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Seminar Exit Survey from Data Team @ [REDACTED]
Designing Human-Centered Data Products Seminar (Spring 2021)

Brian’s Interpretations Aggregate Responses

I teach a seminar called Designing Human-Centered Data Products (desgningforanalytics.com/seminar) that is offered bi-annually publicly 
and privately for enterprise teams. My private team clients have the option of taking an exit survey to assess the self-reported impact of 
the training. This is real data from an enterprise team of 10 who took the seminar in April 2021. Survey was conducted via a Google Form 
during April 2021. With regards to my interpretations below, the client agreed: “your interpretation of the survey makes sense to me.”  
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I believe that the skills I learned in the Seminar will help me or my team significantly increase
the usability, utility, and business value of the solutions we produce.

Now that the seminar is over, I intend to create more time in our projects to apply the skills I learned 
in the Seminar to the work that I do, or that my team does:

After taking the Seminar, I feel like I now have a set of practical, useful tools and methods to
design higher-value data products that my users will use

Since taking the Seminar, I feel that my management is committed to providing me or my team
the resources we need to apply the skills we learned in the Seminar

After taking the Seminar, I feel like I have a better sense how to judge the design and UX
quality of a data product or solution

Since finishing the Seminar, I have been able to use a skill or apply some thinking I
learned in it to my work

I believe my job is mostly about giving my users (stakeholders) exactly what they asked
me or my team for: 

I think the job of helping to extract and define our user's real problems and needs so they can be
solved with data-driven solutions is:

I think the job of design and user experience for the data products my team is tasked with
making is:

I think our team needs more help applying human-centered design skills to our work creating
data products

I enjoyed taking the Seminar

Would you recommend the Seminar?

Since taking the Seminar, I feel that management understands that applying the skills I learned
will take some time to master, require experimentation, and require us to fail or make
mistakes along the way

100% agreed the seminar will 
help them increase the usability, 
utility, and value of their 
solutions.

8/9 intend to create time for 
design in their future work.

8/9 feel like they have the right 
tools now to design solutions 
that will get used.

7/9 feel like management is 
providing the resources needed 
to apply the Seminar. 2 feel 
otherwise.

7/9 feel more empowered to 
identify what good UX means for 
a data product or solution. 2 
aren’t sure.

100% have already used a 
Seminar skill or have an 
opportunity to do so planned.

8/9 feel that management 
understands change won’t 
happen overnight and that 
experimentation/learning is a 
process

7/9 agree their job is not to give 
users exactly what they asked 
for. 2 aren’t sure. 

100% agree that researching and 
defining the user’s problem 
space properly is very much part 
of their job or their team’s. 

6/9 think they/their team are 
responsible for the design and 
UX of their data products. 3/9  
may be concerned about proper 
resourcing to do design.

6/9 feel their team still needs 
more help with human-centered 
design.

8/9 enjoyed taking the Seminar. 
Nobody disliked it.

100% would recommend the 
Seminar.
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Client Problem
Data about data. Dell EMC was 
creating its !rst brand new mid-range 
storage system from the ground up in 
over a decade. With the competition 
of cloud, the head of product knew 
UX needed to be a top priority, 
however they were not seeing their 
vision and strategy appear in the UI
—despite 700+ engineers and months 
of engineering.

Results
"is product went to market in mid-2020. 
Visit my Testimonials webpage for some 
client perspectives, or see this third-party
YouTube video from a company called "inkIT who demos the !rst version of the eventual design that went GA based on my early 
strategy work. ""e new UI is pretty easy to use and get around!"  Watch: https://www.youtube.com/watch?v=dk6w9FZZkdQ  
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DellEMC
Design Strategist & Advisor to Sr. Dir. of Product (Mid-Range Storage Division)

Solu>on
Following my assessment, we:

• Aligned the UX and engineering 
teams around the product leadership’s 
vision by establishing a brief, design-
actionable UX strategy that was 
coherent to all functional groups
• Lead the creation of an aspirational 
design (target) for engineering and 
UX to strive toward that manifested 
PM group’s vision
•  Transitioned the culture from one 
centered on “feature completion” to 
one that informed by collaborative, 
problem-centered design work
• Drove a user-research initiative to 
transition the culture from one that 
gave customer “demos” to one focused 
on “study and validation” 
• Advised the leadership team (VPs 
of Engineering, Product, CTO, Lead 
Architects) on e#ective middle-
ground solutions (compromises) 
when aspirationl designs were out of 
scope
• Provided thought leadership in the 
areas of historical and predictive 
analytics, as well as the complex area 
of IO performance management, 
RCA, and data visualization 



Client Problem
Apptopia was pivoting. !ey 
decided to turn their app 
marketplace into an analytics 
platform for app publishers. 
How could their proprietary 
anlaytics about app downlaodds, 
ranks, and revenues be turned 
into a pro"table SAAS?

Solu/on
I provided a product strategy, 
UI, and UX guidance for the 
"rst version of the new 
Apptopia.com, grounded in the 
needs and problems faced by 
app publishers. !e 
visualizations were designed to 
satisfy the curiosities of app 
publishers looking for 
opportunities (new countries, 
new revenue methods, new 
SDKs, and new categories to 
exploit).  

Results
When the new product 
launched in June 2015, it had 
no revenue. However, according 
to Apptopia CEO Eliran Sapir 
in a recent TechCrunch article, 
“within 60 days [of launch], we 
were at $30,000 MRR. Within 
120 days, we were at $70,000 
MRR.” By 2018, they made the 
Inc. 5000 with three-year 
growth of 363% and 2017 
revenue of $2.8M.

Full Case Study
Please visit 
designingforanalytics.com/cs1 to 
read more about this project. 
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Apptopia
Mobile app market intelligence



Client Problem
In 2017, the race to have your ICO 
(initial coin o!ering) was on. 
While many of these companies 
were ""y by night" crypto projects, 
TokenReport was working on a 
substantial #nancial with the goal 
to become the Yahoo Finance of 
the ICO market. $e CEO hired 
me to help them create a vision for 
their #nancial data product in the 
form of a Mobile App that would 
provide crypto investors with 
insights on the multitude of ICO 
projects in the works. As a crypto 
investor, it can be di%cult to #gure 
out which tokens (coins) actually 
may represent viable investment 
and business opportunities. 
TokenReport was aggregating a 
variety of data about the projects 
and created an index score to help 
investors rate ICOs for Risk based 
on a multitude of data points. 
TokenReport itself was hoping to 
have its own ICO and they needed 
a vision for their product–Token 
Clarirty–created rapidly to show 
their prospective customers the 
type of proprietary analytics and 
insights they would be able to o!er 
as a SAAS. $e big challenge was 
to move all of the design along 
rapidly, to avoid regulatory 
pressure in the crypto market 
around ICOs. 

Solu/on and Results
Along with a subcontractor I sometimes use for branding 
work, we delivered the CEO a brand, logo, marketing website 
guidance for TokenClarity, advisory services, and a UX/UI/
product vision for the actual TokenClarity project. While the 
project was delivered on time, unfortunately, legal issues 
prevented TokenClarity and the TokenReport ICO from 
launching as planned. 

About this Sample
$is is a dashboard screen from TokenClarity for a speci#c 
ICO/token; in this case, WOLK. It showcases the various 
data and insights that TokenReport was collecting, along with 
a proprietary token score called the Token Report Risk Score.  
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Token Clarity app for TokenReport
ICO (Crypto) Research SAAS

(screen continues at right)



Client Problem
!e parent company of VideoFront–a cloud 
video platform–wanted to explore whether 
their video analytics technology could be used 
to help online store managers understand 
how/if product videos can be used to drive 
sales. !e client's GM (Rohit) knew what 
their platform was capable of doing from a 
video analytics perspective, but they did not 
know how to productize their IP for 
ecommerce managers. Rohit's concern was 
that without good design, they could just end 
up displaying tons of numbers and metrics 
that would not address the primary goal of 
the customer: "What type, length, and style of 
product videos should I be creating for my 
products? I have to spend my video 
production budget wisely." VideoFront 
needed an easy-to-use design prototype to 
take to early prospects to see if there was a 
market opportunity–prior to committing 
serious engineering resources to this project. 

