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Time
08:45-09:00 (15min) Arrival coffee / tea

09:00-09:25 (25min) Welcome in Castle 1, explaining the setup & program
09:30-11:00 (90min) Remus - R&D Metrics Reloaded Paul - Generative Al
11:00-11:15 (15min)

11:15-12:45 (90min) Bogdan - Product Man. Maturity Remus - R&D Metrics Reloaded

12:45 AM - 14:15 (90min)

14:15-15:45 (90 min) Paul - Generative Al Bogdan - Product Man. Maturity

15:45-16:00 (15min) Break

Closure by Remus with Paul and Bogdan discussing the observations of both

16:00-17:00 (60min) groups

. Closing dinner at Guildhall
Portfolio
Managers
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If waste in software would be visible
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The True Cost of Software Waste
Framing the problem: where we stand and what's at stake

Smart Strategies for Enduring Stage Products
How to tackle software waste in mature, long-lived systems

Winning from the Start
Proven plays to minimize waste from day one in new initiatives

yonder



Number of Users>>

Average Software Waste by Company Size
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Software Waste >>

The High Cost of Unused Software

Us $30B

$259 per desktop

UK £5.7 B

£159 per desktop

The total value of waste represents the amount of
money already spent on software that was deployed
and then unused. Monetary waste calculations include
only the top 35 applications (out of 1,800) to maintain a
conservative evaluation.

4-YEAR v0e 3.6

BENCHMARK STUDY .-‘ Million Users

This report is the result of a four-
year global software waste study
conducted by 1E which monitored

ﬂ 14 Industries

1,800
:zijozgalysed actual software usage S’oftware Titles "29 Companies

Waste in software = features not used

https://www.1e.com/resources/report/software-usage-waste-report-2016/
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Table 4: Resolution by Traditional Measurement

Value

Year/Resolution 2013 2014 2015 2016 2017
Successful 41% 36% 36% 36% 36%
Challenged 40% 47% 45% 47% 45%
Failed 19% 1 7% 19% 17% 19%

*the chaos report by the Standish Group

Chaos report

The percentage of projects
considered valuable from 2013 to
2017 within the CHAOS database.
(Very valuable & valuable).
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— R&D Spending

Maintenance

/ I Maintaining existing features, bug fixing, stabilization

. I Legislation changes —
S pe n d I ng Implementing mission-critical changes to maintain the software

Compliant with legislation changes

- 75%
New features

Implementing new features that will keep the product more competitive, more
attractive, and will widen the dependency of the customers to it

yonder
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So how much waste are we producing?
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— R&D Spending

s . .
Ps - 2 (Professional Services Costs)
{70% Net License Revenue)
1 Maintenance Sa|es Z 1 '5 m (S & M Costs)
/ res, bug fixing, stabilization
(85% Net Maintenance Revenue)
support = 4 or 6 (Maintenance Costs)

R&D
Legislation changes
Spending "—) 2 impemeningmision-ricl anges o malnialn h ofvre
changes X
R&D: 1 3
- (R & D Costs)

Compliant with legislati g
\ New featu 5 o
3 ihatwil keep the product more compeicve, more - (Total G ; } Admin Costs)
t G & A b5 200/0 (Total Net Revenue)

Implementing ncw fea
anctwillwiden the e dependent cyf customers toi

(EBITA)
C P R % 50 0/0 (Net Maintenance Revenues)

2-3 Mil. NMR businesses 375K
: — 150K ‘ 5-10 FTEs

500K in NLR

100 250K
yonder
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KEEP
CALM

Computer science AND Product Science

FOLLOW
THE SCIENCE

Why is R&D in Software that unpredictable??

yonder



— Product Lifecycle

Revenues Product Induction Growth Maturity Decline
Margins Dev
________________________ Business
T risk /
Revenues
Time
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— Product Lifecycle

