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‘. WorkBoard User Group Meetup

Hear and learn from other

MEETUP customers’ experiences in an

User Group interactive setting.

We want to
hear your
your stories!

First meetup: Week of Sep 21, 2020

Certified OKR Coaches Meetup

First meetup:
. How to Enable Effective OKRs

Bring your own OKRs for tips and
advice on how to improve them!

Sep 17, 11am Pacific

MEETUP

OKR Coaches
N il
[ ]

Share best practices and
network with your peers in
our upcoming Meetups.

Feedback Survey

Look for an invite next time you log
in to WorkBoard.
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You might find these interesting ...

What goes

wrong with Lean into Watermelon
the Red - Metrics
OKRs’ -
} In OKRs, as in life, talking H Not as sweet for your
about the hard things is vital [ - business as they look!
to achieving your goals. //
B WorkBoard B WorkBoard L/// B WorkBoard

Insights and Stories

New posts every week!
www.workboard.com/blog
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Include narrative on Biz Review charts

v" Narrative or analysis as a
bullet list on charts.

v" Easier consumption of
data and context side by
side on slideshow mode.

WorkBoard

Add Chart

How do you want to display the key result data?

I | DA /]
Jl 11 | Sy : |11 | |
R

PLANNED VS ACTUALS BAI LINE TABLE STACKED BARS

What time period do you want to display?

Dec 15, 2018 to Dec 31, 2018

Customize the actuals legend (optional)

CODY Cena's Running Business Review

Thought Leadership Ads

Demand Generation - Lily Alipoor - # Measured,Quarterly - Noj

Customer Ads
Demand Generation - Lily Alipoor - # Mea flonthly - Dec 1
Sales & Marketing Qualified Leads
Customize the target legend (optiona¥
Show data labels  Apr 01,2020 - Jun 30, 2020
Target The retail verticals have nailed their target segments and
rocketed both their sales and marketing qualified leads.

Add a narrative or analysis (optional) Lead scoring is important for three reasons:

To avoid your sales team bothering leads before they are

A-B I U § = = g

ready to buy

Add a narrative or bullet list that will appear side by sid To identify which leads require more lead nurturing from

your marketing team
To allow your sales team to more easily identify leads who

are ready to buy



Template and copy Biz Reviews

. . . (2. v £ il ¥
/ D r I Ve u n Ifo r m 0 p e ra t I O n a I . WorkBoard Biz Review My Work Workstreams Objectives Meetings
processes across teams by ]
. . . K2 Sell Through Campaign i
creating Biz Review .
Duplicate
te m pIateS MESSAGE RESONANCE WITH TIER 1 & TIER 2 BUYERS Publish
ublis
pett
‘/ Save ti m e CO pYi n g B i Z As we shift our focus to CMOs in Tier 1 and Tier 2 target segments, we are tightening our message to be more specific to these buyers. In this campaign we are experimenting with a series ¢ Archive

see what has the highest value to them. The results will drive our website, collateral, sales enablements, and demand gen efforts.

Reviews from quarter to
quarter
|| | | || |

Show data labels  Apr 01, 2020 - Jun 30, 2020 Show data labels  Apr 01, 2020 - Jun 30, 2020

150k

100k

” S « 4 W W @ V\o V\o & 4@ 40 A\ A\ A\ 3 Aﬂ 3 3 4
@2‘ @2‘ @2‘ @1‘ @1‘ @2‘ @b @b @b ?,Q @2‘ @2‘ @b @b @b @’b @’b @’b @’b @b

S
RS & &

CTR 0] COST o

Show data labels  Apr 01, 2020 - Jun 30, 2020 Show data labels ~ Apr 01, 2020 - Jun 30, 2020
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Format meeting topics and takeaways

v' Better readability for your

takeaways.

v' Easily add numbered lists,
bullets or bold text.

WorkBoard

® WorkBoard G

Biz Review My Work Workstreams

Right Buyer, Right Segment Strategy

E00PEG

Description

Topics for Discussion

85% revenue retention in Tier 1 and Tier 2 81% of 85%
customers (GRR)

Engage the right buyers and make it simple for
them to buy from us

Add $28M of upsell pipeline from marketing 3m of 28m
campaigns or tooling in Tier 1 and Tier 2
accounts

@

Objectives Meetings

View meeting for Count up Meeting feedback

00000 @& *

Oct 15 at 9:45am

Put actions in: Strategic Use Cases

Takeaways

!? %Y’ We do not want to repeat the WilliamsCo and Osko account losses here. Joe's sending the strategic accounts team out to
w> all Tier 1 and Tier 2 accounts to prevent another loss to competitor or other cause.

v Make sure to action the demand gen...