Solu/on
Working with the Rohit and a tech lead, we 
conducted user research, sketched work"ows, 
and eventually designed a well-received 
prototype (including this dashboard sample) 
that was used to solicit market feedback. 
While the market was deemed too di#cult to 
enter, Rohit and prospective users were 
"wowed" with VideoFront's design:
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VideoFront
Analy/cs for understanding what types of product videos drive more sales

(Parent company is con$dential)

One of the key capabilities Brian brought 
to the table was the ability to help us 
distinguish between "vanity" analytics 
and "actionable” analytics, so that our 
service’s data was always presented in a 
way to help users actually make better 
business decisions. In the end, the 
prospects to whom we showed Brian’s 
designs were wowed by the extremely 
clean and elegant presentation of our 
video analytics, and we got excellent 
feedback that this design was much better 
than the existing, highly established 
players in this space.

Rohit Sharma
GM, VideoFront



Client Problem
Elysium Digital provides IP 
litigation consulting to clients, 
which often involves deep 
technical analysis of patents–often 
achieved by every team member 
using multiple, individual copies of 
patents in paper and PDF format. 
!is greatly impeded the speed and 
clarity of understanding the entire 
team's wisdom on the patents as 
the group analysis was never 
centralized in one place and did 
not allow for collaboration. 
Additionally, related content and 
visual analyses such as patent 
history, claim structure/taxonomy, 
di"ng tools, and prior art were not 
easily accessible to users. Elysium 
wanted to create an internal 
software application to facilitate 
collaboration on client cases 
involving patents to reduce the 
overhead created by ine"ciencies 
using paper and PDFs. 

Solu/on
Working with the managing 
director, various legal and 
computing IP experts and patent 
analysts, I helped Legion execute 
internal research (1x1 customer 
interviews and usability studies) to 
inform the design strategy for the 
software application which 
eventually would be called, 
"Legion." !is included sketching, 
work#ow analysis, interaction 
design, and interface design for 
tablet and desktop. 

Results
50% reduction in patent 
collaboration overhead, which 
directly relates to savings in billable 
hours for Legion's clients. Elysium 
was eventually acquired by Stroz 
Friedberg.
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"Legion" (app) for Elysium Digital
Custom patent collabora/on tool

Paul Ma'al
Managing Director, Elysium

"I wondered at !rst whether Brian’s relative lack of 
experience in the patent/IP space would work with 
our team in the creation of a product like Legion, 
especially given the conservative, security-oriented 
corporate culture of Elysium. By the end, I realized 
just how much we needed Brian's approach, 
in"uence, and outside presence/energy to design a 
successful patent analysis tool. Brian made us think 
through the entire Legion product experience, and 
through this process, we learned to improve our own 
design skills. Today, our litigation consultants 
continue to use Legion regularly with clients. It has 
probably reduced collaboration overhead by 50% 
(which our clients love!) and allows consultants and 
clients to come together, using Legion’s data and 
analytics, to build shared understandings of patented 
inventions quickly."



Client Problem
!e Future of Music Coalition researchers wanted to 
create a portal to allow musicians and the press to view the 
world's "rst comprehensive set of survey results on 
American musicians' income streams. However, they had 
never built a data product before, and did not know how to 
go about putting the very detailed and length survey 
questions and responses into an experience that would be 
simple enough for casual use.

Solu/on
After leading the team through the discovery process, we 
formulated a set of personas based on the research work 
the sociologists had conducted. Once this was done, we 
had a better idea of the types of results the various 
musicians and non-musicians would have about artist 
revenue streams. Eventually, I landed on a faceted search 
tool, using design patterns frequently seen in consumer 
travel websites. !is allowed users to create relatively 
complex queries and visualize the results in real time 
(mobile and desktop). 

