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Agenda

® Our biggest updates of 2022

® Pro tips for closing out your year &
setting the stage for the next

® Our community event lineup and a quick
preview of what’s coming in 2023

® WorkBoard



Our Biggest Updates of 2022



OKR Canvas

Interactive whiteboard for elevated brainstorming in OKR sessions.
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WobBo Strategy

A solution for threading long-range strategy to quarterly OKRs.

Leading a Sustainable Future 2025

COMPANY STRATEGY
3 FY 2025- 2027

To lead the future of mobility, enriching lives around

@ VISION

moving people

Excellence

¥ VALUES

PILLARS

Become the preferred
customer option for electric
vehicles

N

0} OUTCOMES
o Achieve $100B in Global Sales by

2025

e Achieve >50% market share by cars
sold in North America by 2025

* Reach 30% of revenue from
international markets for electric
vehicles

the world with the safest and most sustainable ways of

© MISSION

Teamwork

Modernize our Business & @

Operating Model to

Accelerate

* Complete a digital transformation
with a fully integrated tech stack

* Adapt operating rhythm to iterate
faster as a reaction to market
changes

Innovation

Be a great place to work I

Make sustainable transportation accessible for all

Courage

e 50% of all entry level employees are
women

e Launch a bi-annual employee-wide
satisfaction survey

e Attain 85% retention of top talent

Strategic pillars
What st thetesm excel i 0 achive the
stegicvision?

+ @ Become thepreerre customer option for
tectricvehicles

@ Add new pillar

@ Become the preferred customer option for electric vehicles

Narrative  Establish Acme as the ssfest. mast

ind affordable option on the market for electric vehic
rice point, and nternational markets. Seck o be

availabilty to new North America
Consumer Reports”lectric vehicle categt

$100m

Torget: $200m

Achieve $200M in Global Sales by 2025

23%
e Achieve >50% market share by cars sold in North America by 2025
Torget 1%

17x
— Reach 30% of revenue from international markets fo electric vehicles
Torger: 30%

Add outcome

ASSUMPTIONS

@ Unknown  10% YoY growth 2023 and 202 in North America

® Disproven  Launch in China by mid-2022 with revenues by end of 2023

@ Proven  Grow workforce by 8% by end of 2022

Add assumption

INVESTMENT PLANS.
Om

v $500M investment in China expansion
Target:$500m

$100m

iy $320m North America growth investment plan
Torgot: $320m

Add investment target  Link or upload existing plan

Risks.
A Policy changes or poltical climate in China delays launch in 2023
A Semiconcuctor chip snortage Imits vehicle manufacturing goals

Add risk

LINKED OBJECTIVES ATTACHMENTS
70% Modernize our business and operating B 2022-1-1.Fucs_Fricto £}
model to accelerate growth
funess ot © 230 @ B2 Competitor analyss 20. £
TP Crovelonserm parinerstipsinChina
ey i ) wosiiva <assion 010022 PR
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WorkBoard for Mobile

Review OKR Progress, assign items, create meetings, and execute your results from anywhere.

<& Wednesday, January 26,2022 >

Action Items

D Complete culture feedback survey
People Team

g * forsipciinered

Personal Stream

D Sync with Tom on upcoming NPS initiative
Customer Success

Meetings Upcoming )( All

2:30PM  Analytics Office Hours

= 6topics - 55 participants - Julia Emerson

3:30PM  Wayne - Acme Weekly Sync
= 7topics - 8 participants - Julia Emerson

4:30PM Q2 Sales Pipeline Review

= 15 topics - 22 participants - Julia Emerson

5:.00PM  Stark - Acme Program Sync

= 3topics - 1 participant - Julia Emerson

5:30PM  Julia & George 1:1

No agenda yet - 2 participants - Julia Emerson

View Key Result

75% of CORE revenue is multi-year subscription

70% of 100% - 64 days left

Jan 01, 2022-Mar 31,2022

80

Jan7 Jan 14 Jan 21

OWNER & DATA PROVIDER

J Julia Emerson
Asof Jan 27,2022

ACTIVITY

Weekly

Jan 28

e WorkBoard



Better Biz Reviews

More flexibility and customization to support better conversations in QBRs and MBRs.
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(3 WorkBoard Home OKRs v  Work v  Meet & review

