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What goes on at “the table”

e Alot. Thereis 10 times more to understand than you realise.

e The people at the table are clever: Very good at what they do.

e The people at the table are also stupid: Only good at what they do.
e Often, they can’t “see” good design.

e FEveryone is quite terrified/tense/focussed. /anxious/focussed.

e |[t's all about money.



Why design is not at the table

Flakey - Never gets

Doesn’t know how th!ngs done, slow
the money works things down
N
ocussing on
Designer ¥ perfection instead
Doesn’t connect of winning
design to the ,
business metrics or Doesn't create a
targets compelling, shared

vision of the future



1. Undlertand the money >




Understand how your company makes money,
then help them do it more.

What makes money now What will make more money first
What is sold? Selling more to the same
customers?

Why do people buy it?

Getting extra customers?
What generates the most revenue? .

What is the most profitable? Keeping customers for longer?

What makes you more profitable
than competitors?



Resources are limited, so
you can’t just do everything
you want

You have limited money. And time.
And people.

And competitors want the same
customers as you.




Business strategy: You need to know it and support it

A strategy is...

A concrete plan

Toreach a goal Sustainable Differentiated
Given finite resources = “Barrier ="Benefit”
and market competition

That brings the company closer to
achieving sustainable,
differentiated returns (profit)

Power!




' Connect to the me_trlc o

SXVE



Money shows up at the end. Metrics show what’s working earlier.

Metric

A metric (KPI) ic a thing you can meagure early,
that chows if you will make money.



Metrics example: Conversion funnel

Awareness,

interest, desire

' 9
Activation Activity » $ \

{eads ... Convercion % ... /l/]ont/u/y actives




True story: An investment site in 2017

Top 3 things holdir — -~~~
Customers can’t get st: Blg opportu mty

The one green button that
customers see without scr¢
isn’t for launching the advit
tool.

And the three blue buttons
see if they do scroll are all t
same style.

9 ¢ ¢

1. Landing page 2. Entry point 3. Questionnaire
questions section

Estimated percentage of people who make it through at the moment
60% 50%

But we could aspire to...

100% 75%

4. Error page

70%

100%

5. Result page

Conversion overall

10% =2%

20% =15%



Getting closer to the table...

Flakey - Never gets
things done, slows

Knows the money things down
and the strategy _] J
-
ocussing on
esianer @ perfection instead
of winning
Connects design to _J
the business metrics

Doesn’t create a
compelling, shared
vision of the future

and targets



s done fast




Get things done

e Runato-dolist. It will be big. (Notion!)
e When anew thing happens, putitinthe

inbox. \ 5
e Convert those things into precise actions sl

you can perform. N nE M GETTING

things E
e Always do what you said - or renegotiate. THINGS
(7]
. . o Action! m

e Bonus: Put “impossible” things in your

inbox’ ‘to ma ke them Sta r‘t ‘to become De kunst van stressvrije productiviteit

possible.



To help the business go

faster, prototype

@ When | click any green button, open a modal dialog that shows
the details from the row, a text field for typing comments has a
green approve and a white cancel button at the bottom.

Going faster is always a business advantage.

If | click the approve button, the dialog is closed and the approve

Prototyping and testing iS faster than Shlpplng buttons for the row | just interacted with are removed.
COde and then |ea I’ning that peOp|e hate |t | should be able to perform this action on each row, slowly

causing the approval buttons disappear from the whole page.

This is what designers do. So remember to do it.

('Y Done!

Then tell the company how much time you |
saved! Bl

Plus: Al making JS prototypes.
@ Creatie.ai? So close

& Done!






Don’t focus on design
perfection.

Focus on enabling your
team/org to WIN*

*As defined by the strategy




Analogy: What will make your
party a success?

e In1hour, the guests will arrive
wanting cocktails

e You haven’t bought any alcohol.

e Allthe pictures in your house are
hanging crooked. It will take 1 hour
to straighten them all.

Answer: This can wait

What do you do?




The focussing illusion

THE NEW YORK TIMES BESTSELLER
TﬂTﬁKING,

FAST .. SLOW
Nothing in life . > LOW

IS as important as you think it is
while you are thinking about it.

