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What Is It?
Learner stories are the “so what” that you can generate from your empathy mapping and persona development. Typically, you need to create a feature in your learning journey that addresses each story you identify. 
How and When Do You Use It? 
During a design meeting, you can begin the ideation process by inviting participants in the meeting to identify the stories emerging for them based on what they know about learners from the empathy maps and personas. Create a simple grid that has three columns with these column headings:
· Empathy map key point
· Led to this persona key point
· Led to this learning story

Invite participants to work in pairs to build a grid. Here’s a sample using the empathy map and persona example provided in the chapter:
	Empathy Map Key Points
	Persona Key Points
	Led to These Learner Stories

	Thought: “How am I going to fit this new message into my sales call windows?”
Pain point: Lack of clarity on how to insert messaging into calls.
	A challenge for persona: Figuring out how to fit new messaging into a tight call window is the hardest part of transferring training into the job.
	Sales reps see how the product’s sales messages can fit into their sales call windows.

	Feel: “Overwhelmed—I thought I understood, but now that the training’s over, I’m not so sure.”
	
	Sales reps have ample practice opportunities and get feedback to verify when they are on track and when they need to adjust.

	Gains: Selling more prescriptions
Pain: Nerves of ride-alongs as well as the incentive of a ride-along
	Motivated by selling more prescriptions and maximizing earnings.
Ride-alongs give an incentive to prepare.
	Sales reps feel supported by their sales managers. 
Sales reps see how adding this product to their product portfolio makes it easier to hit their goals.

	Reps use iPads throughout their day
	“She relies on her tablet to display sales enablement pieces during sales calls.”
	Sales reps easily and quickly find product information on their iPads.

	
	Days start early and end late. There is a lot of drive time; time in front of doctors may only be 30 minutes total out of an 8- to 10-hour day.
	The learning experience fits into the flow of the sales reps’ day. 


What Do You Do Once You Build It? 
Each story lends itself to a prototype that you can test with learners. For example, the story “Sales reps have ample practice opportunities and get feedback that verifies they are on track” can quickly be prototyped as an activity that a couple target learners can execute and provide you with feedback. You can also use the grid to build out your learning journey map. It can help you spot things that would provide a magical learning experience as well as things that can lead to a miserable experience. With this grid, we can easily see that a solution that doesn’t include practice and feedback opportunities would equate with a “miserable” learning experience.
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