEs who
have the product but lack the market-entry expertise, effectively "unlocking" dormant
trade capacity.

Summary: MarketPilot is a logically robust framework that shifts the focus of trade support from
information to outcomes. Its success depends heavily on the quality of the "Visibility Signals" and
the institution's ability to bridge internal data silos.

Gemini may display inaccurate info, including about people, so double-check its responses.
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Google Al Mode

Google Al Mode responded: “It looks like there's no answer available for this search. Try asking
something else.”
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Microsoft Copilot
1. Conceptual assessment
Overall structure

o Layered design: The three-layer structure—data, intelligence, execution—plus a
continuous feedback loop is conceptually coherent. It mirrors mature decision-support
architectures in other domains (e.g. risk, CRM, marketing automation), which is a positive
sign of robustness rather than novelty for its own sake.

e End-to-end orientation: Explicitly linking upstream analytics (market/corridor/sector/client
insights) to downstream execution (support services, programmes) addresses a common
gap in trade support, where insight and action are often disconnected.

e Continuous cycle: The Data - Analysis = Intelligence - Execution - Feedback -
Refinement loop is logically sound and aligns with how institutions actually learn from
programmes over time, provided feedback data is captured in a structured way.

Completeness

o Coverage of the trade development chain: Conceptually, MarketPilot spans from
opportunity identification to execution support and learning. It covers:

where to focus (markets, corridors, sectors)
who to focus on (clients/members)

how to act (support mechanisms)

how to improve (feedback loop)

O O O O

e Abstraction level: The model is intentionally high-level and framework-like rather than
prescriptive. This makes it adaptable but leaves implementation details (governance, data
models, workflows, KPIs) to each institution. Conceptually, it is “complete enough” as a
reference model, but not as an implementation blueprint.

Verdict

As a structured approach to trade intelligence and execution, the framework is logically sound,
internally consistent, and aligned with how institutional trade support could be organised. Its main
conceptual trade-off is that it stays at a framework level and will require significant institutional
interpretation to operationalise.

2. Differentiation
Versus trade portals

e Portals: Typically focus on information dissemination (guides, regulations, opportunities
listings) and sometimes matchmaking, with limited integrated analytics and weak feedback
loops.
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e MarketPilot: Positions itself as an internal operating model for institutions, not a public-
facing portal. The emphasis is on integrating multiple data sources and driving targeted
interventions, rather than simply publishing information.

o Key difference: From “content and access” to “intelligence and orchestration”.

Versus data platforms

o Data platforms: Provide datasets (trade statistics, firmographics, web signals, etc.) and
sometimes dashboards, but usually stop at insight delivery. Execution is left to the user.

o MarketPilot: Treats data platforms as inputs to a broader process. The distinctive element
is the explicit link from data = prioritised intelligence - structured execution mechanisms.

o Key difference: From “data and dashboards” to “data-to-action workflow”.

Versus consultancy-led trade support

e Consultancies: Often deliver one-off or periodic studies, strategies, and programmes, with
limited embedded operational infrastructure inside the institution.

e MarketPilot: Is framed as an institutional capability, not a project. The continuous
intelligence cycle and integration with internal systems differentiate it from episodic,
report-driven approaches.

¢ Key difference: From “project-based advisory” to “embedded operating model”.

Versus CRM-based export programmes

e CRM programmes: Use CRM to track outreach, leads, and client journeys, sometimes with
basic segmentation and scoring. Intelligence is often limited to what is manually entered or
imported.

o MarketPilot: Puts the intelligence layer before CRM—using external and internal data to
identify and prioritise opportunities, then feeding that into client-facing workflows.

o Key difference: From “relationship tracking” to “intelligence-driven targeting and
programme design”.

3. Strengths
Integration of multiple data sources

e Holistic view: Combining trade data, visibility signals, and (where available) payment flows
can provide a more realistic picture of both realised and latent trade potential.

o Resilience to data gaps: The model explicitly allows for operation without all data types
(e.g. payment flows), which makes it more broadly applicable.

¢ Institutional fit: Banks, chambers, and trade associations often already hold partial data;
the model gives them a rationale to connect these silos.