Revenues Product Induction Growth Maturity Decline

2 =

Initiative Stage Enduring Stage

Margins Dev

Validation
Pivoting
Solid business case

—

Time
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Product Excellence

— Levels of Maturity

Decision Characteristics — Macrolens

Dimension 1
Instinct-Driven

¢

No formal product

Dimension 2
Requirements-Driven

B

Product management

Dimension 3

Customer-
Experience-Driven

e

Customer experience

3 &

Stakeholders aligned

Dimension 5
Strategy-Driven

@

Decisions aligned to

LEVEL FIVE S S S
management role role and shapes development around a vision for strategic priorities
o e or organization organization and GTM activities capturing market Itics-dri
Y A th rIVI n g opportunity Data/analytics-driven
Strategic intent is vetted through
at u r I ty Data/analytics-driven methods or frameworks.

LEVEL FOUR prOd uct
Aligned culture

on user
_tj_

needs

Product release goals and roadmaps are articulated through stories/customer expenence definitions.

Model

Requirements defined as line tems. Engineenng interprets
I

Decisions made by a few influential people.

Title/Level-Based Tactical Collaborative Growth-Oriented Transformational
Th ti P Decision ~
LEVEL TWO _tj_ e entre 9 Characteristics >
. organization
IntrOducmg understands
Product makers
— pr_ocess t ticall customer needs Level 3: Leading
LEVEL ONE systematically
I ntu ition uncover Level 2: Managed . :‘?: :::;S:"d and leading within
) underlying user Cross- Level 1: Immature e — e
d riven needs . * Clear vision and plan for PM * Full alignment of business strategy &
User requests are functional « PM tacks leadarship gt fom P ars oy s ::ecﬁves th:«shm t:e:wir:ss
x i senior management » seen as the “voice of the market”
M taken at face teams et RO FEATR e
value & feedback Product strategy Vel b and support company strategy
o anging priorities
is interpreted d obiecti « PM workingin a vacuum, tactical focus * Wellestablished roles & responsiblties
ana o jeCtIVeS h h agreed with all interfacing departments
Product makers with bias fully ali d ow t ey s oS + PM driving product performance
* Roles and responsibilities clear 3
rely on gutrather are fully aligne Contribute to ‘P:Ain:lauf:roallspmdun: ’ ;“P,m.“mm:, T ek
. . ot + Decision-making pracess s quick ant
than customer with broader I;f,ifhs,fumre confusien onho * Things get done — decision making approptiatetnss;!andriskw
feedback & data Basic product business goals product S Wtk ouaraacls Kt eckrdtiadnts a’;‘;:’;‘::;mwmm e
. + Project-led, little product-based
strategy in place success el s T
Emphasis on but prioritization « Unclear decision-making process ;ewu::::::;elzm-measma&

shipping
features
whether or not
they drive real
outcomes

Lack of
understanding
around the
product roadmap
leads others to
question it

methods are
overly simplistic

Roadmap

lacks clear
objectives; long-
term goals are
private and
undocumented

Product
roadmaps
clearly
communicate
why some ideas
are prioritized
over others

https://www.productfocus.com/wp/wp-content/uploads/2020/08/Product-Management-Maturity-Model.pdf

https://www.productboard.com/blog/five-levels-product-excellence-maturity/
https://www.gartner.com/en/doc/3887789-apply-gartner-product-management-maturity-model-to-uplift-business-impact

Everyone rallies
around both the
product strategy
and roadmap

@& productboard

* Reactive and tactical. Lots of

firefighting by “heroes”

* PM not valued by the rest of the

business

*NoPM training
+ PMs lack influence and authority

tosay “no”

« Strategic focus as well as tactical work
+ PM role accepted across the business

+ PMs understand portfolio strategy
and where their product fits

+ Some PMs trained in some areas

« PMs well respected - everyone wants
to work here!

