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What Is It?
A visualization of the journey people must travel to learn something and transfer that knowledge into actions that produce business outcomes. 
How and When Do You Use It? 
We like to introduce a blank map during the design meeting to help customers understand that planning an event (an e-learning course or a workshop) will yield nothing in isolation. An entire journey needs to be crafted and much thought needs to be given to all steps and stages, not just to planning a course. 

There are numerous ways to use a learning journey map. You can use it to document a current journey and locate all the “magical” moments that propel a learner forward and the “miserable” moments that might make them check out or proceed very unwillingly. You can use it to discuss and plan what you propose doing, ensuring you are deliberately cultivating magical moments and avoiding miserable ones. You can also use it to educate your client on what’s involved in helping someone learn—and remember—anything. It’s obvious that when the journey gets truncated (say, only includes step 3) that problems will emerge.
What Do You Do Once You Build It? 
If you built an actual map as part of your solution design, then reference it as you build. Verify that you have magical moments within it—and you’ve avoided creating miserable moments for learners. Compare your journey map to the persona and empathy maps you’ve built. Does the journey address the pain points and motivators? Does the journey map stay true to the strategy blueprint you crafted? Assess whether you successfully elicit the emotions and outcomes you are seeking for each step of the journey. If you have gaps, figure out what you need to include to close them. Consider the bottom portion of the map, which indicates touchpoints between the organization and the learner’s experience. What will the organization need to do to support each step of the journey?
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