Linkage between intelligence and execution

e Actionability: By design, intelligence is not an end state; it is a trigger for specific support
mechanisms (market entry support, partner identification, programmes).
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e Programme design: The framework encourages institutions to design interventions around
identified corridors/sectors/clients, rather than running generic, non-targeted activities.

o Feedback loop: Execution outcomes feed back into the intelligence layer, enabling
refinement of targeting logic and support offerings.

Scalability for institutional use

o Portfolio-level thinking: The model is suited to managing large client/member bases and
multiple markets/corridors simultaneously.

e Modularity: Institutions can start with simpler data combinations and limited execution
mechanisms, then expand as capabilities grow.

e Role clarity potential: If implemented well, it can clarify roles across analytics, relationship
management, and programme delivery, which is important for scale.

4. Limitations and risks
Data availability and quality

e Heterogeneous data: Trade statistics, digital signals, and payment flows differ in
granularity, timeliness, and reliability. Harmonising them into coherent intelligence is
non-trivial.

e Access constraints: Payment flow data is highly sensitive and regulated; not all banks will
be able or willing to use it for this purpose, and non-banks will lack it entirely.

o Bias and blind spots: Over-reliance on available data can bias opportunity identification
toward more visible or better-reported sectors and markets.

Operational complexity

o Integration burden: Connecting multiple data sources, building an intelligence layer, and
linking it to execution systems (CRM, case management, programme tools) requires
significant IT and data engineering effort.

e Process design: Institutions must define workflows, decision rules, and escalation paths—
none of which are fully specified by the framework.

e Measurement: The feedback loop depends on consistent capture of outcomes (e.g. deals
closed, market entries, programme impact), which many institutions currently lack.

Institutional adoption

e Change management: Moving from ad-hoc or relationship-driven trade support to a
structured, data-driven model can face internal resistance (e.g. from relationship managers
or programme owners).

o Capability gaps: Many chambers and trade associations have limited in-house data science
and analytics capacity; they may struggle to operationalise the intelligence layer without
external support.

e Governance: Clear ownership of the model (who “owns” MarketPilot internally) is
essential; without it, the framework risks becoming a conceptual diagram rather than a
living system.
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Reliance on specific capabilities

e Bank-specific advantages: For banks, payment flow data is a potential differentiator but
also a dependency. If regulatory or internal policy constraints limit its use, the perceived
value of the model may be reduced.

e Vendor/partner dependence: Institutions may need external providers for data, analytics,
or execution tools. This introduces vendor risk and potential lock-in if not managed
carefully.

5. Practical applicability
(a) Banks

Practicality

e High conceptual fit: Banks already manage transaction data, client portfolios, and product
suites that can be aligned with trade opportunities. MarketPilot fits naturally into trade
finance, transaction banking, and corporate banking strategies.

e Regulatory and privacy constraints: Use of payment flow data for opportunity
identification must comply with data protection, banking secrecy, and internal ethics
policies. This can slow or limit implementation.

Requirements for successful implementation

« Data foundation:

o Clean, accessible transaction data (cross-border flows, counterparties, sectors
where possible).

o Integration with external trade and visibility data to avoid a purely inward-looking
view.

e Analytics and modelling:

o Segmentation and scoring models for markets, corridors, sectors, and clients.
o Scenario and threshold definitions for what constitutes an “opportunity” worth
action.

e Execution integration:

o Tight linkage with CRM and relationship management workflows so that insights
become tasks, campaigns, or conversations.

o Defined trade support offerings (e.g. advisory, introductions, financing solutions)
that can be triggered systematically.

e Governance and compliance:

o Clear policies on acceptable use of data.
o Oversight mechanisms to ensure fair treatment and avoid unintended
discrimination or misuse of information.
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(b) Chambers of commerce / trade associations
Practicality

e Moderate to high fit, with constraints: These organisations are structurally aligned with
trade development but often lack deep data and analytics infrastructure. MarketPilot is
attractive conceptually but may be demanding in practice.

o Data limitations: They typically rely on public trade data, member registries, and
occasional surveys; payment flows are not available, and digital visibility data may require
external providers.