« AllPMs trained on PM with ongoing
learning and development

« Few tools, templates & systems to

support activities

« Market insight and product knowledge

held in individuals’ heads

+ Little product documentation

« Templates, tools and checklists in
place for all key activities

* Tools and systems used to store
information on market insights,
projects and products

« Tools evaluated against best practice
and revised to keep optimal

« Tools used to automatically collate
and actively share information

+ Product documentation high quality
and maintained

« Few standard processes, which are

often sacrificed under pressure

« Little (or no) reporting
» Few relevant KPlIs for products

« Processes defined and used for key
PMactivities

+ Reporting in place for each product

« Product development process in place
and aligned with PM needs

+ Processes well established, monitored
and continually improved

+ Automated tracking and KPI reporting
at product and portfolio level

« Full end-to-end PM Lifecycle process
in place including go-to-market, in-life
and end-of-life

yonder



— A model to assess the levels, compared to others

Product Maturity Level

Roadmap

Feature marketing Analytics

Processes/Requirement
S

Customer involvement

Go-to-Market Speed Roadmap visibility

= maX |eve| ==gjctual level

yonder



— Simple Levels of Maturity

Level3:
Level2: Strategic Level

Man1ged Level e
~ % The'organization
| reyoncastomers pndersenc value o0
ezidlom e L), e onc storfler fegdback
TANGIES MieERER EMmel e an(E,IJ real-world data
not, and have a structure

to capture this feedback

yonder



Feataure usage
Peak times
User journeys

Azure Insights

£ CH1-RetailAppAl Dashboard

Shared dashboard | Read-only access

-+ Create T Upload () Refresh /' Fullscreen ¢ Edit £ Manage sharing /0 Manage history & Export ~ [} Clone & li] Delete | R Feedback

Auto refresh : Every hour UTC Time : Past 24 hours F5 Add filter
rtiveStream V.,
CH1-Retail AppAl = App map
pritimivinag Q 5 86% = cne
Smartdetection CHi-Retsil =
CH1-Retailappal Servers -

Usage 6.5« Reliability I Responsiveness Y Browser

i Failures Performance Browsers
sers ot etsappal Gt retaleppa
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2 MoversSuite - msuite

File Tools Reports ccounting Tools  Third P Applications Help

@ e . Order Number: F07-1064-09 Branch: 436
- B Order Name: ADAMS Salesperson:

Quote Local Senvices Tasks Military/Government

Name AdcresL‘thone Move Information Extra Stops Agents
Estimate Number
JADAMS] PATRICK (SSG

Task Definition

Military Orders
Origin Home (910) 723-1047
Origin Work (910) 723-1048 v Task Group
Army

Moving From

Location Type Location Type

Address: 110 FLEMING RD Address
City. |POPEAFB State: NC City
Country: |United States of America Postal Code: |28308 Country
County
Consignor. Contact Name: Consignee
Heather
Phone: Extension Phone

L1>L2

Customer case / Moving and Storage / USA

o r v v Save Cancel

Notes

Moving To - Primary

MSS

SIT/Recurring Billing

Salesperson

Transportation Coordinator

Swenson Michelle

Logistics Coordinator
Swenson Michelle

Moving To - Secondary

PAWC-NTS-PROS

United States of America

User Defined Fields

-Book Order

Order Status: |Billed

Shipment Status H

Account Profile
Billing Information

Lead Source

PrintLabel w

State:

Postal Code

County

Cont

act Name

Extension

Persona Usage

Move Coordinator

Local Dispatcher

Long-distance
Dispatcher

Local Crews




— L1>1L2

Azure Insights

Data Capture / Analytics

Google Analytics

" Insights 360

Product Capabilities < »
pE  PM on 3D model

yonder



— Product Process

HIPPO Problem

L L 3.4
'-‘ Executives

Customer
' Support

s
~

Customers R&D Manager
% , Dev team

;‘{ UX Designer

PS

=

Committee

Product

Sales

yonder



— Commiittee to decide the planning

yonder



— Product Process

0e®
PN
Customer
Support

Executives

Qe
Customers
’ Dev team

UX Designer

Product Manager Product

/ ’ Product Owner

0O Sales
P

- NS

yonder



Product Owner -
VS
Product Manager

What's the difference?

yonder



Product Owner vs Product Manager

Product owner Product manager
Subject Matter Expert

e N

How do we have to build it? What do we have to build?

