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Wie ben ik?

<

Pieter Dols

Digitaal (samen-)werken
ICT & Modern Digital Workplace
eGov — digitale overheid

Adviseur / loods
Strategie en veranderkunde

RECENTE OPDRACHTEN:
ARAG SE — ABN Amro — Menzis — diverse

gemeentes - Landsoverheid Curagao —
Ministerie BZK

YNN®



Wereld van werk
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Microsoft Teams Powers Past Slack

Daily active users of Slack and Microsoft Teams worldwide”

® slack @ Microsoft Teams
25m

20m

a2 slack
)

15m

10m

5m

Oom

2014 2015 2016 2017 2018 2019

* Figures based on public disclosures. For dates in between disclosures
straightline linear growth was assumed. Teams users prior to July 2019

@ @ @ derived from a chart shared by Microsoft. &
@statistaCharts Source: Company announcements statista 4



Why MS Teams sucks and still beats Slack.

B Why MS Teams sucks and sl X |
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More from Medium

@ EricRamos in Better Marketing 3
Leveraging Operation Teams to =

Build a Revenue Growth

Marketing Approach

€ Jenniter Clinenens in Choice Hacking

Steal This Simple Formula for a2
Changing Customer Behavior

Photo by Dimitri Karastelev on Unsplash
SEESESSSS $ EliLela. i Batteries Are Compiicat...

The Five Stages of Build vs. Buy

Why MS Teams sucks and still beats Slack.

@ sem schreim in ILLUMINATION P

How to Apply Systems Thinking
in Running and Managing a
Business

2020 was a juggernaut year for digital transformation. Pandemic driven work
from home orders pushed companies all over the world to rapidly adapt to
remote work. There is an old saying that a rising tide raises all ships. To an
extent this has been true for B2B digital players. Most ships have risen but the
rise of the tide has not been evenly distributed.

This disparity of success in a fleeting moment of uncharacteristic corporate
agility has highlighted which competitive factors make for strong hulls in the
enterprise tech market and which ships are set to sink without serious
reinforcement.

The start of December 2020 saw the rumours of Slack’s absorption into the
Salesforce Borg become fact. If the acquisition goes through, the transaction
will be the largest by Salesforce, a company that is the definition of inorganic
growth, to date.

Slack founder Stewart Butterfield has long stated the intention to run Slack
independently. While any major enterprise tech firm you can think of has
looked at acquiring Slack (including Microsoft), none have succeed until now.

Why . & o Help Sttu Wirers Bl Carers Pracy Terns Ao

\ :

Slack is being obliterated by Microsoft Teams in adoption: MS Teams
Daily Active Users or ‘DAUS’ surpassed Slack’s DAUs within 2 years of
launch. Slack responded by no longer reporting DAUs, complaining about
the validity of the figure as a measure of adoption and proposing other
metrics (1). This was Slack’s version of WeWork’s ‘Community-adjusted
EBITDA’ moment. MS Teams reported 115million DAUs in 2020(4), more
than 100million over Slack’s last reported number.

The Distribution Advantage & The Power Of The Bundle

With the distribution advantage of Microsoft, products like MS Teams and MS
Whiteboard don’t have to be as good as the startups they compete against.

They just have to be:

1. secure and

2. good enough that they aren’t obviously unacceptably worse to non-users.

Bron: https://medium.datadriveninvestor.com/why-ms-teams-sucks-and-still-beats-slack-56cc636a1380



https://medium.datadriveninvestor.com/why-ms-teams-sucks-and-still-beats-slack-56cc636a1380

IT wants to reduce complexity and maximise security.

Bron: https://medium.datadriveninvestor.com/why-ms-teams-sucks-and-still-beats-slack-56cc636a1380



https://medium.datadriveninvestor.com/why-ms-teams-sucks-and-still-beats-slack-56cc636a1380

IT wants to reduce complexity and maximise security. Procurement wants to

reduce complexity

Bron: https://medium.datadriveninvestor.com/why-ms-teams-sucks-and-still-beats-slack-56cc636a1380



https://medium.datadriveninvestor.com/why-ms-teams-sucks-and-still-beats-slack-56cc636a1380

IT wants to reduce complexity and maximise security. Procurement wants to

reduce complexity and cost. Even if the competitors (Slack, Miro, Mural, etc)

are as or more secure,

Bron: https://medium.datadriveninvestor.com/why-ms-teams-sucks-and-still-beats-slack-56cc636a1380



https://medium.datadriveninvestor.com/why-ms-teams-sucks-and-still-beats-slack-56cc636a1380

IT wants to reduce complexity and maximise security. Procurement wants to
reduce complexity and cost. Even if the competitors (Slack, Miro, Mural, etc)

are as or more secure, the simple equation is more vendors = more

complexity = more work for IT and Procurement.

Bron: https://medium.datadriveninvestor.com/why-ms-teams-sucks-and-still-beats-slack-56cc636a1380



https://medium.datadriveninvestor.com/why-ms-teams-sucks-and-still-beats-slack-56cc636a1380

IT wants to reduce complexity and maximise security. Procurement wants to
reduce complexity and cost. Even if the competitors (Slack, Miro, Mural, etc)
are as or more secure, the simple equation is more vendors = more

complexity = more work for IT and Procurement. Add to the administration

cost the further cost of the competitor product and users find they are

fighting an uphill battle to persuade their company to adopt a better product.