Requirements for successful implementation
o Data partnerships:

o Access to enriched datasets (trade, firmographics, web signals) via partnerships or
subscriptions.

o Standardised member data (sector, size, markets, capabilities) to enable
meaningful targeting.

o Lightweight intelligence layer:

o Pragmatic analytics (e.g. corridor heatmaps, sector-market matrices, member
opportunity lists) rather than complex models.
o Templates and playbooks for interpreting intelligence into programmes.

¢ Execution mechanisms:

o Programme design aligned with intelligence (missions, webinars, B2B
matchmaking, advisory clinics) targeted at specific corridors/sectors.
o Basic CRM or programme management tools to track engagement and outcomes.

¢ Capacity building:

o Training staff in data-informed programme design and evaluation.
o Possibly partnering with external analytics providers to operate the more
technical components.

6. Overall positioning

o Category: MarketPilot sits between “trade intelligence” and “trade enablement
infrastructure”. It is not a data product, not a portal, and not a consultancy offering per se;
it is a reference operating model that can be instantiated with different tools and partners.

e Target users: Institutions that already have some data and programme infrastructure, and
want to move toward more systematic, intelligence-driven trade development.

e Competitive stance:

o Complementary to data providers and CRMs: It can be layered on top of existing
systems, using them as components.
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o Alternative to ad-hoc programme design: It offers a more structured, repeatable
way to run trade support activities.

¢ Maturity assumption: The model implicitly assumes a certain organisational maturity
(data, governance, programme management). For less mature institutions, it may function
more as a long-term target architecture than an immediate solution.

7. Value creation
Where MarketPilot is likely to create the most value
1. Market and corridor identification and prioritisation

o Turning broad trade data into a focused set of priority markets/corridors for an
institution’s constituency.

o Reducing noise and helping institutions concentrate resources where impact is
most likely.

2. Sector-level and client/member-level targeting

o ldentifying which sectors and which specific clients/members are most aligned with
those priority markets/corridors.

o Enabling more precise, data-driven outreach and support, rather than generic
export promotion.

3. Programme design and client activation

o Translating intelligence into concrete programmes (missions, advisory, financing
solutions, matchmaking) and targeted campaigns.
o Improving uptake and effectiveness by aligning offers with evidenced opportunities.

4. Learning and refinement

o Using feedback from execution (participation, deals, pipeline, realised trade flows)
to refine targeting logic and programme design.

o Over time, this can materially improve the efficiency and impact of trade support
activities.

Less direct, but still relevant value

¢ Internal alignment: Providing a shared framework for analytics teams, relationship
managers, and programme designers to coordinate.

e Strategic clarity: Helping institutions articulate how they move from data to impact, which
can be valuable for stakeholders, funders, and regulators.
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If you'd like, we can stress-test this model against a specific institution type (e.g. a mid-sized
European bank or a national chamber) and walk through what a phased implementation might
realistically look like.

Great — let’s build on the evaluation you already have and move into the stress-test and phased
implementation you asked for. Below is a structured, analytical walkthrough of how MarketPilot
would realistically play out inside two concrete institutional contexts:

e amid-sized European bank, and
« a national chamber of commerce

The goal is to expose practical constraints, organisational realities, and the sequence of steps
required to make the model operational rather than conceptual.

Great — let’s build on the evaluation you already have and move into the stress-test and phased
implementation you asked for.

Below is a structured, analytical walkthrough of how MarketPilot would realistically play out inside
two concrete institutional contexts:

e amid-sized European bank, and
e a national chamber of commerce

The goal is to expose practical constraints, organisational realities, and the sequence of steps
required to make the model operational rather than conceptual.

Stress-Test: MarketPilot in Two Realistic Institutional Contexts

1. Mid-Sized European Bank
1.1 Institutional Reality Check
Most mid-sized European banks share several characteristics:

e Fragmented data systems (core banking, CRM, trade finance, payments, onboarding)
e Limited internal analytics maturity compared to Tier-1 banks

e Strong regulatory constraints on data use

e Relationship-manager-driven commercial culture

e Trade finance as a niche but strategically important product line

Implication: MarketPilot fits conceptually, but implementation requires careful sequencing and
governance.