What are the priorities when having to build something? Why do we have to build it? (who needs it
who is willing to pay? What are the succes

factors? Is is worth?)

More tactical More Strategic



— Qualities of a product manager

Google Like PMs
\

[ )

Technology

Product Manager
Sweetspot

%
% : .
2 Business/Domain

Should be good
to at least 2 of them

yonder



— L1>1L2

Azure Insights

Data Capture / Analytics

Google Analytics

" Insights 360

Product Capabilities < »
S - PM on 3D model
PR . High-level estimations
1
Strategic Roadmap < ok

, p¢

\

~

I

Strategic roadmap

yonder



— Preparing the roadmap

Customers request Must-Have Strategic

Image Credit: Institute for Integrative Nutrition yonder



http://www.integrativenutrition.com/

— Preparing the roadmap

Strategic Must-Have Customer Requests

Image Credit: Institute for Integrative Nutrition yonder



http://www.integrativenutrition.com/

. f7™\\ Increase the customers base with
T Strateglc Roadmap @ 3 new customers
. 2024 Roadmap
Should start from a business e
objective
Configurations m
v
= Input from everybody
= Confirmed with the stakeholders
= Have estimates in place
= (Calculating in a way, the return

(ROI, IRR, Cost of Delay, ...)

Collaborative Mode

API Integrations: Shopify,
Magento,..

Import/Export

2
a
=
=L
b
=
' TE:
°o5a
3 o]
24" S ® om @
38%%
20 c
@ )5 ®a
=== & E
I8 3
g s
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— Simple Levels of Maturity

Level2:
Managed Level
Level1:
Intuition Level *

* Rely on customer’s
validation and data, on
what's needed and what

Rely on multiple people’s not, and have a structure
opinion of what's needed to capture this feedback

and what not

L]>>>>>>>>>>] 2

Data Capture
Product Capabilities and structure
Roadmap visibility

Level3:
Strategic Level

*

The'organization
understands value, and
measures priority based

on customer feedback
and real-world data

yonder



— L2>L3

Analytics PRds  Track feature usage

yonder



— L2>L3

HEALTH ¢

Browse by
Delivery Type v Search...
Home » My Account

‘ My Products ‘ My Credit Tracking

My Micro-Credentialing

Ll cvanced search < |

My Receipts My Profile My Subscriptions

My Email Preferences

Hello, Joe

My Wish List

My Account v

¥ Refine your results e

B Display Registrations From

All Dates M

EndDate:  07/27/2023 @

B Delivery Typ

All Deliveries.

Series Subscription

OnDemand

Subscription

Interactive

GoToWebinar

Webcast

Symposium

Module

Publication (PDF)

OnDemand External

Muilti-Module

™ Completion Status.

All Statuses

I Expired
I Complete

Other

I Pending

Download
Materials

v 2023 In Person Event

0 of 2 Requirements Complete

Registered: Jul 27, 2023
Expires: Jan 24, 2024 02:43 PM (Eastern)

Event Date: Aug 1, 2023 9:00 AM - 10:00 AM (Eastern)
Credit(s): 1 CME Credits

This course has expired, certification is no longer

SortBy: Default (Future Live Dates,

:;":."V Event Date:
pe: Aug 01, 2023
Symposium

0.00% Complete

then Registre v

Completion
Status:
EXPIRED

| Receipt

ilable. If you have any

please contact

s ;é When, and How

customer support.
© Location/Notes Ha=
Capiol Cily Event Center
6700 Middle Fiskvile Road
Austin, TX 78752
hitps://goo.g/maps/EVxqZsY6yPnondq28
+ Description
Delivery Registration  Completion
Cyber Security and Ransomware: Protect Your Practice Type: orve Gy
OnDemand  Jul 26, 2023 EXPIRED
0 of 3 Requirements Complete
0.00% Complete
Delivery Registration Completion
July 2024 On Demand Example Type: Date: Status:
OnDemand ~ Jul 06, 2023 EXPIRED
1 of 2 Requirements Complete
50.00% Complete
; Delivery !
> April 3: The New World Classification of Periodontal Diseases Type: ExontDete
Apr 03, 2020
Webcast
0 of 1 Requirements Complete
0.00% Complete
D Regi Completion
2024 New York Prescription Monitoring Program (PMP) Requirements: Who, What,  Typ . Status:
- Date:
Publication Feb 14, 2020 COMPLETE
(PDF) h (2rtar2020)