Biz Reviews

~ Favorites

|3 Collection Title |3 Collection Title

You edited in the past week You edited in the past week

4D Recents | | # Favorites

3 collections, 234 reviews

Name

Q4 QBR Planning_2021

All hands Q2 planning_2022_Redwood City

Q4 Sales_Blitz results and running review

Activations Q4

Customer Success QoQ Business Review

Alignment Analytics

Product and Engineering Alignment RBR 2022

BizOps Recruiting Review

Customer Implementations

App Services Onboading Playbook

Project Skywalker 2022 Q1 Review

Organization v

11l

I3 Collection Title

You edited in the past week

Modified
Jan 3,2022
Jan 1,2022
Dec 25,2021
Nov 25,2021
Jan 19,2022
Jan 29,2022
Feb 23, 2022
Feb 28, 2022
Jan 3,2022
Jan 1,2022

Dec 25,2021

I3 Collection Title

You edited in the p:

Owner

Jenny Bierman

Shawn Simpson

Kait Smith

Lilly Simmons.

Robert Fox

Justin March

Kait Smith

Robert Fox

Jenny Bierman

caate v| Q @ A & Q

< >

Access

Viewer

Owner

Editor

Viewer

Owner

Editor

Viewer

Owner

Editor

Viewer

Owner

I3 Collection Title

K You edited in the past week

Search by name

Filters

Actions

@ WorkBoard |



Integrations

New data connectors to help you stay focused on progress to plan.

M . servicenow
Microsot smartsheet

Excel

Microsoft Planner

ﬁ .Google
E Trello Pov:/"er BI oo == W Sheets

0 asana
- >:o:< snowflake
e &) GitLab
+ableau - I
O I Azure DevOps ggv!/!}rye 1‘ J I ra
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Analytics and Insights

Tools to elevate your strategy execution posture across the organization.

Alignment Opportunities

. L1 team OKR . Aligned OKR

.
.
.
o
.
L]

Search By L2 Leader

All

OKR Timeframe

Select all
Annual
Quarterly

©

Org Alignment

4 16

Breakdown by Leader

Status @Aligned

L2 Leader

Alice Peoples

Barry Bosser

Amanda Dinero

Joe Smarts

Kevin Campbel

Unaligned

Alignment Calibration

L2 Leader
Search
v B2

Team Team Owner Objective Sten
Client Services stomer experiel Al
Ali

nce with our products Al

business Ali

e right market segments with stand-out value Ali

y EL Jack CEOMack Y22 Operating & Financial Plan Ali
Company ELT Jack CEOMack PEOPLE have the career experience of a lifetime and strong. Ali

connections here
Danielle Levitz drive new Ur
th

C ur Collins ustomers to buy Al
g Ali

Customer Succe: Shelly Hanse Build a high velocity, high efficiency SaaS business Ur
Shell Customers for life Un

@ WorkBoard



New Navigation

Simplified navigation to make it easier to find and access what you need.

& Reviews ~

(2 WorkBoard Objectives ~ - i

ili My Objectives FAVORITES RECENTS

My Objectives &

Heatmap il: Global Sales’s objectives
My OKRs My Key Resu . .
 — Alignment ili Our strategic partnerships help ...
% 1l: CUSTOMERS have an exception...

