Business Value Breakdown - Figure 1
Breakdown of Conversion Rates
What do we need to do to ensure higher conversion rates?

High = 5

1. Ensure it's easy to make a purchase.

3. Understand why users convert—what are their goals, wants and needs.

2. Ensure that users are aware of how to make a
purchase—where to click to initiate a purchase,
how to see what they're purchasing, and how to
complete the purchase.

4. Socialize what our customer needs are to get the team on board.
5. More closely marry our product to users' needs.

First, understand the business goal of whatever project
you are working on (in this case the business goal is to
increase conversion rates.

Business Value

Then, research and think about what is needed to reach
that goal (in this case the numbers 1 - 5 above map those
needs out. )
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Plotting Business Value - Figure 2
Breakdown of Conversion Rates
What do we need to do to ensure higher conversion rates?
1. Ensure it's easy to make a purchase.

3. Understand why users convert—what are their goals, wants and needs.

2. Ensure that users are aware of how to make a
purchase—where to click to initiate a purchase,
how to see what they're purchasing, and how to
complete the purchase.

4. Socialize what our customer needs are to get the team on board.
5. More closely marry our product to users' needs.
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Next, Take the steps you mapped out to reach the
business goal and plot them along the Y axis.
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Plotting UX Activities - Figure 3
Breakdown of Conversion Rates
What do we need to do to ensure higher conversion rates?
1. Ensure it's easy to make a purchase.

3. Understand why users convert—what are their goals, wants and needs.

2. Ensure that users are aware of how to make a
purchase—where to click to initiate a purchase,
how to see what they're purchasing, and how to
complete the purchase.

4. Socialize what our customer needs are to get the team on board.
5. More closely marry our product to users' needs.
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Step 3 is to think about all of the User Experience
Activities or methods that you are employing or you
think need to be employed and map them along the X
axis with the most interface related methods on the left
and the most experience/strategic methods on the right.
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Mapping Current Activities - Figure 4
Breakdown of Conversion Rates
What do we need to do to ensure higher conversion rates?

Legend

3. Understand why users convert—what are their
goals, wants and needs.

1. Ensure it's easy to make a purchase.
- Wireframes
- User Flows
- Usability Testing
- Quantitative Research

A

Currently Doing

A

Gap

4. Socialize user needs with greater team.
5. More closely marry our product to users' needs.

2. Ensure that users are aware of how to make a
purchase—where to click to initiate a purchase,
how to see what they're purchasing, and how to
complete the purchase.
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Then start with the first step in reach in the business
goal (in this case 'Make it easy to purchase') and plot the
intersection of the UX Activities that are needed to reach
that goal. In this case wireframes, flows and research are
needed to make something easy to purchase for the
user.
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Mapping Gaps - Figure 5
Breakdown of Conversion Rates
What do we need to do to ensure higher conversion rates?
3. Understand why users convert—what are their
goals, wants and needs.
- Qualitative Research

1. Ensure it's easy to make a purchase.
- Wireframes
- User Flows
- Usability Testing
- Quantitative Research
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purchase
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Keep in mind for our exercise that all of the UX Activities
to the right assume the activities to the left. Meaning if
you are creating customer journeys, user research is
assumed. Depending on your own situation you may or
may not want to follow our lead.
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Understand
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convert
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5. More closely marry our product to users' needs.
- Scenarios
- Customer Journeys

Plot these points for all the business goals (don't forget
to label the point with the business goal it represents).
Use one color to represent a UX Activity you are already
doing in the organization, and a different color for an
activity you are not yet doing.
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greater team
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4. Socialize user needs with greater team.
- Personas

2. Ensure that users are aware of how to make a
purchase—where to click to initiate a purchase,
how to see what they're purchasing, and how to
complete the purchase.
- Qualitative Research
- Wireframes
- Flows
- Quantitative Research
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Showing Metrics - Figure 6
Breakdown of Conversion Rates
What do we need to do to ensure higher conversion rates?
3. Understand why users convert—what are their
goals, wants and needs.
- Qualitative Research

1. Ensure it's easy to make a purchase.
- Wireframes
- User Flows
- Usability Testing
- Quantitative Research

A

Gap

Last but not least, we show types of measurements that
can be put into place to measure the effectiveness of the
UX Activity actually meeting the step needed to reach the
business goal. In this case would could do team surveys
to map if we've successfully used personas to socialize
users' needs with the greater team.
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• Satisfaction survey
• Conversion rates

Satisfaction survey
Conversion rates
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5. More closely marry our product to users' needs.
- Scenarios
- Customer Journeys
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4. Socialize user needs with greater team.
- Personas

2. Ensure that users are aware of how to make a
purchase—where to click to initiate a purchase,
how to see what they're purchasing, and how to
complete the purchase.
- Qualitative Research
- Wireframes
- Flows
- Quantitative Research
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Effectiveness ratios
Efficiency ratios
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