
User’s Research
Here is where your presentation begins



WHAT
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understanding 
your users and 

their needs



WHY
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a foundation for creating products, services, or 
solutions that truly meet the needs, preferences, 
and pain points of the people they’re intended for

every decision is informed, user-focused, and 
aligned with both user and business 
goals



WHEN
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Langkah Penjelasan Kegiatan Artefak yang Dihasilkan

1. User Research

- Mengumpulkan data 

langsung dari pengguna 

melalui wawancara, survei, 

observasi, atau studi 

lapangan. 

- Memahami kebutuhan, 

perilaku, pain points, dan 

preferensi pengguna.

- User Persona: Representasi 

pengguna berdasarkan hasil 

riset. 

- Pain points & user goals. 

- Laporan hasil riset 

kebutuhan pengguna.

2. Market Research

- Menganalisis kondisi pasar 

untuk memahami tren, 

peluang, dan kompetitor. 

- Mengidentifikasi posisi

produk dalam pasar.

- Laporan analisis pasar. 

- Profil target pasar.



Langkah Penjelasan Kegiatan Artefak yang Dihasilkan

3. Competitive Analysis

- Mengidentifikasi kekuatan, 

kelemahan, peluang, dan 

ancaman (SWOT) dari 

kompetitor langsung/tidak 

langsung. 

- Membandingkan fitur produk 

dan strategi kompetitor.

- Laporan analisis kompetitor. 

- Daftar fitur unggulan

kompetitor.

4. Business Model Definition

Menyusun Business Model 

Canvas (BMC) berdasarkan

hasil riset pengguna, pasar, 

dan kompetitor. 

- Memetakan elemen-elemen

kunci seperti segmen

pelanggan, proposisi nilai, 

saluran distribusi, dan aliran

pendapatan.

- BMC: Business Model 

Canvas yang menggambarkan

strategi dan model bisnis

produk.



Langkah Penjelasan Kegiatan Artefak yang Dihasilkan

5. Requirement Gathering

- Mengumpulkan kebutuhan 

bisnis, teknis, dan pengguna 

dari pemangku kepentingan 

dan hasil riset. 

- Menentukan prioritas 

kebutuhan.

- Daftar kebutuhan fungsional

dan non-fungsional. 

- Customer Journey Map 

(CJM): Memetakan perjalanan

pengguna berdasarkan

kebutuhan.

6. OKR Definition

- Menyusun Objectives and 

Key Results (OKR)

berdasarkan BMC, hasil riset, 

dan kebutuhan pengguna. 

- Menentukan tujuan strategis

produk serta metrik

keberhasilannya.

- OKR: Tujuan strategis yang 

jelas dan terukur untuk tim

atau produk.



Langkah Penjelasan Kegiatan Artefak yang Dihasilkan

7. Concept 

Testing

- Menguji ide awal atau konsep

produk dengan pengguna atau

pemangku kepentingan untuk

validasi. 

- Mendapatkan umpan balik

awal terkait kelayakan konsep.

- User Flow: Diagram alur langkah yang 

harus dilakukan pengguna. 

- Umpan balik pengguna. 

- Laporan validasi konsep.

8. Product 

Metrics 

Definition

- Menentukan metrik yang akan

digunakan untuk mengukur

keberhasilan produk. 

- Metrik diturunkan dari OKR 

dan kebutuhan pengguna.

- AAARRR Metrics: Metrik untuk setiap

tahap funnel (Acquisition, Activation, 

Retention, Referral, Revenue). 

- HEART Framework Metrics: UX metrics 

untuk Happiness, Engagement, Retention, 

dll. 

- North Star Metric (NSM): Metrik utama

yang mewakili nilai inti produk. 

- Product Metrics Report: Dokumen yang 

merangkum metrik utama produk.



HOW
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Method 

• Survey
• A/B testing
• Focus group discussion
• Usability testing
• User interview
• Contextual inquiry
• User Feedback
• Heatmaps



1. User Research : User Persona

a representation of who you 

don’t want as a customer.

