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How UX Vision reshaped 

roadmap and secured


C-suite approvals
Making enmacc’s trading marketplace 

flexible, scalable, feature-rich and 
commodity agnostic



SUMMARY: IMPACT

I created an UX vision and 
convinced C-level stakeholders. 
Key patterns were implemented. 
Project impacted the roadmap 
for next 2 years. 

New card architecture opened doors for a 
whole range of new features 

5 / 17 broker parity features were 
implemented soon. 3 more went to refinement 
and scoping. 2 showed great user traction.

Design Team Reputation ↑. We gained way 
more trust of stakeholders than before

Engineers appreciated us doing introductions 
for the features (design + business rationale)

Product Management got the time to regroup 
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INTRODUCTION
Creating the UX vision dedicated to scaling of the  trading platform.  

Getting buy-in from C-suite leadership and  Engineering. Leveraging the 
temporary “no roadmap” situation

My role: Leading & steering the project, executing key conceptual parts

Project Team: me + 2 Product Designers


Stakeholders: CTO & Engineering, CEO & Founders, CRO & Sales, Legal.



QUICK SUMMARY

enmacc operates in the highly 
regulated B2B wholesale energy 
trading sector, providing high-
speed digital trading venues for 
commodities like power, gas, CO2 
emission offsets and green 
energy certificates. 



The platform facilitates time-critical, large-scale 
transactions between utilities, traders, and 
suppliers across Europe, where precision, trust, and 
compliance are essential.

Led end-to-end redesign of enmacc’s core 
trading UI (RFQ card) used in 1,000 daily 
transactions

Addressed UX debt, confusion, and system 
limitations in high-stakes B2B trading flows

Initiated and pitched design vision to C-suite, 
Engineering, Sales leadership during a no-
roadmap phase

Combined behavioural + attitudinal research, 
analytics, and JTBD mapping to identify 
clarity and risk issues

Designed scalable, commodity-agnostic UI to 
reduce errors and support edge cases

Resulted in 5+ features shipped, stronger 
team reputation, and a foundation for future 
platform improvements



END-TO-END ENTERPRISE 
SUITE
Platform supports pre-trade, 
trading, and post-trade across 
10 commodities.



REQUEST-FOR-QUOTE 
PLATFORM, MAIN 
VENUE

High-speed regulated 
trading marketplace for 
wholesale energy trading. 



Key element: 

RFQ card, up to 1000 daily.



Transaction range: 

10,000 to 1M euro per request



SUMMARY
The case is about preparing card shells and interactions for platform scaling



PROBLEMS TO SOLVE

& VALIDATION
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CONTEXT enmacc started expansion in commodity and geo spaces.



Operational problems



Product Management faced 
instability: high turnover, 
unclear strategy, lack of trust 
from Sales.

“Feature factory”: monthly 
releases increased the load

Designers struggled with 
shifting requirements, 
unstable roadmap and lacked 
perceived impact. Design 
team perceived as a service 
team for PM and Engineering

Leadership resistant to UX 
changes

Validating problems



Joining customer calls

Checking the mockups with 
breaking changes: my 
calculations revealed impact 
up to 20% of all trading 
scenarios within next 6 
months

Syncing weekly with 
Designers, Leadership, 
Engineering and Data 
Analytics team to assess 
the situation

PROBLEMS TO SOLVE

User Experience issues



Legacy card architecture 
blocked scalable, system-
wide improvements

Evolutionally RFQ card (core 
UI element) reached 
functional and visual limits.

New users were facing more 
and more edge cases with 
clarity lacking. 

Higher risk of losing user 
trust with misinterpretation 
and mistrades




LEGIBILITY

& SCALABILITY 
ISSUES

Evolutional growth of RFQ 
platform created multiple 
edge cases with high 
chance of mistrade and 
misinterpretation.



RFQ card (core UI element) reached 
functional and visual limits in 5% of 
trading scenarios at the time with a 
potential to expand to 20% within a 
year. 



CHALLENGES

Experiments with our main money-making tool created friction. 
Sensitive topic, tight timeframes, big scope, small team.

1

“Silver bullet” 
expectations



A solution that 
would improve all 
existing trading 
scenarios and 
allow scalability 
for much more. 
Preferably for 
cheap.

