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PART - IV
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• BABY STEPS
• UNDERSTANDING 

EXPERIENCE
• EXPLORATIONS
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DESIGN A MOBILE PLATFORM THAT LETS 
PEERS DISCOVER, REQUEST & OFFER 

MULTI -DISCIPLINARY OFFLINE 

MICRO-LEARNING EXPERIENCES NEAR 

THEM IN A NEUTRAL CONTEXT
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BABY STEPS
De-constructing the key goals 

1 | WHY MOBILE
Tapping into pre-existing user habits and Ease of Access

Smartphones are integral parts of the daily lives of the user groups. They already use them for several 
service based applications like Uber, Zomato, etc. The virtual Uberization of learning, reduces 
the number of steps required from the arousal of need to delivery of service for the user. Since 
the service delivers connections rather than content, the limitations of screen size and processing 
power do not affect it, and a mobile first platform is the best medium to deliver the service.

2 | WHY PEERS
Human interaction and social learning

Expert educators are not always available or required. Peer groups are immense resource pools of 
knowledge and information that has everyday utility to us. Interaction between peers also doesn’t 
create an asymmetry of value. One doesn’t think as much in terms of service and providers as in 
terms of sharing and growth. Our ability to contribute value to our peer’s lives and vice versa, helps 
us respect them more as individuals, which with eventual progression creates more harmonious 
learning communities.

ON THE 
GO

PEOPLE 
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3 | WHY DISCOVER
Pani puri learning or “chancing  upon” an interest without 
previously having a need or actively looking for one

Users busy with their lives are not going to suddenly fall into the pattern of becoming regular 
learners, specially with their formal associations of learning with education. Finding something 
that might interest them in an informal setting, where they feel like they can cursorily dabble 
increases chances of engagement. This taps into how users must look at learning like “pani puris”. 
Some times you eat them just because you see a stall.

4 | WHY ON-DEMAND?
Allowing people to customize content and learning requests 
and offer, depending upon their specific needs.

Content created and delivered on-demand allows unprecedented levels of adaptability and 
flexibility. Unlike ready-made content, it responds to the specific needs of the learner, and also 
allows flexibility to the tutor. Extensive lesson plans are not required; if you know it, you can teach 
it. This active response equation to the personal requests and offers gives the platform a bespoke 
and tailor-made feel. There are no standard “one-size-fits-all” style courses common on other 
platforms. The level of personal engagement into something that is made especially for the user is 
also much higher.

PANI-PURI

ME
FIRST



137Strategic Design Management

5 | WHY MULTIDISCIPLINARY?
Elevating mentoring beyond classroom subjects and 

entrance exam preparation

The length and breadth of our knowledge is often limited to what we learn in classrooms. Those 
compulsory “study” subjects which are supposed to enrich our lives professionally are often what 
students get limited in their learning by. However, when something that is not taught in out 
classrooms, interests us and we pursue it solely for the purpose of enjoying the process of gaining 
new knowledge, it holds our interest much more strongly. Subjects that no single discipline would 
be able to cover are exposed to us when multiple ideas collide. We get enriching possibilities like 
a mathematician who can play the piano, or the lawyer who is a part-time chef, or even a graphic 
designer who can develop their own blockchains.

6 | WHY MICROLEARNING?
Serving knowledge snacks instead of five course meals to 

better engage  users pressed for time

Microlearning helps us consume content in a more relaxed and concise fashion. Multiple small 
snack-like deliveries of essential concepts over the course of an hour long conversation can help 
us learn better than prolonged month long courses taught through three hour lectures everyday. 
Microlearning as a trend is growing because it is showing how even people who don’t want to 
commit long periods of time to one subject can benefit from it.

DIVERSE
SKILLS

QUICK
HACKS



138 Harshit Sinha | Degree Project 2017

7 | WHY OFFLINE?
Using the hook of technology to motivate people to 
participate in the real world face-to-face learning

People started by using social networks to extend their real world connections to the digital 
world. Today however, they have larger virtual social networks than real world friends. Learning 
offline from someone new has several advantages. The first is the fact that you make a real world 
connection with a new acquaintance, which automatically stimulates the pleasure centers of the 
human brain and has been proven to promote neurogenesis. Secondly the level of interactive real 
time back and forth that is possible in an offline lesson, is not replicable by any amount of video 
conferencing or digital collaboration tools. Users will also get out of their individual spaces and 
interact with the real world.