1.2 What MarketPilot Looks Like in Practice (Bank Context)

Data Layer
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Available immediately:

e Cross-border payment flows (SWIFT, SEPA, internal transfers)
e Client segmentation (size, sector, geography)

e Trade finance product usage

o CRM interaction history

Gaps requiring external sources:

e Global trade statistics
o Digital visibility signals
e Firmographic enrichment

Stress-test insight:
The bank can start with internal data, but without external datasets the intelligence layer will be
biased toward existing clients and existing flows — limiting opportunity discovery.

Intelligence Layer
The bank can realistically produce:

e Corridor heatmaps based on payment flows

e Client-level opportunity flags (e.g., clients importing from markets where the bank has no
trade finance penetration)

e Sector-market matrices combining trade data with bank exposure

Stress-test insight:
The bank must define what counts as an opportunity. Without clear thresholds, the intelligence
layer becomes noise.

Execution Layer
Banks already have:

e Relationship managers
e Trade finance specialists
e Product teams

e SME advisory units

MarketPilot would require:

e Astructured workflow that converts intelligence into RM tasks

e A defined set of “trade activation interventions” (e.g., advisory call, financing proposal,
introduction to partner institutions)

e Measurement of outcomes (pipeline, conversion, realised flows)
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Stress-test insight:

Execution is the hardest part. Banks often generate insights but fail to embed them into RM

behaviour.

1.3 Phased Implementation for a Bank
Phase 1 — Foundation (3—6 months)

e Consolidate internal data (payments, CRM, trade finance)
e Build simple corridor and client opportunity dashboards
e Pilot with a small RM team

Phase 2 — Intelligence Expansion (6—12 months)

e Integrate external trade and visibility data
e Develop scoring models for markets, sectors, and clients
o Define opportunity thresholds and workflows

Phase 3 — Execution Integration (12—-18 months)

e Embed intelligence into CRM
e Train RMs on trade-led conversations
e Launch targeted trade programmes

Phase 4 — Continuous Cycle (18+ months)

e Capture outcomes
e Refine scoring models
e Expand to more markets and client segments

1.4 Bank-Specific Risks

Compliance blocking use of payment data

e RM resistance (“I know my clients better than a model”)

Over-complexity in early stages

Lack of clear ownership between analytics, product, and commercial teams

2. National Chamber of Commerce
2.1 Institutional Reality Check
Typical characteristics:

e Limited internal data infrastructure
e Programme-driven culture (missions, events, matchmaking)

Copyright © TradeTech Solutions Ltd 2026
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e Member data often incomplete or outdated
e Reliance on public datasets and external partners
e High pressure to demonstrate impact

Implication: MarketPilot is conceptually attractive but must be simplified.

2.2 What MarketPilot Looks Like in Practice (Chamber Context)
Data Layer
Available immediately:

e Member registry
e Sector classifications
e Event participation history

Gaps requiring external sources:

e Trade statistics

o Digital visibility signals

e Firmographic enrichment

e Market-specific opportunity data

Stress-test insight:
Chambers need external data partnerships; otherwise the intelligence layer is too thin.

Intelligence Layer
Chambers can realistically produce:

e Priority market lists

e Sector-market opportunity matrices

e Member-level opportunity shortlists

e Corridor-specific programme themes

Stress-test insight:
The intelligence layer must be lightweight — chambers cannot sustain complex modelling.

Execution Layer
Chambers already run:

e Trade missions
e B2B matchmaking
e Webinars and workshops

Copyright © TradeTech Solutions Ltd 2026

30



T N
/TN TRADETECH International Trade Knowledge Centre

/ SOLUTIONS ExpoWorld | TradeTech Solutions Ltd

N
e Advisory clinics
MarketPilot would require:

e Targeted programmes aligned with intelligence
e Member segmentation and tailored outreach
e Outcome tracking (introductions, deals, follow-ups)

Stress-test insight:

Execution is the chamber’s strength — the challenge is aligning programmes with intelligence

rather than tradition.