Show: | TeamslImanage A Results Analytics
— 1l Drive demand to build the sales ...
Timeline

Danielle Levitz's objectives
COMPANYELT Ty

il Market Meter Platform Launch ...
FOCUS on the right market segments with stana-out vaiue

62%
Jack CEOMack: Company ELT

106% of 110% 110% of new customer bookings (ARR) are from customers in our target segments

1% of 85% B 85% revenue retention in our target customer segments (GRR)

74% of 75% 75% of CORE revenue is multi-year subscription

63% of 75% B 75% weekly active users (WAU) for target segment accounts

85.71% Re-vamped strategic use cases are final and embedded in sales, marketing and product mgmt

0of 80 80% weekly users for target segment accounts

CUSTOMERS have an exceptional experience with our products and our people

L 63%
Jack CEOMack: Company ELT

870830 Drive gross revenue retention (GRR) above 83%

2800f85p 85 Tier 1 and Tier 2 logos renewed

G 4

o1

Q2 FY22 + 43 days left

Joe Smarts

Joe Smarts &
Amanda Dinero
Barry Bosser 8
Maria Cmoso =

Jack CEOMack €

Q2 FY22 - 43 days left

Me (¥ Update

Joe Smarts &

=]

Only show overdue key results (G~

As of Dec 17, 2022

As of Dec 20, 2022

As of Nov 02, 2022

As of Dec 20, 2022

As of Dec 08, 2022

Never updated

As of Nov 15, 2022

As of Dec 15, 2022

Q Search WorkBoard

Recent OKR News

Y

Excellent!
You gave Roger Smithson a badge for
Onboard

asier than associates'

mer app

favorite

[S)

Target Hit!

Manny Admina updated Digipay spike
test less than 3ms response to 2

o)

Target Hit!
Roger Smithson updated HR realizes
$33M in annualized run rate savings
from RPA (measured by 3rd party
service termination and h,
reallocation) to 43.91m

&

You sent you a status ping on
Maintain uptime of >90%

View More

| @ @
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4 Tips to Start 2023 Results Aligned



1. Make the Company-Wide Strategy Transparent

Strategic pillars

P Ut yo u I | on g ra N ge com p a N y et e mediiae s @ Become the preferred customer option for electric vehicles :

strategic vision?

Narrative Establish Acme as the safest. most reliable and affordable option on the market for electric vehicles, extending

an d fu N Ctl ona | Stra teg | es | N to @ Become theprfemed cusomer otion for avalability to new North American markets by price point, and international markets. Seck to be voted #1 in

WoBo strategy and connect T
those to your quarterly

$100m

O bjectives a nd key reSu |tS. — Achieve $200M in Global Sales by 2025

Target: $200m

23%

Achieve >50% market share by cars sold in North America by 2025

17%
— Reach 30% of revenue from international markets for electric vehicles
Target: 30%

Add outcome

ASSUMPTIONS

What must be true in order for the team to achieve this strategy

@ Unknown 10% YoY growth 2023 and 2024 in North America

@® Disproven Launch in China by mid-2022 with revenues by end of 2023

@ Proven Grow workforce by 8% by end of 2022

Add assumption

INVESTMENT PLANS

$Om

] $500M investment in China expansion
Target: $500m

$100m

— $320m North America growth investment plan
Target: $320m

Add investment target Link or upload existing plan



2. Facilitate Teams’ Alignment on Their Objectives
and Key Results

<« Sales Team Q4 FY22

e Communicate alignment

and tie off schedules
® Use OKR canvas ng Q2F

. . ®  Import OKRs e m

e Communicate OKRs in et ot |

beginning of year kick | |

offs and all hands " ]

1 ) ) '
W
Q Victories Observations s Shifts
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3. Make it Easy to Align Time to Outcomes
T a -

Q WorkBoard chat This Week About
Activity =

e Structure your operating rhythmto | g ST————
be outcome focused .

<31 Time is a non-renewable power source.

Good morning, Jack! Get the team calibrated on results on Monday

e Put OKRs on your meeting agendas | .=
in the new year (both team and 1:1s) | B CompanyeLT

1ll 40% average progress across 3 OKRs for Show
WorkBo: Q42020 - 65 days left

® Ensure all meetings have smart N "
3 new risks - 10 risks total Show
agendas

WorkBoard

< Jack & Maria 1:1

EB D 7 results are stale, so you don't know what Show

you don't know
Nudge all

e Connect WorkBoard Meetings to e
Workstreams with action items so 0 2resitsne acts omyou
folks know what they should be 0 e vy vt eams are oing
working on and follow through @ How o clbrate
happens.

