Framework ain’t silver bullet

By Paula Hurtado
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‘HOLA!

Eu sou Paula Hurtado

Product Manager - Globalization
RD Station (aka Resultados Digitais)

Me conta-te em paula.hurtado@rdstation.com
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#YouGOgirl

#WomeninTech
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#Frameworkisnotsilverbullet
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Source: Qwamplify
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JOBS TO BE DONE

“..Eu quero voar...”
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“Quero
Brincar”

fazendo
atividade
fisica

Aspectos
Emocionais

Em uma
brincadeir
aque eu
goste

Voar alto

Comas
pessoas
que eu
amo

“Eu Quero
voar”

Aspectos
Emocionais

Que os
outros
gostem

Eu quero
Fazer
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Main Job
to be
Done
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JOBS TO BE DONE

Objeto

do Verbo 4+ Contexto + Exemplo

Verbo



JOBS TO BE DONE

Um

avido 4+ depapel + hoje

Voar
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The Lean
Product Process



Test with
customers

Procliuc:’r

Proposta de Valor

I Product Market Fit I

Necessidades ndo atendidas
Mercado Objetivo

By Paula Hurtado
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Aprender Desenhar

Dan Olsen
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Gravidade
Urgéncia
Tendéncia



Score Gravidade Critério Objetivo Conceito
Sem gravidade Causa desconforto na operacao, gera frustracao na experiéncia

Pouco grave Impede a conclusao de um fluxo de operagao. So € possivel concluir por retentativa ou work around Intensidade, profundidade dos danos que o

Grave Interrompe um caso de uso. Nao é possivel contornar ou remediar a situagao sem intervencao da RD problema pode causar se nao se atuar
Muito grave Causa prejuizo reversivel a operagao de marketing do cliente, como indisponibilidade de dados/operacdes sobre ele.
Extremamente grave Causa prejuizo irreversivel & operacao de marketing do cliente, como perda de informagdes ou de oportunidade
Urgéncia Critério Objetivo Conceito
Pode esperar Mais de 6 meses para eclosao dos danos ou resultados indesejaveis - pode ser feito no trimestre que vem, sem grilo

Pouco urgente Mais de 3 meses para eclosao dos danos ou resultados indesejaveis - temos que resolver neste trimestre

Urgente, merece atencao em
curto prazo

Muito urgente Até 1 més para eclosao dos danos ou resultados indesejaveis - temos que resolver nesta semana

Necessidade de acao imediata Esta semana ja teremos resultados indesejaveis - temos que resolver imediatamente

Tendéncia Critério Objetivo Conceito
Ameniza As acoes que ja foram ou estao sendo executadas tendem a amenizar o problema ao longo do tempo

N&o ira mudar Permanece estavel

Piorar a médio prazo Aumenta linearmente com o aumento do numero de clientes

Piorar a curto prazo Aumenta exponencialmente com o aumento do namero de clientes ou do engajamento promovido em uma feature
Piorar rapidamente Aumenta exponencialmente com a projecao de uso e a inclusao de novas condigdes no uso do produto

Considera o tempo para a eclosao de
Mais de 1 més para eclosao dos danos ou resultados indesejaveis - temos que resolver neste més danos ou resultados indesejaveis se nao se
atuar sobre o problema.

Considera o desenvolvimento que o
problema tera na auséncia de acao.
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Issue Exemplo #20507
Paulahur opened this issue just now - 0 comments

Paulahur commented just now +(@&) o Assignees
No one—assign yourself
Né&o esquecer de adicionar as labels: tipo de issue - Bug, Technical Debt, Ux Debt, Time, Esforgo -

Low, Medium e High, Feature e GUT Labels

[G][3] Grave

[U][2] Pouco Urgente

N&o esquecer de adicionar screenshots (print da tela).

[Bug] Exemplo 1:

By Paula Hurtado






Reach
Impact
Confidence
Effort



How users/accounts wil be affected by the change in a quarter? Exampie:
users/accounts
that will see the Project 1:300 customers spend a month in this part of the feature flow, and 309 choose this option.
meditcation Then the range s 500 x 30% x 3 = 450 customers par quarter. Percentage of
accountsiuesers that
Project 2 Al Customers usng the feahusre (2000/quarter) wil see the modification. The range = 2.000 would be Impacted in 1
cusiomers per guarier. quarter by change.

0,25 | Minimal impact Smail tweak in the relevant metrics. No new use cases. One ticket amives every 6 months at most.
In case of bug'probiem: It = a tweak of Ul or very spediic stream that causes discomfort/frustration on
the user, but does not p i use.
Modification that will bring low Impact on relevant metrics. it does not appeas on the siie. No new use
cases, perhaps an extension In an existing use case. it wili reduce tickets that reach every gquarter.
In caze of bug/problem: can prevent a secondary fiow of operation, but it I5 pos=bie to compiete the
fiaw via reattempt or workaround.

1| Average impact Moditcation wil bring an average iImpact on the relevant metrics. it can appear as detail amid a larger

differential on the site. Small new use case. It will reduce tickets that arive manthly.
In caze of bug'probiem: Inferrupts a use case, cannot cicumvent without RD Intervention. operation).
Meditcation will tring great impact on the relevant mewrics. It's the kind of thing that's quoted as a
differential an the site. Great new use case. it will reduce tickets that arive weeldy. Not the =ize of the
In caze of bug/problem: causes reversible damage ta the customer marketing operation, such as progect, a small

cusiomer markcnng

Moeditcation 15 ground breaking in the metrics (moanshat), i has the possibility of opening new
business ¥onts and opportunities. it is something that is at the center of the value proposition on the
=ite of has s awn website. It will reduce tickets that arnve dally.
In caze of a bug/prodlem: Imeversible damage 10 fie customer's marketing operation, such as loss of
informatian or opportun

Confdence Objective criterion

Caoin Fip Reach and impact can be lower than estimated. The effart can be higher. Throwing a cain to the top
has the same chance of deciding whether the prioritization s carrect. Degree of confidence

E090 One of the variabies (Reach, Impact or Effort) may be wrong, the other two are right on account af you have In the cther 3
coliected data. categanizations (Reach,
100% We have quantitative metrics for reach, user search for Impact and a good essmate of engineering for Impact and Effort).
eflort

it taikes well less Shan 1 persan/mont to deltver. Example: 1 Week of PM study. do not need des=ign
Q and 1 week of Imglementation of 1 dev.

I taies about 1 personymanth 1o deliver. Ex: 1 Week of PM study, 1 week of design and 2 weeks of a
dev to Implement.

It taices about 2 peopleimonth ta delver. Ex: The project will take 1 week of planning, 1-2 weeks af People/mongh-amount o
gn and 2-4 weeks of Dev. peopie (Including PM,

De=igner, QA and Dev)
It takes about 3 peopie/month %0 delver. Ex: Project needs 1 weeks of planning, 1-2 Design and 6-8 that woulkd be needed

using a whole month of
their work to compiete
the work.
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RICE = Reach x Impact x Confidence
Effort




Hierarchy of
User needs



Flexibilidade
Confiabilidade

Funcionalidade
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Flexibilidade / Flexibilidade
Confiabilidade ; Confiabilidade

Aarron Walter
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Obrigado!

paula.hurtado@rdstation.com

https://www.linkedin.com/in/paula-hurtado-murcia/

slides on
hitp:/http://bit.ly/FrameworksTDC19
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