Al Analytics

@ Home
@®© Realtime

LIFE CYCLE

» %+ Acquisition
~ & Engagement
Overview

Events

Pages and
screens

Retention

%
useR

» ® Demographics
» L0 Tech

EVENTS

R Conversions
& Allevents
EXPLORE

» (8 Analysis

Analytics indicated the page would be

All accounts > raddinteractive

Raddinteractive Web & App ~

Q Try searching "property ID"

Pages and screens: Page path and screen class

@ Anusers

Add comparison +

Views by Page path and screen class

Jthe-differenc
Inew-google-..
Ithe-benefits-.

/digital-mark

8

+

+Views

Views and Users by Page path and screen class

60 USERS

arketing

20

o+

0
VIEWS

Last2sdays Sep 23 - Oct 20, 2020 ¥

etween-push-and-pullm

The second most used after the landing.
This should have super high priority

°: @
7 <& A i Build comparison X

CONDITIONS (BUILD UP TO 5)

Include v Dimension o

User medium -

Dimension values

[m]

(none)

[<}

organic

referral

[m]

e
()

Cancel ~ OK

yonder



— L2>L3

Track feature usage

="

Analytics -

e Co-creation sessions

-y
»

Customer validations

A

|

—

¢ Strategic discussions

~

> Mockups before investing

’
\\
\

N

yonder



% & @ KT

Diagram Components ~ Arrange Export  Sharing

Split range - Based on similar Lt formlsts sutomatcal
products propose a pli model on (ool
e sed on values rom supplier
)
De (] O
escription o 3
product based on
mopue o @ the other felds,
products into Make comparison between using Al to create
families image and Color to make a catchy text for
(categories) sure they are syncronized the customers.
and flag when they aren't
image a‘ < AI/LLM to
generate betrgy = ing in PIMscoping
fony
description.
based on the
ds thatare
mprising the
roduct
Text
suggestions
CTToN Grropr) o edsting data
e customize the search when
pop ake ety enteringa cel
e | e e -
market trends functionalites, M Corome © @
tocreatea
CEIECE e extension for @
S importing datag
Productive Toerdon from external
usage, based image @@ pages directly @
information that from there )
P ° o °° e N
live from Py 9
‘Analytics tools. top users for
exporting without some button to
errors redirect the user
where he lft the
grd OMORON)
Create a universal/
complex sarch, that will
find you tems, based on
A coplotfor @Generate written words, by mapping
iy I ke O what you skad, Itoa Realtime
reports based on 30 assets vie e seriesof fiters, using a “comments* on
NLP described P the um top of the pim
criterias description of items. on the. Unverte Toni S
() anitem, and reviewing L &=
using the process
v picture of the.
specific U O
product have somekindof @
forum/chat/threads
Atbasedon °
where users can ask
coumns deta for quesions eave g
eoch produce vegid @ comments/notes, create
e functinality/mutivs® reminders
(existing, but pretty @
interesting)
°
°
o0 o . oo e it Gty vt %
Create some O Create videos as
sort of plugin Extract rules assets, using an
] based on oan Automatic Al powered tool,
integration Sy Column in orderto oSO
patishoe e St A create video make a catalog with all the
GRS LI based items, clothes, organize them and based
using Al that are then. nalized data
send tosites information about the user (body
shape)to suggest outfts every
day. and fthere i something.
thatis missing, to get suggestion
of what to b
O ° : R Roara iasaara
Fashion Trend prediction T . Populate cTHain
ool - based on an i fields based on a®
create an AR, that allows Automations:
analyze of social mediain image or some
isers to try on clothes When something. s
order to help retilers sortof
virtally, before making. T demoftutorial
and brands to make. el description(Extra
better decisons Lol something else. ctrelevant data °
- from an input) °
Support
page/modal/pop-
or the
functonalites of
the app
Mailfor
questionsicomme
s aby
application
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Mockups before investing