Type your questions here

e Calibrate on Mondays, celebrate on | # REEEL
Friday

Objectives ~

o
<

eeeeeeeeeeeeeeeeeeeeeeeeee
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4. Digitize Your Biz Reviews

2 BizReviews B8 Product & Technology Monthly Business Reviews

Y S h |ft your M O RS an d Q B RS | nto Product & Technology Leadership MBR

Danielle Levitz

running biz reviews Pvazovzves siowicesurs @

m Foster a culture of ambition and creativity that fuels Acme 2030 Focus

Danielle Levitz: Information Technology

e [Everyone has the data, no one is

momentum in the coming 2-3 weeks that should allow us to hit our target of 6
locations by EOQ. Danielle, ask from you to reach out to region leads to drive urgency

B »

Optimize investments and company resources so we can accelerate

collating slides

Danielle Levitz: Information Technology The digital workplace uptake is driving more than 30k engagement touchpoints
monthly. There's tons of learnings here that can be applied to other areas. Kevin has

Technology leads the way to a digital business the lead on that.

([ Package and manage the order of prele et nformation fecneloey
multiple reviews from the quarter into

M Manual Visa & Passport Intake Steps  MManual HR Intake Steps RPA Progress, Gaps, & Forecast

. . have a $900k cost hit if we delay 1 month
l l l As of March 1, we had full sign-off from Corporate Legal and each country's legal team

Target is 43 locations for both processes, and we quickly deployed the HR RPA to all 43!

one collection e ecountresome s ever counteies it have s r s nis
' l I I Passport RPA - likely to lower the annualized savings by $11M if we can't resolve, and will

® Seamlessly present your entire =N
collection as one Biz Review in your

next QBR With the Play All tool. DIGITAL & TECH HEADLIGHT METRICS

4.5%of 5% » 300 of 458 16 of 10 13 of 32

Shout-out to Kevin, Serena, and the team. The intricacies of multiple country jurisdictions was
challenging and the squad met the challenges with an unflappable attitude.

|

Shift another 5% of our non-mfg workload Every IT employee has a 5 year professional Fewer than 10 major incidents a year Desktop and security costs rationalized -
tocloud growth plan in place (458 Including new $32M run rate cost reduction

e Easily move between reviews in a - 7
collection or quickly jump across slides,
for a flawless presentation experience.

@ WorkBoard



Build Your Expertise and Community
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Our 2023 Community Event Lineup

Join other strategy operation leaders, P&L owners,
and results management leaders like yourself in an
opportunity to share perspectives on strategy
execution, build new connections, and learn from
each other.

Schedule:
Feb. 7 Strategy Execution Leader Meeting - Silicon Valley
Mar. 2 Strategy Execution Leader Meeting - Chicago
Mar. 23 Strategy Execution Leader Meeting - London
Apr. 14 ClO Round Table - New York City
May 18 Accelerate Spring & SEE Awards
Jun. 22 Accelerate Europe - London

https://Ip.workboard.com/2023-woboevents-reg.html (&) WorkBoard
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Join our Upcoming Classes

Outcome Method Mindset

Learn about OKRs and the Outcome
Mindset in 1 hour

January 4th at 1:00pm PT

January 11th at 6:00am PT
February 1st at 1:00pm PT
February 8th at 6:00pm PT

learn.workboard.com

OKR Fast Pass Course

Build your OKR expertise in 3 hours

January 4th at 8:00am PT
February 1st at 8:00am PT

learn.workboard.com

OKR Coach Certification

Become a certified OKR coach

January 3rd & 5th at 8:00am PT
January 10th & 12th at 8:00am PT
January 18th & 20th at 9:00am CET
January 17th & 19th at 1:00pm PT
January 24th & 16th at 8:00am PT

learn.workboard.com

Results Management Leader
Certification

Learn how to lead your organizations
alignment, accountability, and OKR
operating cycle to ensure you achieve
strategy faster

Winter Cohort launches January 18th

https://Ip.workboard.com/2
023-winter-rme.html

© WorkBoard
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Tune into the OKR Podcast

Designed to help leaders use the OKR
technique and other cutting-edge
strategies to keep their distributed teams
connected, aligned, and moving toward
results.