Ex :
• professionals who are too advanced 

for your product or service

• students who are only engaging with 

your content for research/knowledge

• potential customers who are just too 

expensive to acquire

personas are fictional, 

generalized representations of 

your ideal customers. They help 

you understand your customers 

(and prospective customers) 

better, and make it easier for 

you to tailor content to the 

specific needs, behaviors, and 

concerns of different groups.

What Negative Persona



User Research : User Persona



Another Example



Another Example



Another Example



Another Example



Template



Template



Template



Template



5. Requirement Gathering : Customer Journey Map (CJM)

• Traces the interactions for typical customers, their 

decisions, and emotions throughout the 

product acquisition cycle. 

• The customer journey map is completed for a 

representative persona in each market segment.

• After completing the customer interview worksheets, 

you will summarize customers with two to five 

personas.

What



Example Sharon (persona) is a 33-year old teacher. Her home coffee maker broke on a Monday morning when she 
needed to arrive at work early for a meeting with school staff. During breaks in the school day, Sharon 
checks features and prices of coffee makers online, and she noticed an ad on television in the break room 
for a coffee maker. After work, she goes to the mall to pick up her dry-cleaning, so she also stops at a 
nearby department store that advertises small appliances and sells brands she trusts. With scheduled 
exams for her students during the week, she decides to purchase a coffee maker immediately since it has 
comparable features and prices compared to the ones she researched online. She is delighted to receive 
special coupons via email for disposable supplies, like filters and special blend coffees.



Another Example



Another Example



In general, there are many examples of CJM 
that can be used: The most important thing 

is that CJM must be able to explain: 
Objective, Touchpoint and the 

Journey itself.



• Too much focus on touch points 
• Not considering customer input 
• Having only 1 map for all 

customer type 
• Only one CJM made - no 

improvements

Common mistakes in CJM



Template 



7. Concept Testing : User Flow

show Product Managers how people are 
actually using their product in the 
context of their goals and intentions. 
Product Managers use this visual tool to 
help them better understand user 
behavior, identify pain points, reveal 
potential for user drop-off, and optimize 
the user experience for better customer 
retention and satisfaction

a visual representation of the path that 
a user takes to achieve a specific goal 
or Job-To-Be-Done within your product. 
User Flows clearly show the series of 
steps a user takes, highlighting the 
decisions they make along the way

What 
Why 

https://productschool.com/resources/glossary/jobs-to-be-done




1. Define the User Flow's Purpose
Determine the specific user journey or task that the user flow will 
illustrate. Identify the user persona(s) for whom the flow is being 
created, as well as the main goals and objectives of the flow.

2. Step Two: Map Out the User Flow
Begin with the entry point, such as the landing page or homepage. 
From there, define the next steps in the user journey, such as the 
actions the user needs to take to achieve their goals. Identify any 
decision points, such as a choice between multiple options, and 
define the resulting paths. Continue until the user reaches their goal 
or task is completed.

How



3. Step Three: Add Details
Label each step with a concise description and any necessary context. Use 
symbols and visuals, such as arrows or shapes, to represent specific actions or 
decisions. Highlight any errors or exceptions, and define the resulting paths.

4. Step Four: Get Feedback
Share the User Flow with stakeholders, such as other Product Managers, 
designers, developers, and even users. Gather feedback to ensure the user flow 
is accurate and easy to understand. Make necessary changes to improve the 
flow's usability.

5. Iterate and Improve
Incorporate feedback and learnings from user testing and analytics to refine the 
user flow. Iterate on the User Flow until it accurately reflects the user's journey 
and goals.

How



Example



Example : document management sw



Slidesgo

Flaticon Freepik

CREDITS: This presentation template was created by Slidesgo, and 
includes icons by Flaticon, and infographics & images by Freepik

Thanks!
Do you have any 

questions?

Please keep this slide for attribution

https://bit.ly/3A1uf1Q
http://bit.ly/2TyoMsr
http://bit.ly/2TtBDfr
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