8 | WHY LEARNING EXPERIENCES?
Ephemerality of interpersonal exchanges that are more than 
just “studying”

Why do people attend a live concert when recorded music is often cheaper, more easily available 
and less prone to quirks and slight mistakes? Learning experiences are about the thrill of new 
interactions and live performance. The channel for delivering learning i.e. the interaction between 
the student and teacher exists only temporarily for a limited time. There’s no going back to check 
out recordings. This creates a sense of urgency and instant consumption of value, reclaiming 
knowledge from the grasp of commodification.

REAL
WORLD

LaaS
Vs

LaaX
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9 | WHY NEUTRAL
Real world exchanges with peers  are becoming increasingly 
rare, and romantic connotations make users uncomfortable

It is detrimental to the concept to allow a learning experience to devolve into a romantic dating 
dynamic, even more so without the consent of both parties involved. A huge chunk of the user 
group stays away from online dating because of the associations involved with it and their lack 
of interest in that particular social paradigm. The platform must be a safe space for all those 
participants as well.

10 | WHY NEARBY?
Leveraging the local presence of resources, peers and 

interests to get learners more involved in the communities 
around them

Learners often tend to regard the commute to and fro to known centers of learning, or coaching 
classes as time wasted. The perils of distance start to outweigh the benefits of personal mentoring 
and the learner chooses a medium that does not require them to put in so much of an effort. If 
however what they are interested in is available in their vicinity, and there are definite advantages 
of experiencing it in person, they would engage in the physical activity of learning. Proximity to 
the resource pool also encourages a learner to engage with it. Additionally there are a lot of local 
places, hangouts and businesses that might offer prove to be enriching venues for their interests 
and knowledge exchange. 

NEUTRAL

HYPER
LOCAL
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Creating an experience requires the understanding of the journeys that a user takes and the values 
he/she receives on the way. An understanding of various states and phases of decision making and 
emotional experience the user goes through is critical. Once the baseline experience for the task at 
hand is mapped, custom journeys and service frameworks might be created for the user
.

BASELINE MAP

For services like the one we intend to design, the experience follow a cyclic reinforcing loop 
through various phases for the user, starting from a Default state, to primary interactions, engage-
ment, delivery of service, consumption of value, and feedback both to the user and to the system, 
which reinforces the perceived value while returning to an advanced level of the default state again.

UDB EXPERIENCE MATRIX

The process that is followed here is to identify the areas on the map where there are biggest mis-
matches in the value that is aspired for and value that is delivered to the user. Once key identifiers 
are mapped, a utility, decision and behavior matrix is overlaid on the six stages of service experi-
ence, which is structured to optimize user journey and provide guidelines for actionable interven-
tions and features.

GENERATING GUIDELINES

Once the ideal experience that the service intends to deliver is arrived at through the process of 
mapping across various user scenarios, interventions or feature requests can be generated to im-
plement the experience guidelines arrived at through the mapping process.

UNDERSTANDING EXPERIENCE
Developing a framework to deliver identified values

DEFAULT
Default state of 
the user before 

interaction

FEEDBACK
Bring logical clo-
sure & reaffirm 
value delivered

iX
1st interaction 
with channels 
& Introduction

CONSUME
Enhance 

experience of 
consumption

ENGAGE
Hooks and 

drivers to coax 
users to choose

DELIVER
Engaged users 
start receiving 

promised value

DEFAULT

INTERACTION

ENGAGEMENT

DELIVERY

CONSUMPTION

FEEDBACK
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Passive nu-interested
Passive neutral
Active - Seeking
Passing interest
Active avoidance

Access
Recognition and - 
Awareness
Curiosity
Peer presence

Cost-benefit analysis
Congruence of Interest
Reinforcement of 
perceived value
Behavioral hooks

ENGAGEMENTINTERACTIONORIGINAL STATE

Delivered Value

PHASE 1
Information about the platform, 
media, content, reputation and 
popularity among peers. Is it 
something that the user might 

want to check out?

PHASE 2

Is it something worth going after? 
Does it offer what the user might 
be interested in? Does it seem 
headed in the direction originally 
perceived? Reasons to continue? 

Desired Value

BASELINE MAP
Value delivery mapped over usage cycle on cur-
rent e-learning platforms
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Flow
Adaptiveness
Flexibility
Personalization
Curation

Relevance
Interactivity
Comprehension
Effort
Connection

Achievement/Reward
Evaluation/Scrutiny
Peer Input
Progression
Utility (long term)

FEEDBACKCONSUMPTIONDELIVERY

PHASE 3
What is the content being 
delivered? Does it respond 
to the  user? What is the lag 
between expression of need 
and delivery of the value? 

PHASE 4
What effort does the user have 
to make? Does it still engage 
the user beyond the subject/
content? Is there an emotional 

context to the learning?

PHASE 5
What is the immediate 
output of the process? What 
does it culminate into? 
What does the user get 
instantly out of the process?

