Homework Problem 4

Fundamentals of Software Engineering

Due Date Oct 10, 2006

In the early 90s, Xerox introduced a new pricing concept called range pricing. The purpose of range pricing is to enable its sales people to negotiate product prices within a given price range. The idea works as follows:

A product price has the following attributes:

A floor price defines the minimum price that can be charged for the product.

A ceiling price defines the maximum price that can be charged for the product.

A target price defines the price Xerox wants its sales people to get for the product.  

An actual price defines the paid price for the product –what the customer ends up paying for it (what Xerox settles for).

Xerox sales people visit with customers, understand their requirements, browse through multiple product catalogs, propose printing solutions, negotiate prices, and then take product orders. The sales person uses the price range information to flexibly adjust the prices to get the customer to buy. The sales person does her best to get customers to buy products at or above target price. In the case they have to sell a below target price then they will try to make up for it by including other products above target price, etc.  

Of note: on occasions the customer will inquire about the status of booked orders.

Xerox is interesting in building a wireless web interface to enable its sales force to book product orders, in real time, during their visits with customers.

In addition, sales and marketing managers are interested in a web interface to help monitor sales volume by customer and product. Managers will use sales volume information to understand customer and product profitability. The web-based interface must allow managers to get answers to important questions such as the following:

What is the sales volume for a given customer over a given period of time?

What is the sales volume for a given sales person over a given period of time? 

What is the sales volume by product?

How many products are sold below target price?

How many products are sold at or above target price?

Who are the customers that consistently buy at or above target price?

Who are the sales people who consistently sell above target price?

How many customers buy products at or above the target price? 

Part I: (Due Oct 10)
Your assignment is to design the object model for this web application according to the set of requirements described above. You must use Rational Rose for your object model. Your object model must include

· Classes

· Class relationships

· Relationship cardinality

· Class attributes

· Operations: for all non-accessor operations provide an English-like description of the inputs, output, and the function performed. Please adhere to the following  format in specifying all key operations:

· What 

· Input
· Output 
Note: For Tuesday Oct 10 you do not need to provide a detailed “How” of the operations –just a short, clearn, and complete sentence of what the opetion does. 

Part II: (Due Oct 10)

1. Redesign and draw the “Book Customer Order” to reflect range pricing as described about. See the class presentation from Tuesday Oct 3.

2. Design a management report screen that provides summary information. The report provides answers to the questions outlined about on the previous page.

Team Effort?

Can discuss with others but this is an individualized effort and the solution must be exclusively yours.

Due Date

In a hardcopy format on Tuesday Oct 10, 2006, At 6 pm. NO ASSIGMENTS WILL BE ACCEPTED AFTER 6 PM. NO EXCEPTIONS.

Please refer to the class presentations and discussions for additional hints to help you design an object model for this exercise.