2

Protecting 
platform users 



against 
frustration 
coming with edge 
cases was tricky. 
Minor situations 
are tolerated by 
decision makers.

3

Scoping specific 
features 



without prior 
energy trading 
experience.

4

Managing 
workload



2 designers were 
busy with the 
project only part 
of time.

5

High stakes

& high gains



Rare 1-time 
chance to drive 
change from 
Design side and 
gain trust.



SETTING UP

& SCOPING
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DEFINE / MAKE

Find the best UX solution for 
the users and design scalable 
elements for Design System.

Find UX patterns for the cards that would 
provide transparency of the trading situation and 
eliminate confusion. Less confusion = more 
trades, more user trust and less compliance risks



Create UI that would help with scaling and 
making evolutional changes to the rest of 
platform. 

PITCH / SELL

Convince stakeholders using 
clients feature requests, or it 
will never land on Production.

Get the buy-ins from the leadership using 
features with high revenue potential that our 
users want.



Demonstrate new approach to Engineering, 
outline advantages, potential Design System 
changes and logic.



DEFINING BOUNDARIES

Concepts with new UX for cards providing clarity, eliminating risks of 
misinterpretation & mistrade for users. Enabling scalability, opening doors 
for system changes. Pushing business objectives with new features.

Prioritising problems to be solved:

Prevent mistrades and risk of misinterpretation

Fix card UX patterns and scalability

Improve card UI to enable platform-wide changes

Get buy-in from key stakeholders

Gain trust with Leadership and Engineering teams

Design set of features that are pushing the revenues

Prove we can drive change from the Design side



Defining outcome: creating concepts deep enough 
to show advantages

Getting the CTO’s buy-in and managing 
expectations. Setting the deadline: 2 months



Aligning with Product Management to 
mitigate potential conflict risk of driving 
change from the UX side.



Sizing and Scoping: framing the design 
elements affected by project. Selecting the 
features to be included.



DISTRIBUTING WORK

Me: leading and steering the 
project. 2 more designers iterated 
over feature flows in parallel to 
regular sprint work

Andrei



Leading the project

Scoping, steering, collecting feedback

Iterating over final card designs, modifying 
containers and trying interaction ways

Quality control for the feature designs

Creating the presentations

Building the interactive prototype

Presenting: intro, why it matters and whats next.

Supported team with reasoning and story

Javier and Arnisa



Joining Sales team in video calls with clients.  

Iterating over UX flows for most of features

Participating in workshops where we 
brainstormed the card UI solutions

Presenting features they designed



RESEARCH:

QUALITATIVE & QUANTITATIVE
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ATTITUDINAL

& BEHAVIOURAL RESEARCH

To understand and validate 
what our users wanted, a 
qualitative research was 
conducted. We collected 
ideas for UX improvements of 
and trading features from 
multiple sources.

OKR Workshop “Broker Parity” results. Workshop 
where Account Managers voiced out top 
questions and requests of their clients.



Slack #ideapool channel where everyone can 
post an idea coming from clients or internally. I 
went through a year of messages.



Joined Sales team in video calls with clients.  
Direct access to users in B2B is tricky. At enmacc 
it normally goes through Account Managers.



Design Backlog in Zoho CRM, our task ticketing 
tool.



Heat maps and walk-through video recordings 
revealed most used parts of the RFQ



WORKSHOP WITH SALES TEAM:

“BROKER PARITY”

“What do brokers do 

better than us?”



BROKER PARITY 
WORKSHOP→ 
FEATURE LIST

Initial list of 30 features 
boiled down to 17 
selected features, 
distributed between 
team members to 
define user flows. 
Sorted into 4 buckets. 



RESEARCHING USER NEEDS
And exploring UI solutions that can help with legibility



QUANTITATIVE RESEARCH

We needed to understand how cards were used in 2023 from the numbers 
perspective. How many are on the screen? How many are traded in parallel? 
How many sent within a day by 1 trader? What types are most common etc.

