Chapter 1: Identifying Requirements

Setup Home  Object Manager v

Q duplicate s
Duplicate Rules

v Data

Contact Duplicate Rule

Contact Dupe Rule

v Duplicate Management

Duplicate Error Logs

Duplicate Rules

Duplicate Rule Detall Edit Delste  Clone  Deactivate
Matching Rules
Rule Name  Contact Dupe Rule Orcer  20f2[Reorder] |
Description  Contact with Same Email ID and Last Name cannot be created
Didn't find what you're looking for? Object  Contact
Try using Global Search. Record-Level Security  Enforce shanng rules
Action On Create  Block Opusaifons On Creaie At Report
Action On Edit  Allow Operations OnEdit " pjert v Regort

AlertText  Contact with Same Email ID and Last Name exists!
Do you reaily want to create & Dupe recart

Pra—
i okt Do B > in ExACT MatchBlank = FALSE) Ao
Matching Rule @ cory © Matching Criteria AMam;‘ar“ !'-ALSt‘Y ) ANC
conditions
Created By  SM Busi ysis, 3152022 1150 AM Moditied By  SM Business Analysis. 3152022 11 56 AM
Ean Dekte Cione  Desctate
New Contact
Contact Information
Contact Owner @ SM Business Analysis Phone
*Name Salutation Home Phone
Mr. v
First Name
Business1
*Last Name
Analyst
Account Name a Business Analysis LLC X Mobile
Title Other Phone

Department @ We hit a snag.

Bifthdate You can't save this record because a duplicate i =
record already exists. To save, use different business@analyst.com
information.

Reports To View Duplicates stant

® Cancel Save & New



View Duplicates

Contact with Same Email ID and Last Name exists! Do you really want to create a Dupe record?

CONTACT (1)

Business1 Analyst

Contact
Name: Business1 Analyst
Account Name: Business Analysis LLC
Account Site:
Phone:
Email: business@analyst.com
Contact Owner Alias: SMun

Open This Contact

€ Back To Setup ? Help

2 Process Builder - Contact address change

Expand All Collapse All View All Processes Clone View Properties Read Only €

START

Address C TRUE IMMEDIATE ACTIONS W sTo
# Update Contac
FALSE
TRUE IMMEDIATE ACTIONS
FALSE

STOP



. Q, Search..

EEE Sales Console Accounts ~  [s United States Dept0... ~ X
[F= United States D... & SMBusine.. v X
= u United States Dept of - ‘a United States Dept of Treasury
P Update  Wrong Company?
Treasury
Edit Delete New Contact | ¥ Parkersburg, West Virginia, United States o
+1-304-480-6112 - www.home.treasury.gov
Type Public Sector Branch - €y Decision HQ
Parent
Phone
304-480-6112 Marketability: Has limited marketability due to incomplete or invalid data

4 Relationship Manager
SM Business Analysis

Financials In:  USD

EMPLOYEES (THIS SITE) D-U-N-5® NUMBER ADDRESS

Industry 642 @ 03-278-9293 +

PUBLIC FINANCE 200 Avery St o
PARENT Parkersburg, West -
United States Dept of Virginia, 26101-
Treasury 5326 United States PM‘
GLOBAL ULTIMATE Latitude: 39.262918
Government of The Longitude: -81.562819

United States

E Details

D&B Hoovers v Search for Companies  Q

| — SEARCH-COMPANIES
Educational Institutes #

Maodified: 3 minutes ago  Created: 2 years ago

Journal 1 Contacts News E

2 Find Matching Contacts »

6 Results i= Create A List v l I & Send to CRM l & Download v

[J~ sortBy: Employees: High to Low v =

J The University California Berkeley

Berkeley, California, United States Sales USD: ]
= +1-510-642-6000 Employees (Here): )
Colleges and Universities Employees (Total): L ®
- Subsidiary - Headquarters - € DecisionHQ
D-U-N-S: -
(] University of California, San Diego

i La Jolla, California. United States Sales USD: ®
. +1-858-534-2230 Assets:
Colleges and Universities Employees (Here): )

~. Subsidiary - Headquarters - € DecisionHQ Employees (Total): ‘@

D-U-N-S: . T T




Chapter 2: Elicitation and Document Requirements

Partner user registration process — conceptual flow

Partner
requests
access

Partner
(User)
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O
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(Insert/Update)
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(=]
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User
LDAP User logs for E;:LI::I
(Lightweight regional admins :I
Directory Access) < e pRgtact 0
(Success/Error) (Insert/Update)
/ |
Revision 3
PARTNER REG PROCESS S ecs
* What do we do with
. o addl. info on web form
= g o Web Prospect Form Disconnect
Q —_— — —
ELL emfai\ 1‘
e = 7 |
5 ) g5 Account in Partner Approve L — — — — 4
) f=aT 1 System
S 3 &5
g Contact info 2?7 Current Web
< s v Entitlements (LMS) ?2? Service creates
\E 'g Ko KYC KYC Account
¢ E 9‘0:: Account Approve Approved
8 = P Account | _ aqq addl fields
o g l * Partner type
S ¢ Approved state
g New Queue Account in op
= for partner Salesforce
1%}
Approvals Notify partner
g user to register
B Company @ company website
5 ?n Note: Review with Sol Arch. Website
w O
o




Sales Analyst:

Owner of the opportunity.
They have a direct
relationship with
customers.

