Document 1: Definition of Done

 Definition of Done is a technique where the team agrees on, and prominently displays, a list of criteria which must be met before a backlog item is considered done. That is the team has to create a well-defined, unambiguous, measurable, agreed-upon, and shared Definition of Done between all team members.
The best form of Definition of Done representation is a checklist of activities that has to demonstrate the agreed value and quality of a user story. So, this checklist should include:
· acceptance criteria (to satisfy customer requirements for a product)
· quality criteria (to satisfy quality requirements for a product)
Definition of Done may be defined for different levels of project work.
For example, in Agile / Scrum framework these levels of work could be user story, sprint, and release.

Checklist for DOD:
· Lead validation criteria are met using ZoomInfo, LinkedIn Sales Navigator, or Apollo.

· Salesforce CRM updated with verified data.

· Code changes, if any, deployed to test environment without errors.

· Unit and system tests passed.

· QA review completed; no major issues pending.

· Feature accepted by Product Owner.

· User documentation updated.

· Peer review completed.

· All tasks under the user story marked as “Done” in Jira.














Document 2- Product Vision

	Scrum Project Name:
	Salesforce CRM – Lead & Target Customer Management
	
	

	Venue:
	Conference Room / Online Meeting
	
	

	Date: 
	Date: 05-07-2025
	Start time: 09 Am
	End time: 5 PM

	Client:
	Videojet 
	
	

	Stakeholder list:
	Sales Manager
	Marketing Head
	Market Researcher/Research analyst

	
	CRM Admin
	Product Owner
	

	Scrum Team

	Scrum Master:
	Mikel P.
	
	

	Product owner:
	Shital Kadam
	
	

	Scrum Developer 1:
	Tanmay Kosambe
	
	

	Scrum Developer 2:
	Vanya Shetty
	
	

	Scrum Developer 3:
	Sayali Dhupe
	
	

	Scrum Developer 4:
	Omkar Shinde
	
	

	Scrum Developer 5:
	Janita Shetty
	
	

	Vision: To enable structured and consistent management of lead and target customer data in Salesforce CRM through defined manual processes, validations, and user-driven checks to improve data quality, support decision-making, and increase lead conversion.

	Target group
1. Market Segment: 
The product addresses the industrial B2B market, specifically focusing on manufacturing, packaging, pharmaceuticals, food & beverage, and consumer goods companies




2. Target Users:
- Sales Executives
- CRM Admins
- Marketing Team
Target Customers:
-Manufacturing Companies
- Operations Managers
- Plant Engineers 
- Procurement Heads
	Needs
1. What problem does the product solve? 
-The CRM system solves the problem of disorganized, inconsistent, and outdated lead and customer data by providing a centralized platform to manage all interactions, track sales activities, and store validated customer information.

2.Which benefit does it 
Provide?
- The CRM improves data accuracy, enables faster follow-ups, and helps convert more leads into customers.
- It supports better sales forecasting, improves team collaboration, and ensures compliance with industry standards.
- Overall, it helps Sales and Marketing work smarter with reliable, centralized customer data.
	Produce 
1. What product is it? 
This CRM platform is a customer relationship management platform used to store, manage, and track leads, contacts, and customer interactions to support sales, marketing, and service activities

2. What makes it desirable and special? 
- Salesforce CRM is desirable because it provides a centralized, user-friendly platform that allows Videojet to track, validate, and manage leads efficiently.
It is special due to its customizability, real-time data access, integration with trusted lead sources (like LinkedIn and ZoomInfo), and strong reporting and collaboration features, making it ideal for B2B industrial sales.


3. Is it feasible to develop the product?
Yes, it is feasible. Salesforce CRM is a cloud-based, configurable platform that can be easily customized to meet Videojet’s lead and customer management needs.
The organization already has access to the required tools, skilled users, and integrations like LinkedIn and ZoomInfo, making implementation practical and cost-effective.
	Value
1. How is the product going to benefit the company?
How is the product going to benefit the company?
The product will help Videojet improve lead quality, sales efficiency, and campaign performance by providing accurate and centralized customer data.
It will also support faster decision-making, better customer engagement, and ultimately drive higher revenue growth.
2. What are the business goals? 
- Support targeted marketing campaigns
- Enhance Customer Satisfaction and Experience
- Increase overall sales productivity and ROI.
- Improve Operational Efficiency
-  Leverage Data for Informed Decision-Making
- Increase Customer Retention and Loyalty
3. What is the business model?
- Salesforce operates on a comprehensive Software as a Service (SaaS) business model, providing cloud-based Customer Relationship Management (CRM) solutions to businesses of all sizes and industries. This model involves customers paying a subscription fee for access to Salesforce's platform and its various functionalities.
- Here, the business model is B2B (Business-to-Business), where Videojet sells industrial printing and coding solutions to other businesses.
Salesforce CRM supports this model by helping manage long sales cycles, track qualified leads, and build strong customer relationships to drive repeat business and long-term value.


