busHec-aHanm3

Tema 4



bepexnmnBbin noaxon

Omupanme: Bpema npocros, Tpaucnopmposka: MoTep Al Hbie
BPEMA OMUAAHMA o4Hepeam, BPEMA U YCWIUA NO NEPemMeLLeH uio
OMMUAAHME COTrNACcCoBaHMA yero-nubo BHYTPU Npouecca

WUAK MEX Y NPOLLeccamu

MNepemewenue: MNroxoe
NAAHUPOBAHUE U HEPALLMO HANbHOE Dedekmi: Yro-nubo
Pa3meLeHme HacTo NPUBOAAT | & HENPUEMAEMOe ANA KANEHTA,
K UINMUIHUM NEPEMELEHUAM Y _ o 7 nanonenka unu PEMOHT

Mepenpoussoacreo: w 3anacbi: Hanpumep, ocTarku
Npouzsoacreo Gonbwe M mMaTtepuanel, KOTOpble
HeobxoAUMOTro UNK paHblue, He UCNO/NIb3YIOTCA B Npouecce
Yyem Heo 6xo Mo 7 notepb MAK B TEKYLLEM AeHCTBUM

!

WManuwnan obpaborka: genat Gonbwe paboTel,
4em 310 HeobxoaAuMOo ANA Co3AaHKUA
LeHHOCTH ONA KNWeHTa

Tauntn OHo, Toyota



[MpunHuunbl Lean B pa3paboTtke npoaykra

OpueHTnpynca Ha cos3gaHne LLEHHOCTU
[Monb3oBaTternb -- LEHTP TBOErO0 BHUMaHUA
PaboTtan unknamu (Mtepauymammn)

byab npouue!

He Bouncsa owmnbntbca Ha paHHeEM aTane
Ontumnaunpym ceom workflow (mnoTok paboTbl)

SRSl



[MpunHuunbl Lean B pa3paboTtke npoaykra

1. OpueHTupyncsa Ha cosgaHme LeHHOCTH

a. CospgaHHas ueHHOCTb BaxxHee hopmManbHOro “Boixoga” paboTbl
b. TNpuoputetnbl BaxkHee Bcero (Must Have >> Nice To Have)
C. TO YTO HE HY>KHO NOMb30BaTENIO -- HE HY>KHO AenaTb

[Tonb3oBaTtenb -- LeHTP TBOEro BHUMaHUS
PaboTain umknamu (utepaumnsamm)

byab npouue!

He 6onca olumnbutbcs Ha paHHEM aTane
Ontnmnanpyn ceon workflow (notok paboTsl)

O 0s W


https://ru.wikipedia.org/wiki/%D0%9D%D0%B5%D1%80%D0%B0%D0%B2%D0%B5%D0%BD%D1%81%D1%82%D0%B2%D0%BE

[MpunHuunbl Lean B pa3paboTtke npoaykra

R

OpueHTUpYICcsa Ha co3aaHne LIeHHOCTH

[lonb3oBaTernb -- LEHTP TBOEIro BHNMaHNA

a. OpueHTupynca Ha nonb3oBaTenen, a He Ha TO, YTO enakT KOHKYPEHTOB
b. TMpoaykT -- BCero nub CcpeacTBo ANs AOCTMXKEHUSA Lenun

c. OpraHusyn obpaTHylo CBA3b C NONb3oBaTENAMU

d. Cnpawwusau y nonb3oBaTenen o NnOTpebHOCTSAX, a He O peLleHNax

PaboTtan unknamu (Mtepauymammn)

byab npouue!

He 6ouncsa owmnbntbca Ha paHHeEM aTane
Ontumnaunpym ceom workflow (mnoTok paboTbl)



[MpunHuunbl Lean B pa3paboTtke npoaykra

1. OpueHTupyncsa Ha cosgaHme LeHHOCTH
2. [lonb3oBaTtenb -- LUEHTP TBOEro BHUMAHUA

3. Pabortaun yuknamu (ntepaumnamm)
a. HauuHau c ManeHbKuX Lwaros
b. MVP
c. O6paTHada cBa3b Ha KaXXaoMm Lary
d. Wrtepupyn noka He nony4ullb TO, YTO HY>KHO MOJSIb30BATESIO
4. byaob npoue!
He 6onca olumbutecs Ha paHHEM aTane
6. Ontmmnanpymn ceon workflow (MOTok paboThbl)

o



[MpunHuunbl Lean B pa3paboTtke npoaykra

BN~

OpueHTupyncda Ha cosgaHue LLeHHOCTH
[Tonb3oBaTesnb -- LeHTP TBOEro BHMUMaHUS
PaboTtan unknamu (Mtepauymammn)

byab npouue!

a. He ycnoxHan (npuHumn KISS)!

b. ®oKyc Ha TOM, YTO AENCTBUTESNBHO BaXXHO N HY>XHO
c. Jlyywe BbIKMHYTb HEHYXXHblE dn4mn, YeM 00BaBNATb HOBbIE

He 6oncs owimnbutbca Ha paHHEM aTane
Ontnmnanpyn ceon workflow (notok paboTsl)



https://ru.wikipedia.org/wiki/KISS_(%D0%BF%D1%80%D0%B8%D0%BD%D1%86%D0%B8%D0%BF)

[MpunHuunbl Lean B pa3paboTtke npoaykra

OpueHTUpynca Ha co3gaHme LEHHOCTH
[Monb3oBaTenb -- LEHTP TBOEr0 BHUMAHUS
PaboTtan unknamu (Mtepauymammn)

byab npouue!

