Requirements Elicitation Process
Lecture-7

Stakeholders
· Stakeholders are the people who are needed to ensure the success of a project.
· It is essential to find out whom they are, what their attitudes are, and what their interests are.
· Some of them have to contribute with money and effort, and they must feel they get something in return, otherwise they won’t support the project and they may even obstruct it.

During stakeholder analysis you try to get answers to these questions:
· Who are the stakeholders? (Initially you know only a few of them.)
· What goals do they see for the system? (Many stakeholders look not only at their own goals, but also at other stakeholder’s goals.)
· Why would they like to contribute? (Their reward.)
· What risks and costs do they see?
· What kind of solutions, suppliers, and resources do they see? (Should we replace the old system or extend it? Make it ourselves or buy it?)
· Who are the stakeholders?

If the product is to be used internally in a large company, stakeholders might include:
· The sponsor who pays for the product. He wants value for his money.
· Daily users from various departments. They have to live with the product and, without their support, there will be no success.
· Managers of the departments. They want business advantages from the system.
· The company’s customers (clients of the system). Often they will see changes too, and without their support there will be no business advantages.
· Business partners, for instance suppliers, carriers, and banks. If they will see changes, their support is essential too.
· Authorities, for instance safety inspectors, auditors, local government.
· IT people and hotline staff in case the product is to be developed in-house.
· Other people providing resources for the product.
· If we talk about product development for a market, some of these stakeholders are not in our own company, but in our client’s company:
· The daily users of the product at the client’s site.
· Managers and sponsors at the client’s site.
· IT people at the client’s site.
· Distributors and value-adders for our product. (Value adders – or VARs – may for instance be software houses that combine our product with other products or services.)

Elicitation techniques
· Specific techniques which may be used to collect knowledge about system requirements
· This knowledge must be structured
· Partitioning - aggregating related knowledge
· Abstraction - recognizing generalities
· Projection - organizing according to perspective
· Elicitation problems
· Not enough time for elicitation
· Inadequate preparation by engineers
· Stakeholders are unconvinced of the need for a new system

Specific elicitation techniques
· Interviews
· Scenarios
· Soft systems methods
· Observations and social analysis
· Requirements reuse
	
Interviews
· The requirements engineer or analyst discusses the system with different stakeholders and builds up an understanding of their requirements.
· Types of interview
· Closed interviews. The requirements engineer looks for answers to a pre-defined set of questions
· Open interviews There is no predefined agenda and the requirements engineer discusses, in an open -ended way, what stakeholders want from the system.

Interviewing essentials
· Interviewers must be open-minded and should not approach the interview with pre-conceived notions about what is required
· Stakeholders must be given a starting point for discussion. This can be a question, a requirements proposal or an existing system
· Interviewers must be aware of organizational politics - many real requirements may not be discussed because of their political implications

Do's and Don'ts in an Interview
· Do prepare thoroughly for the meeting
· Do prepare a checklist for the meeting
· Do introduce yourself properly
· Do ask about access to stakeholders
· Do ask about access to previous systems
· Do book the next meeting
· Do ask about quality requirements
· Do make sure you know who you are talking to, and why
· Do ask about deadlines
· Don't interrupt the customer
· Don't interrupt each other
· Don't record the interview without asking

Creating Effective Questions 
· Importance of question wording  
· Context-free questions  
· Open ended vs. close-ended questions  
· Avoiding double-barreled questions 
· [bookmark: _GoBack]Categories of questions
