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Wind River 1Y)

AN INTEL COMPANY

A world leader in embedded software for
intelligent connected systems

* Acquired by Intel in 2009
 Headquarters in Alameda, CA
* 1,800 employees worldwide
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Background

Career
development

Improvement
opportunity
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Content Development

Problem Opportunity
» Courses underperforming * Restructuring
» Decision power misaligned  All Education functions
« Employee dissatisfaction reporting to one manager
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Desired Outcome

Process

e Scalable
* Transferrable
* Actionable metrics

Targets

» Rigorous selection criteria

* 100% strategic alignment

» Low value offerings < 10%
« Automation

« Capture info once at source
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Portfolio
Management

Framework
Key Areas
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Portfolio Framework

Right Things Portfolio

Selection of programs and projects to optimize business value.
Proactive monitoring. Adjustment of portfolio to maintain strategic alignment.

Program
Grouping of projects
that are necessary and sufficient to achieve desired
business outcomes and create value

Project

Manage budget,
schedule and
resources

8  © Copyright 2016 CEdMA CEdAMA B



Education Services Portfolio

Right Things Education Services Portfolio

Program 1 Program 2 Program 3 Program 4

Course 1 Course 1 Course 1 Course 1

Course?2 Course?2 Course2 Course2
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Portfolio Management Key Areas

Ideas worth investing in,
now and in future

v’ Strategic plan

Portfolio risks identification Strategic v Charter
Risk management Management v Roadmap

v Risk register

Project selection and
optimization
v Portfolio mgmt plan

v Course request
process

v Scoring model
v Gate meetings
v Review meetings

v Risk owners
Risk

vernan
Management Governance

'

Who to communicate with?  [RGaIEC UL Performance Performance goals

Optimal communication plan? JERUELEEUTLSEEIRLCUE HuTyL Resource utilization
v' Communication plan ‘Ijortf()l'o value

KPIs
v Key stakeholders v Metrics

v Reports



Implementation
at Wind River

Timeline
People and Resources
Change Obstacles
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How Project Unfolded

* Interviews
* Pain poinfs™
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PfMP cert.
Smartsheet
POC

Pilot

» Rollout




People, Resources, Challenges

13 © Copyright 2016 CEAMA CEdAMA B




 Portfolio Prioritization
Model and Process

 Scorecard
 Portfolio Framework
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Portfolio Prioritization Model

Request

Evaluation

 Model

» Select ranking criteria

* Add weight
 Evaluation

Select evaluating committee
Team members score
Calculate total score

* Compare with others

« Gate meeting

 Make actionable decision
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»  Stage - Gate Process

Portfolio Review




Portfolio Prioritization Model

Request

Evaluation

 Model

» Select ranking criteria
* Add weight

 Evaluation

« Select evaluating committee

« Team members score
» (Calculate total score
* Compare with others

« Gate meeting

Make actionable decision
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Stage - Gate Process

Portfolio Review

— smartsheet.com =

=

Collaboration

File sharing

Web forms

Spreadsheets
Cell linking

Gantt charts

“m—




Ranking Criteria and Weighting

Technical Feasibility
Support WIND/Intel growth strategy? 20%
Support new design wins? 10%

Existing expertise? 5%
Product released? 5%
Product features availability? 5% y q Lo

Return
Repeating revenue? 20%
Sale to multiple customers? 5%

Marke

Pr r‘ﬁajur
Product sales forecast? 10%
Unique value? 5%
Existing expertise in market? 5%

Development cost? 5%

17 © Copyright 2016 CEAMA CEdAMA B



Evaluators Score Project — 2 min

1. Business Development

r (forward to SME)

STRATEGIC ALIGNMENT

Wil this course help Wind River make a new design win?
1=Not Koty
A=Crsty chosign 'win
T=h fow design wins
10=Kay to saliing the product and supparting design wins in fhs area
1 2 g 4 L7 (i} 7 8 g 10

MARKET ATTRACTIVENESS / PRODUCT ADVANTAGE

Does this course provide a unique value to the market — that s, customers
cannot get this training from other vendors?
1=Courso &= widaly avabatio fom alhor vandos
4=0iihif companios pfovide Samiler Irainngs Courss woukd b somimhal now
T=5ubact matler is availabae bul course has dieinguishabée atinbubes (hal could bo a
salling point
10=Unique to Wind Rver Cusiomer cannol gel if elsewhene

1 2 3 4 5 L] T 8 ] 10

[Market need] |5 this technology new to the market, and there's not a lot of
existing expertisa?
1=Tachnology is widely available
A=Technology already exists. Limilad £ of vendors.
T=Rulatively niw bechnolgy
10=Now lechnology - Wind Rver prolactod - Limbod epase
1 2 3 4 =) (i T
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2. Content Development
= CD Mar (forward to SME)