Sources:  Tableau, Hotjar, 
Countly, Data & BI team

Average request duration

Standard RFQ vs Profile split

Most used commodities and products

Regional usage (DACH vs Spain + Italy etc)

Spreads share

Trade ratio per commodity

Screen resolutions & window size, browsers

Time to trade and peak hours

Min/max/average amount of prices for 1 RFQ and 
amount of recipients

Min/max/average lengths of trader names, 
company names, products traded

Price: lengths (12.34 vs -1234.5678)

Units usage (EUR/MWh vs GBP/Therm)

1000

RFQ daily

6000

traders

60% 

trade ratio

600

companies

150 RFQ

max on screen



APPLYING JOBS 
TO BE DONE

Together we 
mapped the tasks 
for each stage of 
a trade scenario 
for both initiators 
and recipients, 
with all stages of 
RFQ.



EVALUATING EXISTING 

ARCHITECTURE AND USAGE

Some less-important sections are using 
too much space. Some sections (price 
proposals) do not belong logically to 
group where they are located.



We also checked data for usage of all existing functionalities 
accessible from the card: Price proposals, PDF downloads, 
calendar reminders, forwarding etc.



ITERATING

OVER SOLUTION
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SEARCHING FOR SOLUTION

We shaped and redefined card designs for 3 weeks, trying to find patterns 
that are intuitive and solve our needs at the same time. UI had to be 
modified for clarity and transparency of the trading situation.

Product/commodity/region agnostic cards. Decoupling RFQ info from product info


First glance: anything important for the trade. Showing RFQ & commodity info and 3-5 prices without clicks.


Supporting longer names for products, traders and companies. Allowing localisations and meaningful labels


Using energy industry UX patterns and interactions, that are common for trading


Enabling all key functionalities within few clicks


Using accessible colors, working well on TV and older displays


Containers allowing to pack more info within same dimensions


Card UI components that can be reused in other parts of the platform



DESIGNERS ITERATING OVER FEATURES



DESIGNERS EXPLORING CONTAINERS

Cons: no 
visual clarity, 
RFQ info and 
product/
commodity 
info mixed. 
Not scalable 
architecture



MY EXPLORATIONS
Trying out new UI language, fonts, container 
sizes, scrollable sections and tabs.



FIGMA

UI LIBRARY


Once we found 
certain 
solutions, we 
crafted UI 
library elements 
to use the same 
components 
and be faster.



SOLUTION FOR 

OUTGOING CARDS
Old New

Old



Bottom part scrollable.

Top part not.



RFQ parts are mixed with 
product/commodity parts





No tabs



No expandable elements



All additional info gets 
into main area

New



Whole card scrollable. 
Header is sticky



RFQ parts are separated 
from commodity/product 
info (countdown, binding 
period, prices, recipients) 



Tabs for more functionalities



Accordions to show more info



Additional params are visible 
when user creates RFQ and 
collapsed when it is sent. 
Initiators know the details

Animated images: https://docs.google.com/presentation/
d/1AlI0FPw9NEX8KU7qo07oMSTnBOeYfKFa/edit?slide=id.p17#slide=id.p17

https://docs.google.com/presentation/d/1AlI0FPw9NEX8KU7qo07oMSTnBOeYfKFa/edit?slide=id.p17#slide=id.p17
https://docs.google.com/presentation/d/1AlI0FPw9NEX8KU7qo07oMSTnBOeYfKFa/edit?slide=id.p17#slide=id.p17


SOLUTION FOR 

INCOMING CARDS

For suppliers/recipients 
RFQ comes in with full 
details. Once you sent 
the quote, card gets 
darker to separate 
quoted and not quoted 
cards. It also collapses 
secondary details to free 
up space for other cards. 

New



WHY IS THIS BETTER?

Better clarity, visibility, scalability, 
and accessibility. Solution also 
enables desirable by Engineering 
Team coding architecture as it 
completely separates RFQ info 
from commodity / region / product 
info.



UX safety mechanisms applied (reducing cognitive 
overload in high-speed environments)

Users see everything they need to trade on the 
first glance. That reduces risk of mistrades and 
misinterpretation

Scalable containers. Tabs, scrollbars for whole card, 
sticky headers and accordions reduce cognitive 
overload and enable more features

Standardised commodity agnostic containers. That 
allows to unify architecture for Engineering. 
Consistency across components improves user 
confidence and reduces errors

Larger CTA, taking full width of cards. Enabling 
longer labels and translations

More accessible colors that work on TV and older 
devices

A bit smaller fonts and better visual hierarchy

More cards visible within 1 screen as many of them 
get collapsed parts.

preventing user errors with improved legibility - 
cards “hold” against edge cases with long names, 
units, numbers, 3-lined exchange indexes etc



SHOWTIME:

PITCHING UX VISION
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SHOWTIME

Creating a Vision is half of job.