= o X
o
From this:
) SN
emphasys
Cattiication Type | =l ‘ ‘ Q M“Cmocm.lelf: .
Overwewl Incomel At:dsl Expen:esl

|Name n [Releaionshin - Ilnccme g IAwus - IEmenses > [Liabditm v [Aluls e I

Mane-Lawa Augustn Head $1.008.00 $0.00 $000 $0.00

Other Adult $0.00 $0.00 4000 $0.00

Josen Lawrence Augustin - Other Youth Under $0.00 $0.00 4000 $0.00

$1,008.00 $0.00 $0.00 $0.00

| Tax Credit| Legal | Education|

Driver License |
. ;- E User Defined .
Bith Ciy |
Slale/Plovincel I S Attachments
Country I ( 1] Letter...

E-Mai | Average Number of Hours Warked Per Week
Pregnancy Due Date | / / ﬁ L]
Abases
First Name Middle Name Last Name

Mastes Entiy (o [ Utiibes | Addiional 50058 | Rent Calculabon | Approval |

yonder



— Mockubps before investing

To this:

Financial Processing

emphasys D

housing program

Property Management

orites

Master Information

Housing Program Setup

Contents

Group Assignment

4 NC Gross Cert Generator

{% Financial Processing

(M Housing Program Setup

&

| Current Residents
Maintenance Areas
Maintenance Areas

Property Management Additional Info

Reports .
P New Construction

Resident

Resident Processing
Appeals Tracking
Batch Correspondence
Housing Offers

Lease Tracking

Move Resident Into Unit

00 i
00 Side

Utilities

1t Property Management [ File @ Help Recent Selections
Unit 07-3
& Utilities
Inspections History Characteristics Offers & Reservations Grants L Inspections
Unit Histor
UNIT INFORMATION @ 4
Unit ID Unit Type Building ID Description Common Tasks
[07-03 Q ] [Family Unit v } [4 Q ] [m ] )
@ Unit Management
AMP Entrance Address USPS Address Suite
=1 Building Management
[EastPoint V][ V] [- J{ Q][M ]
o@ Building System
Gh DETAILS Status: Occupied Structure Type: Row or Townhouse Style @ Common Area
Development Utility Area Floor Bedrooms Full Bathrooms Half Bathrooms o Real Estate Parcel

[ East Pointe

v ] [ EP Section 8

JIE

—
)
o
N
fe

Site Management

] 8 Add Unit Note

Flat Rent Bedrooms
[ $0.00 ] [ 2
CHARACTERISES

) DATES

Id

Dwelling Equipment

Exclude From PHAS Projected Ready: &
Move Resident Out Of Unit
Hazardous Materials Present ‘
Offline Date 5
PR T Accessible Unit
Resident Processing Shared Housing Schedule for Demolition
Submit 50058 to PIC % Lead Based Paint
50059 to TRACS
Vacancy Control Panel £8 CURRENT RESIDENTS é\ ADA FEATURES
(7 Resident Letters Full Name Entity ID Move In Feature Entity ID
Resident Reports
- P Gwendolun Otis 00000004643 6/23/2021
File Explorer .
= P Latoya Champlin 00000004643 6/23/2021 Blind
L Elaine Yost 00000004643 6/23/2021 Developmental




— Mockups before investing

To this:

is]
Dashboard

iz

Tasks

8"
Residents

Units

@

Programs

i

Reports

&

Setup

Residents / Jenny Wilson / General Information

Q Search

Recent Residents
Jane Cooper
2628 Arturo Branch
Cody Fisher
0118 Barrows Mountains
Esther Howard
258 Daron Route
Esther Howard
258 Daron Route