W% Let's move the needle on this in the next 30 days:

* Run 3 consecutive campaigns that touch at least 10,000 qualified leads in our Tier 1
and Tier 2 customer segments in CPG and Retail

« Get the right folks out to 5 of the right industry events

« Plan our own event for next month and|
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Coming soon!

Link results to related bodies of work

Assign Key results owners for easier accountability
Archive old teams and cross-functional working groups

Result prediction of your quarter end outcomes

AN

Performance enhancements

- " ~

(P & I T P W |



Link results to related bodies of work

v" Connect execution to
results, even when
progress is not directly
calculated from work

completion

v" Drill down into details on
related action items,
workstreams, or Jira issues
that are driving result

outcomes

WorkBoard

® WorkBoard g

Biz Review My Work

85% of new logo ARR is customers in Tier 1 and Tier 2 segments

of 85% - Company ELT

Last updated Aug 16, 2020

100

Y

Workstreams Objectives Meetings

May 01, 2020 - Aug 31, 2020

8 days left

Weekly

50

[
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Activity  Attachment

&
&

Add new comment

Jack CEOMack -« Aug 16, 2020 07:41 pm

83 for the week of Aug 21, 2020
Flat this week, have a plan to accelerate

KPI Catalogue « Aug 14, 2020 10:19 am
67 for the week of May 08, 2020

KPI Catalogue « Aug 14,2020 10:19 am
61 for the week of May 01, 2020

DATA SOURCE

& Datastream: Automatic Updates - New Logo ARR (T1 & T2)

Contributes data to 2 key results

View data flow tree
RELATED WORK

~ Workstream: Tier 1 and Tier 2 account win plans
Sales: Joe Smarts

== Workstream: New Tier 1 and Tier 2 customer references

Marketing: Mary Cmoso

Action item

Workstream ‘traordinary value to customers in our
Jira issues I: Jack CEOMack

Link

12



Assign owners for results

v’ Make accountability easier ® WorkBoard % Y i o s
for the team's shared
Outcomes 87 of 88 . Company ELT

Measure eNPS in each function and get an average score of 88 (monthly pulse)

v’ Capture result owners even ot oot Moy 15,2020 ot ownen
Whel‘e the data source may Mar 01, 2020 - Jun 30, 2020 Weekly € Julie Lam
be other business systems,
or even other team = Datsream: Automatc Updates - Compary NPS

mem berS CI Ose r to the Contributes data to 1 key result

25 View data flow tree
data. , OBJECTIVE
Maré  Mar13  Mar20 Mar27  Apr3  Apri0  Apri7  Apr24  Mayl May8 Ma PEOPLE: We attract, retain and enable the best people to
Activity Attachment operate at their best

E Add new comment
>

KPI Catalogue « May 18, 2020 03:28 pm
Updated to 81 for the month of May 15, 2020

KPI Catalogue « May 18, 2020 03:28 pm
Updated to 81 for the month of May 08, 2020

KPI Catalogue « May 18, 2020 03:28 pm
Updated to 83 for the month of May 01, 2020

« Work with your organization’s OKR coaches o s -
and project team to decide how and when to (P Ctalogue - May 18,2020 0328 pm

take advantage of this capability.

WorkBoard
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Add Team Objective and Key Results

OBJECTIVE

PEOPLE: We attract, retain and enable the b

their best

Team | Company ELT - Mar 01, 2020 - Jun 30, 2020

KEY RESULTS

80% of people feel we vali
Jack CEOMack to update percenta

All roles have a defined ral

before placement
Manny Admina to update number ¢

Meet our hiring plan in ev
Alice Peoples to update number ev

Fverv team hac OKRe and

Edit Key Result

What is the result you want to measure?” See sample OKRs

80% of people feel we value their growth and development

Owner of this key result

@ Julie Lam

Add description (optional)

Where will the key result data come from?

# Result from a person

/’ Change data source type

G-

Start value® Target value is Target value”

0 /|™ Higher 80

Unit of measurement Calculate overall progress as

Count as number Last entered value

Person responsible for updating

Q Johnny Jackson v to update  Weekly on Friday

Add key result dependencies (optional)



® WorkBoard

Objectives
Jump to...