There is a dearth of information on how to
do OKRs well and reap their full benefit.
That's where this podcast comes in!

OKR:s for Agile,

Outcome-Focused

Organizations & e
JEFF GOTHELF

Corauthor ofLean UX, OKR expet

AT

Jeff Gothelf, business agility and OKR
framework expert, organizational designer,
author and speaker, sts down with Deidre
to share his unique approach to cultivating
a product-focused mindset across large,
complex enterprise organizations. Jeff
uncovers how agile organizations that

manage to outcomes are fundamentally in
opposition to legacy, command and control
leadership practices - and more importantly,
how leaders can empower their people with
the right framework for autonomy,
discovery, and learning

®)

TEN NOW

Driving Agile
Transformation in a
Self-Directed Culture v

AANTHONY COPPEDGE
Principal Al Digital Saes Gobal
Tansformation Lead, 1BM

Anthony Coppedge, Principal Agile Digital
Sales Global Transformation Lead at IBM,
sits down with Deidre to share how he
introduced OKRs across Sales and Digital
Marketing to ensure the creation of

customer value is the focus of every
employee in the org, and why a self-
directed culture is at the core of successful
business transformations.

D) LISTEN NOW

i capa
e
o, 50

How to Scale OKRs in Large,
Complex Organizations

SAMEERA MOINPOUR

In this HCI Podcast episode, Dr. Jonathan
H. Westover talks with Sameera Moinpour

about how to scale OKRs in large, complex
organizations.

Innovating & Mobilizing
Faster at AstraZeneca
CINDY HOOT:

s
Chictnformtion Offcr & Chiet
Digitl Offcer,AstraZenccs

Cindy Hoots, CIO at AstraZeneca, sits down
with Deidre to share her unique perspective
on driving innovation at speed and scale.
Cindy shares the importance of
operationalizing the strategy and how it
helped get everyone aligned and focused
on outcomes

) LISTEN Now

‘Why Do OKRs Fai

SAMEERA MOINPOUR
VPof Stategic Sevicesat WorkBod

5 ways OKRs go sideways and why. Tried
OKRs and they didn't work or hearing that
from a colleague? This episode talks about
why OKRs fail, the root issues, and gives a
fresh perspective gaining their true value.

D) LISTEN NOW

with OKRs at
s
)
VIKAS BUTANEY G
Chie Praduct Offcerand GMt i )

Bringing Strategy to Life

Vikas Butaney, Chief Product Officer and
GM at Cisco, shares how the organization
implemented OKRs, the power of every
employee being aligned on the mission, and
advice for new business leaders who need
to connect distributed teams.

) LISTEN Now

How Zendesk Uses OKRs
to Scale Efficiently

COLLEEN BERUBE
€10 30l SVP Operations a Zendesk

Zendesk CIO Colleen Berube says it's just
how we run the business' as she shares how
OKRs flow into WorkBoard Biz Reviews and
they ensure every major initiative has an

OKRs at Google

Margo Georgiadis, former president of the
Americas at Google for 8 years, leads a

master class for executives on how Google

uses OKRs. Margo shares her learnings

McKinsey
® WorkBoard | MoK

.
mpany

‘WorkBoard CEO and OKR Podcast host
Deidre Paknad appears on the McKinsey on
Start-ups podcast to discuss how OKRs and

© WorkBoard |



What are you curious about?
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Thanks for a great 2022.

Happy Holidays!