DANIEL

WINNER OF THE NOBEL PRIZE IN ECONOMICS

"|A] masterpiede .., This is one of the geeatest and most engaging collections of
insights int


https://fs.blog/2015/09/focusing-illusions/
https://fs.blog/2015/09/focusing-illusions/
https://fs.blog/2015/09/focusing-illusions/

Satisfaction

Kano model:
Just fast-follow for your
product basics Indifferent

Functionality

Noriaki kano



5. Ownﬂthe VISIOI1 of the futu re




Kano model:
Find the best
items

The functions that will make your product
different and special.

Satisfaction

Functionality

&~y |
Indifferent




Just do design and
don’t make a fuss

You're the best at...

e Listening to people (inside
and outside your org)

e Making new ideas tangible
e Overcomplicating things

<

Oh deor.

Concrete steps that will make
your project, product or process
really customer-centred.

| once made this book
about design that never
uses the word design




Find the simplicity in everything you do - and say

Complicated

>

Complexity

Simplistic ]
Simple

>

Time

This idea goes back to
the 1800s at least



Make sure people understand your vision and remember it

My current favourite:
e BRI = '  The 5 minute demo video.

Easy to watch
\ Easy to understand
e V Easy to share

~ SWITCH
) .Y‘

Money movemer v
Set up alerts related to any transfer of funds within you unt,includi
L3
= /'
Stay updated on new products, ex fers, and person promotior

Send postcards
| from the future




Ready for a seat at the table?

Gets things done,
speeds things up

Knows the money
and the strategy _] V. J
-
\ 4 ocussed on
besigner @ winning instead of
perfection
Connects design to _J —

the business metrics

and targets Co-createsreate a

compelling, shared
vision of the future



Ask what your PM is doing, then work out how to help them.

e “What'’s the planning process?”
e “Whenis quarterly planning?”
e “What's on the roadmap for the quarter?”

o “What questions do you need to answer before
then?”

e “Here are some sketches of feature/product
ideas for the presentation.”

o “Canlcome tothe meeting?”



V. Soremember: To get a seat at the table...

e Understand the money and the
strategy

el LG UL
SWITCH

e Connect to the metrics

e Get things done, quickly

e Move your focus to what matters
most to #win at the strategy

The International
Bestsellgr

e Own asimple vision of the future

e And then... ask! . Thinking,

Fast and Slow
[ = I——

Daniel Kahneman
‘Winner of the Nobel Prize o



Thanks for listening. Questions?

Phil Barrett
linkedin.com/in/philbuk
fronttoback.org



https://www.linkedin.com/in/philbuk/
https://fronttoback.org/

Bonus content!



v Start understanding the money

Ask about money...
e How do we make money?
How much money do we want to make this year?
What'’s our plan for making that money?
What'’s stopping us?
Why? (x5)

The more you ask, the more “the table” will respect you.



v, Start linking design to business metrics

e Identify a metric that the company wants to increase, this year
e Think up design projects will increase it
e (et evidence that these projects are real

e Explainthe proposal, in a simple, compelling way...



Another important metric:
Acquisition cost vs lifetime value

Signups

X Revenue per customer —> $ \

%Paying cvbseribers

Money per subgccriber
Cost per signup % Reqular uge



For example...

You: We see only 2% of people subscribe.
We think redesigning <thing> can double the conversion rate of

subscribers, because <evidence>.
Which will lead to 5000 extra paying customers this year.

Leadership: Tell me more! &



v Start getting things done, quickly

e Make a to-do list with an inbox

e Understand Getting Things Done

e Start putting impossible things in your inbox too
e Agree deadlines, hit them, renegotiate them

e Make and test prototypes, and tell people how much time
they saved.



Going faster is always an
advantage

Do more, deliver more value, do more
experiments...

It's great to go fast in a good direction.

But even if you go fast in a stupid
direction you get to learn your mistakes
quickly.




v, Start focussing on what matters most

e Check the value of your UX worry list.
o If they are not fixed, will your users notice?
o Would your users prefer the fixed basic or being able to do
some nhew amaxing thing?

e Move your focus to something differentiating, and get
obsessed about that



“Good design” doesn’t
always make successful
products

GTP says...

Google Glass
Segway PT

Apple Newton
Sony Betamax
Microsoft Zune
Amazon Fire Phone
Pebble Smartwatch
Concorde




v Start owning the vision of the future

e Make sure you have a solid source of feedback and
information
o Regular customer chats/tests
o Analytics, surveys, feedback
o People who work with customers
e Enable, collect and synthesize the ideas of the whole team
e Make 5 minute videos of the future