Future of Music Coalition
Survey Data Portal for Ar/st Revenue Streams Project
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Jean Cook
Board Member, Future of Music Coali8on
Project Director, Ar8st Revenue Streams

“In the end, the design strategy that [Brian] formulated with us enabled 
us to design a stunning data portal that exceeded our expectations.  
Timely delivery and transparent communication also helped us to 
manage expectations and plan well. Brian really felt like a thought 
partner for what we were trying to do, and I recommend his design 
services without reservation.”
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Dispatch.me
Mobile field service pla/orm for home services company

Disclosure and Exit
I was an investor as well as a product 
design and UX consultant for Dispatch. 
Dispatch received a successful strategic 
investment from Vista Equity Partners 
(“Vista”) with participation from 
existing investor GrandBanks Capital in 
September, 2018. !ey had raised over 
$18.1M in funding by this date.

Solu=on
I led a strategy and provided product 
management and UX guidance for the 
MVP of the mobile app, which was over 
100 screens in size, being more of a 
customizable enterprise platform vs. a 
single application. Working with the 
CEO, CTO, and COO, as well as 
Dispatch's "rst enterprise customer, I 
facilitated discovery sessions to surface 
the needs of the enterprise stakeholders 
and their workforce of technicians. I 
then used the results of the discovery to 
help guide Dispatch in their UX 
research e#orts with technicians, such 
that they could validate their app design 
choices. Eventually, I provided an end-
to-end work$ow schematic and design 
for the platform and then helped advise 
and guide their product management 
group and UI contractors who led the 
execution. 

One of the particular focuses was the 
design of the work$ow and screen 
shown at left ("Set Availability"). While 
seemingly minor, the ability to collect 
accurate work availability from the 
technicians was critical to the platform 
being able to send job requests out for 
rapid acceptance and scheduling. 
Continued next page...

Client Problem
!e CEO, CTO, and COO of 
Dispatch needed a designer to envision 
the "rst version of their mobile app for 
"eld service technicians. Dispatch's 
mission is to help "eld service 
companies provide faster and modern 
services to their customers and expedite 
the time it takes for customers to 
request a service (e.g. a minor plumbing 
repair), "nd a matching service provider 
who wants the job and is available for it, 
and have the service completed and 
paid for on site. 

Dispatch's customer is the enterprise, 
and there was also an overarching goal 
to reduce this customers' scheduling 
overhead by only sending appropriate 
jobs to technicians at the time. !e 
mobile app is actually a highly 
customizable platform that is 
con"gurable based on the Dispatch API 
and the unique business rules and 
processes of each enterprise (e.g. some 
need quoting, some need payment, 
some do not, etc.) As such, they needed 
a wholistic vision for the entire end to 
end experience so that the Dispatch 
API would remain transparent and 
supportive of the UX (instead of 
dictating it). 
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Dispatch.me
Mobile field service pla/orm for home services company

Solu=on (Cont.)
I also lead a design strategy project to envision a 
"KPI Dashboard" that had three key objectives: 

• Help customers see the value 
• Inform the types of analytics needed
• Provide a sales aid for the CEO 

Working closely with the COO, we synthesized 
a design that would balance the needs of the 
enterprise clients while also showing what 
analytics could theoretically be gleaned from the 
service once scale had been reached. 

Once the strategy work and sketching was done, 
I oversaw the UI execution and re!nement by 
Dispatch's contractor designers.
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Disclosure and Funding
I was an investor as well as a product 
design and UX consultant for In!nio. 
"ey raised over $24M in funding 
(Series A and B).  

Solu=on
I helped the management interface 
software architect design a dashboard 
interface that would allow for simple 
operation of the caching tool, while also 
showing the business value obtained. 
E#ectively, it was both a management 
console, and a sales tool. 

By focusing on the end customer's goal 
of "how much am I saving," we came up 
with a unique method to display the 
savings: since most buyers can't quantify 
the $-value of "IOPS," we translated 
the e$ciencies gained by the cache to 
terms much more familiar to a CIO or 
purchaser: disk drive equivalents. Since 
disk drives are much easier to price than 
IOPS, it made it easier to estimate the 
value ($-savings) obtained by the 
caching.