He 6onca olumnmbutecs Ha paHHEM aTane

a. AganTMBHOCTb
b. KanaseH -- HenpepbIBHOE COBEPLLEHCTBOBAHNE

6. Ontmmnanpymn ceomn workflow (noTok paboThbl)

ok owbdh-=


https://lifehacker.ru/kaizen/

[MpunHuunbl Lean B pa3paboTtke npoaykra

OpueHTUpynca Ha co3gaHme LEHHOCTH
[Monb3oBaTenb -- LEHTP TBOEr0 BHUMAHUS
PaboTtan unknamu (Mtepauymammn)

byab npouue!

He 6onca olumnmbutecs Ha paHHEM aTane

Ontumnaunpym ceom workflow (mnoTok paboTbl)
a. [MnaHnpyn geaTenbHOCTb, YTObbI paboTaTb “TOYHO B CPoOK”
b. W3beran WIP-level notepk (ot Work In Process)

SRSl



https://worksection.com/blog/just-in-time.html
https://worksection.com/blog/work-in-progress.html

CokpalleHue noTepb Ha YPOBHE KOMMNAaHUM

e Kaxablii NPOEKT KOMMNaHUM AOMKEH
COOTBETCTBOBATb €e cTpaTerum
e [1na aToro 3anpockl Bcex 6usHec-

nogpasaeneHnin JOMKHbl bbITh:
o [lony4yeHsl
o  OueHeHbl
o  [lpuoputesmpoBaHsbl

e Jlyywee pelueHue -- Hannumne
BblAE€NEeHHON KOMaHabl apXUTEKTOPOB,
On3Hec-aHanNMTUKOB N MEHEOXXEPOB
NPOAYKTOB

e [Insa ynpaBreHusa cTpaTternyecknm
6aknorom TpebyeTcsa NoHMMaHue busHeca,
TEXHNYECKNN 3HAHUSA N CUCTEMHOE
MbILLINEHNE

PRODUCT

STRATEGY

WHY VISION







PaspaboTunku “busHec”

“busHec” n paspaboTymkm paboTaroT C pasHOW CKOPOCTbIO
N BOCMPUHMUMAIOT BPEMS MO-pPasHOMY

OTCyTCTBI/Ie CUHXPOHU3aLUUN N MOHNMaHUA BO3MOXXHOCTEN
KOMaHAdbl NpUuBOAONT K TEXHNYECKOMY O051TY



Mo3uTnBHOE
BIIUSIHNE

HeratusHoe
BNUsHNEe

Buanmoe

HeBugnmoe

TexHU4Yeckun gonr
(Technical Debt)




TpeboBaHUs K NPOayKTY

Business Case Document Vision and Scope Document Statement of Work Document
Bonblwure npoekThl (Type-A) CpegnHue npoekTbl (Type-B) Ynyywenus (Type-C)

e busHec-TpeboBaHus: e Vision & scope: TpeboBaHus e SOW gokyMeHT Ha 1-2
noYyemy Hy>keH HOBbIN Ou3Heca, cnncok as npoekTa CTpaHuULbI C ONMcaHnem scope
NpoayKT n omy Ha Kaxkayto asy + paboT

e Scope: onpeaeneHune BbICOKOYPOBHEBbIN KOHTEKCT
HeobXxoauMbIX U4 N nx
npuopute3aund

e  KOHTeKcT: Kakune gpyrue
cuctembl 6yayT
3aeNCTBOBaHbI

e Cost & benefit analysis:
HaCKONbKO 3aTpaTeH
BblOpaHHbIN scope

e  Pucku: ngeHtTudukaums n
npoTMBOOENCTBUE



[Tpunoputesaums TpeboBaHuin

High Priority

(Must Have) Medium Priority

LleHHOCTb

Low Priority

Medium Priority (Nice to Have)

TpyaHocTb pa3paboTku



[Tpunoputesaums TpeboBaHuin

MoSCoW

e Must have

o Kputnyeckun saxkHoe TpeboBaHune

o Kputepun ycnexa: ecnv He caenaHo, To NPOEKT Hemb3s CYUTaTb BbIMNOSHEHHbIM
e Should have

o BaxHoe, HO MOXeT BbITb caenaHo No3xe

e Could have

o He BaxHoe, HeQOPOroe, HO MOXET YNYyYLUUTb NONb30BATENLCKUIA OMbIT
o Bkniovaem B penus, ecnv ectb cBO6OAHbIE pecypchl

e \Won't have
o He HyXHO cenyac, BO3MOXHO ByaeT HY>XHO No3xe



[Tpunoputesaums TpeboBaHuin

[Monck wow-goyHKL MM
(mopenb KaHo)

