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ABSTRACT

Due to the dynamic change in That economy, the use of the computer becomes
one of the important factors for every kind of businesses. Since the competition among
businesses is relatively fierce, the demand for fast and easy access to data also grows.
As the demand has risen, the need for the computerized system also increases
dramatically.

After an analysis, design and implementation phase have been done for the
existing system, the objectives are identified, the scope of the project is planned, the
problems are found. Moreover, the user as well as management requirements have been
taken into account for the development of the computerized system. Data Flow
Diagram, Structure Chart are used in designing the program. Cost and Benefit Analysis
with three popular methods are used to identify the Break Even Point, Payback Period,
Net Present Value and Return on Investment. Security also plays an important role in
developing the proposed system.

With the revolution of a computerized system, the company processing
performance will improve, gaining the access or retrieving information can be done
easily. The Ordering Information System For Zestteem Company Limited operates

more efficiently and effectively with the use of the computerized system.
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I.  INTRODUCTION

1.1 Baékground of the Project

Based on today’s economic situation where competition is relatively fierce, the
way or method that each company uses to compete with other has become one of the
big issues to be considered. As The Zestteem Company has faced this situation,
Zestteem Company want to try to design the product to be more attractive and unique.
Zestteem Company tries to find out and capture the customer’s need, then provides the
customer with the right product at the right time.

Since the company’s total volume of sales is now increasing dramatically, they
are now faced with a load of paper work as all the works are done manually. This kind
of paper works includes customer profile, supplier profile and various kinds of
documents such as customer purchasing order (P/O), invoice, production specification
etc. Without a good management in data keeping, searching or finding a particular
information Zestteem will have a hard time.

The Ordering Information System is one of the important parts for all companies
and is so to Zestteern Company. Within this project, the existing ordering system is
studied and analyzed and all the business requirements as well as user requirements in
ordering éystem is identified which later on will be used to design a new system.

With a new ordering system, Zestteem: Company will be able to provide a better
service including processing time in searching and keeping data, improving response
time with customer, providing competitive edges over other companies, delivering as
well as billing process. Moreover, the new system will provide data, which is used to
support in decision making for the Top Management in the dynamic changes of the

economy.



1.2 Objectives of the Project

The objectives of developing the Ordering Information System for Zestteem

Company Limited are as follows:

(D

2
()
(4)

(5)
(6)
(7)

To study and analyze the existing system and design a new system for
receiving orders from customer.

To identify the problem in the existing system.

To identify both business requirements as well as user requirements,

To design computer-based information system for the ordering process in
order to be able to compete with other companies.

To minimize amount of paper work and increase the productivity.

To increase the companies efficiency and effectiveness.

To provide an easy access and search for the required data.

1.3 Scoipe of the Project

The scope of the Zestteem Ordering Information System can be generalized as

follows:
Q)
)
3
*

()
(6)

(7
(8)
@)

To keep customer profile

To create new customer record

To modify customer record

To record customer purchase order .
To issue company purchase order -
To issue company invoice -

To issue company delivery order -
To keep supplier profile -

To create supplier record

(10) To modify supplier record -



(11) To generate report for Top Management -
1.3 Deliverables
The deliverables of the project of the Gift Trader Ordering Information System
are as follows:
(1) Screen Layout of User-Interface for end users
(2) Various hard copy layouts and reports including:
| (a) Customer Profile
(b) Supplier Profile
(¢) Monthly Sales Report
(dy Company Purchase Order Report
() Customer Purchase Order Report
(f) Company Invoice Report
(g)  Product Specification Report
| (h) Inquiry Report
(i)  Delivery Order Report

1.5 Project Plan
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II.  EXISTING SYSTEM

2.1 Background of the Organization

Zestteem Company Limited was established in June 1999. The initiator of this

company is Ms. Pinpraparn Watanalappoolpol, whose position is now the Managing

Director, and her colleagues. The office is located on Sukhumwit 77 at Onnuch 36. The

major task of the company is to provide all kinds of gifts and premijums such as T-shirt

with or without printed logos, handbags, umbrellas, pillows, bed sheets, dolls, caps etc.

The company operates as an agent and a trader. It also deals with product design,

packaging, and product display in outlets or showrooms.

Although the company has opened for only a year, the amount of works or

numbers of services are higher than expected. The workflow in taking order of Zestteem

Company can be visualized as follows:

(1

(2)

The company salesman will contact the customer and then make an
appointment to propose a product. On that day, the salesman will present the
customer with the quotation of the product. If the customer is interested in
the quoted price, they may issue their purchase order on the following day.
On the other hand, the customer may send the purchase order to the
company, and then the company will respond back to the customer whether
the quoted price is possible for the production.

After receiving the orders or purchase order (P/O) from the customer, the
document is then recorded to the customer P/O book. Sales and Marketing
Department have to verify whether the P/O is worth the production. The
conditions that will be used to consider were customer quoted price, terms

of payment, requested delivery date, lead-time, quantity and quality. If the



(3)

(4)

(3)

(6)

(7)

following purchase order passes all five conditions, then the Sales and
Marketing Department will issue production specification request form to
the Design and Production Department.

Design and Production Department will use the requirement provided in the
production specification form to create the sample prototype or model. This
model will be sent back to the customer for approval. If confirmation of the
production is received, then the production can begin otherwise, some minor
changes are required to be done. For doing the sample, the customer has to
agree for the half payment whether they are satisfied or not with the
product.

Next, the company issues the purchase order to the suitable supplier who
can handle the entire raw materials requirement.

Now, it is the process of receiving supplier invoice. The company has two
points to check out. The first is whether the product delivered by the
supplier is correct in both quantity and quality specified in the company
purchase order. The second is to check whether the purchase order number
specified in the supplier invoice matches with the company purchase order.
After passing those two checkpoints, the company issues a company invoice
to the customer as well as a delivery order. This is to ensure the acceptance
of the product of the company by the customer. The invoice number must be
concurrent with the delivery order number. For the payment policy, if the
customer is a new customer, they are required to pay within 15 days or
within 30 days.

Each Department will collect the information produced in their department

and generate a report for the Top Management. For more information on the

6



flow of the ordering process, it can be viewed on Appendix A and Appendix

B.
Managing Director
Sales & Design & Finance &
Marketing Production Accounting
Figure 2.1. Organization Chart of Zestteem Company Limited.
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2.2 Existing Business Function

Figure 2.1 illustrates the organization structure of Zestteem Company Limited.

There are three departments in a Top-Down hierarchy, which is described as follows:

(1) Sales and Marketing Department

This department’s mainly responsible for the daily operation of receiving
an order, contacting, sometimes receiving the sample from the customer. The
Sales and Marketing Department have to handle various kinds of paper work
such as customer profile, customer purchase order, and company purchase
order and supplier profile. The Sales and Marketing Department have to deal
with the customer, negotiate when the quoted price is not reasonable or
receive the confirmation for the production from the customer. This
department has to deal with the supplier and find the right supplier who can

support the production requirement.

(2) Design and Production Department

()

This department’s main responsibility is to verify the outline of
production requirements specified in the production request form.
Sometimes, they have to design the prototype or model for the product upon
customer request. After all the criteria have been specified, the next step is
to wait for approval from customer, in which, Sales and Marketing
Department will have to follow up for the result for the production to begin.
Finance and Accounting Department

This department has to deal with the cash flow, capital, receivables
and payables of the company. At the end of every month they have to
prepare the financial reports, any movement in the Finance and Accounting

Department must be informed to the Managing Director. They have to send



the financial report to the external accountant for preparing the annual profit
and loss account for the company. The Finance and Accounting Department
is the one that issues company invoice as well as delivery order to the
customer.

(4). Top Management

In this section, the Managing Director supervises the management
functions, control all major operations such as both short-term and long-
term planning, budget controliing, decision-making. All of these actions
require adequate data to support. This may be the reason why the data
requested by the Managing Director must be supported upon request.
2.3 Current Problems and Areas for Improvements
2.3.1 Current Problems
During the analysis process, some problems were found and listed as follows:
(1) Customer complaint for slow response
The reason behind this problem may come from the slow and long

process of taking an order from the customer. After the customer’s purchase
order has been received, the Sales and Marketing Department has to find out
whether the quoted price by the customer s possible for the production, then
send this purchase order to the Design and Production Department to verify
all the production requirements. If all conditions produce a reasonable
result, then the Sales and Marketing Department will respond to the
customer. In the case like this, it will take at least three days to find a

consensus answer for one customer purchase order.



2)

()

)

©)
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Lack of keeping data in a good method

Data entered is not complete and correct. There is a workload on
paper work. Sometimes the loss of data occurs because of lack of good
security protection.
Lack of data integrity

The process of ordering system has to deal with several departments
in the organization. Sometimes, some change is made when data is being
transferred between departments and that change has not been informed to
the involved department. This will cause misunderstanding and confusion
among departments. For example, when the customer cails up and wants to
make some change in quantity ordered from 50 pieces to 80 pieces. If this
change has not been informed to the Finance and Accounting Department,
the invoice issued by the Finance and Accounting Department contains
wrong information. The amount to be collected from the customer also is
incorrect..
A lot of duplicated documents

This problem resulted from the redundant jobs, as the document has to
be used by each department and kept separately. The company has to pay
for the office supplies and space for these duplicated documents.
Spend huge amounts of time to produce a report

Since there are various kinds of reports needed to generate and due to
being non-systematic in keeping data, it may take several days to generate
reports. Moreover, the data used may not be up to date. This can prevent the
company from expanding the market as well as making an immediate
decision.

10
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Error due to data entering

This is caused by human error when they have to write down the

record with the manual system,.

Areas of Improvement

In this section, we will consider the existing problems and solving them based on

the understanding of the operations and business requirements. The improvement must

be made to achieve a better response in every way. All departments need to improve in

order to attain the goal of efficiency as well as effectiveness. By Implementing the

computerized system to replace exisfing manual system, the order processing system

will be more efficient and provide better operations. The new computerized system will

provide the staff with an easy operation, faster response.

()

)
€)

)
)

(6)

The number of paper is reduced apparently because all data are now stored
in the computer. The staff can access data by using the computer. The
scope of accessing data depends on the authority of each person.

Avoid re-entry of data by using the relation of data.

Reduce the staff workload by using computer-based system for processing
data instead of keeping data only. This will enhance time management.
Create security to protect the database

The customer number, supplier number, invoice number can be used to
retrieve data related to what the user need. By using the computerized
system, order processing can become more productive, efficient and
effective.

Inquiry can be achieved easily. This leads to an advantage in immediate

decision making and forecasting for the Top Management level.

11



(7) To protect human error in entering data by providing error checking. This
method will help in providing accuracy information as well as protection

toward the damage that might occur to the database.

12



III. PROPOSED SYSTEM

The objective of the proposed computerized system is to solve the current
problems in the existing system. The existing system is studied and analyzed and the
critical problems are found in the ordering system. The proposed system is intended to
provide more benefits over the manual system for both operational level and
management level.

The new proposed computerized system will:

(1) Provide accuracy and up to date information.

(2) Provide fast response to an inquiry

(3) Reduce redundant data

(4) Reduce error in entering data

(5) Increase the effectiveness and better services.

(6) Provide data for decision making and forecasting
3.1. Users’ Requirements

The most important part is to find out what the user requirements are. As the
users’ requirements are very useful in developing the computerized system, this can
ensure the satisfaction in a new proposed system. After an interview with the users, the
conclusion can be categorized as follows:

3.1.1 Staff Requirements

The requirements from the staff or user of the program are:

(1) To design a program, that can support the routine and standard procedure of

the ordering system.

(2) Searching and modifying for a particular customer data can be done via the

customer number.

13
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&)

(6)
(7)
®)
®
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The program input screen as well as output screen must be user-friendly and
easy for an operation.

New System must provide the ability to trace back the history of the data.
The language used must be natural and easy to understand; only minimal
training 1s required.

Simple reports like customer or supplier profile must be able to generate,
Error checking is necessary.

Print any kind of documents easily.

The data can be shared among departments.

3.1.2 Management’s Requirements

¢y

ey
()
(4)

To generate various kinds of reports to support in decision-making and
forecasting.

To provide security to the database, assign the authority for the user.

Reduce the overall operation cost.

Back up and recovery should be designed.

3.1.3 General User’s Requirements

ey
2)
3)

The inquiry of order processing will be fast.
Simple report will be generated.

The user-friendly interface is needed.

3.2 System Design

In this section, we are studying about the term Information Application

Architecture. This will include the techniques that involve the distribution of Data,

Process, Interface and Network. During this stage, the basic technical decisions have

been identified. Those simple questions require a careful thought, as all the answers will

comprise to be a computerized system for the company.

14
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@)

Network Architecture: Two Tiered Client/Server Architecture

As the company is categorized as a small size business, LAN (Local
Area Network) is applied to connect several clients to the server. With this
architecture, the information is stored on the server and the business logic
and user interfaces are stored on the client.

Data Architecture:

Since technoiogy is getting more advanced. The Data Architecture for
an Ordering System of Zestteem Company comes out in a form of
Distributed Relational Database Management System. The company decides
to choose SQL Server for the database management system. The benefits
behind this database management system are:

(a) Itallows the creation of the relation among programs in the database.

(b) It provides the control of access to and maintenance of the stored data.

(¢) It provides the services of searching, sorting, extracting and
summarizing,

(d) It provides the services for backup, recovery and security.

(e) It reduces the data traffic on the network,

Interface Architecture:

This fundamental architectural decision must be made regarding
inputs, outputs and the intersystem connections, It is obvious that the
proposed system is required to be an On-line Processing System with
Graphical User Interface. It provides interactive transaction, conversation
dialogues between user and computer. Errors are identified and corrected
more quickly. Online processing systems transactions tend to be processed

earlier since on-line system can be processed very fast without waiting for

15



(4)

)

batch data file preparation. Human interaction in decision making is
permitted in this kind of processing. The edition and format of inputs and
outputs can be done in an on-line mode. The data retrieved by the user is
updated and ready for decision making.

Process Architecture:

This section will focus on the Software Development Environment
and System Management (SDEs) for Two Tiered Client/Server. This will
consist of the language and tools that is used in the development of business
logic and application program.

As the product of Magic Software, this is a Post 4GL programming
tool. It is a code-free application development tool. It provides a complete
environment for the developer and end-user in a visual-programming
environment. It also provides a powerful engine that performs 90 percents
of the low-level function. Hundreds of instructions are condensed into
Thirteen Operations., Magic offers speed and productivity; application
portability and gateway capability as magic application can run on different
platform using different databases. The whole application fits in one MCF
file. It produces a user-friendly interface. Now, user can interact and become
more familiar with the interface of the program.

Design of input and output screens

The concept concentrates more on the design of input screen as well
as an output screen. The input screen must be user-friendly; this may help in
reducing the error raie of wrong entering of data. The output screen is for
showing the reference or printing forms for reports. Generally, both input

and output screens are used to convey the information between user and the
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computerized system. The input screen will be designed based on the rule of

an easy operation, On the other hand, the output screen will be designed

based on the information required to display. The input and output screens
are shown in Appendix H and Appendix G respectively.

Design of the Database Interaction
The database design is the most important part in creating a program.

Without a good and well thought of database requirements, problem will

occur when the time of implementation as well as time of maintenance

comes. The database schema can be seen on Appendix E, Figure E.1 and

Figure E.2. In addition, Appendix F shows the file structure of the database

components.

The form of output
There are two kinds of output: External output and Internal output. For

external outputs, it comes out in the form of company purchase order,

company invoice or delivery order. On the contrary, the Internal Output can
be categorized into three sections.

(a) Detailed Report: this kind of report will include all the data, which
depend on the purpose of the user. Some detailed reports are
historical. It also can be used for a future references, management
planning and control by generating schedules and analysis. As can be
seen on Appendix G, the user is able to search and print out the detail
of particular customer immediately.

(b} Summary Report: this provides the conclusion or summarized data to

indicates trends and potential problems apart from the detailed report.
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In Appendix G, Figure G.5 to Figure G.8 shows the summary report
on the credit status of both customer and supplier.

(c) Exception Report: this report is especially best for some urgent
request or an exceptional condition. Sometimes, some question needs
an answer right away. This kind of report can support upon request.

(8) Software Design

This part is dedicated to the concern of how the program
specifications are presented to the computer programming. The software
design can be achieved through the structure chart. As the structure chart is
graphically depicts a modular design of a program, it shows how the
program has been partitioned into smaller more modules that are
manageable, which later results in a computer program that is easier to
implement and maintain. The structure chart can be visualized on Appendix

C from Figure C.1 to Figure C.7.

3.3 Hardware and Software Requirements
The proposed system of Zestteem Ordering Information System requires the
following hardware components.
(1) Server 1 set
Pentium 11 700 EB
Motherboard Support SCSII Hard Disk
SD RAM 64 MB
Hard Disk SCSII 15 GB Quantum
Floppy Disk drive 1.44 MB
Monitor 15 inches Non Radiation

CD-ROM ( brand name)

18



)

3)

(4)

(5

(6)

(7
(8)

The software requirements can be summarized as follows:

Key Board and Mouse
Client PC
Pentium II 660 MHz
Motherboard 100 MHz
SD RAM 32 MB
Hard Disk 10 GB Quantum
Floppy Disk drive 1.44 MB
Monitor 15 inches Non Radiation
Key Board and Mouse
Laser Printer
HP Laser Jet 6 P
Dot matrix Printer
Epson LQ 2170
UPS 600 VA
Ethernet LAN Card
Brand name Intel
PCI Interface (32bits)
10/100 MBs
Full Duplex
Ether Hub (8 ports)

uTe

(a) Microsoft Window NT
(b) Microsoft Window 98
(¢} Microsoft Office 97

19

4 sets

] set

1 set

1 set

5 sets



(d) Magic Software Version 8

{e) Microsoft SQL Database Server Version 7

20
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3.4 System Security and Controls

As nowadays, information becomes an invaluable asset, the various methods are
created to protect from all possible harms. Since the computerized system of Zestteem
Ordering System is designed in a form of distributed data, the concern is toward the
authority for accessing the data. The user authentication is established and implemented.
This is just the first phase of protecting the value of data to remain secret, possess
integrity and availability for all users.

The security of computerized system possess the properties as follows:
3.4.1 User Identification

At the beginning, each user receives the password to access the data at the level
that their job is related to. They are not able to access the data out of the range of their
authority. The system will detect the unauthorized user if that user is not allowed to
access that particular information area. The first step is to set the input interface that the
user has to enter their password for getting into the system. This is a method to prevent
and ensure only authorized users can enter the system. The password of each user is
encrypted and kept in the Right database. This encrypted method will encrypt the
password into a meaningless form so other users are unable to read and understand. (See
Appendix H, Figure H.40 for password creation)
3.4.2 Program Security

This problem cannot happen when Magic Software is used. The main reason is
Magic Software can be developed and modified only if that person has the development
tool, which is referred to as the tiny mechanic that contains a code inside. Only with this

HASP, the modification to the program can be done.
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3.4.3 Physical Security

As the computer is considered a vulnerable object, the water, heat or even some
scratch can cause some harm to the computer. The rule for using the computer should be
set as follows:

(a) Do not smoke or drink near the computer

(b) Do not have meals near the computer

(¢} Do not leave the computer open

In drder to protect from natural disaster such as fire or flood, the computer should
be placed on the tabie connected to the Uninterruptable Power Supply (U.P.S) and the
fire alarm should be in the computer as well. Some further physical protection is the use
of door locks, security guard at the entry points.
3.4.4 Data Entry and Validation

With the help from software application, the GUI control and technique can
reduce the rate of errors made by user. The program can be set to check every line data
is entered. This can ensure the quality of the data produced.
345 Dat‘abase Control

With the authority of each user to be able to read, write, delete or any
modification to the database, this specific range can protect from out of range access
through the data or from any damage to the database system.
3.4.6 All media such as floppy disks, CD ROM must be kept in a safe place and
handled with care.
3.4.7 The most important part is to backup data everyday in order to protect the damage

in the hard disk.
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3.5 Cost and Benefit Analysis
3.5.1 Cost Analysis

Cos_'t Analysis is the technique for testing the economic feasibility, The economic
feasibility refers to the cost-effectiveness of a project. Cost and Benefit Analysis
determines whether the project is cost-effective.

Investment Cost: this is a onetime cost that will not recur after the project has
been completed. This will include the cost of hardware, software, personnel and other
expenses.

The Investment Cost, is classified into two parts, which are:

(a) Development Costs are onetime costs associate with the analysis, design and

| implementation of the system.

(b) Implementation Cost: the costs are related to the implementation of the

system. This will include the costs such as training cost.

Apart from the Investment Cost, Annual Operating Cost may be a fixed costs over
time or variable with respect to the system usage.

The Existing and Computerized System Operational Cost is listed on Table 3.1
and Table 3.2.

The comparison between the Existing System and Computerized System Cost is

also displayed on Table 3.3
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(1) Cost of the Existing System

Table 3.1  Estimated Costs of the Existing System, Baht.
Cost Description Amount U%m Price
Price
1. Annual
Operating
Cost

1.1 Personnel Cost:
Staffs 5 10,000 600,000
Subtotal 1: 600,000

1.2 Office Supplies:
Stationary 12 Months; 3,000: 36,000
Subtotal 2: 36,0060

1.3 Office Equipment and Miscellaneous:

Office Equipment Cost 12 Months| 2,500| 30,000
Miscellaneous Cost 12 Months! 2,000 24,000
Subtotal 3; 54,000
1.4 Utility Cost 12 Monthsi{ 1,000 12,000
Subtotal 4: 12,000
Total Operating Costs: 690,036
Total Costs of an Existing System: 690,036
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(2)  Cost of the Proposed System

Table 3.2 Estimated Costs of the Proposed System, Baht.

Unit

Cost Items Description Amount . Price
Price
I. Development
Cost
1.1 New Hardware:
File Server 1 45,000 45,000
Clients 4 25,000 | 100,000
Laser Printer HP Laser Jet 1 19,000 19,000
Dot Matrix Printer 1 23,000 23,000
UPS 600V 1 3,800 3,800
Removable Hard Disk 1 6,000 6,000
Repeater (Hub) I 3,000 3,000
Total Cost of New Hardware: o\ 199,800
1.2 New Software: ey, o0
Magic Software Version 8.3 1 30,000 30,000
Microsoft SQL Server 1 ribe65,000: 65,000
Microsoft Window 98 1 w0 12,000 12,000
Microsoft Window NT 1 &4+30,000 30,000
Microsoft Office 97 1 249212,000 12,000
Total Cost of New Software: 149,000
1.4 Implementation Cost:
Software Development Cost 40,000
Training Cost 10,000
Setup & Installation Cost 10,000
Total Implementation Cost: 60,000
Total Development Costs: 408,800
2. Operating
Cost -
2.1 Personnel Cost:
Staffs (10,000 /Person/Month) 3 10,000 | 360,000
Subtotal 1: 360,000
2.2 Office Supplies Cost
Stationary 18,000
Office Equipment Cost 18,000
Miscellaneous Cost 21,600
Maintenance and Utility Cost 15,000
Subtotal 2: 72,600
2.3 Depreciation Cost 39,960
Subtotal 3: 39,960
Total Projected Annual Costs: 881,360
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3.

Proposed System

The Comparison of the System Costs between an Existing System and the

Table 3.3 Cost Comparison between the Existing System and the Proposed System,
Baht.
Cost Items Year0 | Yearl | Year2 Year 3 Year 4 Year 5 |

Cost of Manual
System
Operating Cost:

Personnel:

Staffs 600,000 660,000 726,000] 798,600| 878,460

Office Supplies
Stationary 36,000 36,000 36,000 36,000 36,000
Office Equipment
& Miscellameous
Expense
Office Equipment 30,000 33,000 36,300 39,930 43,923
gnge”a“eous 24,000( 26,400 29,040| 31,944( 35,138
Utility Cost 12,000 12,000 12,000 12,000 12,000

Total 702,000 767,400 839340| 918.474| 1,005,521

Accumulated Cost 702,000(1,469,4001 2.308,740| 3,227,214 | 4,232,735
Cost of
Computerized
System

Development Cost: ,

areware-Cost - | 199,800, 39,960] 39,960 39,960 39,960 39,960

Software Cost~ | 149,000 29,800/ 29,800 29,800 29,800 29,800
lmplrem@nvtatri‘onw 60.000
Cost

Operating Cost:

Personnel:
~Staffs— 1360,000] 396,000 435,600] 479,160| 527,076

Office Supplies

Cost:

. Stationary.~ »18,000 18,000 18,000 18,000 18,000
Offtce-Equipment v 18,0000 18,900 19,845 20,837 21,879
Miscellatieous 421,600 22,680 23,814 25,005 26,255

{ Maintenaiice Cost = 15,000] 15,000 15,000 15,000 15,000

Total 408,800| 502,360] 540,340{ 582019 627,762 677,970

Accumulated Cost 911,160{1,451,500) 2,033,519 2,661,281 3,339,251

Cost Difference 209,160 -17,900) -275,221| -565,933| -893,484

1% 7097 lo 5t
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3.5.2 Benefit Analysis

The benefits from the computerized system can be generalized into two

categories.

(1) Tangible Benefit:

This involves the decrease in the amount of money the company has

to pay. It is measured in terms of money value (Baht). After implementation

of the new system for Zestteem Ordering Information System, the tangible

benefits are as follows:

(a)

(b)

(c)

(d)

Reduce the paper usage 28,000 Baht
With the computerized system, everything is recorded in the

computer, the paper usage is decreased dramatically so as to the cost

of office supplies.

Reduce the number of workers from 5 staff to 3 staff = 240,000 Baht
Since the computerized system provides an easy operation for

the employee, with a few staffs, the workflow of the company is under

control and manageable.

Reduce overtime expenses 150,000 Baht
Before the use of the computerized system, everything is done

manually. During the high season, there is a lot of paper work. The

employees have to work overtime to get all the works done.

Increase the capability in searching for the data 200,000 Baht
With the new computerized system, the user is able to find the

required data faster than the manual system. This can endorse the

service to the customer as well as the performance of the company.
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(e) Increase Sales Volume 400,000 Baht
Since the computerized system helps in searching, data process
becomes faster. Now the company can find the strategy to sell as.
many products as possible. There is no doubt that the sales volume
will keep on increasing.
Total Tangible Benefit ‘ 1,018,000 Baht
(2) Intangible Benefit:

This is the benefit, which can not be measured in terms of money
value. It exists in a form of some improvement with the use of a new
computerized system. The tangible benefits are found and listed as below:
(a) Increase the efficiency in searching for the required data.

(b) Reduce the time in preparing the report for the management and
operation level.
(¢)  Reduce the duplicate procedure.
(d) Provide a fast access to the data.
(e) Ad hoc query is possible.
()  Reduce the rate of human error.
(2) Reduce the space to keep the document.
(h) Increase the overall company performance. :
(i} Increase the customer satisfaction.
(i)  Build the company reputation.
(k) Data sharing can be done easily.
(1)  Reduce the duplicated document.
There are several methods or techniques for cost and benefits analysis. Within this

project, break-even analysis, payback analysis, net present value and return on
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investment have been used to test the manual system operation against the computerized

system.

Break Even Analysis

With the Break Even Analysis, 1t shows accumulation of Manual Cost versus

Computerized Cost.

in Table 3.4 shows the Five Years of Manual Cost and the Accumulation.

Table 3.4. Five Years Accumulated Manual System Cost, Baht.

Year Total Manual Cost Accumulated Cost
1 702,000 702,000
2 767,400 1,469,400
3 839,340 2,308,740
4 918,474 3,227,214
5 1,005,521 4,232,735
Total 4,232,735 -

In Table 3.5 shows the Five Years of Computerized Cost and the Accurnulation.

Table 3.5. Five Years Accumulated Compuierized System Cost, Baht.

T
Year Total Computerized Cost Accumulated Cost
1 911,160 911,160
2 540,340 1,451,500
3 582,019 2,033,519
4 627,762 2,661,281
I 677,970 3,339,251
Total 3,339,251 _

31



8t, Gabriel's Library

Table 3.6 shows the Comparison between Accumulation of Manual Cost and

Accumulation of Computerized Cost.

Table 3.6. The Comparison of the System Costs, Baht.

Year Accumulated Manual Cost | Accumulated Computerized Cost
1 702,000 911,160 T
2 1,469,400 1,451,500
3 2,308,740 2,033,519
4 3,227,214 2,661,281
5 4,232,735 3,339,251
Total 4,232,735 3,339,251

Figure 3.6 shows the Break Even Point between the Manual Cost and
Computerized Cost

The Figure 3.2 depicts the Break Even Analysis between the Manual System and
the Computerized System. There are two kinds of line, which are shown in Figure 3.3.
One dash line stands for the Manual System and other straight line for Computerized
System. With the Break Even Analysis, the range of five years has been used to
compare the accumulated cost between the manual system and the proposed system.

Apparently, the cost of the investment in the first year of the computerized system
is higher than the manual system. For the following years, the cost of the computerized
system tends to decline while the cost of the manual system increases dramatically. At
one point, where these two lines cut across each other is called the Break Even Point.
As in the Figure 3.2, within 1 years and nearly 11 months the proposed system would
have reached the Break Even Point, and thereaﬂer, becomes more economical to operate

than the existing system.
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Accumulated Cost, Baht
4,500,000 -

4,000,000 -
3,500,000 -
3,000,000 -
Break-Even Point
2,500,000 -
2,000,000 -

1,500,000 -

1,000,000 - - 11 Months,operation

Note: year I is the starting point.

0 1 T T ¥ S

1 2 3 4 5 Years

—e— Accumulated Manual Cost
- - # - - Accumulated Computerized Cost

Figure 3.2. The Break Even Analysis.
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Payback Analvsis

This is one of the popular methods for determining if and when an investment will
pay off. As the company has to invest a certain amount of budget for the development
cost long before the benefits are received, this will take a period of time for the benefits
to overtake the costs.

Payback Period for the Proposed System can be calculated by the following :
Formula:

Payback Period= C/{A+ B)

Where
A = Last year of negative cash flow difference
B = Cumulative difference last negative year

C = Absolute value of cumulative difference

Table 3.7. The Cumulative Difference of Existing System and Proposed System, Baht.

Cumulative Difference Year 1 Year? Year 3 Year 4 Year 5
Difference
(Manual-Computerized) -286,780 | 175,049 | 637,679 | 1,100,176 | 1,560,854

Payback Period = 1 + _ 286,780
286,780+175,049

Payback period = 1+ 0.58 = 1.58 or 1 Year and 7 Months
The Payback Analysis, states the company has to take 1 year and 7 months for the
system to pay for the cost incurred. Payback Analysis explains more about the

calculation of Table 3.8 and Figure 3.4 shows the Payback Analysis Graph.
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Cumulative Cost, Baht
2,000,000 -

1,500,000

1,000,000 Payback Period =1 Year and 7 Months

500,000

i
B
I

-500,000 |
|

-1,000,000

0

Figure 3.4  Payback Analysis for the Proposed System.
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Net Present Value

The Net Present Value determines whether it is worth an investment for a
computerized system, if the subtraction of the net present value of lifetime cost with the
sum of the net present value of lifetime benefit returns the positive value. This can
indicate a reasonable or good investment for the company. The Table 3.9 shows the Net
Present Value Analysis of The Proposed System. As shown in the Table, the Net
Present Value returns a positive value, this means if the company invests 1,560,854
(Baht) at 12 percents for five years, the company will make the same profit as by
implementing the computerized system.

Return on Investment

This technique i1s used to compare the lifetime profitability. The return on
investment for a project is a percentage rate that measures the relationship between the
amount the business get back from an investment and the amount invested.

The return on investment is calculated as follows:

ROI= (Estimated Lifetime Benefits — Estimated Lifetime Cost
Estimated Lifetime Costs

The Calculation of ROI can be seen on Table 3.10
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3) " Return on Investment Analysis

Table 3.10.  Return on Investment Analysis, Baht.

Return on Investment Cost
Estimated Lifetime Benefits: 4,385,423
Estimated Lifetime Costs: 2,824 569
Return on Investment 1,560,854
Return on Investment (%) 55.26%

All are time-adjusted values
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Comparison and Discussion of Four Methods in Cost and Benefit Analysis

Table 3.11. Comparison and Discussion of Four Methods in Cost and Benefits Analysis.

r Method Result
Break Even Analysis 1 year and 11 months
Payback Analysis 1 year and nearly 7 months
Net Present Value Positive value of 1,560,854 Baht
Return on Investment 55.26%

From the result of Break Even Analysis, 1 year and 11 months depicts the time
when the cost of the manual system and cost of the computerized system is exactly
equal. It will not provide any further information rather than how many years it takes
before the cost of manual and computerized is matched.

For Payback Analysis, this method determines how much time will lapse before
accrued benefits overtake accrued and continuing costs. The basic rule for consideration
is to accept the project when the result returns positive value, the result is acceptable.
This may increase the efficiency and effectiveness of the company as well as the
Tangible -benefits. From this project, it takes 1 year and 7 months for the accrued
benefits to overtake the accurued and continuing costs.

With the Net Present Value, if we invest 1,560,854 Baht at 12 percent for five
years, we will make the same profits as we implement the information system for the
company.

The last method 1s Return on Investment, we basically consider if the result

returns a higher percentage than the discount rate, this project is acceptable as well.
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Since this project returns 55.26% which is far more than 12.00%, we think this project

is approved.
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IV. SYSTEM IMPLEMENTATION

After the completion of the system analysis and design, the next step is the system
tmplementation.

System implementation consists of four phases:

(1) Programming

(2) Testing

(3) Conversion

(4) Training
4.1 Pro-gramming

In this part, we concentrate on using Magic Software Version 8.3 as a tool in
developing and designing the program for the Zestteem Ordering Information System.
We try to implement the program to be user-friendly as well as easy to read and
understand programming logic. We start the designing of the program from the point
where the user can search for the desired customer profile. User can create, edit and
delete the data of unwanted customers. This programming logic can be applied to the
supplier profile as well. The program also can record customer purchase order and
retrieve the data when it is necessary. The user also is able to issue company purchase
order, company invoice as well as company delivery order. The report also can be
created based on the user and management requirements.
4.2 TTesting

After the program has been designed and implemented, it now comes the testing
part. Testing process is conducted to detect and correct the errors. It also tests the
unification of each module in the entire system. All possible ways to get off the route,

apart from the program, are designed and problems must be found and prevented from
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happening in the future. We have to test whether the program is easy to use and
understand if we are the users. If it was hard to follow and understand, then we have to
make it more simple. We have to test from the general level to a level that is more
specific in order to ensure the correctness of the program. The next important thing in
testing process is the peak load testing. It can determine whether the system is capable
of handling the high volume of activities that occur when the system is at the peak of
the processing

4.3 Conversion

System conversion consists of Data Conversion and System Installation. The
major objective is to install the computerized system to replace the manual system. All
the data previously kept on the paper is now recorded to the designed database. This
process must be executed carefully since the conversion of data takes a certain time to
process while the existing system is running in a parallel processing until the full
computerized system is ready.

4.4 Training

After the program has been tested and installed, there comes the process of
training for the user to be familiar and able to use the program correctly. As we know,
some user may not know how to use the computer at all. This is the process to literate
the user to understand the flow of the program and probably the iogic. System analysts,
programmers and vendors are assigned to train the users. The methods used are
demonstration of the equipment, create the training manual, give the lecture about the
procedure, discussion, question and answer and hands on experience with new

equipment.
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V. CONCLUSIONS AND RECOMMENDATIONS

5.1 Conclusions

Most businesses are now using the computerized system to help in the processing
and keeping data in the database. Zestteern Ordering Information System, now turns to
use the computerized system to replace the manual system. As the business keeps on
expanding, the computer plays a more important role in handling the increasing
workloads. The main tasks of the system include recording customer purchase orders,
create, edit and deletion of the customer’s profile, issue company purchase orders to the
supplier, issue invoices to the customer and etc. The computerized system provides
accurate, consistent information and eliminates redundant operations. Moreover, with
the computerized system, the sales volume has increased dramatically, better services
has been provided to the customer.

The project started by identifying the problems, objectives, scopes and the
deliverables. Then the next step is to gather all the information or requirements using an
interviewing method. Context diagram, data flow diagrams and structure charts were
used to plan the input processes and the output of business functions. [t also can be used
in desigllillg the program as well. With entity relationship diagram, we are able to know
the structure of the database component. Data dictionary and process specifications
were developed to show the program flow of the computerized system. The cost and
benefit analysis is developed to compare the costs of the existing system and the
proposed system. With four methods: Break even analysis, Payback period, Net present
value and Return on Investment, we can determine whether the new system is worth the
investment. The result is, the investment is reasonable. Both tangible and intangible

benefits were presented with the deployment of the computerized system.
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The company decides to use Magic Software to develop the program for an
ordering system. The program has been tested several times before it can be installed.
This is the way to ensure the program to be error free. It is also less costly to discover
problems before the system is actually assigned and used by the users. Data is stored in
the database and every department can access through shared data. The users of the
computerized system have been trained to understand and gain the knowledge about the
new computerized system. Different sirategies have been used in training due to the
differences in background of computer literacy.

Table 5.1 shows the time spent on each process of the Manual System compared
to the Proposed System. It shows that each process of the Proposed System uses less
amount of time to finish the mission. This can explain that the Proposed System 1is far

more efficient and effective than the Existing System.

Table 5.1. Degree of Achievement between an Existing System and the Proposed

System.
-  Process Exis‘;i:;gSystem ] w Proposgc?Sysjcér; ]
Create Customer Record 20 mins 5 mins
Search for Customer Profile 30 mins 5 mins
I Record Customer Purchase Order 25 mins 5 mins
Produce Company Invoice 20 mins 10 mins
Search Supplier Profile 30 mins. 5 mins
Record Company Purchase Order 15 mins 8 mins
Total 2 hrs. 20 mins 38 mins

The process of creating customer or supplier profile can be done by just clicking
on the ‘Create’ button on Figure H.8 and H.18 respectively. The new window will pop

up, then the user need to enter the required data to the provided text box. After {inishing
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with the details then click on the ‘Save’ button. This time the new profile has been
created successfully while taking less amount of time.

For the process of searching customer profile, the user is required to press ‘F5°
button to zoom the whole data up then browse through until the user finds the right
customer. Other method is provided as well, the user has to key in the customer number
then the closest range of customer number and name will appear then the user needs
only to select the desired customer. This concept is also applied in searching supplier
profile as well.

Now, we are at the phase of recording customer or company purchase order. The
user needs only to enter the data to the provided space then click the save button. The
information is now recorded to the following files for future reference.

For the part of generating company invoice, the user does not have to enter the
invoice number. This invoice number is already pre-specified within the program, the
last number of the mvoice will come up automatically. The user does not have to search
for the last time previous number at all. This provides a helpful in arranging the invoice
number with the correct sequence and easy for searching in the future. For more
information on the process of the program, see Appendix H,

5.2 Re(;.ommendations

The success of the Ordering Information System of Zestteem Company Limited
cannot succeed without the efficiency in analysis, design and implementation of the
computerized system. In addition, the system developed in this project still needs an
ongoing development, revisions and modifications to meet the future requirements. The
proposed system environment is a Local Area Network that provides the facilities to

expand the network connection and serve the new advance technology.
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However, to become successful in implementing the Ordering Information

System, the following factors should be considered:

(M

(2)

&)

“)

()

The new Ordering Information System needs to have LAN administrator to
handie and support the technical requirements about the network of the
company.

It should have a supporter for the computer program in the company in case
of program malfunction.

Frequently reviews and keeping up to date of the user requirements to
correct the mistakes and development in the future.

The company may adapt the computerized system to other departments such
as Accounting and Finance Department. This will enhance the processing
performance, reduce work cycle and eliminate unnecessary paper work.

In the future, e-commerce may play an important role in expanding the
market for Zestteem Company to the worldwide market. This attempt

requires further study.

47



APPENDIX A

CONTEXT DATA FLOW DIAGRAM



"WIAISAS UOLRULIONU] SULIDPIC) WINANSAZ JO (J4(J 1XW0) "'y am31]

B o ]
: 8pIO ¥ 1senbay L 7
- . —— BSBLOIN - ucneoynads ”
. seyddng Aueduio) | | uoRINPO.g :M_wum“mw._on_
| R o1 S T S
| myddng | Y X ]
_ A
| | !
|
vl | W
— lkaJ 13pI0 N
| ——sody——  WDISAS e BRI
i | Avedwoy _
openq | - yonewlojuy | Bupewew |
Buibeue i o 13pIo i ]
MEVEN  —=ssunbup——» T Taseppung T BSoEs |
 Sumepig [ wen "
: m
, L
0 |
ST AEAL ]
o
T adjoAU ‘ -~ : W
, WAJ?.J Jayddns TALE _18pIQ AuaAlRq. >
Bupunoooy w * W oAU —
| gpoouewd .. BploAsapg R Lt
13 SDIeAUT AurdwoD | ,
| ! e - Y o %= oY | ