User-Centered Design using a Jobs to be Done Approach

1. Identify someone in your life you can Zoom with, who might need an assistive technology
device.

a. Consider an elderly family member, someone with a physical disability or someone
who might benefit from the design of an assistive technology device

b. Call them and ask if it would be ok if they work with you on a project, a close family
member or friend will be easier for you to interact with

c. Schedule 4 working sessions (20-30 minutes in duration) with your client over the
course of the semester.

2. In the first interview, identify a particular problem or struggle in an activity of daily living
that you could design for (don’t start designing yet!).

3. Using the Empathy Map.ppt provided, complete the fillable document for your client.

4. Write out the problem statement for the product that needs to be developed.

5. Using the PowerPoint brainstorm on “Jobs to be Done.ppt” List out the jobs to be done for
this design. Write out your Job Story (bottom right of schematic).

Warnings:
a. Don’t make a product looking for a solution.... Instead, identify their problem and
build a solution to help them complete the ADL they are interested in
b. Don’t consider the engineering components or features or what the technology
needs to do, think about why the client would hire this product

6. Sketch 3-4 early concepts and write out their features and how they work.

7. Consider the 4 forces described in “Jobs to be Done.ppt™:
a.  What is a habit of the present:
b. What makes this person anxious about the new:
c. What is a problem with the current product:
d. What might attract your client to a new product:

8. Write out 10 interview questions to help get to the route of the design concept.

9. Test out your interview questions and your eatly concepts with your original end user. Refine
the idea, and the interview questions.

10. Expand your market and talk to 3-4 other people who may struggle with a similar ADL task.
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