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Q1  Based on Figure Q1, answer question Q1(a) - Q1(d).

Members pay a membership fee for a set period of time when they
join the gym. The majority of memberships are for one year;
however, two-month memberships are also available. The gym offers
a range of discounts on standard membership pricing throughout
the year, including two memberships for the price of one on
Valentine's Day. For the same length of membership, it is typical
for members to pay varying sums. The gym intends to send out
reminder letters to customers one month before their
subscriptions expire, urging them to renew their memberships.
When requested to renew at a significantly higher rate than their
original membership contract, some members have become furiocus,
thus the club wishes to keep note of the prices paid so that the
manager can override the standard pricing with special prices
when members are asked to renew. The system must keep track of
these changing pricing in order to handle renewals correctly. The
high turnover rate of members is one of the industry's issues.
Despite the fact that some members have been active for many
years, approximately half of the members do not renew their
subscriptions. This is a significant issue because the gym invests
heavily in advertising to recruit new members. The gym's manager
wants the system to keep track of every time a member enters the
facility. The system will then detect the heavy users and provide
a report for the manager to ask them to renew their subscriptions
sooner rather than later, possibly at a discounted fee. Similarly,
the system should detect members who haven't visited the gym in
over a month so that the management can contact them and try to
re—-engage them.

FIGURE Q1 (a)

(a) Write requirements sources using Kano Model:

(1) Dissatisfiers

(2 marks)
(ii) Satisfiers

(2 marks)
(iii)  Delighters

(2 marks)

(b) Develop a use case diagram.
(10 marks)
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(c) Use the template given in Figure Q1 (b) to create a set of detailed use-case
description for one use case in your answer in Q1 (b).

Use Case Name:
Summary:

Basic Flow:
Alternative Flows:
Extension Points:

Preconditions:
Postconditions:
Business Rules:
FIGURE Q1 (b)
(10 marks)
(d) Develop an activity diagram for use case in Q1 (¢).
(10 marks)

Q2 (a) Differentiate between survey technique and creativity techniques during
requirements elicitation.
(6 marks)
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(b) Based on Figure Q2(a) and Q2(b), answer question Q2(b)(i) and Q2(b)(ii).

FantastiCar Customer Satisfaction Survey &

Thank you for your recent purchase of a rew vehicle from FantastiCar where we want
your buying experience to be Fantastic' Pleasz belp us reack cur geal of 100% fantastic
sales experiances by answering some guestions about your recent purchase.

[Please tell us a bit about you... ]
Gender: Z  Male ige Graup 18-21 | Income Level: OO < §50K
I  Female o 2130 T2 850-5100K
T 31-45 T 5100-5150K
T 48-80 o > §150K
T =60
[Please rate your SALESPERSON on the following: ]
Very
Fantastici Unhappyl
1. The mannerinwhich you were greeted 5 - = = -
2. Sincenty and honestyin dealing with you - - . . -
3. Consideration of yourtime ~ i - . =
4. ability to listen, understand and answer your 7 - - -
questions = o = s
3. Knowledge ofthe product features and = - = = =
benefits < = c z %
&. Fulfiled all commitments made to you 2 = £3 z &
[[Please rate our SALES TEAM on the following: 1
vary
Fantasticl unhapoyi
7. Thevehicle price and or payments were & - + = -
discussed in a thorough manner = = = = -
8. Explanation ofwarranty cavesages z z z z <y
9. Theprofessional mannerinwhich you were - - = = -
treated ¥ bt o = i
10. Fulfilled ali commitments made to vou z Cy z T =
[More about the buying experience: ]
Vary
Fantasticl Unhappyl
11.1f you've centacted this store by phone, how
satisfied are youwith the way your call was 3 = I z =
handled?
. Rtk AR e
FIGURE Q2 (a)
(1) Identifies TWO (2) purpose of the questionnaire.
(4 marks)
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(i)  Modifies the questionnaire according to the guidelines in Figure Q2 (b).

+ Begin with nonthreatening and interesting questions.

« Group items into logically coherent sections.

» Do not put important items at the very end of the questionnaire.
+ Do not crowd a page with too many items.

+ Avoid abbreviations.

+ Avoid biased or suggestive items or terms.

» Number questions to avoid confusion.

+ Pretest the questionnaire to identify confusing questions.

*» Provide anonymity lo respondents.

FIGURE Q2 (b)
(14 marks)

- END OF QUESTIONS —
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