Envisioning Workshop Overview

Rudy Dillenseger, Director of Customer Engagement
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Envisioning Workshop
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Purpose

Define current challenges and uncover
rapid solution prototyping possibilities

Audience

Business Decision Makers within our
customers, aiming to “break” executives
out of a fixed mindset.

Delivery

A one-day or two-day single location
gathering of stakeholders

Outcome

A collection of new ideas and a roadmap
of next actions



https://www.microsoft.com/en-us/videoplayer/embed/RE3azVC?pid=RE3azVC-ax-45-id-oneplayer&postJsllMsg=true&autoplay=false&mute=false&loop=false&market=en-us&playFullScreen=false
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Envisioning workshop | Pre-Workshop overview
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* Gain Sr. BDM sponsorship for the workshop
 Secure a cross-section of business stakeholders: Individual contributors and managers

« Conduct interviews, virtual and / or onsite discovery to gain better understanding of
customer situation. Document journey map, day in a life or personas

» Formulate problem statement and align with BDM sponsor
Secure Sr. Plan Observation
BDM Sponsorship Workshop

Sr. BDM L Observation is
sponsorship is Participation a key activity to
pons of different areas :
critical to empathize

of the business .
success with customer

Plan logistics of
the envisioning
workshop



Envisioning workshop overview
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» Overview of the desired outcomes of the workshop

|dentify customer vision, root cause to define what is the problem statement
Gather a broad set of ideas that are supportive of the goal

Test business value of ideas and begin prioritization and business value
Draw storyboard of what future state could look like

Observation |dentify Problem |dentify Solutions Storvboard
Playback Statement & Impact Y

MILESTONES

STEPS

Align before Know your Make sure Don't present,
workshop GTMs, bring .
. : you have the facilitate to
on vision & industry & .
L : : right level of let customer
objectives with solution - :
participants share with you

sponsor(s) experts



Envisioning workshop overview
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« Complete the Envisioning Workshop Output template and review with extended
sales team

» Schedule meeting with customer sponsor and review the Envisioning Workshop Output
* Incorporate customer feedback and validate the priorities
» Plan next steps of the Catalyst approach and agree on objectives and timeline

Envisioning Output Validate Align on
Readout Prioritization Next Steps
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The Output Seek Create

: " Move quickly
s a critical customer urgency by -
e ) by driving the
document to validation: it is drafting value
: . agenda and
formalize their ideas map to show
next steps

partnership & their plan opportunity






The Digital Way

Microsoft Teams + Klaxoon RO COPe
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http://www.klaxoon.com/

Example : Transform Customer Engagement (1/2)
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Example : Transform Customer Engagement (2/2)
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