Extreme Delight

Excitement
Generators

Performance Basic
Expectations




[Tpuoputesaumsa TpeboBaHum

80/ 20, ny4ywee --
Bpar XopoLlero

Ureo-AenacTmonKerierpeHs
Kakne npobnembl OMKeH pewwaTtb MOU NPOAYKT



http://baguzin.ru/wp/avinash-diksit-barri-nejlbaff-teoriya-i/

Kn3HeHHbIN LMK Lean npoekTa

Penus
HavanbHas
noes \
MnoTes3a

BupeHue
-~ _ Cpenanu Ha6niogeHne s’ uzes
/‘ YyTb-YyTb N n3MepeHune
duHaHChbI
MpoaykT
MnBoT
“HexwunBas” nges

3akpbITne



Kenc

Business
= e Hekas komnanusi CEC npopaet TB, foMalLHMe KMHOTeaTpsl,
An a lys I s DVD nneepbl Yepes Aunepos
[ ]

KomnaHusa

e [lnnepbl OTBETCTBEHHbI 32 NPOAAXN M PEMOHT TOBApOB
Mooaep»kka nonb3oBaTernen ayTcopcuTes
&Y e YueT 1 NpoAaxu BHyTPY KOMMaHUM OCYLLLECTBNSIETCS Npw

s ¢
A Techniques

xS 100k nomowin ERP n CRM cucrtem

.: N

Strategic L Y Qua

Analysis g A anag
\ >

Methodology Book

Usability
Agile

_BA»WQRKS EMRAH YAYICI



Kenc

4 NMoTpebHocTn GM3Heca (Business Need)
Business

® e CaunT KoMnaHMM He NO3BOSISIET NpoAaBaTh, TaKKe HET
An a lys l s MOOUNBHOIO NPUIOXEHNSA
e ObocTpunacb KOHKYPEHLUUS C cCanTaMu, KOTopble NpoaatoT
CXOXMe TOBapbl MO CHMKEHHBIM LieHaMm
v e CMO koMmnaHuu cynTaeT HeobxoaMMbIM CO34aTb OHMNAWH

Te(hn iques

g, 108 KaHan npoAax Yepe3 MoBUNbHOE NPUNOXEHME

= \ =
@ I o Yoo @ e Y KOHKYPEHTOB TaKVX MPUMOXEHUN HET, NO3TOMY OYEHb
Analysis 5 AsSSUT, 3 3Q

B Ba)KHO NoObICTpee BLIBECTU €ro Ha pPbIHOK (Yepes 2 mecsua)

N4

Usability
Agile

Methodology Book

_BA~WORKS EMRAH YAYICI



[TpoeKT: bnu3Hec-TpebdboBaHUS

Business Requirements Priority

Compete with e-commerce sites that sell consumer electronics| High
products with discounted prices

Develop mobile channel earlier than other consumer High
electronics companies for first mover advantage

Benefit from instant buying requests of customers by fastand | High
secure checkout with a few clicks on the mobile application

By mobile sales improve scale that is currently limited to the High
number and visibility of dealers

Implement an omnichannel strategy that improves dealer Medium
visibility, operations and sales

Position mobile application as a storefront where customers | Medium
can view and compare products

Improve customer experience by always being connected with | Medium
CEC customers, receiving their feedback and monitoring their
digital footprints




[1poeKT: scope

Scope/Features

Priority

Business Requirement
Mapping

Customers can review and
rate products

Medium

Improve customer experience
by always being connected with
CEC customers, receiving their
feedback and monitoring their
digital footprints

Customers can search which
dealers have a specific
product in stock

Medium

Implement an omnichannel
strategy that improves dealer
visibility and sales

Customers can track the
status of their orders

Medium

Implement an omnichannel
strategy that improves dealer

different models of CEC
products

Customers can view detailed| High | Compete with e-commerce sites

information, such as images, that sell consumer electronics

prices, and technical specs of| products with discounted prices

CEC products and buy them

24-7 by paying with their Benefit from customers’ instant

ireditand debitiaris buying requests with fast and
secure checkout in just a few
clicks on the mobile application
By mobile sales improve scale
that is currently limited to the
number and visibility of dealers
Position mobile application as a
storefront where customers can
view, compare and buy
products