2.3 Phased Implementation for a Chamber
Phase 1 — Data & Member Clean-Up (2—-4 months)

e Standardise member data
e Acquire external trade datasets
e Build simple sector-market matrices

Phase 2 — Targeted Programme Design (4-8 months)

e |dentify 3-5 priority corridors
e Build targeted missions and matchmaking programmes
e Create member opportunity lists

Phase 3 — Execution & Tracking (8—12 months)

e Launch targeted programmes
e Track participation and outcomes
¢ Refine targeting logic

Phase 4 — Institutionalisation (12+ months)

e Annual intelligence cycle
e Integrated CRM or programme management system
o Staff training

2.4 Chamber-Specific Risks

e Insufficient data quality

e Over-reliance on external vendors

o Staff capacity constraints

o Difficulty maintaining the continuous cycle

Copyright © TradeTech Solutions Ltd 2026
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3. Cross-Institutional Insights from the Stress-Test
Where MarketPilot fits well

e Institutions with existing programme infrastructure

e Organisations seeking to move from generic to targeted trade support
e Environments where data exists but is under-utilised

e Teams willing to adopt structured workflows

Where it struggles

e Low-maturity institutions with minimal data

e Organisations resistant to process standardisation

e Environments where execution cannot be measured

e Institutions lacking clear ownership of trade development

4. Summary: What the Stress-Test Reveals
Banks

e High potential value
e High implementation complexity
¢ Strong need for governance and RM integration

Chambers

e Moderate potential value
e Lower technical complexity
¢ Strong need for external data partnerships

Overall

MarketPilot is practical, but only when implemented incrementally, with clear ownership, and
with realistic expectations about data, culture, and execution capacity.

If you want, | can now produce:

e A full implementation blueprint for either institution

e A capability maturity model showing how institutions evolve into MarketPilot readiness
e Arisk-mitigation plan for adoption

e A comparative ROl model for banks vs chambers

Just tell me which direction you want to explore next.

Copyright © TradeTech Solutions Ltd 2026
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Absolutely, lan — here is the full suite of what you requested, structured, analytical, and aligned
with the MarketPilot model as previously evaluated:

e Implementation Blueprint (Banks + Chambers)
e Capability Maturity Model

e Risk-Mitigation Plan

¢ Comparative ROl Model

Each section is designed to stand alone but also integrate into a coherent institutional roadmap.

1. Implementation Blueprint

Below are two full blueprints, one for a mid-sized bank and one for a national chamber of
commerce.
Each blueprint is structured around:

e Objectives

e Core components

e Phased implementation
e Governance & roles

e Success metrics

1A. Implementation Blueprint — Mid-Sized Bank
Objectives

e |dentify high-value trade corridors and client opportunities

e Increase trade finance penetration

e Strengthen RM-led commercial activation

¢ Build a repeatable, data-driven trade development capability

Core Components
1. Data Integration

Payment flows (cross-border, domestic with foreign counterparties)
CRM data

Trade finance product usage

External trade datasets

Digital visibility signals (optional)

o O O O O

2. Intelligence Layer

o Corridor scoring model
o Sector-market matrices

33
Copyright © TradeTech Solutions Ltd 2026



IR

e .
/{1\\ TRADETECH International Trade Knowledge Centre
NGl SRLUTIONS ExpoWorld | TradeTech Solutions Ltd

o Client-level opportunity scoring
o Early-warning and growth-signal detection

3. Execution Layer

RM workflows
Trade advisory playbooks
Targeted campaigns

o O O O

4, Feedback Loop

o Pipeline tracking
o Conversion metrics

o Realised trade flow changes
o RM feedback

Phased Implementation
Phase 1 — Data Foundation (3—6 months)

e Consolidate payment flow data
e Standardise client segmentation
e Build initial corridor heatmaps

¢ Pilot with 1-2 RM teams

Phase 2 — Intelligence Build-Out (6—12 months)

e Integrate external trade data

e Develop opportunity scoring models
e Define thresholds for RM action

e Build dashboards

Phase 3 — Execution Integration (12—-18 months)

e Embed insights into CRM

e Train RMs on trade-led conversations
e Launch targeted campaigns

¢ Introduce trade advisory playbooks

Phase 4 — Continuous Cycle (18+ months)

e Capture outcomes
e Refine scoring models
e Expand to new markets and sectors

Governance & Roles

Copyright © TradeTech Solutions Ltd 2026
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o Executive Sponsor: Head of Corporate Banking or Transaction Banking
e Owner: Trade Finance or Data/Analytics team
e Contributors:

