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INTRODUCTIONS

* TAHA SUGLATWALA * TIM ZORICH

o 20+ YEARS IN e 20+ YEARS IN
SOFTWARE SOFTWARE
DEVELOPMENT DEVELOPMENT

e 17 YEARS AT e 9 YEARS AT ULINE
ULINE

» OVERSEE E-COMMERCE AND « FOCUS ON E-COMMERCE, DEVOPS
BUSINESS INTELLIGENCE AND AGILE SOFTWARE

DEVELOPMENT PRACTICES
« MBA (KELLOGG) AND MS IN

COMP SCI (BUFFALO)



ULINE

e LEADING DISTRIBUTOR OF SHIPPING
SUPPLIES, INDUSTRIAL SUPPLIES,
PACKAGING MATERIALS IN NORTH

AMERICA
e E-COMMERCE AND CATALOG it
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Formal
Pre- Adoption

AG' I_ E Adopftion Scrum
ADOPTION ¢ ©
Tl M E |_| N E First Steps Current




PRE-ADOPTION

(

Small Team of Experts

&
e

Individual, siloed work streams

\
(

Managers assigned most work

\
(

\

Simpler to quantify who is doing what

(

\

Priorities well-understood by only a few
individuals

VAN

Pre-Adoption

Current State




Pre-Adoption

FIRST STEPS — DEVOPS

e FOCUS FIRST ON OPERATIONAL IMPROVEMENTS WITHIN THE TEAM

e REQUIRES LESS BUY-IN

e ADOPT A MODERN BRANCHING STRATEGY Current State

o GITFLOW

e ALL PARTS OF THE PROCESS SHOULD FEEL
“ROUTINE"

 BREAK DOWN MONOLITHIC CODE
* VERSIONING




Pre-Adoption

FIRST STEPS — DEVOPS

« BETTER QUALITY GATES IN THE PROCESS

DevOps

Scrum
e PULL REQUEST REVIEWS

» CODE COVERAGE / CODE QUALITY
* QA SIGNOFF SonarQUbe Current State

 [DEDICATED SPECIALISTS TO BUILD/RELEASE PROCESS 2 s it
@ g

[y

Ve =, JFrog

\
« FEATURE FLAG ADOPTION “

e ALLOWED DEVELOPMENT TEAMS TO FOCUS ON DEVELOPMENT

 TEAM ALSO HANDLED OTHER OPERATIONAL WORK

LaunchDarkly >



Pre-Adoption

FORMAL
ADOPTION:
SCRUM

Current State




e SPRINT BACKLOG

 BURN DOWN CHARTS

SELLING POINT # 1
VISIBILITY

e CHALLENGE: HARDER TO QUANTIFY
INDIVIDUAL ACCOMPLISHMENTS



* PRODUCT OWNER IN FULL CONTROL

e ALL STAKEHOLDERS CAN SEE THE
PRODUCT BACKLOG
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SELLING POINT #2
PRODUCT
OWNERS
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e CHALLENGE: ACCOUNTING FOR TECH-
DEBT



* ALLOW TEAMS TO BE ACCOUNTABLE TO
EACH OTHER.

* SELF ORGANIZATION — EMPOWER THE TEAM
TO DETERMINE THE BEST WAY TO
ACCOMPLISH THEIR WORK.

SELLING POINT #3
TEAM OWNERSHIP
OF TASKS

o CHALLENGE: BIG SHIFT FOR
ORGANIZATIONS WHO VALUE A CENTRALIZED
DECISION-MAKING PROCESS



SELLING POINT #4
KNOWLEDGE

S

ARING

* ELIMINATE “POCKETS" OF KNOWLEDGE.
e SUPPORT NEW TEAM MEMBERS

e HELP ENSURE JUNIOR DEVELOPERS GET
SUPPORT TO GROW THEIR SKILLS.

 (CHALLENGE: FEELS LESS PRODUCTIVE AT
TIMES

* PAIR PROGRAMMING
 BUY-IN IS IMPORTANT



* ALLOWS EACH TEAM TO COMMIT TO
TASKS OVER A TWO-WEEK PERIOD.

e ALLOWS TEAMS TO “FAIL FAST" AND
IMPROVE THE PROCESS.

SELLING POINT #5
ACCOUNTABILITY

e CHALLENGE: REQUIRES ALL PARTIES TO
HONOR SPRINT BOUNDARIES.



e ORIGINAL PROCESS DID NOT SCALE
WELL.

* BALANCES MANAGER/LEAD TO
DEVELOPER RATIOS BETTER.

SELLING POINT #6
SCALABILITY

e CHALLENGE: COORDINATION ACROSS
TEAMS CAN BE DIFFICULT.



WHERE WE ARE TODAY

e CURRENTLY 7 SCRUM TEAMS
FOCUSING ON SHARED CODE
BASES

e TWO FULL-TIME SCRUM
MASTERS THAT OPERATE
ACROSS THE TEAMS

« BA/QA TEAMS ARE SCRUM
TEAM MEMBERS




RECAP — TOP THINGS TO KEEP IN MIND

i Ve CA

HAVE AN AGILE BALANCE SCRUM MANAGE FOCUS ON
MINDSET PRINCIPLES WITH CHANGE AND BE HIGHEST IMPACT
ORGANIZATIONAL OPEN TO ITEMS

VALUES FEEDBACK
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