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1. Goals & Objectives: Explains the customer problem you are solving and how this PRD relates to your MRD. This establishes the high-level purpose for what you want to accomplish and who your product is for.
1.1 Personas Fictional representations of your customers, including demographic information, goals, and preferences. 
1.2 Customer challenges   Primary pain points felt by your customers that your product will solve. If you are completing this section of the PRD for an existing product, you can include current difficulties that customers are experiencing with the product.
2. Behavioral Diagrams: Used to visualize, specify, construct, and document the dynamic aspects of the system. They show how the system behaves and interacts with itself and other entities (users, other systems). They show how data moves through the system, how objects communicate with each other, how the passage of time affects the system, or what events cause the system to change internal states. 
2.1 Use Case	Graphical depiction of a user's possible interactions with the system.
2.2 Sequence	Depicts the processes involved and the sequence of messages exchanged between the processes needed to carry out the functionality.
2.3 Data Flow	Representing the flow of data through the system. 
3. Features: This is the section of the PRD where you explain exactly what needs to be built so that the development team can determine how best to implement it.  These stories should map to some of the epics specified in the MRD. 
3.1 Title 			High-level description of the new feature
3.2 Description 		Detail explanation of the description
3.3 Acceptance Criteria	Conditions of acceptance
3.4 Not doing			Anything that is out of scope for this product 
4. UI/UX Design Flow: Most organizations complete the UX design of features after the PRD has been reviewed and accepted. However, there may be some general guidance required at this stage to ensure the release objectives are met. This is not the place for pixel-perfect mockups or wireframes that map out every possible scenario; instead, it can be used to describe the overall user workflow.
 5. Non-Functional Requirements
5.1 Performance
5.2 Scalability
5.3 Security
6.  System and Environment Requirements
Which end-user environments will be supported (such as browsers, operating systems, memory, and processing power, etc.)
7.  Assumptions, Constraints, Dependencies
7.1 Assumptions are anything you expect to be in place (yet isn’t guaranteed), such as assuming that all users will have internet connectivity.
7.2 Constraints dictate something the eventual implementation can’t require, be it a budgetary constraint or a technical one.
7.3 Dependencies are any known condition or item the product will rely on, such as depending on Google Maps
8.  Release Timeline This helps internal teams understand the scope and timeline of the release so they can plan their work. Capture key milestones. 
9.  Future Roadmap Ask yourself what functional requirements are essential for the MVP, and what can wait for the second or third iteration. Perhaps even consider what’s best held off until a second or third iteration, and could be championed with some user-data under the belt.
 10. Go-To-Market & Sales Strategy
10.1 Inbound helps to attract people who are already looking for your solutions.  It creates brand awareness and attracts prospects organically at every stage of the buyer’s journey using methods like content marketing, blogs, search engine optimization (SEO), social media, as well as paid strategies such as search engine marketing (SEM).
10.2 Outbound Activities that are pay-to-play and require a budget. It gets the right message in front of the target market.
10.3 Sales is about empowering the sales teams through training, coaching and creation of marketing content and demos to use during the sales process.
10.4 Account-based Marketing (ABM)  	is about targeting “high-value” accounts using valuable content, comprehensive cross-channel campaigns, technology, etc.
10.5 Demand Generation Leverages sales-centric marketing activities such as cold calling, emails, list buying, TV commercials and sponsored webinars to target customers.
 
11.  Projected Revenue
11.1 Pricing                	Product pricing (or new pricing based on added functionality)
 
11.2 Revenue streams 	Projected revenue of the product by quarters (or impact to revenue of new features)    	
 
12.  Risks identify as many risks you think you may encounter along the way.  A risk can be anything from a shaky timeline, to new code or talent, a particular integration, or an external resource needed.
13. Open Questions
14.  Glossary, Terminologies, Acronyms, Abbreviations
15.  Appendix A, B, C
A) Example: List of Banks
B) Example: List of PSPs
C) . . .

