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Coach IT Product owner
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Project: Trade-In I

Cross-functional project to make the trade-in project successful.

Project Management Todos

DFU find a 1h slot for trade-in sync meeting Thu, Aug 6, 2015
Add a to-do

B2C Step 1: Communication on trade-in

Kick-off with communication & RHA Mon, Aug 10, 2015
Add a to-do

B2C Step 2: Customer sign-up

Define overall process Thu, Aug 20, 2015
What is the discount we want to offer based on unit quality & parts? Tue, Aug 18, 2015
Add a to-do

B2B Step 1: Communication on trade-in

Follow-up with YMK, TMC and Communications regarding B2B communication Thu, Aug 13, 2015
Add a to-do

B2B Step 2: Entering P1/P2 trade-in data into the form

Sync-up with distribution about distributor case Thu, Aug 13, 2015
Understand P2 money-back cases and how dealers should handle them Thu, Aug 27, 2015
Add a to-do



Project: Trade-In A Basecamp

Cross-functional project to make the trade-in project successful.

Project Management Todos
Project Management Todos

DFU find a 1h slot for trade-in sync meeting Thu, Aug 6, 2015
Add a to-do Add a to-do

DFU find a 1h slot for trade-in sync meeting (Completed by Ashok Mohan on 7 Mar)
B2C Step 1: Communication on trade-in

Kick-off with communication & RHA  Mon, Aug 10, 2015 B2C Step 2: Customer sign-up

Add a to-do How do we deal with units still in warranty? Wwed, Nov 11, 2015

Limit stock of trade-in units? wed, Sep 9, 2015
B2C Step 2: Customer sign-up

How do we deal with blacklisted countries? Wwed, Sep 9, 2015

Define overall process Thu, Aug 20, 2015 Clarify discount communication and charging of credit card with Legal Fri, Sep 18, 2015
What is the discount we want to offer based on unit quality & parts? Tue, Aug 18, 2015 Clarify: What money-back cases can there be, and how do we handle them? Fri, Oct 16, 2015
Add a to-do Add a to-do

What is the discount we want to offer based on unit quality & parts? (Completed by Ashok Mohan on 7 Mar)

B2B Step 1: Communication on trade-in

Follow-up with YMK, TMC and Communications regarding B2B communication Thu, Aug 13, 2015 B2B Step 1: Communication on trade-in
Add a to-do Follow-up with YMK, TMC and Communications regarding B2B communication Thu, Aug 13, 2015
Add a to-do
B2B Step 2: Entering P1/P2 trade-in data into the form
Sync-up with distribution about distributor case Thu, Aug 13, 2015 B2B Step 2: Entering P1/P2 trade-in data into the form
Understand P2 money-back cases and how dealers should handle them  Thu, Aug 27, 2015 Sync-up with distribution about distributor case Thu, Aug 13, 2015
Add a to-do Understand P2 money-back cases and how dealers should handle them Thu, Aug 27, 2015

Decide on text on trade-in forms [DIS] Thu, Sep 10, 2015
Add a to-do

B2C Step 1: Communication on trade-in

Kick-off with communication & RHA Mon, Aug 10, 2015
Add a to-do
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too much parallel work no transparency
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