Customers can compare High | Position mobile application as a

storefront where customers can
view, compare and buy
products




[1poexKT:

cost-benefit analysis

Estimated Sales Revenue
200,000,000

150,000,000

100,000,000

2013 2014 2015 2016 2017

m Saes Revenue without Mobile Channel m Sales Revenue with Mobile Channel

Saes Revenue from Mobile Channel



[1poekT: cost-benefit analysis

Income from Mobile Channel 2012 2013 2014 2015 2016 2017
Sales Revenue without Mobile Channel 50,000,000 | 70,000,000 | 90,000,000 | 100,000,000 | 120,000,000
Sales Revenue with Mobile Channel 55,000,000 | 80,500,000 | 110,000,000 | 125,000,000 | 155,000,000
Sales Revenue from Mobile Channel 5,000,000 | 10,500,000 | 20,000,000 | 25,000,000 | 35,000,000
Net Profit Margin 5%

Net Profit from Mobile Channel 250,000 525,000 1,000,000 1,250,000 1,750,000
Cost of Mobile Channel

Initial Cost of Maobile Project 750,000

Cost of Enhancement / Maintenance 150,000 100,000 50,000 50,000 50,000
Total Cost 750,000 150,000 100,000 50,000 50,000 50,000
Net Income From Mobile Project (750,000) 100,000 425,000 950,000 1,200,000 1,700,000
Interest Rate 5%

NPV 2,870,609

Pay Back Year 2015




[1pOEKT: pUCKHK

CEC may still not
compete with other
online channels due
to their low prices

High

High

The prices on mobile
channel should be
discounted compared to
regular prices. Dealers
should be convinced that
in total they will not lose
income since orders via
mobile channel will be
redirected to them and
their sales commission
will compensate for the
lost direct-sales income.

received on the
mobile channel,
instant buying desire
of the customer may
be lost while waiting
for the dealer to
contact him or her.

Risks Impact | Possibility | Priority | Mitigation

Sales on mobile High High High | When a customer buys a
channel may hurt the product via mobile
relationship with application, this order
dealers which have will be sent to the dealer
been the sole seller of at the nearest location to
CEC products until the customer. Dealer will
now. Dealers may deliver the product to the
react negatively to an customer and will be paid
alternative sales a sales commission by
channel and become CEC.

reluctant to sell CEC

products.

If the payment is not High Medium High | When a customer orders

a product via mobile
channel, he or she will
have to make the
payment in advance with
a debit or credit card.

A customer searches
for a dealer on the
mobile application
and then visits the
store, but the product
heor she is
interested inis out of

Medium

Medium

Medium

There may be a feature on
the mobile application
that allows users to
search which dealers
have a specific product in
stock and see the address




Pennabl; Paza 1

Feature

Priority

Business Requirement
Mapping

Feature

Priority

Part of Core
Version?

Metho dologflPhase

Customers can view
detailed information, such
as images, prices, and
technical specs of CEC
products and buy them
24-7 by paying with their
credit or debit cards.

High

Yes

Waterfall 1

different models of CEC
products.

Customers can view High | Compete with e-commerce sites

detailed information, such that sell consumer electronics

asimages, prices, and products with discounted

technical specs of CEC prices.

products and buy them 24-

7 by paying with their Benefit from instant buying

srsdicardabist s requests of customers by fast
and secure checkout with a few
clicks on the mobile application.
By mobile sales improve scale
thatis currenty limited to the
number and visibility of dealers.
Position mobile application as a
storefront where customers can
view, compare, and buy
products.

Customers can compare High | Position mobile application as a

storefront where customers can
view, compare, and buy
products.

Customers can compare
different models of CEC
products.

High

Yes

Waterfall 1




Penusbl: ®asa 1

e B nepson gpase ncnosnwbsosarcs waterfall

e Pas3paboTka bObina 3aBepLueHa B CPOK (2 mecsiua)

e Y[Oanochb 3anyCcTuTb MOOUNbHbBIN KaHas paHblUue KOHKYPEHTOB

e KonnyectBo ckaymMBaHU MPUITOXKEHUA NPEBLICUITO OXUOAHUS

e KonnyecTBO 3aKa30B Takke OKa3asioCb Bbille rnepBoHavarbHbIX OLEHOK

PesynbTart: [Mo3TOMYy ObINO PELIEHO MHNLMMPOBATL BTOPYO dasy.



Penusbl: $aza 2

e [lnqa BTOpOM dhasbl Obi BbiOpaH agile
e Bnapgenbuem npoaykra ctan ctapLunm aHannTmMK KoMaHabl
e Medium donum 6bINM pasdbuTel Ha 2 cripuHTa No 3 HEAENN KaXKabIn



Penusbl: $aza 2

Feature

Priority

Business Requirement
Mapping

Customers can review
and rate products

Medium

Improve customer
experience by always being
connected with CEC
customers, receiving their
feedback and monitoring
their digital footprints.

Customers can search
which dealers have a
specific product in stock

Medium

Implement an omnichannel
strategy that improves dealer
visibility and sales.

Customers can track the
status of their orders

Medium

Implement an omnichannel
strategy that improves dealer
visibility, operations, and
sales.

Customers can cancel
orders

Medium

Implement an omnichannel
strategy that improves dealer
visibility, operations, and
sales.

