Craig Cisero



HELLO!

Strategic design
leader bullding the
next generation of Al
native products

« Executive Director @ frog design / NYU Adjunct Professor

« 15 years of experience leading multi-disciplinary teams

« Proven record in product innovation for F500 companies.

« 20+ products & 4 new BUs launched, $100m+ value creation

« Strategic builder- deep love for defining and building vision
« Focused on Al product design since 2023

« Dual player-coach role & skillset
« Seeking full-stack Al product builder/leadership roles




[ Ship Product

« O-1 product strategy & build
« Boardroom to stand-up lead
« 20+ Products launched

« 4 new BUs launched

« 100m+ in new value created
 Love for building & iterating
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PROGRESSIVE

« CXvision work to deepen
@ ATST Cu.stomer relatiohships
=  Drive CX innovation through

a0 highly matrixed organizations
SANDOZ FreddieMac » End to end toolkit from research>

& e

INnsights> vision > code
« PM-Design-Dev leadership

I Grow Teams

- Head of Strategy at frog (25 FTE)

- Manager of managers

* Lead Product Maturity
engagements with clients

« Trusted C-level advisor
« Adjunct Professor @ NYU




KEY CAPABILITIES

Key Capabllities

=

Full-stack Al
Product
Building

| blend 15 years of product
strategy and design
experience with advanced Al
pipelines to swiftly transform
ambiguous human
challenges into high-quality
oroduct experiences.

=

Strategic
Design
| eadership

| consistently lead cross-
functional teams of
designers, strategists and
technologists in defining and
executing against strategy in
collaboration with executive
stakeholders.

il

High stakes
Growth
Strategy

| make choices about where to
play and how to win in order to
unlock new waves of revenue,
supported by insight
generation, opportunity
evaluation and strategy
definition

Cognitive
Systems
Design

| architect the cognitive
systems that lead to effective
agentic experiences. | can think
through and design systems of
data, semantics, and
orchestration in partnership
with solution architects.



SELECT PROJECTS

Client Projects

Key highlights from strategic design leadership projects in both Al and non-Al contexts

a Earn as you ride Accept and go

See what you'll earn and where Ride your way — bike, car or scooter —
Rlde WIth us to go for each delivery with support when you need it
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Welcome, Anthony

Sales Credit Snapshot via Financials

Updated on February 23,2025,
Current

Y10
$433,632

/| Readership Leads

v Erika Knight @ PIMCO read i
(published Dec 10, 2024) on Feb 6, 2025

Hoag Deliveroo Barclays

Digital Health Growth Strategy Rider Kit Product Strategy Al-Native CRM Experience

How does a clinically renowned health How do we redesign the rider kit to attract How do you catalyze high-quality trader
system strengthen relationships with new riders, increase customer memorability engagement with CRM using an Al-native
customers in the age of digital health and and subsequently win market share in a hyper workflows?

future-proof against Mag/ entrants? competitive environment?



HOAG NONA HOAG COMPASS

Hoag

DIGITAL EXPERIENCE STRATEGY
2020-CURRENT

The Challenge

A health system renowned for clinical
excellence sought growth opportunities in
rapidly evolving digital health landscape.

Key Question

How will customer health behaviors evolve
N a future of big tech in healthcare and what

Now open in Newporii#@€achi& San Clemente.

gaps do we need to get ahead of today?

Key Insight HOAG ON-DEMAND
Major healthcare events are a
transformation for individuals that extend
Diagnosing a Health Issue
far beyond the healthcare transaction, but
. . a ‘ h ON-DEMAND requently Asked Questions Insurance Accepted
Hoag relationships end at the door. ’ == ey e |
Key Recommendations ’ ° :
N | — @ t O 5 Virtual Urgent Care
Launch roadmap of digital services that o Q?\ -l
extend relationships beyond the hospital - E — o Seme e S with Hoag. Fast,
with focus on high-value specialist care. Snice Bcpin =~ camss Trusted, Local
The Outcome ~m == | =1 Nl Expert acute care by Hoag clinicians, with
| ~ no waiting room or downloads needed.
Unlocked board funding for the vision A PR RN O | | R | cuspmer
Equity S CURRENTLY OPEN

3 new businesses live in market | 8 Soereriialo o

$10m+ in new annual revenue _— - [ Gven - 247

Significant CLV gains =




Deliveroo

RIDER PRODUCT STRATEGY
2019- CURRENT

The Challenge

Increase rider retention and market share in
a moment of explosive growth and
competition among food delivery platforms.

Key Questions

What are the key drivers and hidden
motivations for rider churn? How can you
attract and retain new riders through a
differentiated rider experience?

Key Insight
Riders feel motivated when treated like
high-performance professionals, but they

feel more like walking billboards today.

Key Recommendations
tlevate bag/kit functional performance with
more contemporary professional aesthetic

The Outcome
- Global rollout across 180k riders
« Supported 2x+ revenue growth from

$771m > $1.8b 2019-2021
« 83% Global rider satisfaction rate

TESTING USAGE UPLIFTS WITH RIDERS, AND MEMORABILITY UPLIFT
WITH CONSUMERS, SHOWED A POTENTIAL ORDER UPLIFT OF 29%
FROM KIT:

Increase Memorability Increase Memorability
with Non-Consumers with DROO Consumers

Increase Rider Adoption

Order

U o &% Py} JU%s 07
Usage Increase

12 month Chort Retentior

The aesthetics of the new kit design alone can drive
significant growth in total jacket adoption*®

58% —> 67%
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Barclays

Al NATIVE CRM EXPERIENCE
2025- CURRENT

Smart, seamless logging from An insight engine powering
anywhere smarter client outreach

Tailored meeting prep at your

The Challenge i e
Increase client relationship quality and sales '
momentum through Al-native redesign of

trading team’'s CRM platform

Key Questions

How do you catalyze high-quality trader
engagement with CRM using an Al-native
workflows?

Key Insight

The Al accelerators won't drive adoption

until they appear in-context in current

workflows (rather than in Salesforce). PR e P

11/19 12pm

Prep for your lunch with PIMCO

Key Re CO m m e n d at i O n S || Questions to Anticipate with POV

Ashley has 2 kids, aged 7 and 9. For the upcoming

Thanksgiving holiday, they are going to her parents’

Design the intelligence systems front-end e st ca oo

oy
Ll Meeting Details

into Teams and other native touchpoints.

Q Operational considerations to open a new account with Barclays to trade MXN? Meeting Details  Location

ves 2 a psy logical level - when oken, e 18.00 - -
am believes 20.00 is a psychological level - when broken, new level will be 18.00 Friday, November 22, 2024 from 12:00-13:30

v Recommended Agenda

I h e O u ' O I I l e Q  What derivative products can Barclays structure to express trade views?
12:00-12:15 | Arrive, settlein, catch

Over medium term, expect volatility - recommend complex options to express 12:15-12:30 | Discuss MXN views

- Al-native product released in 2026 |

P 13:00-13:30 | W
Fa | PIMCO Summary 50| Wap e

+ 55% increase in adoption during pilot

PIMCO has a net long JPY position. PIMCO has reduced

up

‘; | Attendees

trading volumes in Q3, suggesting that they may be preparing $1OMEUR 100K v PIMCO Team

- >20% in workflow efficiency projected

(time-savings in key workflows).
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Leo 2:00PM

Great, let’s start with who attended the meeting.

Click from the below on who attended.

Invitees

External Attendees

Erika Knight
Matt Rice

Rebecca Wisoky
Internal Attendees

Anthony Balistreri
Grant Upton

Are we missing anyone?

Done

Type a new message

% BARCLAYS (Q search. ) ®

EEE Markets & Research Home Analytics One Client 360 Contacts Actions Calendar PCL

Welcome, Anthony

Sales Credit Snapshot via Financials Interactior

Updated on February 23, 2025, 3:17PMEST

Current

Action Required (4)

| IB with Ston
2/28/25
$433,632 ~$400k +8% 03:30PM| 02/

Call with Bl

03:30PM |02/

Month W Call with Ph

03:30PM | 02/

st | 2028 o> Call with Ph

YTD YTD Budget

$35K 2/28/25

03:30PM | 02/

| Readershij

» Erika Knigh
(published |



SELECT PROJECTS

Personal Projects

Projects that demonstrate my full-stack Al product builder capabilities

Now let me build out the monthly housing math at different price points:

Three price scenarios — 2028 projected financials, 20% down, 30-yr fixed at 6.25% assumed (modest rate improvement from
current ~6.5%). All figures monthly. Red line = your 33% gross income ceiling (~$12,500/mo).

b, 4

Comfortable fit Tight but possible Overstretched
$1.5M $2.0M $2.5M
Queens (Astoria/LIC) or outer Park Slope, Astoria premium, FiDi, Manhattan (Upper East Side,
Brooklyn Harlem West Village)
Down payment (20%) $300K Down payment (20%) $400K Down payment (20%) $500K
Loan amount $1.2M Loan amount $1.6M Loan amount $2.0M
Mortgage P&l $7,390/mo Mortgage P&l $9,853/mo Mortgage P&l $12,316/mo
Property tax (est.) $1,250/mo Property tax (est.) $1,500/mo Property tax (est.) $1,800/mo
HOA/common $1,200/mo HOA/common $1,400/mo HOA/common $1,600/mo
charges charges charges
Insurance $150/mo Insurance $175/mo Insurance $200/mo
Total housing $9,990/mo Total housing  $12,928/mo Total housing  $15,916/mo
cost cost cost
% of gross income % of gross income % of gross income
o | L] S —
26.4% — within ceiling v 34.2% — slightly over ceiling & 42.1% — significantly over
Closing costs: ~$60-75K Closing costs: ~$80-100K el

Keystone

Personal Al Context Product

Major Al platforms don't provide users tools
to manage structured and reliable Al context
for precision use cases. Keystone gives users
power to own their context layer and get
better results from their LLM interactions.

Hi, 'm Craig Cisero

Strategic builder at frog design focused on cognitive systems. Ask me anything

about my work.

What is this? What can | ask you about? Tell me about yourself

What work are you most proud of? What are you excited about right now?

Al Resume

The cognitive resume

Resumes are rigid and highly polished tools
that are excellent at communicating key
outcomes and experience, but very poor at
communicating perspective, ways of thinking
and emerging skill sets.

Walmart H&W

Condition Manager

“‘What would make you switch to Amazon Pharmacy for your

The Always-!

Hybrid Personas

Bringing synthetic personas to life

Strategic design knowledge assets like
personas and customer journeys struggle to
keep with speed of product innovation in
2026. | wanted to see if | could build personas
that “live” in the real world.



A\ Keystone

' Understand Al readiness and generate your Keystone artifact

Keystone

Keystone

PERSONAL Al CONTEXT PRODUCT
2026-CURRENT

Al Readiness Data Quality Philosophy Depth

What if your Al actually knew
your financial picture? ik

Al artifact

Keystone turns your real financial data into a portable context y Exper rized e
graph that makes any LLM a personalized financial advisor — ‘ g SR —

without giving it access to your accounts.

The Challenge
Major Al platforms don't provide tools to

Last Generated March 8, 2026
Constitution v6

Schema vi

. Cresta . 53] B o Go to My Data Go to My Philosophy
manage structured Al context that is a2

Improve Al Readiness

reliable enough for precision use cases.

Macbook Pro
Macbook Pro

In the future, personal Al context
management (my data, my semantics, my

philosophy) will be a challenge as people
need to get more reliable outcomes from a WITHOUT KEYSTONE WITH KEYSTONE

multitude of different agentic products.

The affordability framework: what your 2028 finances look like
Great question! Let me look into the current NYC housing market to help you think through

this. Before sizing a home, the first question is: how much house can your 2028 income and
assets actually support? Your constitution sets a 33% housing cost ceiling (mortgage +
HOA + taxes as a share of grossincome) and a strategic_only debt tolerance.

I he Conce pt Anticipated user response to presented housing options >

This is a big decision — let me break down what the NYC market looks like right now so you
can plan ahead for 2028. Down payment available in 2028: Your home_down_payment goal has $300K today

targeting $500K by 2028. Your House Fund brokerage holds ~$348K at market value

Users manage their personal financial

Smapshot and ph”OSOphy on Keystone \/\/|th Current 3-bedroom price landscape by borough: i ) o . sy
' currently, but $190K of that is uninvested cash and $42K is in Fundrise (an illiquid eREIT).
, o The median home sale price across NYC as of early 2026 is around $806K  Propertyshark , but ;= — - , ; o —s S : &eis On
O n e C | | C I’< , Keysto ﬂ e St r U Ct U re S | t | n to a n that varies enormously by bOfOUgh and property tpr. Three price scenario§ — 2028 projected f.inancials, 20% down,‘30-yr fixefi.at 6.25% assumed (modest rate improvement from i
| current ~6.5%). All figures monthly. Red line = your 33% gross income ceiling (~$12,500/mo). ent returns
|_ |_ M -0 pt | m | 70 d SySte m O]C J S O N an d M D Manhattan is the priciest. The median sale price for co-ops and condos hovers around $1.1 ' ( ) ( ‘ his below
million CooperatorNews , and for a 3-bedroom you'd typically be looking at $1.5M-$3M+ Comfortable fit Tightbut possible Overstretched ’
ﬂ | es J[ h at users | | 04 d J[O an |_ |_ M ]CO rmore depending on neighborhood. More affordable pockets like Inwood have median listing | $1.5M $2.0M $2.5M 'ing
p y vinaa nvaun AEITOV raccninnan Kisiaa thauah 2 hadennma thaea andll atill von hichae Queens (Astoria/LIC) or outer Park Slope, Astoria premium, FiDi, Manhattan (Upper East Side,
Key factors for your 2028 timeline: ‘ Brooklyn Harlem West Village)
p ersona | ] CI eta | | e d arl CI e | Ie b | e 1n te ra Ct 10NS. | Mortgage rates are currently around 6.3% Defalcorealty , and most forecasters expect gradual Down payment (20%) $300K Down payment (20%)  $400K Down payment (20%) $500K
easing through 2026-2028. Home prices in NYC are forecast to rise 2-4% annually Houzeo , d. Loan amount $1.2M Loan amount $1.6M I oan amatint $2.0M
so a home that costs $800K today could be roughly $850K-$900K by 2028. M Mortgage P&l $7,390/mo Mortgage P&I $9,t  Three things to stress-test before committing
1] i 1 .
T h e O u tco m e 1 ACorhGn aﬁordability fileor thiiitib you can gencrally afford s Hoihe priced at aboiit 3= age. Property tax (est.) $1,250/mo Property tax (est.) $1,% The firstis what happens to Alex's ?tl.ldel’lt loan. At $26K/ye‘ar, that loar.1 ends when paid off
! . % ) i ; HiGAlcommon §1,200/mo HOA/common NV your snapshot shows $35K remaining. At $500/week you'll be done in roughly 70 weeks
4x your gross household income, assuming a 20% down payment and manageable debt. So charen ) hariee fiomutiow:|~mid-3027), That rees up §2.167/mornth, yiltch would meaningfulty tmprove
: : for an $800K home, you'd want roughly $200K-$270K in household income and $160K your monthly cash flow post-purchase — and it's worth confirming this is factored into the
« 10x better LLM analysis of PFM questions A S Ly ssoimo | Insurance [ o il
. . R ] ) . : Total housing $9,990/mo Totalhousing  $12,9  The second is the Portugal property. You have a EUR-denominated asset ($388K) with an
b |_ | \/e ' S C a | a b | e p rO d U Ct C U r re nt |y [N B eta T'O hCl.p nfrro“ thisdown further;would youbeopentasharinga bitmore about youe cost cost $98K mortgage still outstanding. If you sell before or around the 2028 purchase, net
situation? % of gross income % of gross income proceeds (after paying off the ~€82K mortgage and transaction costs) could be meaningful
. With your answers, I can help you zero in on specific neighborhoods and realistic price — » — potentially $250-280K net, denominated in EUR. That's a major wildcard that could
° P | ath Il d eS| g A J[ h at Ccdarn sca | e J[O Ot h er targets for 2028. I should also mention — I'm not a financial advisor, so for specific 26.4% — within ceiling v 34.2% — slightly overceill  solve the down payment entirely, though it introduces currency and timing risk.
mortgage pre-approval and financial planning, it's worth consulting with a lender or l\CA'oS“?g CSStS;;:I?O‘BK f/]lgsis?gncsels;-s;;io_w()l( The third is the $24K/year mystery expense running 2027-29. Whatever that is — childcare
d O M a | ﬂ a I’e a S < h e a | ‘|: h h O b b | e S e‘tc > financial planner who can look at your full picture. D :ﬁ';?magxa'\p from oty 40- Down pmt g(;p: needs $40(  escalation,a family support commitment, a planned upgrade — it's the primary reason your
! ! ' $200K 2028 surplus is only $18K. If that expense is avoidable or reducible, your down payment

O O D \ accumulation and post-purchase cushion both improve substantially.




Resume Al

THE COGNITIVE RESUME
2026-CURRENT

The Challenge

Resumes are rigid and highly polished tools
that are excellent at communicating key
outcomes and experience, but very poor at
communicating perspective, ways of
thinking and emerging skill sets.

The Concept

| designed and built a cognitive system that
scan over and reason about my experience,
perspective, and emerging skills. The ideais

that you can chat with it, get to know me a

bit better, and get a feel for how | like to
think and work.

The Outcome

Al-Native resume product up and running
built upon a RAG system of my experience,
and perspectives.

Hi, 'm Craig Cisero

What is this? What can | ask you about? Tell me about yourself

What work are you most proud of?

What are you excited about right now?

What are you excited about right now?

I've been really energized by the business strategy and design of cognitive systems.
By that | mean the layers of data, semantics, and orchestration that companies and
individuals build on top of foundation models to make Al more reliable, useful, and
context-specific in a particular domain. | see them as a key emerging product

category.

It feels especially pressing right now because the models recently crossed a
threshold where non-technical managers can build and direct these systems, which
makes it much easier for this category to scale. | think that's going to create a new

wave of economic value that | like to call the cognitive system economy.

Ihisa Inanm avndlarimzsa FlIhat fIhanies ansrnoo alianmEsararls &% Nl avar Vavlz 1l Ea Danosif A arnAa
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The GLP-1 Care & Nutrition Wave

nﬂ Oral GLP-1s are unlocking a massive new chronic-care patient population — and reshaping their
W a | a rt | grocery baskets, supplement needs, and pharmacy relationships simultaneously.
STRATEGIC INSIGHT
The GLP-1 category is maturing from a weight-loss phenomenon into a precision chronic-care
market: Lilly's ACHIEVE-4 data positions oral Foundayo as a first-line alternative to insulin,

H Y B R I D P E R S O N A S 23andMe's Nature study opens pharmacogenomic testing as the new pharmacy conversation, and
CMS's Medicare Bridge program launches a confusing prior-auth gauntlet exactly when 50+
patients need guidance. At the same time the grocery basket is being redrawn — high-protein

2 O 2 6 - C U R R E N T shelves, GLP-1-friendly nutrition, and food-is-medicine pilots — and Target is already
merchandising against it. Walmart's Better Care Services GLP-1 platform, LillyDirect access, and

combined pharmacy-plus-grocery footprint are the only stack that can bundle prescription, nutrition,
and genetic-response counseling into one trusted relationship across health_wellness and