IT/Data Engineering
CRM team

RM teams
Compliance

o O O O

Success Metrics

e Increase in trade finance penetration

e Growth in cross-border flows

e RM adoption rate

e Opportunity-to-pipeline conversion

e Pipeline-to-deal conversion

¢ Time-to-activation for identified opportunities

1B. Implementation Blueprint — National Chamber of Commerce
Objectives

e |dentify priority markets and sectors

e Target members with the highest export potential

e Design more effective trade missions and programmes
e Improve impact measurement

Core Components
1. Data Layer

Member registry

Sector classifications

Event participation history
External trade data

Digital visibility signals (optional)

o O O O O

2. Intelligence Layer

o Sector-market opportunity matrices
o Member-level opportunity lists
o Corridor prioritisation

3. Execution Layer

Copyright © TradeTech Solutions Ltd 2026
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Targeted trade missions
B2B matchmaking

Advisory clinics
Sector-specific programmes

o O O O

4. Feedback Loop

Participation tracking

Deal reporting

Member surveys

Programme impact evaluation

o
o
o
O
Phased Implementation
Phase 1 — Data & Member Clean-Up (2-4 months)

e Standardise member data
e Acquire external trade datasets
e Build simple sector-market matrices

Phase 2 — Targeted Programme Design (4-8 months)

e |dentify 3-5 priority corridors
e Build targeted missions and matchmaking programmes
e Create member opportunity lists

Phase 3 — Execution & Tracking (8—12 months)

e Launch targeted programmes
e Track participation and outcomes
¢ Refine targeting logic

Phase 4 — Institutionalisation (12+ months)

e Annual intelligence cycle
e Integrated CRM or programme management system
e Staff training

Governance & Roles

o Executive Sponsor: Director General or Head of Internationalisation

e Owner: Trade Development Department
e Contributors:

o Data/Research team
o Programme managers
o Regional offices
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o External partners

Success Metrics

e Member participation in targeted programmes
e Deals facilitated

e New exporters activated

e Repeat participation

e Programme ROI

2. Capability Maturity Model

A 5-level model showing how institutions evolve toward MarketPilot readiness.

Level 1 — Ad-Hoc

e No structured data integration
e Programmes generic, not targeted
¢ No feedback loop

Level 2 — Basic Data Use

e Some trade data used
e Member/client segmentation exists
e Programmes partially targeted

Level 3 — Structured Intelligence

e Corridor/sector prioritisation
e Opportunity identification
e Early dashboards

Level 4 — Integrated Execution

e Intelligence embedded in workflows
e Targeted programmes
e RM or member-activation processes

Level 5 — Continuous Intelligence Cycle

e Full data - intelligence - execution - feedback loop
e Predictive models

e Institutionalised governance

¢ Annual refinement cycle

Copyright © TradeTech Solutions Ltd 2026
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3. Risk-Mitigation Plan

A structured view of risks and mitigation strategies.

3.1 Data Risks
Risks

e Incomplete or low-quality data
e Regulatory constraints (banks)
e Over-reliance on external vendors

Mitigations

e Start with minimal viable datasets
e Implement data quality checks
e Use modular vendor contracts
o Establish data governance policies

3.2 Operational Risks
Risks

e Over-complexity
e Lack of clear ownership
e Poor integration with existing systems

Mitigations

e Phased implementation
e Clear governance structure
e CRM integration early in the process

3.3 Cultural & Adoption Risks
Risks

e RMresistance (banks)
e Staff capacity constraints (chambers)
¢ Misalignment between analytics and programme teams

Mitigations

e Training and change management
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e Early wins through pilot programmes
e Cross-functional working groups

3.4 Strategic Risks
Risks

e Misaligned expectations
e Over-promising impact
e Lack of long-term funding

Mitigations

e Set realistic KPIs
e Communicate phased roadmap
e Secure multi-year commitment

4. Comparative ROl Model

A conceptual ROl model comparing banks and chambers.