Feature Priority Part of [PhaseMethodologySprint
Core
Version?
Customers can Medium| No 77 Agile 1
review and rate
products.
Customers can Medium| No Z Agile 1
search which
dealers have a
specific product in
stock.
Customers can Medium| No 2 Agile 2
track the status of
their orders.
Customers can Medium| No 2 Agile Z

cancel orders.




Penusbl: $aza 2

e [locne 3aBepLueHnda CrnpmnHTOB OblNno YCTaAHOBJIEHO ClieyoLlee:
o [lokynatenu nsy4aroT penTUHIM TOBApOB 1 0030pbl APYrMX Norb3oBaTenen nepes noKynkon
o [lokynatenu oTcrnexusanu COCTOAHNE CBOUX 3aKa30B Yepes NpunoxeHue, a He Yepes
customer support

e CMO 6bIn1 cyacTnuBe, peLueHo AobaBnTb eLle HECKOSbKO hny
(ewwe 2 cnpuHTa)



Penusbl: $aza 2

Feature

Priority|

Part of
Core
Version?

Phase

Methodology|

Sprint

Customers can rate
and comment on
dealer service
quality after delivery
and setup of the
products.

Low

No

Agile

Customers are
notified about
campaigns and
promotions when
they are nearto a
CEC dealer.

Low

No

Agile

Feature Priority | Business Requirement
Mapping

Customers can rate and Low | Implement an omnichannel

comment on dealer service strategy that improves

quality after delivery and setup dealer visibility, operations,

of the products. and sales.

Customers are notified about Low | Recognize location of

campaigns and promotions customers, and send them

when they are nearto a CEC contextual offers to increase

dealer. marketing return on
investment.

Customers are rewarded with Low |Improve loyalty of

coupon codes when they customers.

connect to a CEC product via

the CEC mobile application.

Customers can login with Low | Create evangelistic

social media accounts and
share information about CEC
products.

customers who share
information about CEC
products.

Customers are
rewarded with
coupon codes when
they connect to a
CEC product via
mobile application.

Low

No

Agile

Customers can log in
with social media
accounts and share
information about
CEC products.

Low

No

Agile




Penusbl: $aza 2

e ®duya c KynoHamu onpaBaana cebs -- bonbLUe NoKynaTenen n BO3MOXHOCTEN
ONs Kpocc-npoaax

e KOHTeKCTHbIN noka3 opdepoB, HAOOOPOT, HE NOMbL30BaNCcs NONynAPHOCTbIO
-- ero pewwunm ybpatb

e HekoTopbiM gunepam 3epbl CTaBUN MarieHbKUA PEUTUHT, MOSTOMY peLLunmn
OCTaBUTb CaMy BO3MOXHOCTb BbICTaBIIEHNA PEUTUHIA, HO NOKa3blBaTb €ro
pearibHOe 3Ha4YeHne TOSIbKO caMoMy aurnepy



TpeboBaHus

Monb3oBaTenbcKkue
TpebGoBaHuA

Kakum nonb3oBaTenbCcknum Lenam (noTpebHoCTAM) AomKeH
yOOBNETBOPSATb NPOAYKT

®PyHKUMOHaNbHbIE
TpebGoBaHuA

Kakoln (pyHKUMOHANbHOCTBIO JoMmKeH obrnagate NpoaykT,
4YTOBbI COOTBETCTBOBATL MOSb30BaTENbCKUM TPeboBaHUAM

HedyHKUMOHaNbHbIE
TpeboBaHuA

Kakmum obpasom gomkeH dyHKLUMOHMPOBaTL NPOAYKT,
4YTObObI 0OEecnevmBaTh Ka4ecTBo (103abmnNuTw,
NPOV3BOANTENBHOCTb, KOH(PUAEHUNANTBHOCTD,
6e3onacHocCTb)

busHec-npaBuna

Ycnosusi, orpaHnyeHmnsi, oopmyrbl, KOTopble 6yayT
NPUMEHSTbLCA Npu paboTe ¢ cMCTeMOM




TpeboBaHus (Burepc)

L N busxec-
Tpe6oBaHus npasuna

~ 4 [10KyMEHT KOHLeNUMM 1 rpanuy
\

\

Cneuundcpukauma Tpebosanmii k M0




HekoTopble XxopoLume NpakTUKu

e [loHATb, YTO TPpeboBaHUS B NOTHON MEPE HE MOryT ObITb peann3oBaHbl
(TEXHMYECKUIN YPOBEHb, YPOBEHb KOMaHb!)