RETURN

Compare the above to the cost of bullding it s there any additional cost to
previding kabs for this course?
=25 MGG MESOUNTES TOMANG Ban avarage
Resoune requiraments sboul average
T=L ass fesource roguraimonts thin maeage
10=2x lSs (ESOUCE requirements han Fversgs
1 s 3 4 5 ] 7 ] ] 10

MARKET ATTRACTIVENESS / PRODUCT ADVANTAGE

Does this course provide a unique value to the market — that s, customars
caniot get this tralning from other vendars?
1=Courss & widaly svesiabla from olher vendors
4=0iher companies provide samilar ramings. Course woulkd be somewhal new
T=Subpect maiier is svailable bul course has dstinguishable atnbules thef could be &
sailing point
10=Linique i Wind Rver. Cussornet cannod il A slsowhions

1 2 L L] 5 (] T ]

TECHNICAL FEASIBILITY / RISKS

Enough product feaures are available to teach customers meaningful workflows

3. Strategic Alignment
= Sr. Dir. Lifecycle Services

STRATEGIC ALIGNMENT

Wil this course support the WIND/Inte! growth strategy?
1=K reialkon
A=W work Could ba applind 10 1nfol
T=Could be used by soma Intal angineaers of ODMs
10= Could be apphad widely to Inlal
1 2 3 4 5 ] 7 8 ] 0

Does this course support the Education Services business unit strategy?
1=0nly pariphetal fit with business strategy

d=Modest i1, but not with a key element of 1he strategy

T=Good fit with a koy elemant of the stralegy

10=Strong M wilh several elaments of h stratogy

1 2 3 4 5 L]

Pre-defined answers
* increased objectivity
» comparable responses




Example: Web Form to Biz Dev

Biz Dev - Wind River Linux 8 CLI Essentials

Update training contents & image from Linux 7 to Linux 8.

STRATEGIC ALIGNMENT

Will this course help Wind River make a new design win?

1=Not likely

4=0ne design win

T=A few design wins

10=Key to selling the product and supporting design wins in this area

1 O2 O3 04 Os Os Ot Os 09 O1o

MARKET ATTRACTIVENESS / PRODUCT ADVANTAGE

Does this course provide a unique value to the market - that is, customers
cannot get this training from other vendors?

1=Course is widely available from other vendors

4=0ther companies provide similar trainings. Course would be somewhat new.
T7=Subject matter is available but course has distinguishable attributes that could be a

selling point
10=Unique to Wind River. Customer cannot get it elsewhere
J4 02 O3 D4 Os O Or O8 O9% 010

(Market need) Is this technology new to the market, and there’s not a lot of
existing expertise?

1=Technology is widely available

4=Technology already exists. Limited # of vendors.

T=Relatively new technolgy

10=New technology - Wind River protected - Limted expertise

1 U2 s L4 Us L6 e U8 U9 L10

What are the sales forecasts for this market over the next year?

1==1M

4=1-5M

7=5-10M

10=>10M

D)4 02 O3 Da Os5 O Of Os8 O O1e
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RETURN

We anticipate repeating revenue for this course — sales forecasts for the related
product are satisfactory

1=<$25,000

4= $50,000

7=$100,000

10=8500,000

1 O2 O3 04 0Os5 O O71 O8 O9 O10

We anticipate selling this course to multiple customers (# of companies)
1=1

4=4

7=7

10=10

01 O2 03 04 0Os5 O O7 Og O9 O10
REVIEWER INFORMATION

Name *

Please enter your name.
Comment
Submitted on *

I ]

Send me a copy of my responses



Scorecard Demo

, il Revenue X :
D ; - Rivoy Meeded to Evalzator Comments Go | Mo Go Decision m Gale Meeting
Man-Wesks  Cost Meet Margin Slage