Document 3: User stories

	User Story No:  01                                        
	Tasks:  Auto-Sync Verified Leads from ZoomInfo
	Priority: High

	As a QA Tester, 
I want test cases linked to lead data workflows 
so that I can ensure accuracy and functionality.

	BV: 1000
	CP: 08

	Acceptance Criteria:
1. Configure ZoomInfo integration settings.
2. Map lead fields with Salesforce.
3. Test lead import for sample records.
4. Validate imported data format.
5. QA review and sign-off.



	User Story No:  02                                         
	Tasks: Flag Duplicate Leads
	Priority: High

	As a Sales Rep, 
I want to view a lead’s source history 
so that I can understand its origin and quality.

	BV: 100
	CP: 06

	Acceptance Criteria:
1. Define matching criteria (email, phone, name).
2. Implement duplicate rule logic.
3. Configure alerts for duplicate detection.
4. Test duplicate creation scenario.
5. Review flagged records.



	User Story No:   03                                       
	Tasks: Tag Lead Sources
	Priority: Medium

	As a Marketing Manager,
I want to tag lead sources (LinkedIn, Apollo) 
so that I can analyze campaign effectiveness.

	BV: 1000
	CP: 05

	Acceptance Criteria:
1. Add “Lead Source” field to lead object.
2. Create picklist options for source types.
3. Update lead creation form.
4. Run test cases for source tracking.
5. Validate reporting with source filter.



	User Story No:   04                                         
	Tasks: Auto-Assign Leads by Territory
	Priority: High

	As a Sales Manager, 
I want to assign leads automatically based on territory 
so that I can save manual allocation time.

	BV: 1000
	CP: 07

	

Acceptance Criteria:
1. Define territory assignment rules.
2. Create workflow rules in Salesforce.
3. Link leads to assigned sales reps.
4. Test lead creation by region.
5. Collect feedback from sales team.



	User Story No:   05                                         
	Tasks: Dashboard for Lead Validation
	Priority: Medium

	As a Product Owner, 
I want a dashboard that shows lead validation status 
so that I can track CRM data health.

	BV: 1000
	CP: 04

	Acceptance Criteria:
1. Design dashboard layout.
2. Create a custom report on lead status.
3. Add charts and filters.
4. Share the dashboard with stakeholders.
5. Review metrics in the sprint review.



	User Story No:   06                                        
	Tasks: Weekly Lead Report
	Priority: Medium

	As a Marketing Analyst,
I want to schedule weekly reports of new and updated leads 
so that I can plan targeted campaigns.

	BV: 1000
	CP: 05

	Acceptance Criteria:
1. Build report for new/updated leads.
2. Set filter conditions and layout.
3. Schedule weekly email delivery.
4. Test report accuracy.
5. Confirm delivery to target users.



	User Story No:   07                                       
	Tasks: Validate Mandatory Fields
	Priority: High

	As a CRM User, 
I want mandatory fields to be validated before saving a lead 
so that incomplete leads aren’t created.

	BV: 1000
	CP: 07

	Acceptance Criteria:
1. Mark required fields in lead form.
2. Set validation rules in CRM.
3. Test form with missing fields.
4. Verify error messages.
5. Validate lead record save after complete input.



	User Story No:   08                                        
	Tasks: Link Test Cases to Workflows
	Priority: Low

	As a QA Tester, 
I want test cases linked to lead data workflows 
so that I can ensure accuracy and functionality.

	BV: 1000
	CP: 03

	Acceptance Criteria:
1. Create test cases for lead creation/edit.
2. Map test steps to workflow actions.
3. Log pass/fail status for each case.
4. Report issues to dev team.
5. Re-test after fixes.



	User Story No:  09                                       
	Tasks: View Lead Source History
	Priority: Medium

	As a Sales Rep, 
I want to view a lead’s source history 
so that I can understand its origin and quality.

	BV: 1000
	CP: 04

	Acceptance Criteria:
1. Enable lead history tracking in CRM.
2. Create source history section on lead page.
3. Test source change scenarios.
4. Record source updates with timestamps.
5. Validate visibility for sales users.



	User Story No: 10                                         
	Tasks: Log Lead Record Changes
	Priority: Medium

	As a CRM Admin, 
I want to log all changes made to lead records 
so that I can audit data modifications.

	BV: 1000
	CP: 05

	Acceptance Criteria:
1. Enable field history tracking in Salesforce.
2. Select fields to monitor (name, email, phone).
3. Test record edit and view audit log.
4. Export audit logs to CSV.
5. Review log access roles.





Document 4: Agile PO Experience

The Product Owner has a vision of the product keeping the domain/industry experience and the market need.

· Following are the responsibilities of PO in a project

- Market Analysis - Analysis of market need/demand - Availability of similar products in the market.
- Enterprise Analysis - Due diligence on the market opportunity  
- Product Vision and Roadmap - Product vision keeping the need analysis in mind, Product roadmap with high-level features and timeline.
- Managing Product Features - Managing stakeholder expectations and prioritizing needs, Prioritization of the epics, stories, and features based on criticality and ROI involved. Managing Product Backlog, Prioritization of user stories, Reprioritization based on stakeholders needs and Epics planning  
- Managing Overall Iteration Progress - Sprint progress review, Reprioritization of sprints and epics if needed, Sprint retrospectives with Business Analyst.

· From this project I have learned how to handle sprint meetings such as- 

· Sprint planning meeting
· Daily scrum meeting
· Sprint review meeting
· Sprint retrospective meeting
· Backlog refinement meeting

· Also, User stories creation and what things will be included in user stories such as-
· Story no
· Tasks
· Priority
· Acceptance criteria
· BV and CP value

In Scrum, a product owner serves as the liaison between multiple areas of an organization. This person communicates with business stakeholders and collaborates closely with Scrum teams to keep all areas of the business informed on a project's development.

The product owner develops a vision of a product's function and operation, which in turn allows this Scrum team member to define product features and break those features into product backlog items.


Document 5: Product and sprint backlog and product and sprint burndown charts


Product backlog:
	User story 
ID
	User story
	Tasks
	Priority
	BV
	CP
	Sprint

	01
	As a QA Tester, 
I want test cases linked to lead data workflows 
so that I can ensure accuracy and functionality.
	Auto-Sync Verified Leads from ZoomInfo
	High
	1000
	08
	Sprint 1

	02
	As a Sales Rep, 
I want to view a lead’s source history 
so that I can understand its origin and quality
	Flag Duplicate Leads
	High
	1000
	06
	Sprint 1

	03
	As a Marketing Manager,
I want to tag lead sources (LinkedIn, Apollo) 
so that I can analyze campaign effectiveness.
	Tag Lead Sources
	Medium
	1000
	05
	Sprint 1

	04
	As a Sales Manager, 
I want to assign leads automatically based on territory 
so that I can save manual allocation time.
	Auto-Assign Leads by Territory
	High
	1000
	07
	Sprint 1

	05
	As a Product Owner, 
I want a dashboard that shows lead validation status 
so that I can track CRM data health.
	Dashboard for Lead Validation
	Medium
	1000
	04
	Sprint 1

	06
	As a Marketing Analyst,
I want to schedule weekly reports of new and updated leads 
so that I can plan targeted campaigns.
	Weekly Lead Report
	Medium
	1000
	05
	Sprint 1

	07
	As a CRM User, 
I want mandatory fields to be validated before saving a lead 
so that incomplete leads aren’t created
	Validate Mandatory Fields
	High
	1000
	07
	Sprint 1

	08
	As a QA Tester, 
I want test cases linked to lead data workflows 
so that I can ensure accuracy and functionality.
	Link Test Cases to Workflows
	Low
	1000
	03
	Sprint 1

	09
	As a Sales Rep, 
I want to view a lead’s source history 
so that I can understand its origin and quality.
	View Lead Source History
	Medium
	1000
	04
	Sprint 1

	10
	As a CRM Admin, 
I want to log all changes made to lead records 
so that I can audit data modifications.
	Log Lead Record Changes
	Medium
	1000
	05
	Sprint 1