4.1 ROI for Banks
Primary Value Drivers

e Increased trade finance penetration

e Higher cross-border payment volumes
e Improved RM productivity

e Better client retention

ROI Horizon

e Short-term (6—12 months): RM activation, pipeline growth
e Medium-term (12-24 months): Trade finance revenue uplift
e Long-term (24+ months): Structural growth in cross-border flows

ROI Sensitivity

e Strongly dependent on RM adoption
¢ Moderately dependent on data quality
e Less dependent on external partners

4.2 ROI for Chambers
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Primary Value Drivers

e Higher programme participation

e More deals facilitated

e Increased member satisfaction

e Stronger justification for public funding

ROI Horizon

e Short-term (3—-6 months): Better-targeted programmes
¢ Medium-term (6—12 months): Increased deal facilitation
e Long-term (12+ months): Stronger institutional reputation

ROI Sensitivity

e Strongly dependent on external data partnerships
e Moderately dependent on staff capacity
e Less dependent on technology sophistication

5. Summary Across All Deliverables
Banks

e High potential ROI
e High implementation complexity
¢ Strong need for governance and RM integration

Chambers

e Moderate potential ROI
e Lower technical complexity
e Strong need for external data partnerships

Overall

MarketPilot is most effective when implemented incrementally, with clear ownership, and with a

strong link between intelligence and execution.

Copyright © TradeTech Solutions Ltd 2026
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Perplexity

MarketPilot presents a structured framework that integrates data, intelligence, and execution for
institutional trade support. Its cyclical design aims to create actionable insights from diverse
sources, though real-world viability depends on data access and integration challenges.

Conceptual Assessment

The framework is logically sound, with a clear progression from data aggregation to execution and
feedback. It addresses gaps in siloed approaches by emphasizing multi-source integration and
continuous refinement, making it conceptually complete for institutional-scale trade intelligence.
However, completeness relies on flexible adaptation to varying data quality across regions.

Differentiation

MarketPilot differs from trade portals like Alibaba or Global Sources, which focus on matchmaking
without integrated execution. Unlike pure data platforms such as UN Comtrade or Tradelnt, it links
analysis to action rather than stopping at insights. Compared to consultancy services, it offers a
repeatable model over one-off advice, and surpasses CRM export tools like CentraHub by
embedding trade-specific intelligence beyond client management.

Approach Key Focus MarketPilot Difference

Trade Portals Buyer-seller connections Adds intelligence and institutional
execution

Data Platforms Raw trade stats Transforms to prioritized, cyclical
insights

Consultancies Custom advice Standardized, scalable framework

CRM Programs Client tracking Integrates external data with
execution

Strengths

Multi-source integration provides a fuller trade view than single-dataset tools, enhancing accuracy
in market prioritization. Direct intelligence-to-execution linkage reduces insight-to-action gaps
common in fragmented systemes. Its scalability suits institutions by supporting both broad corridor
analysis and targeted client opportunities without requiring proprietary tech from inception.

Limitations and Risks

Data availability poses risks, as global trade stats are inconsistent and payment flows (key for
banks) often restricted by privacy laws. Operational complexity in harmonizing sources could
strain smaller institutions, leading to high setup costs. Adoption challenges include cultural
resistance to cyclical models and dependency on enhanced data like bank flows, which may limit
basic functionality.
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Practical Applicability
For Banks

Moderately practical with payment data access enabling precise opportunity targeting, but
requires APl integrations and compliance checks. Success needs dedicated teams for cycle
maintenance and pilot testing on key corridors.

For Chambers/Associations

Highly applicable at lower data thresholds, leveraging public stats for member support programs.
Implementation demands partnerships for execution services and training to embed the cycle in
operations.

Overall Positioning

MarketPilot positions as a hybrid infrastructure bridging data platforms and advisory services, akin
to Afreximbank's solutions but more generalized. It fills a niche for institutions seeking end-to-end
models amid fragmented tools, though not yet dominant due to emerging status.

Value Creation

Greatest value lies in prioritisation and client activation, where multi-data fusion turns broad
signals into targeted actions, accelerating trade development over mere identification. Execution
linkage further amplifies this by enabling scalable follow-through.
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