Time to pitch it to stakeholders.



We did a “Concept car tour”: 3 demos during 
September 2023. Coming in MINT color to 
remind of the “fresh” approach.

CEO, CTO, Founders from Commercial and Legal



Positive feedback on the quality and scope

Appreciation of initiative

Good comments about combining some features 
into smart packages

Suggested scoping first features with PMs



Engineering team



Praised us user flow detail levels

Appreciated reasoning why each feature is 
impactful and how

Concerns about architectural changes



Whole company



Great reception, lots of praise

“Exactly what we need”, “when will this go live?”



DEMO SLIDES
Why was the project needed and what was our approach.

Google Slides (animated imagery): https://docs.google.com/presentation/d/1AlI0FPw9NEX8KU7qo07oMSTnBOeYfKFa/edit?slide=id.p13#slide=id.p13

https://docs.google.com/presentation/d/1AlI0FPw9NEX8KU7qo07oMSTnBOeYfKFa/edit?slide=id.p13#slide=id.p13


DEMO SLIDES New shells filled with 17 new functionalities.



NEGOTIATE

WITHIN CARD

Migrates the whole 
chat functionality 
from separate 
window tab and 
links chats to 
requests allowing 
negotiation of 
terms.



BRINGING CLARITY WITH FEEDBACK
To explain why the request wasn’t traded



MULTIPLE PRICING OPTIONS
Eliminates the need to send multiple cards. Supplier can 
provide all possible pricing options within 1 request.



BLASTING 
REQUESTS

In case there 
was not enough 
prices, this 
allows to extend 
the reach and 
send it to more 
companies.



PARTIAL 
TRADE

Allows partial 
execution, 
trading a part of 
the requested 
volume.



OUTCOMES,

LEARNINGS & WINS
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WINS

The “Concept car” approach 
worked. We got the buy-in for 
card redesign. The project 
seriously influenced the 
Roadmap for next 12 months. 



5 out of 17 broker parity features were 
implemented within next year. 3 more in queue for 
scoping. 2 showed outstanding user traction - 
Multiple Trading where users started trading same 
RFQs up to 8 times 

Key UX patterns were implemented quick after

Team Reputation was up. We gained way more 
trust of stakeholders than before

Engineers appreciated us doing introductions 
for the features (design + business rationale)

Product Management got the time to regroup 
and be back in shape soon

I managed to estimate the size of Project well.  
Affected part of the platform is impactful but 
reasonably sized - still can be implemented 
relatively quick, would not take years.



FEATURE ENABLED

BY THIS PROJECT

Green-Grey Swaps (launched 
in early 2024) is a combo of 3 
products / commodities. 



All 3 products’ main params clearly visible

Sticky header keeps the trading time and 
counterparty in sight

Container sizes are still same

Scroll allows to see more quotes, risk info 
and comments

Trader buys 10MW of power 
coming from a hydro dam or 
solar panel or wind farm, buys 
87.000 MWh GoO certificate that 
confirms the origin and sells the 
10MW of power produced in a 
non-sustainable way.



LEARNINGS

Storytelling and reasoning is essential to pitch the UX Vision and get it implemented. 


Showing WIP to Engineering and Legal early saves time. We would be be aware of coding architecture sooner 

and be prepared for compliance questions. 


Users attitude and behaviour aren’t same


Better scoping = less discussions. Combination of a few features made more sense than isolated features.


Selling changes using real customer trading features worked well for non-technical Stakeholders.


The heritage of the project - “Idea Seeds”. Lots of next year’s ideas were based on that foundation.


Some companies never used features they actively requested.



THANK YOU!

LET’s GET IN TOUCH!

Portfolio: andreigorokhov.com

Linkedin: linkedin.com/in/andrei-gorokhov


E-mail: hello@andreigorokhov.com

https://andreigorokhov.com/
https://www.linkedin.com/in/andrei-gorokhov/