Collaborate with sales
to cross sell products.

Products

Product Families - Team Loan

Add product details
User inputs.

—

Product Families-Derivative
Products

* IR swap
+ Currency swap
¢ Inflation Linked swap

Add product details
User inputs
-+ All mandatory fields




Chapter 3: Prioritizing Requirements

Prioritized Buckets

Priority 1 Priority 2 Priority 3
Bucket 1 (3 Month Release) Bucket 2 (6 Month Release) [Bucket 3 (3 Month Release)
Priority | Requirement Priority | Requirement Priority | Requirement
1 Function -A 1 Function -D 1 Function -H
2 Function -B 2 Function -E 2 Function -l
3 Function -C 3 Function -F 3 Function -J
4 Function -G

FY2022 FY2023
Roadmap Qi Q2 a3 Q4 a Q2 Q3 Q4
Priority 1
Release -1 N ty
Function A,B,C
Priority 2
e Function D,E,F,G
Priority 3
Release -3 i ty
Function H,1,J
Priority 4
Release -4
Function K,L,M,N,0
Priority 5
Release -5 N ty
Function P,Q,R
Opportunity Access: Process Control
Artifact - Elici
& Start
£ Can Sales Sales
s Analyst/Manager BElsy)
> User sends an request access directly? Managey i s
2. -! A why plg? receive email
s email requesting Y Plg: Analyst/
-] access to Manager
8 Opportunity receives email
&
. A
g EEes Ok with Plg adds user to
3 BIECE ideli Opportunity Coverage | |4
email
s Team Plg receives
i email
E No .
2 Can plg resubmit
2 rejected cases?
% Plg creates
gl aCase
Can we automate opportunity
coverage Team creation
y on case approval? System System
= ) sends an sends an
8 Case assigned to email email
g. Legal notification notification
A
A
Legal » Request | | |
receives case Approve Approved
o Do we need to send workflow |
% approval notification to legal? Reject
= Do they approve/reject from mobile
device? Is the approval process Legal adds
by country? BU? reason and
choses case




Option 1 Option 2 Option 3
Priority Requirement Priority Requirement Priority Requirement
1 A 1 A 1 Ax
2 B 2 F 2 B
3 C 3 B 3 C
4 D 4 C 4 D
5 E 5 D 5 E
6 F 6 E 6 Ay+F
7 G 7 G 7 G
8 H 8 H 8 H
9 1 9 1 9 |
10 J 10 J 10 J
Account Contact Opportunity Account Contact Opportunity
Management Management Management Management Management Management
Account- Contact- Opportunity Account- Contact- Opportunity
Create/edit create/edit create/edit Create/edit create/edit create/edit
S J
Account Contact Approvals Account [ Contact Approvals
enrichment enrichment enrichment enrichment
4 J J v v
KYC-HKnow (" Sales cPQ [ KycKnow Sales cPQ
Your Customer Navigator Integration Your Customer Navigator Integration
Integration Integration
~ Y
Workflows Workflows Workflows (" Warkflows (" Workflows Workflows
Outlook Outlook
Integration Integration
Report/ Report/ Report/ Report/ Report/ Report/
Dashboard Dashboard Dashboard Dashboard Dashboard Dashboard
Documented Requirement Prioritized Requirement




Opportunity
Management

Contact
Management

Account
Management

L et D B e B e e




Chapter 4: Process Flows - "As-is" versus "To-be"

Partner Registration - Simplified Process

Sales Ops Sales Ops
creates ) Admin
Review data Approve
Account/ requestt' user PP ———
Contact creation user

very

How do they
| receive? Email/Paper trail? ‘
..
Partner / / Request sales
user o/ | Channel team o/ Reviews I ops Account/
> request 1| receives email g/ data d Contact
registration creation
Too many dupes! Adoption
Data quality bad!! Who reviews??? low...~20 to 25%
only

Partner Registration ("as-is" process flow)

Phase 0

Start Manual - via
= phone/email
§ Currently, it requests more
E Partner contacts information and creates new
g channel team request. Earlier data is lost,

for registration

Manual
process

Notify user

System Admin

y
E Channel team OK with Manual
£ email details email to
E CM Team
2) YES Enrich data with ry
account owner and
= access entitlements
E Enriches data and
! Sse:ld:gm Each swim lane is a different
o es Ops department - data manually
I - - verified / data created in
g # Missing data causes issues legacy systems / notified via email
K] with creating records or paper copies System Manual
s Creates partner sends_alm i T
account el Sales Ops
é G notification
.i contact L 5
@
) 4 | Partner user need to
Request to Create belong to specific
create user $< Review Approve —p»{ us':‘:”;';‘:ﬂl’gn — | Account/Contact
record role and profile

Reject




<
Web registration

Notify User
via
Workflow

L confirm/Registration m—p@ |—N°"' Request. Info

Provide link to
L,00\_existing form.

Web form data captured
in a custom object

« Account Info
« Contact Info
« Product Info

Auto created in
Salesforce

7y

YES

I8
v

Enrich data with

Phase 2 - Automate record

creation & All WF notifications

Phase 3 - Auto create user-based
on Account Domain address,

Manual
— email to

CM Team

Enr:;iche; data B ot ownen and enable S50 capability
TERERD access entitlements
Sales Ops
5 Phase 2 -Plan to automate
Account & Contact creation System
Creates par:ner sends an
account email
Creates partner I notification
contact

Predefined profile assigned

Auto created

programmatically

Validate

partner user

%0

Changes to
access contact
admin

Partner user needs
Create Ll to belong tq specific
partner Account/Cohtact

user/assign

role, profile

»<_ required Yes —
\ﬁe‘l‘V

Fields Missing.
18




Chapter 5: Business Requirements Document

No images...