PHASE 6
How important was the 
learning in retrospect? 
How did it improve the 
users life? What did they 
get out of the process?
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A utility decision behavior matrix for studying and mapping experiences is a tool that measures 
how the user responds to the value delivery channels available through the various stages of their 
journey. It is used to identify leverage points and guidelines for solutions.

UTILITY

Is the channel usable for the user? Are they able to accomplish the goals  that are supposed to be 
delivered through the channel? Is all functionality working as intended to in the right sequence?

DECISION

Does the user have sufficient information regarding the decisions they are expected to make? What 
are the various outcomes of the decision for the journey? At the utilities in place for each of the 
separate paths to match the outcome of the decisions?

BEHAVIOR

What is affecting the behavior of the user here? What are the intangibles involved in the channel 
other than utility that can sway the users decisions? What are the leverage points in terms of their 
emotional journey where gaps or opportunities can be identified. How to account for  a particular 
kind of behavior exhibited by the user? How to mould their decisions? What if a utility fails to 
satisfy their need? How to prevent the user from abandoning their journey?

UTILITY-DECISION-BEHAVIOR
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USAGE SCENARIOS
Simulating user journeys across UDB matrix and developing 

narratives and storyboards 
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Bhavik is a student in a full-time course that 
doesn’t give him much time to relax. He walks 
around his campus and nearby areas with some 
friends in the evenings to relax after a day full 
of classes. He spends most of his free time on 
his cellphone, chatting with old friends and 
stalking crushes from school, or simply browsing 
through his Facebook feed. Bhavik is interested 
in guitaring and started learning on YouTube 3 
months ago; hasn’t made much progress. He is 
also writes code.

Phase

Fulfillment/Need 

Guidelines
(To keep in mind while 

developing features)

User Concerns

DEFAULT
(Continued Existence)

1.5 - Prevent excess 0.8 - Include demo

Promote learning on the 
platform as a fun & informal 
recreational activity. Highlight 

social and experiential gains

Let the user discover learning 
experiences happening near 
him. Facilitate friends to talk 

about them on social media

1. Relax after a long day of 
study

2. Have social engagement

1. Is there something 
interesting for me?

2. Who’s using it?

Add to quality of life for userPlatform Goal Increase awareness in users

INTERACTION
(Passing - 5-10 Minutes)

LEARNER

“...No matter what they say, every-

one checks out profiles...”

“...I wish learning was as easy as 
chilling with friends...” 

Google,  FB, Twitter 

Social Groups

Smartphone App 

Peer Partners 

SMS/Email 

Bhavik Jaani
22, Male

Undergraduate 
Student of 
Engineering at  
DAIICT
Gandhinagar

User comes across the service in the form of a non-educational socially 
recreational avenue. Will see adverts on social media, or be invited by 

someone from their peer group.

User installs the smartphone 
app and sees what is on offer 

and who all are using it.

SCENARIO - 1 
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UDB EXPERIENCE MATRIX

ENGAGEMENT
(Active : 15 mins - 
Passive: 2-3 days)

0.8 - Incentivize0.7 Consider Affiliates 0.9 - Maintain Quality0.75 - Shorten wait

Provide behavioral hooks to 
the user. Leverage the intrinsic 
interest in opposite gender and 

new friends too.

Focus on leveraging peers 
as providers. Limit liability by 
vetting users on the platform 

for reputation and safety.

Provide context for a learning 
first interaction to users, limiting 
chances that platform be used 

for dating

Instant feedback and reward 
perception for users. Promote 
free experiences and sharing 

with others in social groups.

1. Is this worth my time?
2. How does thing work?
3. What else can I discover?

1. Are others engaging with 
me?

2. Is it useful for me?

1. Is my interest being 
addressed?

2. Am I making new friends

1. Was the lesson fruitful?
2. What must I pay for having 

learnt all this?

Get user into a habit of using Prevent User opting out Develop trust among peers Build loyalty in user

CONSUMPTION
(On-Demand 1-2 hrs)

DELIVERY
(Passive - 2-3 days)

FEEDBACK
(Immediate: 5-10 mins

Long Term: 1-2 days & cyclic)

User gets free credit of 500 reward 
points on sign-up, can start looking 

and request for things to learn.