S Jenny Wilson
( g\ Y

8521 Terry Lane
Jenny Wilson
8521 Terry Lane
Kristin Watson
w 77795 Koelpin Rest
Kristin Watson
77795 Koelpin Rest
Cameron Williamson
636 Luis Fall
Cameron Williamson
636 Luis Fall

All Residents

ﬁ Cameron Williamson

& Jenny Wilson / MPH v~

General Information Certifications

Resident
Jenny Wilson

Active RAR

Contact

Phone number 124

256-785-3319  Primary
+3 more

Third Party Contact
Name:

Phone Number:

Email:

Address:

Dates

Certification Effective Date:
Recertification Effective Date:
Admission Date:

Move In Date:

Move Out Date:

Keys in Date:

Dant

Move Resident Out

Occupancy History

Tax ID Entity ID
640-54-0080 3975372

Add Contact

Email 124

ava@gmail.com  Primary

Maria Harvey
809-950-6859
Wilmer@hotmail.com

8104 Rockaway Beach Blvd
Rockaway Beach, New York, 11693

9/1/2024
9/1/2025
9/29/2022
9/29/2022

5/3/2022

Income Limit
TC Salt Lake County

Addresses

Unit

41 76th street, Suite B
ACfbfa, TN 05152

Unit
Development:
Property:

Funding Source(s):

Housing Type:
Unit ID:

Unit Type:

Unit Setup:
Household Size:

Bedroom:

Finanenial

Primary

Q Search 38/

Days Remaining Before Recertification
-908

Add Address

Mailing address o W

3993 S. West Temple # B204
Salt Lake City. UT 84107

01

Bud Bailey

113-Bud Bailey

Low-Income Housing Tax Credit (LIHTC)
HOME Investment Partnerships Program

Housing Trust Fund (HTF)
FHA Multifamily Housing Loans

Community Development Block Grants (CDBG)

Regular Tenant
BB B204

yonder
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Move Out Start Recertification || ES\JNA)



Login

Login

Residents

Residents

+ Choose a resident
+ Resident Details

+ Messages & Logs

« Start Certifications

YOU DON'T HAVE A
RESIDENT
SELECTED YET!

YOU DON'T HAVE A
RESIDENT
SELECTED YET!

YOU DON'T HAVE A
RESIDENT
SELECTED YET!




— L2>L3

Track feature usage

="

Analytics -

' U . .
;- Co-creation sessions
Customer validations 5\ -
W< Strategic discussions
\\ AL ) )
> Mockups before investing

Aonc

Strategic Roadmap -~ “Customer visibility

yonder



— Simple Levels of Maturity

Level1:
Intuition Level

*

Rely on multiple people’s
opinion of what's needed
and what not

L]>>>>>>>>>>] 2

+ Data Capture
+ Product Capabilities and structure
Roadmap visibility

J

VAN
U

Level3:
Level2; Strategic Level
Managed Level +

*

Rely on customer’s
validation and data, on
what's needed and what
not, and have a structure
to capture this feedback

The'organization
understands value, and
measures priority based
on customer feedback

and real-world data

L 2>>>>>>>>>>] 3

Feature usage / analytics
O Customer validation
N

+ Co-creation and Mockups
before build
+ Strategic discussions
+ Strategic Roadmap

g
ON— 1

yonder



2

Validation Stage

Validation
Pivoting
Solid business case




— Challenges before starting an initiative

SIG creation

Team, resources
Business case

Idea, Customer needs
Technical solution
Budget before SIG
Get customers to pay
Pricing model

Manage uncertainties

yonder



— Building an initiative

Tequila Shots never come alone

yonder



aunc
|
Validate/Learn

Timeboxed

2-1 Days

Ideate and validate fast and cheap

4 Days 2-1 Days

Wo;rk:ll:op Ideation/Validation Sprint Workshop m

Customers

Selectlon

Business Model
Canvas

Pricing modelling

u-t .
Persona Mapping il prototyP \earn exercise

Competitors
Analysis m

next steps

So\utm“ poard i
sketd" Sz Conclusions and
.&;

