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Learning Hub 
Easy, intuitive, “informal” learning 
platform that allows for immediate 
access to all SAP knowledge 

SuccessFactors  
 
LMS  
Cloud based LMS 

Workforce  
 
Performance Builder 
Easily and rapidly transfer 
knowledge and create content 

SAP Jam 
Cloud-based social (learning) 
network application 

SAP Education Solutions 



© 2014 SAP SE or an SAP affiliate company. All rights reserved. 4 Customer 

SAP Learning Hub 
Learning Rooms 

 

 

 Are virtual spaces for collaborating, learning and 
practicing 

 For all SAP Learning Hub users with full subscription 

 With defined learning objectives 

 Moderated by SAP instructors 

 Active collaboration between participants and 
instructors 

 Additional materials provided by experts, support 
during knowledge transfer and practicing 

 

 

           Improving Knowledge Transfer 
with Learning Rooms… 

 



Design Thinking Workshop REN @ 
SAP 
Wednesday 10th December 2014 



© 2014 SAP SE or an SAP affiliate company. All rights reserved. 6 Customer 



© 2014 SAP SE or an SAP affiliate company. All rights reserved. 7 Customer 

 
is an approach, a way of 
thinking, and face problems 
focused on empathy, 
collaboration and 
experimentation 
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Design Thinking is… 

Presenter
Presentation Notes
It is a set of principles that can be applied by diverse people to a wide range of problems.
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Presenter
Presentation Notes
Design Thinking is hardly a new concept.  Our founder Hasso Plattner made the connection between design thinking and product development years ago (some of you might have seen this referenced in a recent 60 minutes interview with Tim Brown) and we now are making the connection between sales & Design Thinking.
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“If I’d asked my customers what 
they wanted, they would have said 
‘a faster horse’.” 

Henry Ford 
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Solve Problems using Design Thinking + Business Thinking to Create Value 

Hocus Pocus 

Presenter
Presentation Notes
This does not mean it is a dark art, Mumbo Jumbo, Hocus Pocus, Black Magic, sleight of hand, or indeed something altogether trivial.

Discovering NEEDS requires (amongst other approaches, tools and skills) Observation, Deeper Discovery, and Story telling.
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Goal 

Phase 

Divergence 
& Convergence 
Mindset 

Creating  
Choices 

Making   
Choices 

Creating  
Choices 

Making   
Choices 

Understand the Problem Space Create the Solution Space 

Imagine the “ideal” 

Design Thinking Process  

Output 
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The Mindset 

HEADS-UP 
MINDSET 

HEADS-DOWN 
MINDSET 

 + 

Focused on possibilities 
Building imagination 

Focused on delivery 
Meeting deadlines 

Presenter
Presentation Notes
As I just mentioned, Design Thinking is mostly about the mindset, regardless of the tools that we use.  This means we need to bring heads up thinking -  means being open to possibilities, no judgment, swap ‘but with and’, build on others ideas, being creative

We will couple this thinking today with a heads down mindset when it comes time to synthesize and prioritize ideas.   We will weave in/out of these mindsets in a what we call divergence and convergence.  So as a facilitator, I will move you in and out of this type of thinking throughout the day.
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Your emotional Journey 
during your first Design Thinking Workshop 

time 

“Wow we‘re 
doing is 
new!“ 

“I didn‘t know 
that these guys 
are doing this!“ 

“Why are 
we doing 

this“ 

“Does this 
lead us to 

anywhere?“ 

“Let‘s move 
on!“ 

“OK this 
doesn‘t work 
without…“ 

“I‘ve never 
expected 

that!“ 

“OK, our 
prototype 

didn‘t make it.“ 

Presenter
Presentation Notes
Review main emotions through the DT process 
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Sample Deliverables 

Prioritization of Initiatives… Identify & Prioritize Business 
Innovation Ideas 

New technologies 

New 
value 

sources 

New business models 

New trends 

New markets 

strategy 

Goals  & 
objectives 
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DESIGN THINKING core components 

Environment and 
Materials 
An 
environment 
with a culture 
of trust and 
the 
space/material 
for creative 
teamwork.  

People 
Multi-disciplinary team with a 
culture of empathy 

Approach 
that is a highly iterative process consisting of 
activities. 