User sees various peers (known 
and strangers) list a variety of 

skills and wants to partake

User sees various peers (known 
and strangers) list a variety of 

skills and wants to partake

Other users respond to his 
listing and get a brief context/ 

introduction over messages

User accesses information about his peer 
tutor, reviews, past ratings and interests

User interacts in real time with 
peer resources and receives content 

through conversational means

User finishes the lesson, 
gives & receives instant 
feedback. Platform based 

message channel expires

User pays in free credits
Shares in social media,

Uses learning in daily life, 
tells his friends .
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1. USER IS BUSY IN THE VIRTUAL WORLD

The user is busy on unproductive tasks in social media without 
realizing how much time they are taking out from their daily 
schedules. They do not engage with real world and real people. 
No learning takes place outside classrooms as the perception 
is that of taking time off studying to “relax”. User feels they are 
leading an unproductive life, when they are introduced to “Lernr”  

a learning experience platform.

2. USER DISCOVERS TUTOR ON APP

User has always wanted to learn how to play the guitar but has 
never found time in their life to do so. They see someone nearby 
offering to teach how to play the guitar, and it is not going to take 
much time. The girl is also pretty and the user gets interested to 
meet her and to know more about her. There is not much personal 
information, and the description is about the guitar lesson. User 

decides to focus on learning.

SCENARIO - 1
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3. USER MEETS TUTOR AT A PUBLIC PLACE

User meets his tutor and they have an interesting conversation. 
He is able to pick up guitaring fairly quickly as she is right there to 
help him how to put his fingers on the right strings and frets. User 
is able to learn very fast and easily. They also talk of their shared 
interest in music and realize they both have been into music since 
they were children. They decide to keep in touch and the lesson 

ends.

4. USERS EXCHANGE CREDITS AND RATINGS

As soon as the tutor leaves the user gets a feedback that she liked 
how he put in an effort towards learning and hopes he really does 
well. He gets a 5 star rating. He also has to give her 80 credits for 
one hour of her time, he can do that from the 500 free credits 
he got at sign-up. User happily pays and writes a glowing review 
for her as well. He decides to learn more things and meet more 

people everyday.
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SCENARIO - 2

Sneha studies design at NID and is also a trained 
musician and guitarist. She has had 12 years of 
training, but hasn’t been able to keep in touch 
with her craft as much as she’d like. She also needs 
to develop a portfolio website for placements. 
Sneha typically socializes with her friends from 
NID only because she knows it’s a safe space. She’s 
a very private person and doesn’t like receiving 
friend requests from strangers on Facebook.

Phase

Effort-Reward Score

Guidelines
(To keep in mind while 

developing features)

User Concerns

DEFAULT
(Continued Existence)

1. Pursue existing interest with 
a purpose

2. Expand social circle safely

1. How can it help me?
2. Reward for my efforts?
3. Who’s using it?

Add to quality of life for userPlatform Goal Increase awareness in users

INTERACTION
(Passing - 5-10 Minutes)

TUTOR

Google,  FB, Twitter 

Social Groups

Smartphone App 

Peer Partners 

SMS/Email 

Sneha Choudhry
26, Female

Postgraduate 
Student of Design 
NID PG Campus
Gandhinagar

User comes across the service as a means to follow their interest and 
hone it by sharing it with peers. They also see it as an informal social 

engagement, not requiring a lot of time or effort.

User installs the smartphone app and sees what 
is on offer and who all are using it. Vetted at 

source by affiliation to university

“...last time I made new friends was 
when I joined NID in 2015...”

“...I feel like I’m losing touch with a 
part of me when i don’t sing...” 1.5 - Prevent excess 0.8 - Include demo

Promote learning on the 
platform as a fun & informal 
recreation activity. Highlight 

pros of practice by teaching.

Vet the user at the time of 
sign-up with university email. 
Showcase exclusivity and 

quality. Highlight rewards.
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ENGAGEMENT
(Active : 15 mins - 
Passive: 2-3 days)

1. Is this worth my time?
2. How does thing work?
3. What else can I discover?

1. Do people want to learn 
from me?

2. I don’t want to be stalked

1. Oh god, will I be able to 
teach at all?

2. What will he think of me?

1. What did I gain from doing 
this?

2. Can I do this more often?

Get user into a habit of using Ensure a safe interactive env. Facilitate peer partners Get the user to repeat task

CONSUMPTION
(On-Demand 1-2 hrs)

DELIVERY
(Passive - 2-3 days)

FEEDBACK
(Immediate: 5-10 mins

Long Term: 1-2 days & cyclic)

0.8 - Incentivize0.85 Neutralize 0.9 Facilitate prep.0.7 - Curate discovery

Let the user discover that their 
skills are indeed valued in their 
peer groups. If not drive them to 

learn something.

Do not ask/share information 
that would make it seem more 
like a social network. Focus on 

subject matter.

Let users discuss pre-lesson 
their exact expectations from 
the meeting, gives time to 

prepare. Ephemeral msging.