Sprint backlog:

	User story ID
	User story
	Tasks
	Owner
	Status
	Estimated effort

	01
	As a QA Tester, 
I want test cases linked to lead data workflows 
so that I can ensure accuracy and functionality.
	Auto-Sync Verified Leads from ZoomInfo
	Developer 1
	Done
	08

	02
	As a Sales Rep, 
I want to view a lead’s source history 
so that I can understand its origin and quality
	Flag Duplicate Leads
	Developer 3
	Done
	06

	03
	As a Marketing Manager,
I want to tag lead sources (LinkedIn, Apollo) 
so that I can analyze campaign effectiveness.
	Tag Lead Sources
	Developer 3
	Done
	05

	04
	As a Sales Manager, 
I want to assign leads automatically based on territory 
so that I can save manual allocation time.
	Auto-Assign Leads by Territory
	Developer 2
	Done
	07

	05
	As a Product Owner, 
I want a dashboard that shows lead validation status 
so that I can track CRM data health.
	Dashboard for Lead Validation
	Developer 4
	In Progress
	04

	06
	As a Marketing Analyst,
I want to schedule weekly reports of new and updated leads 
so that I can plan targeted campaigns.
	Weekly Lead Report
	Developer 1
	Done
	05

	07
	As a CRM User, 
I want mandatory fields to be validated before saving a lead 
so that incomplete leads aren’t created
	Validate Mandatory Fields
	Developer 3
	Done
	07

	08
	As a QA Tester, 
I want test cases linked to lead data workflows 
so that I can ensure accuracy and functionality.
	Link Test Cases to Workflows
	Developer 4
	Done
	03

	09
	As a Sales Rep, 
I want to view a lead’s source history 
so that I can understand its origin and quality.
	View Lead Source History
	Developer 2
	Done
	04

	10
	As a CRM Admin, 
I want to log all changes made to lead records 
so that I can audit data modifications.
	Log Lead Record Changes
	Developer 1
	Done
	05
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Document 6: Sprint meetings

Meeting Type 1: Sprint Planning meeting

	Date
	11/07/2025

	Time
	10.00 AM to 11.00 AM

	Location
	Pune

	Prepared By
	Shital Kadam

	Attendees
	7 People
Scrum Master:	Mikel P.
Product owner:	Shital Kadam
Scrum Developer 1: Tanmay Kosambe
Scrum Developer 2: Vanya Shetty
Scrum Developer 3: Sayali Dhupe
Scrum Developer 4: Omkar Shinde
Scrum Developer 5: Janita Shetty




Agenda Topics

	Topic
	Presenter
	Time allotted

	Sprint Goal Discussion
	Scrum Master (Mr. Mikel P.)
	10 minutes

	Review of Product Backlog
	Product Owner (Mrs. Shital Kadam)
	10 minutes

	Selection of User Stories
	Scrum Team
	15 minutes

	Task Breakdown and Estimation
	Scrum Developers (Tanmay Kosambe, Sayali Dhupe, Omkar Shine)
	10 minutes

	Testing Strategy Discussion
	Tester (Mrs. Vanya Shetty)
	10 minutes

	Risk Identification and Dependencies
	Scrum Team
	5 minutes

	Sprint Commitment and Closing
	Scrum Master (Mr. Mical P)
	5 minutes



Other Information

	Observers
	Mr. Pooja Jadhav (SME)

	Resources
	Jira for backlog management, Power BI/Tableau for reporting, Zoom/MS Teams for remote collaboration. Verified sources - LinkedIn Sales Navigator, Zoominfo, Apollo extension

	Special Notes
	Ensure all team members have access to Jira and the product backlog before the meeting. Any dependencies or blockers should be discussed early to avoid delays.









