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SUMMARY
Siti, the founder of WhyHungry, discusses innovative use cases for Al in her business, focusing on automating bug
fixes and enhancing customer-chef interactions. She emphasizes the importance of simplifying complex Al concepts
for broader understanding and highlights the potential for growth by leveraging existing data to streamline
operations.
o Developed an autonomous bug fixer that resolved over 25 bugs in one week, aiming for continuous
self-improvement.
o Created a unique teaching approach for Al agents, gaining $50k in conference slots by offering valuable
educational content.
o Identified inefficiencies in the customer-chef booking process, proposing an Al solution to reduce administrative
burdens for chefs.
o Acknowledged the diverse needs of chefs, working towards a minimum viable product (MVP) that caters to
varying chef preferences.
o Implemented weekly learning sessions to enhance team understanding of Al agents and improve workflow
integration.
o Emphasized the significance of founder branding by leveraging personal expertise to drive attention and growth
for WhyHungry.

o Acknowledged the need for decisive leadership changes to foster a more innovative company culture.

Hey everyone, I'm Siti, the founder of WhyHungry. I'm going to cover three business use cases that we're using
WhyHungry for. There are like a million. Okay, engineering. So, this was when I was on math leave, 3 weeks in
in January. We had a backlog of bugs. We are roughly 50 million GMYV, trying to like 10x this year. And there
are so many initiatives that are higher ROI. So, what eventually gets dropped are tiny little bugs, the really
annoying ones that our developers just never get to. So, build autonomous bug fixer in less than 4 days. Literally
25 plus bugs fixed in week one and shipped. And the benchmark pass rate, there's a debate as to whether this is
right or not. Basically, one-shot fixing of bugs is like 60 to 70% right now.

And the biggest issue here, or the learnings, is how we can feed it enough context such that it's self-improving.
Second business use case, this is my favorite. Talking and teaching about Al agents in plain English. I realized
that's the edge, cuz no one has a clue as to what's going on in this whole world. And I realized it's really fun to
teach people in really simple English. So, I connected the dots. So, as WhyHungry, we offer private chefs to

customers. We also partner with vacation rentals so they can offer their guests private chefs.


https://youtu.be/jikOaczZxTY?si=aycGrRbioIn3OXSZ

So, there's like a B2B partnership here. I pitched to conference slots saying, "Instead of pitching WhyHungry,
I'm going to teach everyone how to build Al agents in 30 minutes." Everyone was like, "Oh my god, done." So, I
got 50k worth of conference slots for free. Within those conference slots, the deck literally runs through affiliate
link integration and demo of the new WhyHungry Al product. It's like win win win win win. And then
everyone after the event, because they take screenshots, I just say, "Screenshot the slide, chuck it into Cloud
Code, learn about it later." Everyone ends up posting on LinkedIn saying, "Oh my god, that was great value." So,
this has been a very fun random business use case, but growth opportunities are insane. Our product now feels

very old school.

Finding a chef, booking, blah blah blah, it's just so many steps and so much back and forth that we are losing a
lot of people. And we have so much data. What do chefs respond to? What do customers like? There is no reason
for this back and forth to take days. Like chefs shouldn't have to send the same stuff back and forth to a
customer, to millions of customers. We have all the data. We just never knew how to match them
instantaneously and kind of really make sure that the one shot match is really good. That's what Why Hungry Al
is for on the customer side, and on the chef's side, chefs are wasting so much time on admin, like sending the
same stuff over and over and over again. So, our Al product will just make it very simple for them. We'll just do
everything for them. It's like Cloud for chefs. So, that's kind of like the vision, and that's what we're building for
the product side, and we've already validated this on chefs. Like everyone wants it. It's just not good enough to
ship. And it's like the chef's side is too divergent. Like chefs could ask anything. Like some chefs are very by the

book. I want to do X or Y, and some chefs are like lost in the matrix.

They're like, "Oh my god, this is so good." And we are just trying to figure out what's like the MVP to launch
and how to figure this out. Okay, now the next slides are going to be quick. Every single area in our company,
people are doing Al agents or making sure their workflows are Al native. Just quick rewind, I had a baby 3
months ago. I got hooked on Open Claw. I was using voice Telegram to the point where I nearly separated from

my husband cuz [ was like, "I love this." We're okay now.

[ fired my tech lead cuz I realized he did not know what skills was, and he was the ceiling in our company. And I
re-hired our new head of engineering all within a week. In March, we are really all in. This is like the oral
question Tom was asking and I'm in the middle of this figuring it out. And I probably need to kill my human

empathy a little bit more, a little bit faster. Um learnings, weekly agentic labs.

Everyone has a different learning curve right now and it's really kind of wild. Like people are saying they're
building agents, but you just don't know how good they are. So, we're trying to do this we as in me and then the
head of engineering together. Like literally drawing out stuff and getting Claude code to just like, you know, use
all the transcripts and chuck it back in a nice diagrams everyone understands after. From the marketing growth,

this is my favorite. It really like I finally understand what founder brand means.

You just do things you are really good at, get a lot of attention and funnel it back to your company. That's it.
And my domain knowledge is translating my Al Columbia degree from 2013 and ability to grasp concepts in
plain English. Like that's it. And I'm giving it away for free and it's all coming back to I Hingry.