My Objectives
Heatmap
Alignment

Timeline

(2L

Biz Review

Product Management
David Zu

‘85%’

Y

Boards Objectives Meetings

:] Darry Bart | Product Delivery

6 of 6 - Source: Leila Alapour

Data from rolled-up key results: Averaging achieved values

Release notable CMO quality-of-life features every

two weeks into production

3 Darry Bart | Product Delivery

Provide RevOps data and insights that move us from good to incredib

2 0f 10 100% of Rev Ops requests use Zendesk by Feb 15th Release notable CMO quality-of-life features every 18
two weeks into production

10 of 2k Define and publish Revenue Ops SLAs 18,

of 100% Deliver quarterly tools usage report value survey :] Darry Bart | Product Delivery 18,

6 of 6 - Source: Leila Alapour

6 of 6 - Source: Leila Alapour

Release notable CMO quality-of-life features every

Provide exceptional customer experience that extends customer lifeti

90% of 100% 100% of new accounts active on high-value features at least twice a week

100 of 400 Define and publish Revenue Ops SLAs

of 50% At least 50% of customers use our differentiated features

The Customer Experience team operates at its best

50of6 6 new hires hit their first quarter targets
0of 5 5 new CSMs onboard their first account within 60 days of hire
of 50% Reduce average initial response time on P1 tickets by 50%

two weeks into production

Jason Mraz
Jonathan Krenshaw

Jackie Lemie

104 days left

Abby Krenshaw
John Marcus

Louis Johnson €

Updated Nov 18,

Never Updated

Updated Nov 18,

0 4

Updated Nov 18,

Never Updated

Updated Nov 18,

, 2019

2019

2019

2019

2019

2019

2019



Archive teams and cross-functional working groups

v' Manage work and OKRs ® WorkBoard @ = l M.
following org restructures
or the completion of short- ™™ product Management
term cross-functional Jump to.. OKRs  Team Members
P rOj ects. Workload & Bandwidth Only show ovi

Priorities & Risks

Biz Review My Work Workstreams  Objectives Meetings Tez

Edit Team Name

Archive Team

My Directs
Reports Provide RevOps data and insights that move us from good to incredible 104 days left 4 4
2 of 10 100% of Rev Ops requests use Zendesk by Feb 15th 999  Julia Andrew Updated Nov 18, 2019
10 of 2k Define and publish Revenue Ops SLAs John Marcus Updated Nov 18, 2019
of 100% Deliver quarterly tools usage report value survey Workstream Updated Nov 18, 2019
6% Provide exceptional customer experience that extends customer lifetime 104 days left 2 4
90% of 100% 100% of new accounts active on high-value features at least twice a week 100 Rolled-up KRs Updated Nov 18, 2019
100 of 400 Define and publish Revenue Ops SLAs 12 Cascaded KR Never Updated
of 50% At least 50% of customers use our differentiated features Mirrored KR Updated Nov 18, 2019
The Customer Experience team operates at its best 104 days left 0 4
50f6 6 new hires hit their first quarter targets Abby Krenshaw Updated Nov 18, 2019
Qof 5 5 new CSMs onboard their first account within 60 days of hire John Marcus Never Updated
of 50% Reduce average initial response time on P1 tickets by 50% Louis Johnson Updated Nov 18, 2019

Add team

WorkBoard B



Prediction of your quarter end outcomes

@® WorkBoard g L

J Get a preview Of your predicted Biz Review Boards Objectives Meetings

final score based on current

36 of 58 - Customer Success
course and speed Increase average number of users per account from 45 to 90

v Impact your quarter end
Outcomes by taking Corrective Last updated Nov 12, 2019 12 days left DATA SOURCE |
t. I. 60 g Andrew Kishraw
action earilier

OBJECTIVE
40

CUSTOMERS: Relationships built on valt
20% - Customer Success: Lisa Asai
20

Jan1 Jan 15 Jan 29 Feb 12 Feb 26 Mar 12 Mar 26

Activity  Attachments Ping

g Add new comment
a Andrew Kishraw - Jun 20, 2019, 4:11 pm
‘ Updated to 36

ﬁ; Andrew Kishraw - Jun 20, 2019, 4:11 pm
‘ Updated to 33

12 enterprise accounts reduced their seat count as a result of budget freezes. We are
WOl’kBOal'd looking at our price structure to see if we need to make a change.

fﬂ Andrew Kishraw - Jun 9, 2019, 4:11 pm
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On the horizon

Enhanced meeting & calendar integrations
Deeper integrations with Microsoft Teams & Jira
Smart auto population of Biz Reviews & Hotbox
Support for committed key results

Confidence rating for results

Connecting company vision and values to OKRs

N o Uk e

Small dose insights & weekly focus nudges

-
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What are you curious about?




opportunity to

support your success! %Y
AT

G WorkBoard

Thank you for the ’F/ﬁ Mﬁ
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