e B nepsyto o4epenb crnipawmBaTb, YTO HYXXKHO MNOMb30BaTENSAM, @ HE YTO HY>XHO
caoenartb

e He 3aumknmBaTbCsa Ha OQHOM peLLUEHUN, BCeraa nckaTtb anbTepHaTuBY

e [lposiBNATb KpeaTuB Ha CTapTe NpPoeKTa U METOAUYHOCTL NMPU 3aBepLUEHUN
onucaHus TpeboBaHum

e [oBoputb “HeT” (M oOTCTamMBaTb NO3NLNIO), ecnin TpeboBaHMA He
yOOBIETBOPAIOT NOMb30BaATENBCKUM HY>XAaM

e [IpuBnekaTb TEXHUYECKYIO KOMAHOY Ha paHHUX aTanax obcyXaeHns

e He nbiTaTbCA 32 OOMH pa3 PELLUNTb BCE BOMPOCHI: 3a4eM, 4YTO, Kak



HekoTopble XxopoLume NpakTUKu

CnywaTtb He Tonbko 6usHec, HO 1 Nonb3oBaTtenen (‘remba’)
Pacno3HaBaTb ga-nwogen n HeT-nogen

NckaTb 6anaHc mexay nepdekumMoHn3mom n “6rin3opykocTbio”

bbicTpoe npoToTUNMpoBaHme

ccnenoBaTb KOTHUTUBHBIE NOBYLLKW, KOTOPLIE HE MO3BOSIAOT MOSTy4YnUTb OT
YyerioBeKka To, YTo TpebyeTcd

Jlydiwe nony4nTb HEBEPHLIWM OTBET Ha NPaBUIIbHbINM BOMNPOC, YEM HAaobopoT
INyywe “pyraTtbca” Ha ctaguu cbopa TpeboBaHM, YEM NOTOM

“HeT 6onbLumx npobnem, ectb MHOro maneHokunx” (I'. ®opna)

N3yyanTte cnctemy n cBsian BHYTPU Hee, YTOObI nydlle CoCTaBnATb
TpeboBaHuA 1 cnpaenaTbed ¢ CR



3afava aHanuTuka:

n3bexartb He3annaHNPOBaHHbIX
3anpoCcoB Ha U3MEHeHue
dYHKLMOHANbLHOCTH

(CR, Change Request)




Agile Waterfall

Monb3oBaTenbLckne nctopumn Monb3oBaTenbCcKne cueHapum
(User stories) (Use cases)



[lonb3oBaTenbckme cLeHapum

CEC Customer

View and Order a
Product

Compare Products

Review and Rate
Products

Search for a Product
or Dealer

Track and Cancel
Order

MNMpouecc:
1. OnpegenuTb akTOpoB
2. Onpenenutb LIENX aKkTOpOB
3. Onucatb cueHapum B3anMoaenCcTBUS aKTOPOB C
cuctemomn
Use case:
1. HasBaHue, akTOpbl, ONUcaHme
2. [pepycnosue, Tpurrepsbl
3.  OcHoBHOM cLeHapui
4. AnbTepHaTUBHbIE CLEHAPWUN, UCKITIOYUTESNbHbIE
cuTyauuu
5. HedyHKUMOHamNbHbLIE TPEOOBaHMS
6. bwusHec-npasuna
7. TpegnonoxeHus



[TpaBuna paboThkl C use cases

® CLI,eHapI/II/I onncbiBalkOT AEeATEJIbHOCTb aKTOPOB MO AOCTUMXEHUIO UX Ll,eJ'IeI7|
o LWaru cueHapusi CoOOTBETCTBYIOT DYHKLUMOHANbHbLIM TpeboBaHUAM

e (OCHOBHOM CcUEHaApPWU ONUCLIBAET YCMNELIHOE B3auMMOAENCTBNE C CUCTEMON
@) AJ'IbTepHaTI/IBHbIe cueHapumn onnmcbiBardTCA OTAOESIbHO
o CueHapun He JOMMKHbI cogepXXaTb TEXHUYECKUX NOAPOBHOCTEN
O CLI,eHapI/II/I OonncbIBardTCA CO CTOPOHbI MNOJib30BaTes1A, HO BKIMHOYaTb NMPOTOTUMNbI HE HY>XKHO

e JlononHUTENbHO yKa3sblBalOTCA HE(YHKLMOHANbHbIE TpeboBaHUS

e [lapameTpusanpyunTte CBOU CLEeHapun, napamMmeTpbl NOKa3blBauTe B CeKLUmn
busHec-npasusn

e [IposicHaANTe HesicHble cuTyauum (assumptions, exceptions)



Use case

Use Case ID 01

Use Case Name| View and Order a Product

Actors Customer

Description Customer searches, finds, orders, and pays for an item.

Preconditions | Customer logs in to the system using an e-mail address
and password.

Postconditions| Order confirmation report is sent to the user via e-mail.

The dealer delivers the product.



Use case: 0CHOBHOW cueHapumn

Main
Scenario

8.
9.

Customer navigates to product selection page.
Customer selects the product category (TV, DVD,
speakers, etc.).

Customer views the displayed items under that
category and selects a particular one.

Customer views details of the selected item (image,
technical specs, color, size, availability, and price).
Customer adds the selected product to the shopping
list

Customer checks the accuracy of items on the
shopping list.

Customer checks the total amount of the shopping list
on the checkout page.

Customer enters shipping address.

Customer enters billing address.

