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Let’s start with introductions ...

Megan Kolkman Josh Brown Lizzie Klingen
Managing Director - Customer Success UX Designer
Client Services & Success Manager

Hemant Sharma Florian Hunziker

p VP Growth COO
() WorkBoard



NOILVdd]

B
,\:_2’._'

NOILVAONNI

) WorkBoard



(© WorkBoard

Join other customers and the WorkBoard team
for a two-day WoBo hackathon!

The best products and processes reflect technical and non-technical
perspectives — everyone is welcome.

This is a great opportunity to flesh out your ideas for WorkBoard, share
them with others and bring them to life in the WorkBoard platform or
methodology!

» Prototype and demo new WorkBoard capabilities
¢ |deate and create better or novel user experiences

e Brainstorm new process and onboarding flows that help
teams align, measure and achieve key results faster

¢ Meet and mingle with peers from other companies and
WorkBoard team members

Bring a team or let us pair you with common-interest peers
for two-days of innovation and great fun.

WoBoCon is free to join. Space is limited to 40 - register ® G WorkBoard

yourself or the team today!

Register Now

WorkBoard HQ

487 Seaport Court

Suite 100

Redwood City CA 94063



Driving Effective
Meetings

March 27 @ 11AM PST

@

Tamara Rezler
Chief of Staff, Trendkite

Hear TrendKite makes meetings worth the time.

* Register now!
www.workboard.com/effective-meetings
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Become a certified
OKR coach!

Join 400 coaches certified helping their
organizations thrive in dynamic markets!

« 2-day program

* Bring a team to our location in Silicon Valley
» Schedule for a larger group at your location
* Class size: 30

Register now!

www.workboard.com/okr-certification




OKR Coach Certification Program

Coach Curriculum & Certification

Help your organization achieve its growth agenda while increasing your personal impact and advancing your career. The training program and

certification includes classroom sessions, role playing practice, offline exercises and a final exam that encompasses:

& @

Anatomy of objectives Facilitating OKR setting
and key results for the leadership team

® e®

Facilitation best Managing an OKR
practices program roll out

() WorkBoard

Guiding teams to measuring
results vs activity

& &
Aligning OKRs throughout the
organization

G

Enabling young managers to lead
strong conversations and set
good OKRs

=

Metrics and key result
mastery



Speed tip #1 Create action items from slack conversations!

Slack - Workboard

Workboard &wobocon

Friday, March 1st

Wednesday, March 6th
” Follow message
Rocio 4:19 g e
We finalized the text on the email invitation, flyer and reg page!
> Copy link
{_j wobocon2019_flyer.pdf Mark unread
-~ )57 PDF

- Remind me about this

Pin to wobocon...

8 Create an action item Workboard

Answer with Card
Create Card

More message actions...

Here is the flyer and the reg page is here:

https:/www.workboard.com/wobocon

‘( deidre
a4 Awesome— Let's use WoBoCon.

And turn into a body of email message we can send to Sameera’s key folks ASAP.

ﬂ Rocio
Stephanie is doing the email yes. We'll change it

f( deidre 4




reliancereadyplan
sabre

sales
sales_candidates
salesenablement
samsung
secureworks
snowflake
strat_talk
stripe_notifications

team huddle

: timeoff-announcement

training_for_scale
transamerica_win_team
trendkite

trips

ux_ui

vineyardvines
wobo-board

wobo-floodgate

¢ wobo-tdl_pr

workday

Direct Messages

§

Slackbot
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& wobocon

¥ | &8 | £ Add atopic
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Thursday, March 7th
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@stepha

= Hemant
‘ joined wi
stephani
Thereis;
RC)? Sho
on the pt

deidre 9;
Contact |

| think pr
And our

stephani

Create an action item

Description

Note

There is a registration page on the website for direct invitees
to RSVP. Should we post informational content on the public
website (and RC)? Should anyone be able to register or
should the event be by invite only (in which case, perhaps a

Due Date

Assignee

Cancel

formational content on the public website (and
se, perhaps a "contact us for more information”




Speed tip #2 Use search to get an instant OKR report for a person or team

® WorkBoard % il

Biz Review My Work Boards Objectives Meetings

. . Customer Marketing
Objectives < Backt biective

Customer Marketing Customer Marketing

‘U' Paul Carter

Customer Marketing
Add $28Mof upsell pipeliriefrom cust... GROWTH: Because it's cheaper to retain than to obtain 18 days left
There is a 10% surge in same-week W...

