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We help people and 
organisations grow and 
evolve through digital 
learning experiences 



Choice is a good 
thing, right?





34
forms of
digital

learning
(and counting)





Business person 
relaxing





How complex are the 
problems you face at 
work compared to 10 

years ago?



learning
experience 

design



Learning experience design (LXD) is the 
process of creating learning 

experiences that enable the learner to 
achieve the desired learning outcome in a 

human-centred and goal-oriented way.

What do we mean by ‘learning 
experience design’

- Niels Floor 



Lean

Focussed

Human-centred

Learning experience design =





Business person 
relaxing







Robust repeatable rationale



Size of 
problem or 
opportunity



1. Learning something for the first time

2. Learning more about something

3. Remembering what you learned and applying it

4. Adapting when something changes 

5. Finding a solution when something goes wrong

I’m a newbie!

I get it and I want to know more

OK, so how do I apply this?

Tell me what’s new

Oh ****!Bob Mosher and Conrad Gottfredson - The five moments of learning need



Audience



Existing IT infrastructure



Culture
MACRO

MICRO



Time available
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Your turn



Your organisation is launching a new B2B digital product 
in 6 months time. It is the first of a kind, however 

competitors are expected to release similar products in 
12-18 month’s time. 

There is currently a large market for the product, but that 
will be eroded when the competitor products are 

released. You need to equip your sales teams with the 
skills and knowledge needed to best sell the new 

product. 



Your organisation is launching a new B2B digital product 
in 6 months time. It is the first of a kind, however 

competitors are expected to release similar products in 
12-18 month’s time. 

There is a small market for the product, that will be 
further eroded when the competitor products are 

released. You need to equip your sales teams with the 
skills and knowledge needed to best sell the new 

product. 
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