Highlight incentives of earned 
credits. Show interest related 
learning opportunities. Build in 

a potential cash out system.

User gets free credit of 500 points 
on sign-up, realized they can make 

more points by teaching more.

User finds out their offer is in demand with a lot of 
people, can increase number of students Platform 

helps to balance the gender ratio

User provides only course-related information 
without being asked to disclose personal details. 

Messages exist only while lessons do.

Platform lets user interact with 
student before the lesson, to get an 
accurate idea of their expectations.

User gets rated for their lesson 
and gets feedback both in 
person and on platform. They 

also earn credits.

Can spend earned 
credits to learn 
what they need in 
future

User sees various peers (known 
and strangers) request things 

that they can teach

UDB EXPERIENCE MATRIX
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SCENARIO - 2

1. USER NEEDS TO LEARN WEB DEVELOPMENT

User is busy preparing her portfolio for placements but doesn’t 
have a clue about building a website. She needs to learn how to do 
it but can’t do it online and doesn’t want to spend money. She finds 
out about his app where she can share some skills she knows and 
earn credits to learn something for free. She misses her guitaring 
days and wants to reconnect. She creates an offer to teach guitar to 

someone who wants, not sure if people will respond at all.

2. USER DECIDES TO TEACH FIRST TO GET 
CREDITS

Several people respond to her listing within the day and she picks 
a the student from DAIICT hoping he’ll be able to help her with 
the website too. She’s happy to note that she doesn’t have to share 
any personal information with him. He tells her on msgs about 
the songs he wants to learn, and she revises them online. They 
schedule a meeting at a cafe midway from both of them. She 

reminds him to get his guitar.
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3. USER MEETS AND TEACHES THE LEARNER

The user finds that he is a quick learner. She also discovers that 
she is well prepared for this lesson as she doesn’t have to teach 
superfluous theory and just teaching what she revised before 
the lesson is enough. He also tells her that there are a lot of web 
developers in his college and she should consider setting up 
request for web development lessons on the platform. That’s how 
he found her guitar lesson after all. They order two coffees after 

the lesson and part ways happy.

4. USER EARNS RATINGS AND LEARNABILITY

She notes that he was a good student and rates him well, she also 
gets 5 start ratings in response. She also gets 80 credits for her 
lesson that she can use to pay someone to learn how to make a 
web-portfolio. She notices that the messages have been deleted 
and her student can’t contact her through the app anymore. 
She’s happy that she could choose to stay in touch with him and 
wasn’t obligated. She feels accomplished  and happy. Her tension 

regarding her work is now lessened.
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EXPERIENCE GUIDELINES

01 NO EXCESS

Do not overload the users 
with information at any 
point of the time in their 
respective journeys 

02 GUIDE & CLOSE

Orient and guide the user 
along the experience and 
offer closure and feedback 
after each significant point.

03 REDUCE WAIT

Reduce the waiting times  
or engage users to give 
the journey a “wait-less” 
feel and experience.
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04 AFFILIATES

Leverage peer groups as 
affiliate channels to deliver 
value among themselves. 
Empower them to do so. 06 INCENTIVIZE

Give users reasons to 
continue. Ensure that 
motivation levels for both 
sides of the service are high 

05 QUALITY

Maintain the total quality of 
experiences by maintaining 
the quality of participants 
on the platform
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EXPLORATIONS
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IDEATION
Ideating for various elements, flows, features and 

micro-elements to put together task screens
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DESIGN JOURNEY
Highlights of the iterative progression to arrive at 
final interventions in strategy and interface

Initial explorations with bottom navbar FABs and lesson card lists

v1 v2 v3 v4 v5
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1 | LANDING/HOME SCREEN
Landing/Home screen to initiate all tasks from 

Picture tiles, FAB and Icon based markers Picture tiles, FAB and Face-based markers

v6 v7 v8 v9 v10
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2 | REQUEST/OFFER
Create new request/offer to learn or teach

Baseline White compressedColor overlay compressed layout

v2.1 v3.1 v3.2 v3.3 v5.1
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Full screen, spacious, conversational formSkill selector built

v7.1 v8.1 v8.2 v10.1 v10.2

NOTE: Understanding version history 
v5.2 means 5th version of interface and second iteration of the current screen within that version
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3 | MY LESSONS
View the lessons currently engaged in

Baseline Tile RowsCollapsible cards Tiles + categorized selector

v2.1 v5.2 v7.2 v8.1 v10.2
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4 | VIEWING LESSON
View details of offers/requests from other users

Baseline Swipable CardsLesson as overlay Removing and reintroducing fee display

v2.3 v7.1 v8.1 v10.1 v10.2