GROWTH: Marketing enables Custo... 24.12 Add $28M of upsell pipeline from customer marketing campaigns or
24.12m of 28m

CX: Unified customer journey from m... tooling in T1 and T2 accounts

Deep dive with 3 customers so market... : g N -
There is a 10% surge in same-week WAU with every customer marketing

campaign

100% of our campaigns are focused on T1 and T2 new logos and
customers




Speed tip #3 Grab all the actions from the last meeting

® WorkBoard 2 v &

Biz Review My Work Boards Objectives Meetings

Action items from last meeting

Message framework updated Mary C Strategic Use Cases Dec 04, 2018
We have the wrong personas..! Jack C Personal Stream Jun 12,2018
SVP, GM or Chief Executive above CMO Barry B Strategic Use Cases Nov 09, 2018
Onboarding checklists for Advanced Analytics CarloM Strategic Use Cases Jan 16, 2019

Competing on Market Predictor Luke L Strategic Use Cases Jan 28, 2019




Speed tip #4 Integrate your business apps to update KRs automatically

Type of results

Sales &
Marketing

Manufacturing

Financial

Customer success
& services

Collaboration and

Development

() WorkBoard

Example KRs updated

Target $ ARR and bookings
Lead volume/quality - # MQLs, SQLs
Churned Revenue $ or %

Capacity Utilization %
Production Throughput # by Product
Reliability %

GRR

Gross Margin

$ Lifetime customer value

Current ratio % or contribution margin %

NPS #
Time to response or resolution (mins)
Help Center usage - # views

Product launch (Epic) % completion
Market entry initiative % completion
# of Risks by Feature

Example integrations

-l" *
Marketo i REDeHIFT

pipedrive

salesforce

Manufacturing Information
Intelligence System (MIIS)

SADA - ¢

Periscope
Data
4%
endesk

Gainsight’

servicenow

Wlira .
b

X snowflake

Honeywell

Google Sheets
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Biz Review My Work Boards Objectives Meetings

Company Strategic Priorities 19 & @

Jack Ceomack

CHURN

7.6 & of8 34 @ of 105 85 & of90 81% & of83% 102 » of 165

Maintain average NPS of 8 We meet with all > $55K ARR Increase average number of users per
customers renewing this quarter account from 45 to 90

GROWTH

69% & of 75% 88% w of 96% ? & of12 80% & of85% of 6

75% of Tier 1 and 2 customers are 96% revenue retention of T1/2 Create 12 new CMO references and 85% of ARR comes from customers in Release CMO notable quality-of-life

active weekly customers case studies in T1/T2 accounts Tiers 1 and 2 segments features every two weeks into production

OBJECTIVES HOTBOX Show more
GROWTH: Make it easy for the right customers to buy and hard for them to leave N Deliver the personas, use cases, and CMO 17%

Agenda to CX&S and Sales teams to
execute on training
ECONOMICS: Maximize our ability to grow by optimizing our unit economics Workstrea

N Targeted one-to-few campaigns at low

usage T1 & 2 accounts drive 10 account
management conversations per month

1 Get diect feedback fom 7 CMIOs o the 2

CHURN: Customers for life

~ Strategic Use Cases 2 0 17 X 28 q Dec 31, 2018 prptotype of CMO dashboaras and
16% e R drilldowns 2.0

3 CMO Case Studies 8 X g C N 85% of ARR comes from customers in 59%
43% Marketing: Paul ¢ Tiere 1 and 2 ceemente Wf 859



Let the Team Know S S
How “You Do You” W Mary Cmoso

’ Reports directly to Bob Jones  Dotted line report to £ Focs
Manages 3 teams of 14 members

I'm very excited to be developing the marketing strategy for new and existing products. Stoked about building strong pipeline for Q4 to enable
our sales team to succeed!

TEAM ENGAGEMENT See Workload MOMENTUM RESULTS THIS PERIOD
A Al $23MinARRendof  $2.1m
c 1 | it quarter of 2.3m
Oc¢t 1 at 300 pen from Victor VP Sd::lti:op;‘;;hm % 0’?
ﬁ Goal Achiever Lz
You are soaring! Way to go! \
$600k in ARR 8616k
Oct 1 at 3:00 pm from Emma Smith boohnss of 600k
g Excellent!
Mary, nice work on the CEO event! It was spot pipeline 1.25m
on and brought the right leads for sales of 3m
Oct 4 at 3:00 pm Build a think tank 33%
@ Mary updated the result: Customer Acquisition with expers and of 100%
Cost [CAC) across o'l channels to 1550 for the customers
week of Sep 27th
Add 5 fortune 500 1
logos of 5
OBJECTIVES TOTAL IMPACT E———— 12
88 Tech magazines of 50
key results
) 0 0
58% 76% 38% ,
- S 92% results achievement
: Bui GROWTH: INN : -
Austiahes Drive ; Make the K2 5201 i % EXECUTION VELOCITY
e WorkBoard relationships and  and build the Launch the most o
advocacy to sales pipefine successful in our 345 © 230v

a1 hadonc roraived
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Boards eCtives Meetings