Chapter 6: Solution Design and Functional Document

Process Flow - Opportunity Product Alignment Example

START
Complex

Functional requirements

integration
irement
requiremen v
Enter Account .
! Information > patg : Tool to verify dupes-
/' [INPUT] Validation ! can be custom or
0 __.--- third-party app
/ D&B t - I
|/ Integration - Not OK:
KYC Dupe account
Integration check
{subprogess) Product alignment
exceptions log -
review/ reprocessing
v P ’
Workflow email Enter N
notification sent Account ./ opportunity Data K
to owner/ planning created information Validation h
[INPUT] ;
Account product '
alignment P > SAP
'y Custom object/ E Contracts
| Lightning Page/ E A
v VF Page? ' H
Product 1 v
. Alignment | | .
| (Subprocess) Deal ' cPQ
Object : Registration 1 !
enhancement ! f E :
to facilitate | L ! :
roduct |- ! :
alr nment H Re?rdo;ata ! Opportunity Z : Workflow email
9 . e --- Created /4——| notification sent
o st g to owner/ planning
A Opportunity
oo rmmmmmmmmmm e 7/ Products
? END

Process Flow - Opportunity Product Alignment Example

Non-functional requirements

START
Integration real

time? Batch? Exception

. v
Enter Account
g ; Data .-
. Information > '
! [INPUT] "1 Vvalidation ' Needed real time...
- - _a: less than 5 seconds

' paB

/ S o B
‘ ‘ /Integration| |« 1 Not OK:
1
KYC 1 Dupe account.
Integration H check
7'y ! (EulapEeE=s) Accessible log tab.
] 1 Process immediately
: . after error fix.
i v P :
Workflow email | Enter I
notification sent ' Account N opportunity Data /)
to owner/ planning created information Validation h
[INPUT] '
Account product
alignment /L r > SAP
Real-time update : Contracts
f required. Max time .
i lag 15 seconds for H +
Y 10 records E 1
Product ' A 4
. Alignment | | |
Provid (Subprocess) Deal '
_rrovice Registration : ! CPQ
simplified A : H
f | '
mfer‘face.fo + : T A
operations | |
team for |~ Re?iriata : Opportunity Z : Workflow email
maintenance | --- Created  /4——P| notification sent
o product table to owner/ planning
f Opportunity
temmenees rmmmmmmm e 7/ Products
? END




Process Flow - Opportunity Product Alignment Example

Functional and
non-functional requirements

}“Complex

START

Integration real
time? Batch? Exception B

/,3 integration
.+ | requirement

! Tool to verify dupes -
an be custom

r third-party app

Objac{‘ : PPids !
enhancement | H
to facilitate |

correction? v
Enter Account BN Data .-
k . INPUT) 7| validation {Needed real time...
- - _ .-+ less than 5 seconds
. pe&B | |- LT .
! Integration |- [ ;
1
KYC 1 Dupe account.
Integration | check
H (subprocess)
A H
S H Custom object/
1 Lightning Page/
: v
Workflow email | - Enter
notification sent ' Account opportunity Data i
to owner/ planning created information Validation !
[INPUT] h
Account product B
alignment N 1
Real-time update Not OK !
, required. Max time '
'
K lag 15 seconds for Data '
A 4 - 10 records OK? )
ide ! Product Lo
X Pr‘qvida | Alignment < ) )
simplified : (Subprocess) Deal [
interface for | + Registration oK '
operations + | || 4 | [
1 '
team for | v i
maintenance | -| | Read data — :
from '
product table Created /<
Opportunity
--------------------------------- 7/ Products

/
/
! SAP
S P | contracts
A
i v
E CcPQ
R A
Workflow email

Product alignment
exceptions log-
review/ reprocessing

Accessible log tab.
Process immediately
after error fix.

notification sent

»
to owner/ planning

?

product E
alignment !

END




Chapter 7: Demonstrate Functionality Using Prototypes

I 3%

Tebh-1 | Tob 2 TAb-= | Tob 4 | Tab -5

customer Bustness Plan (Sim]:.ti,ﬁed - sam]:.te)

Attipn 1  Actipn 2

| +++++ +4++++ ++++++ +++++ ++ H++ + FHEEE |

| +++++ +4++++ ++++++ +H+++ ++ H++ + FHEEE |

| +++++ +4++++ ++++++ +++++ ++ H++ + FHEEE |

+E+t FHHHE B B R R+
B T e
+ ++++++

| +++++ ++EH+ FHEE R R R b+ A |

+Ht++ ettt bt R R R+
B T e e

+E+t FHHHE B B R R+
B T e
+

+++++ +++++ AR+ R R

B e e w2 R

+ bt
+4+++ tHEE+ FH R FEEE R bR+ R |
+4+++ tHEE+ FH R FEEE R bR+ R |
+4+++ FHHE+ FH R FE R R R

, |
Instructions

B i o o a2
B i o o a2
B i o o a2

Save  cancel

Account screen layout

Edit | [sae | | — | [ — ]
Account Name ’
Action Panel
Key attributes highlight Panel

TYPE OWNER INDUSTRY ACC ID

Contacts Account detail page Opportunities
1. 1.
2. 2.
3. 3.
XXXXX Product alignment
1. 1.
2. 2.
3. 3.




