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5 min inputs

Delivering Business Value

Scrum

Sprint 1 Sprint 2 Sprine > PNt 4 Sprint

: -
ROl Waterfall vs Agile Features delivered Waterfall vs Agile

64% implemented features are
rarely or never used

Wiy = The Purpess
How = The Prscess

How W e st
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Standish group results Simon Sinek 3 circles


http://sacr2015.scrumusergroup.org/wp-content/uploads/2015/10/ConoIncertidumbre.jpg
http://sacr2015.scrumusergroup.org/wp-content/uploads/2015/10/AgileWaterfall-FeaturesDelivered.png
http://sacr2015.scrumusergroup.org/wp-content/uploads/2015/10/StandishGroupFeaturesUnused.jpg
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What is of interest for an exec

Measured on Yield: value last year vs this year, not care about how it’s delivered, or the team and its
motivation

Main concerns: cost, delivery, timeline

Other high-level metrics

Business Case: check at the end that the results match the business case have interim checks

Check Global factors & events, e.g. industry impact of Russia bombing Syria

Learn how to speak CEO

Find out their pain

Find out the CEO Powerful Questions, e.g. have any results ever been guaranteed? What can we learn
from that? When have you learned the most?

Have arguments with examples to illustrate

Recommend options, shows that you have done due diligence, considered the bigger picture

Know their schedule

How to give high level plan

Example - Release Plan —initial version
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http://sacr2015.scrumusergroup.org/wp-content/uploads/2015/10/HighLevelReleasePlan.jpg

Have confidence and radiate it

Your body language
shapes who you are

Other Ted Talks about confidence HERE


https://www.ted.com/playlists/259/talks_to_give_you_a_confidence
https://www.google.de/url?sa=t&rct=j&q=&esrc=s&source=web&cd=1&cad=rja&uact=8&ved=0CCcQyCkwAGoVChMIhM6A8K-oyAIVBlcaCh1cdgbw&url=http://www.youtube.com/watch?v%3DKs-_Mh1QhMc&usg=AFQjCNH7K82I2h0wZscp1JEEK65Q81kR-A&bvm=bv.104317490,d.d2s