Meeting Type 2: Sprint review meeting

	Date
	11/07/2025

	Time
	10.00 AM to 11.00 AM

	Location
	Pune

	Prepared By
	Shital Kadam

	Attendees
	7 People
Scrum Master: Mikel P.
Product owner: Shital Kadam
Scrum Developer 1: Tanmay Kosambe
Scrum Developer 2: Vanya Shetty
Scrum Developer 3: Sayali Dhupe
Scrum Developer 4: Omkar Shinde
Scrum Developer 5: Janita Shetty



	Sprint status
	Things to demo
	Quick updates
	What’s next

	80% completed
	- Lead source tagging (LinkedIn, ZoomInfo)
- Validation rule setup

	Integration with LinkedIn delayed due to access issues
	- Finalize LinkedIn integration
- Start dashboard setup

	100% completed
	- Duplicate lead detection
- Weekly lead report
	- All user stories completed and tested
	Set up automated lead assignment based on region

	70% in progress
	- ZoomInfo integration (partial demo)
- Dashboard initial setup
	- API tested, but full sync not done
- Dashboard framework ready
	- Complete ZoomInfo sync
- Add lead segmentation to the dashboard



Meeting Type 3: Sprint retrospective meeting

	Date
	11/07/2025

	Time
	10.00 AM to 11.00 AM

	Location
	Pune

	Prepared By
	Shital Kadam

	Attendees
	7 People
Scrum Master: Mikel P.
Product owner: Shital Kadam
Scrum Developer 1: Tanmay Kosambe
Scrum Developer 2: Vanya Shetty
Scrum Developer 3: Sayali Dhupe
Scrum Developer 4: Omkar Shinde
Scrum Developer 5: Janita Shetty





	Agenda
	What went well
	What didn’t go 
	Agenda
	What went well

	Review sprint progress
	Most validation rules and lead source tagging were completed on time.
	ZoomInfo sync was delayed due to field-mismatch issues.
	How can we ensure data formats are aligned before development?
	Sprint backlog & burndown chart

	Identify strengths
	Collaboration between CRM Admin and Sales team improved lead accuracy.
	Lack of early clarification on duplicate detection logic caused rework.
	How can we finalize business rules earlier in the sprint?
	Backlog grooming notes & Jira tickets

	Discuss challenges
	Weekly report setup was implemented successfully.
	Lead assignment by region faced issues due to missing data fields.
	Can we standardize lead entry formats across teams?
	Change request log

	Plan improvements
	Daily stand-ups helped address blockers quickly.
	Test data availability slowed dashboard validation.
	Can we prepare test data ahead of sprint start?
	Sprint review notes (MOM)

	Define action items
	Sprint planning became more accurate with task breakdown.
	Some manual entries were missed during QA validation.
	How can we improve manual testing coverage?
	Retrospective action tracker























Meeting Type 4: Daily Stand-up meeting

	Question 
	Name/Role
	Week “X” (from dd-mm-yyyy to dd-mm-yyyy)

	
	
	Monday
	Tusday
	Wednesday
	Thrusday
	Friday

	What did
you do
yesterday?
	Developer 1
	Finalized lead source field integration in Salesforce.
	Updated picklist values for lead source.
	Reviewed lead source reports with BA.
	Documented changes in project log.
	Supported QA during source validation tests.

	
	Developer 2
	Completed mapping of ZoomInfo fields to CRM fields.
	Fixed mapping issues in Company and Email fields.
	Re-tested lead sync post mapping update.
	Synced new data set for QA team.
	Validated field values in CRM after import.

	
	Developer 3
	Tested validation rules for mandatory lead fields.
	Created new test cases for negative input scenarios.
	Manually tested edge cases and logged bugs.
	Re-executed failed test cases.
	Prepared QA summary report.

	What will
you do
today?
	Developer 1
	Begin UI layout for lead dashboard.
	Add lead filters by source and region.
	Create dashboard charts (bar, pie).
	Share draft with PO and get feedback.
	Finalize and publish dashboard view.

	
	Developer 2
	Start testing ZoomInfo API connection.
	Verify sync logs and lead count.
	Cross-check imported leads against sample sheet.
	Enable daily sync schedule.
	Write API sync report.

	
	Developer 3
	Run manual test cases on lead report generation.
	Test data filters and time scheduling.
	Review error logs from earlier tests.
	Mark stable test cases as Passed.
	Close related tickets in Jira.

	What (if
any) is
blocking
your
progress?
	Developer 1
	Awaiting final field names from BA.
	No blockers.
	Waiting for PO feedback on dashboard layout.
	No blockers.
	No blockers.

	
	Developer 2
	Access request for ZoomInfo sandbox pending.
	Partially resolved, still limited data access.
	No blockers.
	No blockers.
	No blockers.

	
	Developer 3
	No blockers.
	No blockers.
	Minor bug in lead filter logic (under fix).
	No blockers.
	No blockers.
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