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Customer Requirements Development

Stage:  

Requirements Development (Global) 

Description:  

Customer requirements consist of the stakeholder needs, expectations, constraints, interfaces, operational concepts and product concepts.  Customer requirements are directed at making work tasks easier for the customer.  Stakeholders include customers, end users, security personnel, developers and testers.  

Use techniques for eliciting stakeholder needs, expectations, constraints and interfaces for solving a problem related to the work that needs to be accomplished.  Organize the requirements into documented customer requirements.  Verify requirements and establish acceptance criteria.  

Entry Criteria: 
The following shall be completed before beginning this procedure:

· JON to charge the requirements effort

· Dynamic Object-Oriented Requirements System (DOORS) tool
· Previous requirements artifacts if they exist.  NOTE: This may not be the first time that these global procedures (Customer Requirements Development, Product Requirements Development [RDPR003] and Requirements Validation [RDPR004]) are executed.  These global procedures are iterative and should be implemented periodically to detect changes in the stakeholders and their requirements.

Procedure Steps:  (These steps are not necessarily performed sequentially.)
1.   Project Manager:  Identify requirements team.   

All artifacts in the steps in this procedure are updated as people and information change.

Identify the team that will interact with stakeholders and develop customer requirements.   The Requirements Analyst is on the team to provide general requirements skills and other members of the team must augment those skills with functional, operational and organizational expertise in the customer domain.

2.   Project Manager:  Update stakeholder information. 

Identify the organizations, their representatives and other stakeholders that are interested in the results of this project.  Determine their goals, influence and impact.  Capture any changes in the stakeholders or their interests and update the Stakeholder Identification and Assessment Template [RDTM002].   

3.   Requirements Analyst:  Define scope of work. 

Write a short paragraph or context model showing how the work fits in the overall environment.  The scope of the work can also be captured in a vision statement defining the customer requirements in terms of key stakeholders' and users' needs and high-level features.

4.   Requirements Analyst:  Create or update a glossary of customer terms.

Updating this glossary is a continuous effort.  
5.   Requirements Analyst:  Elicit customer requirements.  

Pick one or more of the techniques listed below to elicit customer requirements from stakeholders.  This is an iterative process and several techniques may be employed with the results of one technique leading to another technique.  It is possible that a technique may be used several times as information from other techniques is developed. 

It is important to keep in mind that customer requirements are usually at a higher level than the product requirements and that attempts to define the customer requirements in detail will normally lead to the elicitation of the product requirements.  Techniques are as follows: 

      a. Observation of existing products, environments and workflow

      b. Extraction of directives from source documents, standards or specifications

      c. Concentration on specific characteristics of the problem or solution

         (1) Business Rule Definition:  An operating principle or policy that the solution must satisfy.

         (2) Constraint Definition:  A restriction on the degree of freedom that exists in providing a solution to the problem.  A global requirement for the solution.

         (3) User Stories:  A high-level requirement including behavioral requirements, business rules, constraints and technical requirements.  Details follow in conversations with the author of the user story.

         (4) Functional Requirements:  Concrete actions that the solution must provide.

         (5) Non-Functional Requirements:  Behavioral properties that the solution must have such as performance, security, maintainability and usability.  They are sometimes called Quality of Service Attributes.
         (6) Brainstorming

         (7) Joint Application Development Session:  A more structured approach to brainstorming

         (8) Technology demonstrations of potential approaches to parts of the problem

         (9) Questionnaires, interviews and views of operational scenarios

        (10) Simplified Use Cases:  A more structured approach to operational scenarios capturing the intentions of a user in a manner independent of technology and implementation 

        (11) Use Case Diagrams:  A collection of use cases, actors and their associations usually at the system boundary

        (12) Usage Scenario:  A single path of logic through one or more use cases or user stories possibly including some of the alternate paths of the use cases

        (13) Change Case:  A description of potential new or modified customer requirements

        (14) Business Case Analysis:  Based on IDEF Modeling

        (15) Prototypes and Models

                (a) Data Flow Diagrams


    (b) Entity Relationship Diagrams


    (c) Control Flow Diagrams


    (d) UML Activity Diagrams:  Documents the logic of a method, use case or business process


    (e) UML Class Model:  Shows classes and their interrelationships and the operations and attributes of each class


    (f) Low Fidelity User Interface prototype:  Represents general ideas behind the user interface, but not exact details


    (g) Class Responsibility Collaborator Model:  Class Name, responsibilities (things a class knows or does) and the names of other classes that help this class fulfill its responsibilities.

        (16) Reverse Engineering (for legacy products)

        (17) Other Techniques:  The techniques above are not exhaustive and they can be supplemented or replaced by other elicitation techniques.  Some examples of other techniques are quality function deployment and the business modeling and requirements disciplines of the Rational Unified Process.

6.   Requirements Analyst:  Verify consistency of requirements information.  

Information gathered by the elicitation techniques must be verified to insure that the stakeholder information is consistent.  Resolve conflicts and determine if any information is missing.  (Example: Does part of the solution depend on data that has no identified source?)
7.  Project Manager:  Appointment of DOORS Project Database Manager.

Appoint DOORS Project Database Manager and submit appointment to SSG Corporate Configuration Management.
8.   Requirements Analyst:  Document customer requirements in DOORS. 
Organize the customer requirements in DOORS and use either the General Requirements Specification Template [SWTM012] or all of the following three templates: Concept of Operations [SWTM024] System Subsystem Specification [SWTM023] and Software Requirements Specification [SWTM022].

9.   Lead Functional Analyst:  Evaluate customer requirements and outline acceptance criteria.

      a. Evaluate customer requirements to assure they can be validated and outline acceptance criteria.  Link the acceptance criteria to the customer requirements in DOORS.  Some examples of acceptance criteria are:  fit criteria, operational scenarios with expected results or high-level drafts of test scripts with expected results.  The fit criteria are objective measures of the requirements meaning.  The fit criteria identify some observable aspects that will determine if the customer requirement is satisfied. 

      b. If the customer requirement is at such a high level that it cannot be associated with acceptance criteria, then the customer requirement must eventually be replaced by derived requirements that have acceptance criteria.
Exit Criteria: 
The following work products are a result of completing this procedure:

· Updated stakeholder information
· Glossary of customer terms

· Documented customer requirements in DOORS

· Verification of the customer requirements

· Established acceptance criteria for customer requirements
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