Product alignment screen layout

Product Field 2

Account Name

Active
¥

vl
O

Product Field 1 Product Field 3

Account screen layout (sales team view)

Account y Edit Delete MNew Contact New Opportunity Manage Product Alignment  Files
Srini Business Analyst LLC. 2
Type Account Owner Industry D-U-N-5 Number
Prospect smunagavalasa Technology 012345678
s Ny N
Contacts Account Details Opportunities
Account Name Industry
Contact 1 Srini Business Analyst LLC. Technology & Opportunity 1
Account 1D ‘sub Industry
ACc-000001 Softwars
Contact 2 & Opportunity 2
Account Owner D-U-N-5 Number
Contact 3 smunagavalasa 012345673 o rtunity 4
Account Street Federal Taxpayer ID (% PRartunizy
\ 007 sri circle 00-D000000
' N\ i~
Account City Account Postal Code
Files Mew vork 10001 Product Alignment
Account State Account Country
Hy United statss
lm Attachment 1 Company Description Product 1
Srini Business Analysts LLC —_————
0 stachment2 T T T T T T T T T T T T B product 2
lﬂ] Attachment 3 Product 3
A My o
Save Cancel

Product alignment screen layout

Account Edit  Delete

Srini Business Analyst LLC.

Active Product Name Product Family Product ID
¥y Product Name-1 Product Family-1 Prd-100001
vy Product Name-2 Product Family-2 Prd-100002
v Product Name-3 Product Family-3 Prd-100003

Product Name-4 Product Family-3 Prd-100004

Cancel




Account screen layout (service team view)

Contact 3

smunagavalasa

Account Street
007 Eri Circle

a'd

Activities
lﬂ] Message 1

lm Message 2

@ Message 3

Account City
Mew York

Account State
MY

Company Description
Srini Business Analysts LLC —— ——— —— —— ——— e e e e

Account Level
Platinum

Account Postal Code
10001

Account Country
United States

Account . Edit New Contact Activities New Case Files

Srini Business Analyst LLC. %%

Account Level Account Owner Industry Account Address

Platinum smunagavalasa Technology 012345678

s N N

Contacts Account Details Cases
Account Name Industry

Contact 1 Srini Business analyst LLC. Technology & Case 1
Account 1D Sub Industry

Contact 2 Acc-000001 software & Case 2
Account Owner Do Mot Contact

& Case 3

N

Product Alignment

@ Product 1
E:E Product 2

Product 3

Save Cancel




Chapter 8: Exploring Conference Room Pilots

Conference Room Pilot Schedule - Sample

[Plan & Analyze EEEEG— Cut-Over & Go-Live h

Solution Design

Development

Testing & Training < EEEEG_—

Scope CRP 1
+ Scope CRP 2
- + Design CRP 1
1 + Design CRP 2
b ' * Build CRP 1
! " 1 - * Build CRP 2
: ! i ' I + Test CRP
: : . : : : :
Dec-21 Feb-22 Mar-22 May-22 Jul-22 Aug-22 Oct-22

Quote Approvals - Simplified Process

Via email.
Need to enable
customer to create
quote

Be able to attach
multiple
attachments

Request
User Deal team Deal team planning for
Start »/ request: »{ | receives »/ creates > quote
/ quote email quote discount
details
Can we have quote Just one level of approval or
discount details readily multi-level? What happens

., available in system if rejected? s there multi

level approval?

Deal team

Quote

adds Quote sent to i
Reviews created and
produc_t to line manager data Approve sentto
quote with for approval

customer

discounts

30% of quotes
inaccurate and
take about 2 days
to generate a
quote.. Too long...




Artifact - Solution Design
Can we allow the Emailsent | | o
customer to create to customer | | €
Usar creales a simple quote in the system?
quote A
and submits
[
Deal team Regquest more info
receives email from customer
A
Deal team creates
quote with products
1. Product-based,
¢ volume-based, customer
q 5 System
Emails generated to fype-based discount matrix. sends an
approves based on quote 2. Approval routing to email
approval rule matrix table line managers mtﬁﬁ:aﬁon
- -
ote
Manager 2 Approve —p-| a:pwveu d | [
Manager 3
Three levels of
approval based on
discount % and Rejected/quote
total discount amount. with comments.
Sales Home  Accounts *  Contacts »  Opportunities »~  Campaigns ~  Files ~  Leads ~  Tasks ~  Quotes » More * ra
- e & Create PDF Edit Submit for Approval Email Quote StopSyme | w
Srini Consulting - Quote2
Details
Quote Number 00000002 Expiration Date T/31/2022
Quote Name Srini Consulting - Quote2 Syncing (&)
Opportunity Name Srini BA Consultants-Deal01 Status Presented
Account Name Srini BA Consultants Descrigtion
Owner Nome: @ SM Business Analysis Contract
Quote To
> Totals
> Address Information
> System Information
Quote Line Items (3) - e Add Products Edit Products
3 items - Sorted by Sort Order - Updated 2 minutes ago
Product | Sales Price “~ | Quantity ~  Subtotal ~  Discount ~ | Total Price ~ | List Price ~ | Product Code
1 Product 1 $100.00 10,00 $1,000.00 12.50% $875.00 $87,500.00 Product 1 hd
2 Product 3 $200.00 400 $800.00 7.25% $74200 $23,000.00 Product 3 v
3 Product 2 $150.00 800 $1.200.00 10.00% $1,080.00 $4,500.00 Product 2 -