Client Problem
In!nio had one clear problem they 
needed the design of their management 
interface to solve:  "how do we show the 
value of this service to the end user and 
the purchaser?" "e system o%oads 
storage requests (IOs) from the disks 
and services them via a unique memory 
caching algorithm they developed. 
E#ectively, this allows business to 
purchase less physical storage while still 
achieving high performance (IOPS) for 
the accelerated datastores.

"e tool is also unique in that it only 
had a single on/o# button: Accelerate. 
However, since the tool was 
downloadable software (try before you 
buy), it would need to convey the value 
being provided clearly.

In!nio
Cache-based performance (IOPS) accelera=on for storage systems in the SMB market
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About this "Before" Sample
!is dashboard sample is not my work; 
it re"ects the dashboard of this tool 
prior to my engagement.

Client Problem
Managing application and storage performance in the data center is tricky. 
From cloud to on-prem, storage, compute, networking, and memory can all be 
sources of performance issues for the storage  manager or IT generalist. In 
addition to getting ahead of problem, the value in this software was providing 
excellent root-cause analysis, evidence, and remedial steps when applications 
and resources are not performing (running as fast as they should).  !e primary 
goal of this product redesign was this: to reduce the tool-time e#ort currently 
imposed on users and expedite troubleshooting. 

After engaging in research with stakeholders and users, I helped the client 
come up with the following use cases and problems that needed to be 
addressed in the redesign:

• Identify if a storage resource is in trouble (non-performant)
• Move root cause analysis into the software instead of forcing the customer to 
piece together complex analytics to understand problems 
• Provide just enough supporting evidence to help customers understand 
whether to trust the software conclusions or to validate manually 
• Provide speci$c remedial actions for issues
• Predict performance issues before they happen
• Understand if the actual appliance itself is causing problems (this software 
ran as an "appliance;" a local VM)
• Reduce time spent in the tool (in general, if you're in the tool, there's a 
problem)

befo
re

NetApp's OnCommand Insight Balance
Storage and VM performance monitoring, analy=cs, and management tool

(formerly Akorri BalancePoint)
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Solu=on
While this application has a ton of "details" and "drilldown" screens, part of the goal of 
the redesign and its incorporation into the NetApp suite of tools was to reduce time 
spent in the product altogether. !is dashboard's job was surface enough supporting 
evidence for problems such that drilldown may not be needed. My engagement with the 
lead architect and product manager was "full stack," including advice, sketching, UX 
direction, user research, usability testing, and visual UI design. Key strategies in the 
design included:

• Software instead of human root-cause analysis for abnormal storage performance 
changes (what happened and what resource caused it?)
• Surfacing VMs and vHosts currently, or recently in trouble, and helping the customer 
understand through analytics whether the performance abberations were normal or 
abnormal based on 6-week consumption (selected since it shows the most common 
month-long business cycle)
• Clarifying what resources were actually being monitored (there can be 1000s of 
separate entities) so that the user can draw appropriate conclusions

Results
Akorri and BalancePoint were successfully acquired by NetApp in 2012. I stayed on to 
help NetApp integrate the best aspects of BalancePoint's UX and product value into 
their tool which would eventually be called OnCommand Insight Balance. 

Client Problem
IT software is complicated, and the 
inner workings of datacenters are 
probably the pinnacle of complexity in 
computing. As an IT manager, keeping 
business applications running is the #1 
goal, and any downtown due to 
performance (or other) issues is quite 
simply, very bad for business. As a 
storage manager or IT generalist, you 
want to get ahead of performance 
problems. When you can't get ahead, 
you want the software to do as much of 
the root-cause analysis and 
troubleshooting for you so that remedial 
action can take place ASAP. !e 
primary goal of this product redesign 
was this: to reduce the tool-time e"ort 
currently imposed on users and expedite 
troubleshooting. 

NetApp's OnCommand Insight Balance
Storage and VM performance monitoring, analy=cs, and management tool