Type Technology  Course Name

S S S O S

Upgrade i Sadwyue ‘ §24750 Camie Linux 8 feedsintoa« @ Gao: Positive ROI expected. Core product
Upgrade ILT 473« Sadigue . 3 0 50,800 $24750 Camme Linux Bwillbeapres @ Go: Positive ROl expected. Core product
Upgrade ILT 480  « Sadique | 4 ! §13.200 $33,000 « @  Go Positive ROl expected. Modules are
Upgrade ILT 685  « Brian 6 i $19.800 $49.500 Carne Could be used ingids @ Go, Positive ROl expected. Product s mg
o Hew eleamn 3 G44  « Bran 8 ¥ §20.100 $44 550 Bnan Assuming 4 day coms @ Ga: Product 1s mature. Foundational kno
s Upagrade ILT 612  « Brian 7 i §23,100 §57,750 Carne: Might find some uses @ Go. Positive ROl expected. Product is m:
Upgrade ILT 520« Brian 65 i $21,450 §53625 Bnan cument course islects @ Gao: Positive RO| expected. 2-day course
o Upgrade T 801 Sadigue 15 $40 500 599,000 @  Go Key stralegic growth product, Compl
" MNew ILT 403« Alyce . 4 i §13.200 $33000 Temi hits a potential painps @ O Hold: Wait and see if more customer |
Hew ILT 653  + Alyce L] l §16,500 $41,250 Bran Its supporting Intel 54~ @ On Hold: If 4 more cuslomer requests col
New ILT 498« Assal 10 i $33,000 582500 Carne: Contentis abgnedws 0 On Hold: Evaluate wiProduct Markebng a
- ! | ! | |
] Upgrade ILT 841  « Brian 5 i §16,500 §41,250 Assaf Answers are for Sime @ Gao: Positive RO expected. Product s m:
¥ Hew T 801« Sadique 60 $193000  $396,000 i @  Go Keysirategic growth product Compli
o Mew elearn 3 787« Sadque 13« 42800 $64.350 Came Intelneedsthistaine @  Go Pilot program for first real eleaming «
b Hew eLeam 1 713« Brian 7 ' §23,100 $34850 Bran Noideaif manweek: @ Gao: Videos recorded by Infel employes fc
¥  Upgrade ILT 735  « Assal 7 ' §23,100 §57,750 Assaf Thistramingwillgots @  Go: Key strategic growth product Produc
& Upgrade ILT 695  « Assal g ¢ $29700«  $74250 Assal Thissabasetrainne @  Go Supports WR strategy Demand drive
® o New eleam 3 685 Agszaf 13 §20.700 §44550 MAssaf Thissabasetrainin @  Go Supports WR strategy. Demand diive
&  Upgade ILT 613  « Sadique 8 4 §26,400 $85000 Carmie: Coursehasagoedls @ Go; Positive RO expected
& Hew LT 576« Sadigque 50 0 « @  Go Needed for TiS traming. Mo upfiont

CONPLETED (S I S T S T

® Upgrade ILr 785« Alyce I! 8 526,400 566,000 Scoft: Thiscoursewillhelp « @  Go: Positve RO expected. VxB.0 was ou
® New T 763« Assal 'i 50 50 « @  Go Supports intel stralegy
@ Upprade ILT 636 « Sadique | 5 « 516500 $41250 Came: WBessentialsisface &  Go: Positive ROI expected,
@  Uoorade It 625 ¢ Sadioue | 5 ¢ S16500 $41250 Camie: Emohasisonaoolice @@ Go Positive ROI expected.



Investing Wisely and Saying “No”

Collaborative decision-making
Reduce biases
Framework based
7 Metrics based
Suggest alternatives
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Decision Making

Gate Meeting

Before meeting, projects

Are scored by evaluators
Scores are compiled

Dev cost/break even added

This meeting ...

Makes go/no go decisions

Focuses on active and on
hold projects

Prioritizes and allocates
resources

1x per month
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List of Projects:
Active and On Hold

Project Scores from Gates

Strategic Imperatives
Prioritization Adjustments
Gate Adjustments

Portfolio Review

This meeting ...

|dentifies strategic
imperatives (must do now)

Checks project priorities
Checks for portfolio balance

Makes corrections to gating
scheme

Focus is more holistic
based on entire portfolio

1x every 6 months




Portfolio Framework

Key components stored in a central location for
easy access to key stakeholders.

EDUCATION SERVICES PORTFOLIO

Strategic Management Performance Management Communication Management Risk Management

How to best align org strategies with Edu How to select and optimize projects? What are the desired performance goals? Who should we communicate with? Haow to determine portfalio risks?
execution? How to provide ongaing management of the How to best utilize available resources? What is optimal communication plan? How to manage them on a sustainable
What are the ideas worth investing in, now and in | portfalio? How to measure, report on portfolio value? | How to manage portfolio info — collection, storage, level?

future? dissemination?

How to adjust and change course when

necessary?

Bl Charter B Portfolio Management Plan B Portfolio Performance Plan ' [ Portfolio Communication Plan B Portfolio Risk Mgmt Plan

[ Strategic Plan Scorecard @ . Bl Reports - Value, Balance, ‘ [E) Stakeholder Analysis Risk Register
Alignment

Bl Roadmap [ Scorecard Process El Reports - Customer Satisfaction | [ Industry Trends

e-learning [E) Metrics - Go/NoGo Decisions ' ‘

B Subscriptions Bl Course Requests

i [) Gate Meetings

[ Portfolio Review Meetings
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Lessons
Learned

Tips to Get Started
Tips for Success
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Tips to Get Started
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Stakehold
(Design thinking tools)

Common themes

Best practiceginside
and outsid
iIndustry

Brainstor team
members




Tips for Success

Get buy-in from your manager.
Start small. Proof of concept.

Find a few key advocates
to help promote the idea.

Enlist people’s input.
Show measurable results.
Over-communicate.

Have a central repository for
reference.
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QUESTIONS & DISCUSSION
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Thank you.

susanne.jaklin@windriver.com
cedma.org
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