G & HR
overmnance Past Due Key Results

Custom User Attributes

Ping all KR owners
Categories

Org Directory 4w
Talent Acquisition: Jean Wobo

Improve employee engagement {tj

jof 8 Score on satisfaction survey
of 100% New skill building programs implemented
Executive Team: Jack Ceomack
INNOVATE: Dramatically improve customer and employee experience
of 10 10 Evangelist interviews published in tier 1 media
Emma Smith
Expand my expertise as a marketing master
of 100% Attend Toastmasters
Catie Smith

Improve my public speaking skills

Q

I8 Attend 8 Toastmaster meetings this quarter

Imnrave mu raihlic enasaldine elille
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Performance Enhancements to WorkBoard

Q ... to make WoBo snappier all around

Continuous performance enhancements ...

Optimized database table access
Improve search and adjust dropdowns for scale
Reduce redundant calls to certain functions

Reduce the amount of data sent to the browser
for alignment view interactions

Move to React on browser for faster load time

Optimizations for very large enterprises

(© WorkBoard

v' Faster page load times
v" Quicker search responses
v' Faster data entry and updates

v" Smarter dropdowns

19



Author smart OKRs quickly

) ) Add Team Objective and Key Results T achon
1. Create and edit OKRs fast with

conversation-style wizard. OBJECTIVE
GROWTH: Make it easy for the right customers to buy and harder for them

2. Easily mirror a key result on a to leave because they love the product

different objective

Tea Executive Team Aligned to 3 objectives - [ 15,2018 - 1, 2018

3. Roll up and inherit key results

more efficiently

KEY RESULTS
4. Control transparency by definin .
o P y by g H Release CMO notable quality-of-life features every two weeks into
the specific teams that can see production
your OKRs Jack Ceomack to update number every Fri
H Initial Snazzy solution release is used by 10 Tier 1 and 2 customers at least

two times a week
Barry Bo r to update n ) very Friday

Add another key result

1D select Done.

When you are finished adding key results, Add Lepenaencies or

() WorkBoard



Faster conversations on mobile

@ mention colleagues while collaborating Comments Comments
on OKRs and action items on mobile

No comments yet No comments yet

g Aaron Wilson
3 Andy Vu
& Alexa Smith

D Anjelica Wilson-Becker

@ Astrid Quinn
@ Aa| S @ Andrea Heck Great work on the
number of live customers, so awesome!

P\) PU
QIWIEIRTIYJULI JO|P QIWIEIRITIYJULI JO|P
AISIDIFIGIH]JIK]L AISIDJFIGIH]JIK]L
202 X|CJVIBINIM 28Z|X|ClVIBINIM

space 127 space
g

21
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Biz Review Boards Objectives Meetings Teams

Objectives

Jump to...

My Objectives
Heatmap
Alignment
Timeline

Engagement

o s OKRF
My Objectives Q UPDATE KEY RESULTS ons

M T w T F
OKRs | Own Key Results | Update My Manager's OKRs

Show: Teams | manage

MARKETING TEAM OBJECTIVES

0 Drive demand and build the sales pipeline

80% 140 days left

O Marketing enables Customer Success as much as it does Sales

71% 16 days left
Q Make the K2 Launch the most successful in our history!
o » 9 16 days left
2% Awesome!
You gave Carlo Marco a badge for
Provide RevOps data and insights
SALES & CUSTOMER MARKETING TEAM OBJECTIVES that move us from good to incredible
@ Sales and marketing target differentiated use cases
63% 16 days left

Excellent!

You gave Carlo Marco a badge for
Provide RevOps data and insights
that move us from good to incredible

Excellent!

You gave Carlo Marco a badge for
Provide RevOps data and insights
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Biz Review ) ) Boards Objectives

My Calendar jate @)

MY OKRS View all MY WORKSTREAMS View all

60% Increase average number of users per account from 45 to 90 account ) Strategic Use Cases

30% CAC Payback Period for new business deals improves from 10 months to under 8 months ) Snazzy Solution Launch

40% Drive gross revenue retention above 83% ) Go to Market Strategy

53% Gross margins move from 74% to 79% ) Renewals Q1-Q2
Week March 2019 Showme:  Action items & subactions

Mon Feb 25 Tues Feb 26 Wed Feb 27 Thurs Feb 28 Sat Mar 2

Marketing Weekly Huddle Prep for 1on1 with Carlo TMO Weekly Talk to charles about unblocking the Pick up the key result Joe C.