10. Customer enters credit or debit card information.
11. Customer confirms the payment.

12. Customer views Order Confirmation Report.
13.Dealer gets the order (BR2).

14. Dealer delivers the product to the customer.



Use case: anbTepHaTMBHbIE CLIeHapun

Alternative
Scenario

Exception
Scenario

1.1. Customer does a search for the product instead of
navigating through the relevant category.

1.2. Customer views search results and selects the item he
or she is looking for.

1.3. Back to step 4 of Main Scenario.

8.1. If customer selects fast delivery, he or she is notified
with a message indicating that a commission rate will
be charged for express deliveries (BR1).

13.1. If the item is out of stock at every dealer, the
customer is notified that “the selected product is
currently out of stock” (BR2).



Use case: 1onofHUTErNbHO

Nonfunction
Requiremen

Business
Rules

NFR 1. Performance: After the customer confirms the
payment, the Order Confirmation Report should be
displayed within two seconds.

NFR 2. Usability: If the billing address is same as the
delivery address, the customer does not have to
enter the same data twice.

BR1. Express Delivery Commission = 1 percent

BR2. The dealer nearest to the customer’s shipping
address delivers the ordered item. If the ordered
item is out of stock at this dealer, the order is sent to
the second-nearest dealer store.

Assumptions | Al. Product availability data received from the ERP
inventory module is up to date and accurate.

A2. Dealer location data received from dealer
management system is up to date.



Use case: flow chart

“Search”
an item

Visit main
page

AN

If user selects fast
delivery she is notified
about commission rate

View
search Select the . SEE! i
View models to
results best <~
: models be
and select option
. compared
an item
y Select
Select View Select ngew compare
catego items oneitem | | L PIeeles
gory details models
option
Review
Add to and Enter Enter Enter ' View order
. . . . Confirm ) :
shopping | confirm — shipment —> payment > delivery avment confirmation
list shopping data data data pay report
list




[lonb3oBaTenbLCKME UcCTopun

Kak nonb3oBarternsb, 4 MOry mcnosb30BaTb Kak nonb3oBarernsb, 4 MOry pacKkpawmnBaTb
nannuTpy and HasHa4eHus uBeTa 3aMeTOK 3aMeTKN B pa3Hble LBeEeTa, YTOObI pa3fninyaTtb nX

B uem pasnuua?



[Tonb3oBaTenbLCKMe UCTOPUU

Kak nonb3oBaTternb, 1 MOry UCMNOSib30BaTb Kak nonb3oBaTtesib, 1 MOry packpalumBaTh
nanuTpy Ans Ha3Ha4YeHns LuBeTa 3aMeTOoK 3aMeTKM B pasHble LBeTa, YToObl pasnnyaTtb MX
e Feature e User Story
MNpeanaraetcsa rotoBoe pelleHne 3agaydu He npeanucbiBaeT KOHKPETHbLIX BapUaHTOB
nonb3oBaTens OOCTUXKEHUS Lenu

e OnwucbiBaeT peanusauuio e OnucblBaeT keunc nonb3oBaTend



[Tonb3oBaTenbLCKMe UCTOPUU

e OcHoBHOM WAabMoOH
o As a <role>, | want <goal> so that <benefit>
o A, Kak <ponb>, MOry <uUenb> Ans Toro, 4Tobbl <npuynHa/pesynsrar>

e [lpyrne wabnoHbl:
o In order to <receive benefit> as a <role>, | want <goal>
o As <who> <when> <where>, | <what> because <why>
o As a <role>, | can <action with system> so that <external benefit>
e [lpumepsl:
o Kak to3ep, 1 Mory octaBnsiTb KOMMEHTapUK K NpoaykTam, YTobbl Apyrne nonb3oBaTenn MOru
y3HaTb O MOEM OrbITe
o Kak to3ep, a8 Mory HanTu agpec dnuxanwero gunepa, y KOToporo MOXHO KynnTb
NOHPaBMBLUMNCS MHE TOBap
o Kak to3ep, 1 Mory oTcnexmBaTb COCTOSIHUE MOEWN MOKYMKN, YTOObI NOArOTOBUTLCS 3apaHee K
ero nosfy4YeHuto



[Tonb3oBaTenbLCKMe UCTOPUU

e [lpnemka oCyLLeCTBMAETCA COrfiacHo NpuemMoYHoun npouenype
o Kputepun npmnemkun (Acceptance Criterias)
o [lpmnemoyHble TecTbl (Acceptance Tests)

e Kputepuun rotoBHOCTU K pa3paboTke (Definition of Ready)
o  Wcrtopua numeet npuoputet
o WmetoTcs npyemoyHble TeCThl
o EcTb npegBaputenbHasi oueHKka komaHaon (M oHa He 6onblie N NOMHTOB, NHAYe ee HYXXHO
pa3dnTb Ha HECKOJSTbKO MCTOPUI)

e Kputepun rotoBHocTn K noctaBke (Definiton of Done)
o Bce 3apauu coenatbl
o [lpongeHsbl NnpneMoyHble TeCThl
o [MponaeHbl NHTErpauMoHHbIE U MOAYIbHbIE TECTbI MPOEKTa
o Wmeetca sanucbk Changelog



[Tonb3oBaTenbLCKMe UCTOPUU

| | Independent Hesasucumas

N | Negotiable Ob6cyxgaemas U nameHaemas

V | Valuable MmeeT ueHHOCTb Ans notpebutens
E | Estimable [MpurogHas anst oueHkKn

S | Small JlocTaTto4HO ManeHbKas

T | Testable C Kputepmnamm npuemkm




Use stories

User Story 1

Acceptance Criteria

As a user, [ can comment on CEC
products so that other customers

can learn about my experience
with CEC products.