View All




Company Address US Created Date 10/11/2022
Expiration Date T/31/2022
Quote Mumber 00000002

Prepared By SM Srini munagavalasa

Phone (631) 942-5609

Email srini. munagavalasa@gmail.com

Bill To Name Srini BA Consultants Ship To Name Srini BA Consultants

Bill To 1251 MY - 312 Constitution Place Ship To 1251NY-2312 Constitution Place
Austin, TX 7BTGT Austin, TX 78767
USA UsA
Austin, TX

Product List Price Sale Quantity JisCr Total Price
Product 1 £87,500.00 $100.00 10.00 12.50% £875.00
Product 2 $4,500.00 $150.00 B8.00 10.00% $1.080.00
Product 3 $23,000.00 $200.00 4.00 7.25% $742.00

Subtotal $3,000.00

Discount 10.10%

Total Price $2,697.00

Grand Total $2,697.00

Quote Acceptance Information

Signature
Namea
Title

Date



Chapter 9: Technical and Quality Testing

Testing Plan - Sample
Lock Requirements
- Script Design
[ . Script Create
; ! + Unit Test
H 1 ] + SIT Cyeles
C i i ! . UAT Cycles
! ! : P . Test Closure
: 1 1 i : H
Feb-22 Feb-22 Mar-22 Apr-22 Apr-22 May-22 Jun-2: Jun-22 Jul-22 Aug-22 Aug-22
Overlap Solution Design
and Dev to reduce
Plan and Analyze release time [Hybrid
approach]
Solution Design
Go/No-Go
. g Testing
Training
- Overlap Dev and Testing
to reduce release time Cut-Over and Go-Live
[Hybrid approach]
CRM Global Rollout
Srini LLC(Demo Company)
PM - S Munagavalasa
| Jul 18, 2022 | Jul 25, 2022 | Aug 1, 2022 | Aug 8, 2022 | Aug 15, 2022 | Aug 22, 2022 | Aug 29, 2022

18 19 20 21 22 23 24|25 26 27 28 29 30 31| 1 2 3 4 5 6 7|8 9 0 T 12 13 M|15 16 7 18 19 20 21|22 23 24 25 26 27 28[29 30 31 1 2 3 4

Project Task % Completed  Task Start Task End Days

Release 1 - SIT

SIT Cyele 1 _ /122 1/15/22| 5
SIT Cyele 2 _ 7/18/22 7/22/22| 5
SIT Cycle 3 . 25% 7/25/22 T/29/22| 5 l

Regression 0% 8/1/22 8/5/22| 5

Prep for UAT 0% 8/1/22 8/12/22| 12

Release 1 - UAT

UAT Cyele 1 8/15/22 8/19/22| 5

UAT Cyele 2 8/22/22 8/26/22| 5

Release 1 Deployment

Cut-over Prep 8/15/22 8/26/22| 12
Cut-over 8/27/22 8/28/22| 2
Go-Live 8/20/22 8/29/22| 1 »

Note: Cut-over to production scheduled during weekend to minimize business disruption

SIT Test Scripts System Integration Testing - Cycle 1 (2 weeks starting MM/DD/YYYY)
Test Test Test pre Test BROID | Complety | Variations Database | Test Cyole | Planned Test Case Test Case Respansible | Results
Schipt ID | Seript Name Sctipt Description Conditions System Table/ Case ID Execution Date | Description Result Tester
Name Object
TSID T | TS Name 1 | oo xeoooocc wkex | 1w | Salesfore | BRO M Sales Analysts | Account | TG-001 | 1 [ —— p— Pass/Fail
PR o Sales Manager
Planning
0 008 RO K Pass/Fal

XK 00000 XK09900C 30000
20 360000 X000DC0C 3000
2000 J000KKK KKK K000

TSID1 | TS Name 1 | 30 00006 XXOO000( 000 | L, XRKKX Salesforce | BRD ] Senice Analyst | Account | TC-002 1 08K OO RODOUGE 00K | 0L OO KXXIDRLOL KK | 00K
2,000 XK Senvice Manager
Planning

290K J0000C KOOI KK
X N KKK K
300 100000 XO00B000¢ K200
00 000000 KNXIDUOE KKK

205 JB000OC XNIONC 200K Pass/Fail
TSIDL | TS Name 1 |0 00006 X009000 200 | 120006 Salesforce BRD M Compliance Ascount | TC-003 1 05 G0 ROOODSCE ID00C | 0B JBC00UK XIIT0C000K | 00000k Pass/Fail
2. 3000 XK Legal
200 0K KON K000 Pass/Fail
AR RAARRR KO T PassgFail
300 300000 KKKIB000K K00 Pass/Fail
000 00000 XXOOFXIK XK Pass/Fail
05 JBG000C X0 K00 Pass/Tail
TSIDZ [ TS Name 2 | ra oo s o | L, Ky Salesforce BRD M Sales Analysts Account | TG-004 1 . JGRCONN KRN T | R RGN KKNERKIOL KKK | RAXXO Pass/Fail
2. 300000 T Sales Manager
Planning
XX 03000 X000 1000 Pass/Fail
XK, KRN KOOO T Pass/Fail
X, HHRNE KKK T Pass/Fail

K K000 X000 X000 Pass/e



Chapter 10: Requirements Traceability Matrix

Requirements Traceability Matrix

Test Status
::u" . m’""‘"“ Conceptual Diagram Name  [Process Flow Name mn:“u:‘m | L"' SaiP |y oct Case id mxm ““: Test Case Description
RQ_ID00T Account Management None Account Flow Releasel Trackdl _ Accounts FDD_001 DDD_001  Script-101  TST_001/TST_002 2 3TCDescription 001  Pass
FDD_002 DDD_002 Script-102 TST_DOZ/TST_WS 2 3 TC Description_002 Pass
FDD_003 DDD_003 Script-103 ST, 006/TST_008 1 3 TC Description_003 Pass
RQ_ID002 Contact management None None Releasel Trackol _ Contacts FDD_004 DDD_004  Script-104  TST_OOX/TST G0y 2 2TCDescription 008 Pass
FDD_005 DDD_005  Script-105  TST_0OX/TST_00y 3 2TCDescription 005  Fail
FDD_006 DDD_006 Script-106 _ TST_00x/TST. 1 2 TC Description_006 Pass
RQ_ID003 Case management None Case Flow Releasel Track0l  Cases FDD_007 |DDD_007  Script-107  TST_00x/TST_00y S 37TCDescription_007  Fall
FDD_008 DDD_008 Script-108  TST_00x/TST_00y 4 3 TC Description_008 Pass
RQ_1D00A 2 Flow Releasel Track02 _ Opportunities FDD_009  DDD_009  Script-103  TST_00x/TST 00y 2 3 TCDescription 009 Pass
FDD_010 DDD_010  Script-110  TST_00x/TST 00y 2 3TCDescription 010  Pass
FDD 011 DDD 011  Script-111  TST 00x/TST 00y 2 3TCDescription 011 _Pass
RQ_ID00S Quote Management None Quote/Quote Approval flow  Releasel Track02 _ Quotes FDD_012 DDD_012  Script-112  TST_00x/TST_00y 3 1TCDescription 012 Pass
FDD 013 DDD 013 Script-113  TST_00x/TST. 00y 3 1 TC Description 013 Pass
RQ_ID006 ‘Quote Approval Rule Matrix None Quote/Quote Approval flow Releasel_Track02 Quotes FDD_014 DDD_014 Script-114 m_mlm'r_w] 2 2 TC Description_014 Pass
FDD_015 DDD_015  Script-115  TST 00x/TST 00y 1 27TCDescription 015  Pass
FDD_016 DDD_016 Script-116 _ TST_00x/TST_00y 1 1 TC Description_016 Pass
RQ_ID007 Product Alignment Product Alignment diagram _ None. Releasel Track03 _ Products FDD_017 DDD_017 _ Script-117  TST_OOX/TST 00y 3 2 TCDescription 017 In Progress
FDD_018 DDD 018 Script-118  TST_00x/TST_00y 3 2 TC Description_018 No Run
E 1D008 CamEIgn Management None None Release1 Track03 CamEIgn FDD_019 DDD_019 Saigt-lls TST_00x/TST. % 5 37C DeSCﬂEﬂQﬂ_Olg No Run

Requirements Traceability Chart

Test Script Coverage Test Coverage Business Requirement ID
Test Script ID_|Complexity |Variants |User Types |Required |Actual |RQ_ID001 |RQ_ID002 |RQ_ID003 |RQ_ID004 [RQ_IDOOS |RQ_ID006 |RQ_IDO07 |RQ_ID0O08
Script-101 H 5 3 15 15
Script-102 H 6 2 12 10
Script-103 M 9 3 27 21
Script-104 M 6 3 18 18
Script-105 H 6 1 6 6
Script-106 L 4 3 12 12
Script-107 M 6 2 12 12




Chapter 11: User Acceptance Testing

Account Planning

QTR/YRLY GOALS

Account Name * KXXXX XXX Industry * pE.6:6:4:0:0.0.0.0.0.0.0.4
Account Owner * XXXXXXXXX Sub-Industry HEHKK

Street Address NNNN XXXXXXX XK XXXXXXXX Region ):9.:0.6.9.9.4.4.4

City KKK HHEXX Segmentation J4:0.9.9.4

State pred TIN # * kA * TR * LKL L
Country KEX

Zip NNNNN

* - Indicates reguired field

Account Planning

ACCOUNT INFO

GaNEAE 5861 | rropves o

Contact Name *

Title

QTR/YRLY GOALS

OGS0 0'9.0.9:9.0.0.9.:9.4.9.9.4

Phone # *

Email ID *

NNN-NN-NNNN

BACK

Street Address NNNN HEXXXEK KX HXXXXXKX DOB NN-NN-NNNN
City KEK XXKE SSN # Kk kKK kK Kk
State XX

Country KEK

Zip NNNNN

* - Indicates required field




Account Planning

ACCOUNT INFO |CONTA:CT INFO _QTR/YR.T..Y GOALS

Product XXXXX * XxXXXXXX 30000
p.0.0.0.0.0.4 p et o994 p.0.0.0.0.04
p.8.8.8.0.0.4 pes e 9994 }.8.8.0.9.9.4
p.0.0.0.0.0.4 HHHHHHR }.0.0.0.0.0.4
2000 p: 4099994 200
p.0.0.0.0.0.4 p et o994 p.0.0.0.0.04
p.8.8.8.0.0.4 pe e e 9994 HEHEEK
* - Indicates required field
BACK |

Account Planning

ACCOQUNT INFOQ |CONTMT INFO PRODUCT INFO _

GOALS * HKEHKHKE po.eeved
OO * HAEHKKKK 000K
OO0 * KHEHHHKE poseeed
OO * hioie o0 004 3000000
OO0 * KEKHKKE poseeed
OO ¥ pive 00004 300000
0N * HHHHAKE HEXKKX

* - Indicates reguired field

BACK CANCEL SAVE




Can user toggle from one tab to danother? J

=

Acc:i..... cr

4

) 4

PRINT | EMATL

‘ I

ACCOUNT INFO

[conTacT 1nFO

[proDUCT INFO

*

%

GOALS p9.0.0.9.994 po 00994 PRINT & EMAIL features as
buttons for easier
—
XXXXXX * h:0.0:0.0:0.0.4 OOOXKX KEXKKKK
XXXXXX  * i00:0:0.0:0:4 pio'e.0.0.0.4 KEHKHKKL
OO * HAXHAKK pooioie0d HAXKAKE
OO * p0.0.9.9.0.9.4 30000 fe 000094
000K * KHHKKKK ploeee e )
Can user save
incomplete version?
XK * :$:9:6.:9:4:4.4 9:9:9:9:0.4 )
* - Indicates required field ‘
BACK CANCEL SUBMIT | SAVE DRAFT




Chapter 12: Communication and Knowledge Management
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Sales Console Knowledge v Magusinesst Analyst v X BaBusiness Analysis.. v X @ SriniConsulting Q.. v X & Leaming v X
"S:lmdﬁg' Knowledoe Artifacte v [ # New | Publsh | Assign = Achive | Delete Atticle | v
12 items » Sorted by Article Title « Fitered by My knowledge « Updated 3 minutes ago - m- cje|Y
Article Title T v Publication S... v Modified Date v | Language v Validation Status  \  Published Date v

1 Account Management Published 8/16/2022 1145 AM Engflish Not Validated 8/16/2022 11:45 AM v
2 Best Practices Draft /16/2022 11:50 AM English Not Validated v
3 Campaign/Campaign Member - One Pager Oraft 8/16/2022 11:50 AM English Not Validated v
K Case Management Draft 8/16/2022 11:49 AM English Not Validated v
) How to convert Prospect to Customer Published 8/16/2022 11:45 AM English Validated 8/16/2022 11:45 AM v
6 Key Contacts/SME's List Draft 8/16/2022 11:51 AM English Not Validated v
7 Lead management Draft 8/16/2022 11:43 AM English Validated v
8 Opportunity Management Published /16/2022 11:40 AM English Not Validated 8/16/2022 11:40 AM v
9 Opportunity Management Draft 8/16/2022 11:46 AM English Not Validated 8/16/2022 11:40 AM v
10 Quote Management Draft 8/16/2022 11:43 AM English Validated v
" Request Password Dratt 8/16/2022 11:44 AM English Validated v
12 Sales Process Flow Draft 8/16/2022 11:47 AM English Validated v

@ Notes M Macros 4 ListView @ Mistory

@ OneDrive

]
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+ New v T Upload v @ Copy link ¥ Download & Open in OneDrive

OneDrive > Salesf e R S itory
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ol '\'Account Management.docx 19 minutes ago 1. 102KB Private
83 ~Campaign Managementdocx 15 minutes ago e 115K8 Private
13} Cheat Sheets - Salesforce.pdf December 21, 2020 1. 603KB Private
B2 Contact Management docx 15 minutes ago . 115KB Private
8 ~Oportunity Managementdocx 15 minutes ago 1. 115K8 Private
@) “Opportunity & Quote - Prototype Docsvsdx  June 10 L. 135KB Private
&) Sales Analyst - Detailed Training.pptx March 5, 2021 ). 420MB Private
@ Sales Manager - Detailed Training.pptx March 5, 2021 ... 455MB Private

®

s
~Salesforce- All Process Flows.vsd July 29 1. 757KB Private



Chapter 13:

End User Training

Session ID _|User Groups Duration _ |Countries  [MM/DD/YY |MM/DD/YY [MM/DD/YY |MM/DD/YY |MM/DD/YY |MM/DD/YY |MM/DD/YY |MM/DD/YY |MM/DD/YY |MM/DD/YY |MM/DD/YY |MM/DD/YY
CRM-01 |Sales Analyst- Session 1 Asia
CRM-02  |Sales Analyst- Session 2 Asia
CRM-03  |Service Analyst- Session 1 Asia
CRM- 04  |Service Analyst- Session 2 Asia
CRM-05  |Sales Manager Asia
CRM-06  [Service Managers Asia
CRM- 07  |Planning Di Asia
CRM-08  |Marketing 90 Mins Asia
CRM-09 [Legal/Compliance 90 Mins Asia
CRM-10  |Production Support 90 Mins Asia
CRM-11  |Sales Analyst- Session 1 Americas
CRM-12  |Sales Analyst- Session 2 Americas
CRM-13  |Sales Analyst- Session 3 Americas
CRM- 14  |Service Analyst- Session 1 Americas
CRM-15  [Service Analyst- Session 2 Americas
CRM-16  |Service Analyst- Session 3 Americas
CRM-17  |Sales Manager Americas
CRM-18  |Service Managers Americas
CRM-19  |Planning Division Americas
CRM-20  |Marketing 90 Mins Americas
CRM-21  |Legal/Compliance 90 Mins Americas
CRM-22  |Production Support 90 Mins Americas
Americas - Training i
Session ID[User Groups Facilitator Time
us Canada [Mexico [Brazil Chile Paraguay
CRM - 11_|Sales Analyst- Session 1 Americas | T 30 DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM
CRM - 12 |Sales Analyst- Session 2 Americas | TrreEer 30 DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM
CRM - 13 |Sales Analyst- Session 3 Americas | TrreEer 25 DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM
CRM - 14 |Service Analyst- Session 1 Americas | rEreReE 0 DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM
CRM - 15 _|Service Analyst- Session 2 Americas | rreesEes 30 DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM
CRM - 16 _[Service Analyst- Session 3 Americas FREERERR 10 DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM
CRM - 17 _|Sales Manager Americas | Tt 20 DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM
CRM _18_|Service Managers Americas | T 10 DD-MMM HHMMAM __|DD-MMM HH:MMAM___ |DD-MMMHHMM AN [DD-MMMHHMM AM __ |DD-MMMHH:MM AM | DD-MNM HR:MM AM
CRM - 19 _|Planning Division Americas | *ree=== 5 DD-MMM HHMMAM __|DD-MMM HF:MMAM___ |DD-MMMHHMM AN |DD-MMMHHMM AM _ |DD-MMMHHMM AM | DD-MNM HH:MM AM
CRM _20 |Marketing Americas | *reeeees 15 DD-MMMHHMMAM __ |DD-MMM HF:MMAM___ |DD-MMMHHMM AN [DD-MMMHHMMAM __ |DD-MMMHHMM AM | DD-MNM HH:MM AM
CRM -21_|Legal/Compliance Americas | *reeeees 12 DD-MMMHHMMAM __ |DD-MMM HF:MMAM __ |DD-MMMHHMM AN [DD-MMMHHMMAM __ |DD-MMMHHMM AM | DD-MNMHH:MM AM
CRM - 22 |Production Support Americas | rees B DD-MMMHHMMAM __ |DD-MMM HF:MMAM __ |DD-MMMHHMMAM _ [DD-MMMHHMMAM __ |DD-MMMHHMM AM | DD-MMM HH:MM AM
Asia - Training Sessions
Session ID[User Groups Facilitator Time Schedule
us Japan Singapore India Philippines Vietnam
CRM -01 |Sales Analyst- Session 1 Asia XKKXRKRK 60 DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM
CRM -02 |Sales Analyst- Session 2 Asia XHKXRHRK 60 DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM
CRM -03 [Service Analyst- Session 1 Asia JOOOOKXK 50 DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM
CRM - 04 |Service Analyst- Session 2 Asia XOOUO00K 50 DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM DD-MMM HH:MM AM
CRM _05_|Sales Manager Asia YOO 10 DD-MMM HHMMAM __|DD-MMM HH:MMAM___ |DD-MMMHHMM AN [DD-MMMHHMM AM __ |DD-MMMHH:MM AM | DD-MNM HR:MM AM
CRM -06_|Service Managers Asia OO o DD-MMM HHMMAM __|DD-MMM HF:MMAM___ |DD-MMMHHMM AN |DD-MMMHHMM AM _ |DD-MMMHHMM AM | DD-MNM HH:MM AM
CRM _07_|Planning Division Asia OO B DD-MMMHHMMAM __ |DD-MMM HF:MMAM___ |DD-MMMHHMM AN [DD-MMMHHMMAM __ |DD-MMMHHMM AM | DD-MNM HH:MM AM
CRM _08_|Marketing Asia OO 12 DD-MMMHHMMAM __ |DD-MMM HF:MMAM___ |DD-MMMHHMM AN [DD-MMMHHMMAM __ |DD-MMMHHMM AM | DD-MNM HH:MM AM
CRM - 09 |Legal/Compliance Asia X000 10 DD-MMMHHMMAM __ |DD-MMM HF:MMAM __ |DD-MMMHHMM AN [DD-MMMHHMMAM __ |DD-MMMHHMM AM | DD-MNMHH:MM AM
CRM - 10_|Production Support Asia JOOOT000C B DD-MMM HHMMAM __|DD-MMM HF:MMAM__ |DD-MMMHHMMAM __|DD-MMMHHMMAM __ |DD-MMMHH:MM AM | DD-MNM HH:MM AM
ion Topics/. d User Role
Session Topics, enda n - - — - -
P! Ag Sales Analyst Service Analyst Sales Manager Service Managers  |Planning Division | Marketing Legal/Compliance  |Production Support

General Navigation
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* Lead Functionality ’\;:,'" /);;,‘/ V 1;_‘," V
* Integrations with Marketing tools
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Chapter 14: Post Go-Live Support / User Forums

Production Support - Delivery Cadence for FY2022 (Sample)
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