9:00 am 7:30 am 10:00 am compliance element cascaded to you
Retail Chief of Staff Meet with Mary and discuss K2 Launch Planning Prep for 1on1 with Mary

RA JSE CASE Demand Gen and LTV/CAC Ratio 10:00 am : 8:30 am
Sun Mar 3
P and plan "
NAZZY SOLUTION LA} Complete pricing sensitivity analysis CSM training needs urgent attention Oil & Gas CMO
¢ for NA + EMEA services > make it happen in March! : SE CASE
© Talk to Pete about Salesforce field
Check with Stacy on weekly report Vertical Planning 2019 ')
© O Submit business proposal to Dan

Call bank Create a plan for Oil & Gas CMO ©
g NAL STREAM Customer Rerference and Video

©
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Biz Review My Work Boards Objectives Meetings

Objecﬁves Alignment
Jump to.. By Organization i1, By Objective Full Alignment Report Search for a person, team, objective, or category Show: Default view
Due for update now 4 g
David Ceomo Full Alignment Report
My Objectives ’ : Owner End Date View
Heatmap 19% Crush my revenue goal for Q1! Josh B Mar 31
Alignment
Timeline 58% WAU: Increase activity in all of our accounts Alice Y Mar 31
Engagement . e ;
20% Great CX across our entire application for both internal and external Alice Y Mar 31
13% GROWTH: Make it easy for the right customers to buy and hard for them to leave Brenna S Apr
43% PEOPLE: We attract, retain and enable the best people to operate at their best Clark | Apr 2¢
22% ECONOMICS: Maximize our ability to grow by optimizing our unit economics Shantanu S Apr 31
19% Crush my revenue goal for Q1! Josh B
58% WAU: Increase activity in all of our accounts Alice Y Mar 31
20% Great CX across our entire application for both internal and external this is really long and runs to Alice Y Mar 31
19% Crush my revenue goal for Q1! Brenna S Apr
58% WAU: Increase activity in all of our accounts Clark | Apr 2¢
20% Great CX across our entire application for both internal and external Shantanu S Apr 31
13% WAU: Increase activity in all of our accounts renna S Apr 31
43% WAU: Increase activity in all of our accounts Clark L Apr 26

22% WAU: Increase activity in all of our accounts Shantanu S Apr 31



Due for update now

My Objectives
Heatmap WAU: Increase activity in all of our accounts
Alignment D Alice Yang: Customer Success
Timeline —_— 58%
Engageme
& KeyResults T, Aligns [_] Comments ) History
~ COLLA
~ favor 4 (O 19%  Crush my revenue goal for Q1!
Lf ©) ' WAU: Increase activity in all of our accounts
|L_ 20% Great CX across our entire application for both internal and external
L~ 13% ECONOMICS: Maximize our ability to grow by optimizing our unit economics
L 43% PEOPLE: We attract, retain and enable the best people to operate at their best
®
L- 22% GROWTH: Make it easy for the right customers to buy and hard for them to leave

() WorkBoard

DD ™

Josh Burns

Alice Yang

Alice Yang

Brenna Sted

Clark Larson

Shantanu Saggar

+: X

Dec 25, 2018
14 days left

Mar 31
Mar 31
Mar 31
Apr 31
Apr 26

Apr 31

26
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My Work Boards Objectives Meetings Teams

Jack's Running Business Review

Personalize Hotbox

Presenter Mode

Progress: Systems Decom + Rationalization ($19M cost take out) Margins
] o
Mar 29, 2018 - Jun 27, 2018 Dec 30, 2017 - Jul 31,2018
75 80
77.5
50
75
25
72.5
0 I 70
& o N R A P PR @ W £ P
New ARR ($Rev) Market Sentiment
=
Market Perception
Dec 28,2017 - Jun 29, 2018 . Next 2 . Us ‘
300k

200k

78%

Likely to Buy




< Jack’s Running Business Review

KPIS

Progress: Systems Decom + Rationalization ($19M cost take out)

Mar 29, 2018 - Jun 27, 2018




< Jack’s Running Business Review

OBJECTIVES

GROWTH: Make it easy for the right customers to buy and hard for them to leave

ECONOMICS: Maximize our ability to grow by optimizing our unit economics

CHURN: Customers for life

PEOPLE: We attract, retain and enable the best people to operate at their best

INNOVATE: Dramatically improve customer and employee experience

Enable sales to set meetings and win deals with the right buyers!




< Jack’s Running Business Review X

WORKSTREAMS

) Strategic Use Cases
45%

Snazzy CMO Beta Program

Renewals Q1 - Q2

Snazzy Solution Launch

Transition S&D Managers




< Jack’s Running Business Review

HOTBOX
Build a world class operations organization that amplifies value for the
company
Keep and expand our customer base

GROWTH: Marketing enables Customer Success as much as it does Sales

Sales team hiring

Client Experience Simplification -- improve client satisfaction, reduce client
visible error rates and meet client critical commitments

Roadmaps
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What are you curious about
and what do you think?



Thank you for the opportunity to
cupport your cuccece!

® WorkBoard