1 week timeline
Executive buy-in
Customer buy-in
Multi-department support

{'P'&A,

) Executive
Sponsor Designer w

Product
Facilitator a Manager

[ ‘ E‘

Customer Tech

Support
Sales

yonder



Ideate a

[ ]
d validate fast and cheabp :
\\\ \ \\
NN
-
R SN
y N\ Liknae \
Lﬂf o Dasbosd DeS \ \ﬁ \ \
);Lw Desgn Jobs Show \

: 0

n




Add-on.
Build
Protypes
super-

fast using Al
productivity

00:34.44
titled Stranger Audio Visual, a Guide for Navigating the Upside-Down of Webcasting.

00:40.62

This is a program with a Stranger Things theme that we will almost certainly be dropping

48:01 duration

©® Knowledge Quiz 3 questions

Question 2 of 3

If you see red indicators on your audio meter during a sound check, what should you do first?

Increase the main mix level to push through noise
Switch the camera input from mic to line
Lower the channel/output levels to avoid clipping

Move the microphone farther from the speaker

Next Qugstion

8,053 words

yonder



— BQR and the dotted line

~ BQR

yonder



— Product maturity vs. attrition

Customer intimacy

(=

e o

Jonas 3

NRG

Non-CSl| 2

Vell Jonas1

Low Product Maturity high
yonder



— Product maturity quadrants

high

Execution
Maturity Reactors
Market / customer pressure reaction
Ad-hoc processes
Lack of direction, frequent pivots, low
accountability
Low

—

Low

Strategic Alighment

Leaders

High alignment between business goals
and product
Continuous optimizations

Forecastors

High alignment between business goals and
strategy of the product

Difficulties in executing it

Unrealized potential, frustration from lack of
progress

high

Alignment with Business Goals

yonder



— Product maturity vs. attri

Reactoi's

Market / customer pressure reaction
Ad-hoc processes

Lack of direction, frequent pivots, low
accountability

Leaders

High alignment between business goals
and product
pntinuous optimizations

Forecaster

High alignment between business goa
strategy of the product

Difficulties in executing it

Unrealized potential, frustration from lack of
progress

yonder



— Takeaways

Opportunity

Initiative -> organic growth workshop

Customer Co-creation

Strategic Roadmap

Hire Product Structure

Analytics implementation

Analytics based Roadmap and
discussions

Feature usage tracking
Mockups creation before building

Investment

Small/Medium
(1 week multiple roles)

Small
(1 meeting)

Small/Medium - once a

year
(Requirements,
Estimates/Mockups)

Small/Medium

One extra role / or extra
member

Small

Cheap and fast
implementation

Small/Medium

Small/Medium

Small/Medium

Save

Very High
The entire investment of an initiative

High

Investment in non-neede products and customer intimacy
High

Creates clarity and reduces the not needed
things

Very high

High
Gets insights about usage/dead-code/dead-
features

Very High

High
High

as you will not build without confirmation

yonder



— Simple Levels of Maturity

Level3:
Level2: Strategic Level
Managed Level *
Level1: *
Intuition Level The'organization
Relv on customer’s understands value, and
) ¢ AR measures priority based
validation and data, on
, on customer feedback
what's needed and what and real-world data
Rely on multiple people’s not, and have a structure
opinion of what's needed to capture this feedback

and what not

40-50% — 15-20%

Waste level yonder






yonder

Discussion round
Q&A




Bogdan Chiorean
Head of Product and Innovation
Bogdan.Chiorean@tss-yonder.com

tss-yonder.com

Yonder Nederland, Utrecht

Ringwade 61 F

3439 LM Nieuwegein
The Netherlands

t +31(0) 852 733 218

Yonder Romania, Cluj-Napoca

77,21 Decembrie 1989 St.,
Building A. 1st floor
Romania

t +4(0) 264 599 351

t +4(0) 264 599 352

Yonder Romania, lasi

7b-7¢, Palas St., UBC 3,
11th floor

Romania

t +4(0) 755 033 313

yonder