Only people who once
purchased a CEC product on
mobile application can post
reviews.

A customer can make only one
comment about a single
product.

It is possible to comment on
other customers’ reviews.

Reviews cannot include
advertisements or
promotional material for
other companies.

Reviews cannot include phone
numbers or e-mail addresses.

Comments are limited to 200
characters.




Use stories

User Story 3 Acceptance Criteria

As a user, [ can search for the = The customer can search fora
address of the nearest CEC dealer only through a product
dealer stores so that [ can go and detail page.

view the products I plan to buy. it mubileapgiicafionHiss

the nearest dealer stores that
have the specific product in
stock.

= [fthe GPS of the customer’s
mobile phone is enabled, the
application locates the
customer’s address
automatically.

= The application displays the
location of stores on a map.




Use stories

User Story 4

Acceptance Criteria

As a user, I can track the status of
an order so that I can arrange my
time for delivery of the product
to my home.

» The customer can view the
real time status of his or her
order.

* The order status types will be
open, in progress, delivered,
and cancelled.




HekoTopble XxopoLume NpakTUKu

e OO6wWwasa zagaya KomaHabl -- MUHUMU3NPOBATL KONMMYECTBO BbIMNOSTHAEMOM
pabotbl (WIP), ons yero gOKymMeHTauuns AomkHa 6biTb “just enough”

e [Ina cHATMA MHOPMALMOHHON Neperpysku UCnonb3ynte guarpaMmmel,
rpadouku, flow charts

e 3agaya He B TOM, YTOObI caenaTh KpacmMBbIM JOKYMEHT, a B TOM, YTOObI
caenartb NpPoAYKT, yaoBneTBopstowmn TpeboBaHnam busHeca

e Ho gokymeHTaumMa HECOMHEHHO HYXHa M B rnpouecce pa3paboTkn, 1 nocre
Hero (B kayecTBe 6a3sbl 3HaHUW)

e HenonHble TpeboBaHNSA NPUBOAAT K HEBEPHbBIM PELLEHUSAM, HEHYXXHOW paboTe
N nepenerikam



KunsHeHHbIn unkn Lean (PDLC)

Why?
What?
How?

l

Technically how?

BOI'IpOCbI 3adarTCAd B HY>KHOM NopdnKe, OTBETbI
3alnncbiBalOTCA pa3geribHO



[Tone3Hble KHUM

@ Business
DMBHEC Analysis

Methodology Book

Jpuk Puc =



[TonesHble CCbINKn

busHec ¢ Hyna. Metoa Lean Startup (kHura 3a 15 MUHYT)

20 Product Prioritization Technigues: A Map and Guided Tour

Kak paboTaTb TONbLKO Haa BaXXHbIMU TpeboBaHUAMU Nonb3oBaTenen: 7

METOOOB NMpnopuntTe3aLinn

Kak BbiOpaTb dhryum ang Bawero NnpunoXXeHua: ncnonb3ivem moaenbs KaHo

O BaxkHocTn User Stories

OcHOBbI NOb30BaTENLCKUX NCTOPUIM (4acTb 1, YacTb 2, YacTb 3, YacTb 4)
[Toyemy YncTtag npmveenaeHHasa ctonmoctb NPV 3T0 BaXHbIN Nokasartenb Ans

MHBECTOPAa



https://habrahabr.ru/company/makeright/blog/299560/
http://foldingburritos.com/product-prioritization-techniques/
https://vc.ru/p/prioritize-requirements?from=rss
https://vc.ru/p/prioritize-requirements?from=rss
https://habrahabr.ru/company/kamagames/blog/198726/
https://habrahabr.ru/company/piter/blog/303532/
http://www.enter-agile.com/2010/01/user-story-primer-intro.html
http://www.enter-agile.com/2010/02/user-story-primer-form.html
http://www.enter-agile.com/2010/02/user-story-primer-invest.html
http://www.enter-agile.com/2010/02/user-story-primer-splitting-stories.html
http://realbp.ru/polezno-znat/pochemu-chistaya-privedennaya-stoimost-npv-e-to-vazhny-j-pokazatel-dlya-investora-2.html
http://realbp.ru/polezno-znat/pochemu-chistaya-privedennaya-stoimost-npv-e-to-vazhny-j-pokazatel-dlya-investora-2.html

