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Journey Map | EdTech Purchasing - Evidence-exhaustive Map

To better understand edtech solutions,
products are scoped according to
district needs, resources are reviewed,
and connections are consulted.

An identified need or edtech interest
sparks the beginning of product
discussion and investigation in the
district.
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“The ISTE Standards have informed implementation
practices.”

"Everything starts with the learners' needs."

"We have instructional programs that teach
teachers and administrators how to correctly use
program effectively and how to use data, we even
teach students how fto interpret their own data.”

“The evidence is used early on because there's so
much out there that using it early helps us narrow
down our options.”
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Select edtech are brought in to be
piloted in order to obtain
contextualized data on its efficacy in

meeting the desired goal.
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“We find a teacher per grade level who's willing fo
try it, facilitate feedback, and collect data on basic
usage.”

“We want to collect more formative assessment
data to understand how grade levels change.”
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The edtech that fulfills the necessary
requirements and meets the desired
goal moves into procurement and
implementation.
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“The experience in-house is the most important
piece of information.”

“Products are useless without quality professional
development and keep-up with it, can't have PD
once and expect teachers to use it.”
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Reading guide: Evidence-exhaustive journey map
The journey map outlines key touchpoints and substeps of decision-making in the EdTech purchasing process, from
recognizing a market or district signal, all the way to purchase and scaling. The map captures an exhaustive list of all

consulted sources of evidence at a given substep.

A deep dive into the barriers and drivers per substep is conducted.
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A key step that edtech purchasers
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bringing a product to the district.
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Sources of evidence
Evidence that is engaged at a substep
Substep touchpoint, denoted by anicon.
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