Bron: https://medium.datadriveninvestor.com/why-ms-teams-sucks-and-still-beats-slack-56cc636a1380
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Observaties In 2020

Veel werknemers hadden de spullen niet (devices, headset, bureauopstelling, etc.)

Verminderd toegang tot informatie

Veel werknemers toch nog ongewoon met videobellen
Virtueel vergaderen is echt heel anders

Informatiestructuren niet op orde

. Omgangsvormen

- (latente) druk, verwachtingen

. Inzichten in prestatie indicatoren onvoldoende concreet

gewoontes en aannames
(on)veilige praktijken
Digitale vaardigheden

Oplossen op facilitair/ICT
niveau

huidige leercurve

Oplossen in teams en
afdelingen.

|n manieren van werken(!)

Werkgever én werknemer(!)
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Tegelijkert

Data Breaches Personal Data

25 May 2018

Compliance
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Resultaat

ARE YOU READY TO
MEET ABOUT “DIGITAL
TRANSFORMATION®?"

WE CAN'T

/ SEE YOUR
{;} SLIDES,,

DO YOU NEED TO
DOWNLOAD THE
VIDEO PLUG-IN7

WE'RE
{‘ / RESTRICTED

TOIE?K

OK, [TRIED TO EMAIL
THE SLIDE PECK BUT IT
BOUNCED BACK.

OUR FILE

({; LIMIT IS

DROPBOX?
OR WETRANSFER®?

BLOCKED

BY OUR
£/ FREWALL.

GOOGLE DOCS?

YEAH,
RIGHT.

I'M NOT SURE HOW
TO PRESENT TO YOU.

CAN
YOU FAX
ITTO US™

® marketoonist.com

YNN@® 20






Resultaat

/Frictie
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Maar hoe komen we nu van naar

“Don't worry. You got this

(#DWX)

Available from March 2022
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Digitale werkdag
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Wat is de oplossing?

Payday Y

cff,_m Pay Date
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Wicked problems

¥ gnoular clear g lag,
2 "on

Wicked
problem

YNN®



Aan de slag met Wicked Problems

Ingrediént 1: De wil om samen te werken

TOOLS OF A SYSTEM THINKER

A

DISCONNECTION  INTERCONNECTEDNESS

— O

LINEAR CIRCULAR

SIL0S EMERGENCE

by

PARrS WHOLES

Yo (O
O

(NALYSIS — SNTHESIS

&

(SOLATION RELATIONSHI0S

nnnnnnnnnnnnn

Ingrediént 2: Systeemdenken

YNN®



Aan de slag met Wicked Problems

Ingrediént 3: Iteratief werken (agile)

YNN@®



Waar beginnen?

Programmeer

Definieer

#DWX
Initiatieven

#DWX
Visie

#DWX leidende
principes

DWX team met
relevante stakeholders

Stem portfolio’s van
verandering af

—

Bron: (https://www.steptwo.com.au, 2018)

Samen

YNN®



Stakeholders

Business
Perspective

Security &
Compliance
perspective

Employee
Perspective

HR Perspective

YNN®



Waar praten we over?

Devices &

systems
- \
w

[Experiences

=1

Origin: (https://www.steptwo.com.au, 2018)

Insights J L Activities

YNN®



Prioriteren

MoSCoW Prioritization

Must have: Non-negotiable product needs Plot ambities in een
that are mandatory for the team.
now, next, future
Should have: Important initiatives that are not perspectlef
vital, but add significant value. Next Future

C Could have: Nice to have initiatives that will
have a small impact if left out.

\A/J ‘ Will not have: Initiatives that are not a priority

for this specific time frame.

YNN®



Aanpak

Vanuit onze jarenlange
ervaring met projecten op het
gebied van nieuwe manieren
van werken onderkennen wij
een duidelijke gefaseerde
structuur waarin succesvolle
projecten verlopen.

YNN® 35



Hoe starten?

WEEIR Gl iets in betekenen?

Scan Consultancy

Visie opstellen Programma

Gap analyse Programma

YNN®



Binnen bereik

Aandachtsgebieden binnen bereik

(met een doordachte educatie
aanpak)

(door teams en individueel te
helpen bij het definiéren van de
nieuwe manieren van werken en
de bijbehorende info-structuur)

(van helpdesk naar genius bar.
“Where tech meets touch”)

YNN®
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Hét adviesbureau voor
nieuwe manieren van werken

Pieter Dols
pieter.dols@ynno.com
+31 6 38 65 90 56

Creative valley
Orteliuslaan 9, 3528 BA Utrecht
+31 30 767 05 00

. NnNo.Com
info@ynno.com

Versienummer: 001
Datum: 30-09-2022

Alle rechten voorbehouden. Niets uit deze presentatie mag worden
gekopieerd zonder voorafgaande schriftelijke toestemming van YNNO.
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