The Challenge oo apuiy

Strategic design knowledge assets like o
personas and customer journeys struggle Walmart H&W nielligent Personas —_—
to keep with speed of product innovation in =siscta sagimant e expicis tellwond :
2026 | V\/aﬂted tO see |f | COU|C| bU||d & 3\ SUPPORTING SIGNALS (20)
T "o @ ‘ [ ] G . . .
p e r S O n a S 't h at | | \/e I n t h e re a | W O Ir| d . O @ . ] A X.—a:;vn:ghﬁa;;ﬁg;:::::rc (j:{:r:eerrsvlces GLP-1 Platform — Virtual Care, Nutrition, and Pharmacy Bundled
Young & Healthy New Parents Condition Manager B | Seni e e e e
Th e Co n Ce p t Maya - 24-35 Torres Family - 30-45 Robert - 50 65 L] Dorothy 1 delivery). Maya gets the wellness-adjacent version (virtual provider, nutrition, oral pill access). Tarres Family
4-6 prescriptions/month :
| built a cognitive agentic system on top of a - o
Set O-r Standard human_deﬂned personas PROFILE [0 ASK ROBERT IN;IOVATION PLATFORMS 6 active
The SySte m takes the personas an d scans Demographics Ask Robert anything about their health needs, behaviors, or how they A"Eymhegze‘j fromitis signals = Last iU 20260424
; ; : ; Married, empty-nester or near it. Suburban. iRk aboutEmart -
the internet on a daily basis reading the e #1 The GLP-1 Care & Nutrition Wave
. ) ) “What Id mak itch to A Ph f ra -1s are unlocking a massive new chronic-
various channels that the persona would Type 2 diabetes, hypertension. 4-6 e would make yo swileh fo Amazon Fharmacy foryour o f;f; R
. . . . prescriptions/month: metformin, lisinopril, statin,
|||’<e|y be I’eadlﬂg/experleﬂCI ng themselves. possibly insulin or GLP-1. Uses glucose monitor _~—® 0.85 High Newness

and blood pressure cuff at home. Annual eye “If Walmart could see your full medication list from all your doctors,
how would that change things for you?”

exam at Walmart vision center. Health is

managed across multiple providers with little et s BT s R

Th e SySJ[e m gat h 6 I’S d a | |y S |g ﬂ a | S a ﬂ d coordination. “Your doctor just added a fifth prescription. Walk me through what Pharmacy closures have more than doubled since
. . . happens next.” 2021 and 48.4M Americans now live in pharmacy...
synthesizes them into an ongoing Key:State et g
“Inn ovation ) | at]cO s ) d as N boa I’d an d a | SO $4.800 “Have you heard about Ozempic? What's your take on these newer
_ _ . Average annual Rx spend (chronic conditions, 45-64 medications?” ¥ The Always-OnPRarTacist
tracks potential emerging changes in oo = ERe

Chronic care patients manage 4-6 prescriptions

b e h a\/ | O r 4-6 across providers who never talk to each other —...
. Prescriptions per month — MEPS e

The Outcome
Deployedin a Walmart executive workshop; Macbook Pro
daily signal ingestion running across 4

persona segments




HELLO!

My work outside the office
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leaching

| teach a design strategy course at NYU focussed on how to

turn design vision and engineering vision into compelling
business strategy. The key question is: How do | turn my
design into business strategy for the CEO?

== —- ‘: — = *‘,‘: < ';7 — i %-:___ _:_:
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Writing & Speaking
I've written in academic journals such as EPIC

(Ethnography Praxis in Industry), Service Design Network
and publications suchas Fast Co. ()

13


https://anthrosource.onlinelibrary.wiley.com/doi/full/10.1111/1559-8918.2016.01090

MY NEXT STEPS

| am seeking a full-stack
Al Product Builder/
Design Leader role

I'm focused on designing and building Al products that improve the human experience. | want to find a
role where | can be hands-on with the exploration, design, and build of Al products with a special focus

on cognitive systems and agentic systems.

[deally this would be a player-coach role where | can leverage both my energy and passion for building
N this space while also using my 15 years of perspective to lead teams when necessary. I'm open to
both principal and director roles, as long as they empower the building alongside leadership. The key
thing for me is that | don't want to be only a director at this moment in Al. There's too much to learn

and too much to build for me to be purely managing from a distance.
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