
User Journey
An overview of Xively’s primary persona user journey.
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Walter Davis
VP of Product at a mid-size company

Walter has a quarterly meeting with the board coming up and needs a product update roll out 
plan. He has come up with some great ideas involving making the company's product "smart" 
using the IoT, he just needs a roadmap for execution to win executive approval. 

Walter's goal is to gain buy-in from the board and reinforce that the product is heading in the 
direction of innovation and staying competitive.

SCENARIO:

Discover Xively from various 
sources online 

*keyword & SEO strategies 
facilitiate user discovery

Explore & get to know the company, it's 
customers, products, and services.

User realizes need for services. Utilizes 
relevant information for their needs:

• Build Roadmap for product
• Gain executive buy-in

• Connect & manage products

Customize 
workbench

Is IoT right for my product?
How does the IoT work?

What do I need to do to make 
my product better with IoT?

What is Xively, how can it help my 
product, and how does it compare?

Who else has worked with Xively and 
How did it work out for them?

Is there a free trial or demo I can try?
How do they compare in pricing?

How do I make the business case to 
get buy in from the executive team?

How do I start?
How do I launch connected product?

Can I customize Xively to fit my 
needs?

Do I need Xively professional support 
to scale?

How can I build custom features?
How can I build app for our users?
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Product fit? Credibilty of experience

Search/
Discovery

Word of 
Mouth

Explore 
Content

Uncertain of IoT/
Pressure to Innovate

Reactive User 
Response Action

Validation (case studies, use 
cases, customer references, word 
of mouth, resources (analyst 
reports, whitepapers, etc.))

Sign up/Buy

Call Sales for walk-through 
of Demo

Call Sales for walk-through 
of Professional Services

First time users may 
need pro services to 
get started User may just want 

product & can set 
all up themselves

Add 
professional 
services

User testimony/
case study

Email follow up & 
product updates

Are these resources, 
products & services tested 
and validated?

Still a little nervous 
but has decided to 
call to learn more 
from Xively

Integrate with 
Xively Partners

Resources to present 
business case to execs.

User finds what's 
useful to them for the 

trigger event that 
they are on site for

Explore site content to 
better understand product 
information

Is it too hard to 
understand, will I get 
buy-in?

A little confused about how to get 
the right mechanics in place to 
install and start using Xively for 
Product.

I need help to make 
everything work better or 
improve ROI of service

○

○
○

○

○

Contact 
Xively

Create 
Account

Build & 
Scale Add-on 

Professional 
services

Contribute testimony/
case study

Build apps & integrate 
partnership features

Low level of IoT knowledge
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How does this 
acutally help me?

Excited by the 
prospect of easy 

innovation

This content is 
great! I understand 

how Xively can 
improve my 

product.

Awesome - just the 
tools and resources 

I needed to help 
get buy-in

Gained buy-in and 
am ready to sign 

up!

Excited to be 
monitoring and 

managing product 
from workbench! 

○

○

Happy to leave a 
testimony or let 

Xively contact me 
to build a case 

study off our 
product's success!
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Build app

6
Events
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User Goal

Site Content
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Walter Davis
VP of Product at a mid-size company

Walter has a quarterly meeting with the board coming up and needs a product update roll out 
plan. He has come up with some great ideas involving making the company's product "smart" 
using the IoT, he just needs a roadmap for execution to win executive approval. 

Walter's goal is to gain buy-in from the board and reinforce that the product is heading in the 
direction of innovation and staying competitive.

SCENARIO:

Blog

Use cases (2.1)

Press releases (H.1.2.x)

Events (H.1.2.x)

Resources (webinars, guides, etc.) 

(5.0)

Offsite Experience:

Inbound (social, ads, events, 

newsletters, paid & organic 

search, etc.)

Case studies/Customer Testimonials 

(3.0)

Use Case (2.1)

Product information (1.0)

Services information (2.2)

Partner integrations (4.0)

Pricing (H.3)

Resources (5.0)

FAQs (H.2)

Product information (1.0)

Product demos (6.1)

Feature list (1.2)

Sales calls (6.0)

Product tour (request demo) (6.2)

Example implementations (3.0)

Implementation steps (6.0)

Offsite Experience:

Contract details

Pricing specifics

Rules of engagement

Expert strategic counsel (professional 

services) (2.2)

Getting started steps (6.0)

Getting started FAQs (H.2)

Resources (5.0)

Offsite Experience:

Custom contract

Supporting documents

Resources (5.0)

Technical & Strategic support 

(Professional services) (2.2)

Offsite Experience:

Performance reports

Customer check-ins

In person meetings

Track customer progress

Customer  testimony/case study

Finding the best options 
to consider for their 
product & market 

needs.

Exhaustively compare the 
options and select a few 

front runners.

Identify the company or 
solution they want to work 
with to innovate and stay 

competitive.

To enter the best partnership 
agreement and peace of 

mind decision.

To prove program's worth 
and continue to grow with 

partner. 

Low level of IoT knowledge

Site Goal Make the case. Stand out. Win out. Contract signed. Customer happy.

USER JOURNEY