Scoping  

360  
Research 

Synthesis 

Ideation   

Prototyping   

Validation    
Implementation    
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The “Challenges of Today” 

Design Thinking Challenge: 

“How to best utilize technology, resources and 
processes to facilitate the implementation of an 
effective social learning program in your organization 
”  
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Current/ Future 
 

        SCOPE ACTIVITY: 30 minutes 

1. Spend 5 minutes brainstorming on a picture of the current situation 
and then the desired future of your company 

2. Think of what you heard and saw 
3. Write down one thought/idea per post-it, drawings welcome! 

 
4. When times is up share and stick them onto the Current, Future Poster 

as you see fit  
5. One person at a time, tell your story 
6. When all data has been shared, cluster you findings and give them a 

title 
 

 GOAL: Arrive to common understanding of the Challenge 

Presenter
Presentation Notes
Silent brainstorm - 5 min
One thought per post-it note. 
Share—one participant at a time - 10 min
Cluster, merge and define headlines for each category - 10 min
(30) Current/ Future/ Barrier – Part I (Do the Current and Future section) KJETIL
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Team Assignments 

Team 1 (Karoline/Andrea) 
• Jonathan Millar 
• Rune L. Haagensen 
• Magnus Bøckmann 
• M. Caterina C. Torbjørnsdal 
• Øydis Skille 
• Trond Markussen  
• Jarle Havnes 

Team 2 (Kurt) 
• Wenche Woldseth  
• Ida Lifred Ludvigsson 
• Anne Skogvold  
• Krister Kristiansen 
• Anne Tøsse Gjerløw 
• Fredric Lundgaard 
• Anja Sæther Aulie  
• Ruth Østerdal 
 

Team 3 (Arnold) 
• Ronny Reitan 
• Per Arne Kobbevik 
• Nahuel Polesel 
• Siri Jakobsen 
• Ole Knut Mørland 
• Lars Welle 
• André Haakestad 

 
 

 

Gruppe 1: 
Ung og 

nyansatt 

Gruppe 2: 
Eldre ansatt 
med erfaring 

og kompetanse 

Gruppe 3: 
Linjeleder 

Presenter
Presentation Notes
Now, tell the group that you have pre-assigned groups and you would like everyone to form their groups & go to their work spaces that have been created.

Remember to create teams that have different ages, experiences, background, etc so you get diversity of thought.  Remind people that hierarchy and titles do not matter in the session – so everyone should participate & contribute.  No right or wrong today.
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Social Learning Future – Gruppe 1 

Kompetanse/Ekspertise 
• Bruke riktig kompetanse 
• Synliggjøring av 

kompetanse 
• Avklarte roller og 

forventninger 
• Vite hvem som er 

ekspertene 

Teknologi 
• Et bra LMS system 
• Enkel og oversiktlig tilgang 

til informasjon – felles 
inngangsport 

• Alle bruker 
samhandlingsverktøy 

Kultur 
• Tydelig ledelse 
• Fokus på delingskultur 

 

Evaluering 
• Dokumentasjon og 

evaluering av 
kunnskap/best practice 

• Mer evaluering i system 
•   

Samhandling 
• Delingsfora 
• Mer informasjonsflyt 

mellom enhetene 
• Samhandling på tvers 

Formalisering 
• Strukturert, formell og 

uformelle læringsarena 
• Mer matrise 
• Planlegge å bruke social 

learning 
• Læringsprosesser i alle 

eneter 
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Social Learning Future  – Gruppe 2 

Teknologi/Verktøy 
• Integrerte systemer 
• Video 
• alle-til-alle deling 
• Kvalitet 
• Enkel brukergrensesnitt 
• God søkefunksjon 

Mennesker 
• Kultur = misjon 
• Motivasjon 
• Incentiv 
• Alle nødvendige deltar i 

brainstorm 
• Verdsatt av kunder 

 

Prosesser 
• Kreative prosesser 
• Daglig 5-min 

prosjektmøter (hva-hvem-
når) 

• Teamwork 
• Indianerdans  
• Oppdrag 
• Brainstorming innenfor 

kjente rammer 
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Social Learning Future - Gruppe 3 

Verktøy 
• Forbedret LMS 
• Plattform hvor alle kan 

skape og dele 
• Gamification  
• Easy content creation 
• Video vs spill 

 

Kultur 
• Mindre epost 
• Skape mer engasjement 
• Bedre delingskultur, hvor 

det er naturlig å dele på 
tvers – rom og tid for 
deling 

Metode 
• Virtuelt klasserom 
• Større integrering av 

social media 
• Identifisere prioriteringer 
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Example Customer Journey Map 

CUSTOMER JOURNEY 

TO
U

C
H

PO
IN

TS
   

   
AC

TI
O

N
S 

   
  M

IN
D

SE
T 

   
 

M
IN

D
SET      AC

TIO
N

S      TO
U

C
H

PO
IN

TS     



© 2014 SAP SE or an SAP affiliate company. All rights reserved. 23 Customer 

Tiltak (Value & Feasibility Map) 

Teknologi/Verktøy 
• Enkle mobile verktøy for deling / verktøy som er enkelt tilgjengelig for den 

enkelte, slik at det lønner seg å dele informasjon/erfaring/kunnskap 
• F.eks. CRM systemet tilgjengelig på mobil 
• F.eks bruk av QR codes 

• Lage et «Hub» for deling av ideer 
• Bli kjent med systemer man allerede har og utnytte disse på en bedre måte 
• Lage en ekspert app som inneholder alle ansatte med kompetanseprofil 
• Nytt system, LMS 
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Tiltak (Value & Feasibility Map) 

Mennesker/Organisasjon/ Kultur 
• Støtte fra top management 
• Fadderkonsept for nyansatte / Coach / Mentor 
• Skape rom og tid for deling 
• Involvere brukere ved valg av løsning, undersøke hva brukere ønsker 
• Secondment  
• Definere hva som er læringskultur i organisasjonen 
• Alle nyansatte får så dedikert opplæring i organisasjonens læringskultur og 

verktøy 
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Tiltak (Value & Feasibility Map) 

Metode/Prosesser 
• Kunnskapsdeling inkluderes i medarbeidersamtaler og medarbeideres 

performance evaluering/måling og bonusmodell  
• Belønningssystem / priser  
• Alle ansatte skal holde 1 små kurs/workshop (30-45 min) for sine 

teamkolleger i løpet av et år  
• Lage et fast møteskjema 
• Starte med noe referanseeksempel 
• Ukentlig kartlegging 
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1. Now agree on ONE STORY OF THE YEAR 
2. Populate the template - scribe or write 

and draw on it together 
 
“Cover” tells the BIG story of their success. 
“Headlines” convey the substance of the cover 
story. 
“Sidebars” reveal interesting facets of the cover 
story. 
“Quotes” can be from anyone as long as 
they’re related to the story. 
“Brainstorm” is for documenting initial ideas for 
the cover story. 
“Images” are for supporting the content with 
illustrations  
 
 
GOAL: Creating a shared Vision 

Cover Story  

Presenter
Presentation Notes
Cover Story (30 min)
http://www.gogamestorm.com/?p=365
2. Explain the object of the game to the players and define each category on the template:�• “Cover” tells the BIG story of their success.�• “Headlines” convey the substance of the cover story.�• “Sidebars” reveal interesting facets of the cover story.�• “Quotes” can be from anyone as long as they’re related to the story.�• “Brainstorm” is for documenting initial ideas for the cover story.�• “Images” are for supporting the content with illustrations.
3. Break the players into groups of four to six and make sure there are markers and one template for each group. Tell the players that to populate the template they can either select a scribe or write and draw on it together.
4. Ask the players to imagine the best-case scenario for their company and to take that scenario one step further. Request that they spend five quiet minutes imagining their own stories before they work together to agree on one. Give the groups 30–45 minutes to generate this “story of the year” and represent it on their template.
5. Reconvene the breakout groups and ask for volunteers to present their visions first. Give each group 5–10 minutes to share what they imagined was written in the story and the supporting elements.
6. Note any common vision themes and areas of agreement. Ask for observations, insights, and concerns about the future state.

Strategy�This game is about the wildest dream for the organization—that has already happened! So, when you set up this game as the meeting leader, speak about their “successes” with enthusiasm and in the past tense. Encourage the players to use the past tense in their brainstorming and story creation. And don’t let the group go into analysis mode. This game is not about logic, pragmatism, or parameters. Cover Story is an open-ended, creative-thinking exercise, so tell the players to be wary of any “reality checks” from other players. And as the small groups present their visions to the large group, note and discuss any common themes that arise. These themes—however fantastical—are telling, because commonalities reveal shared hopes and also plant seeds for real possibilities. If this play is part of a longer group process, post these visions around the room so that they serve as reference points for continued ideas and inspiration
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Gjerne ta kontakt 

Contact information: 
 
Arnold Jung 
Director, Business Transformation 
arnold.jung01@sap.com 
Phone number: +4798228182 

mailto:arnold.pettersen-jung@sap.com
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Thank you 
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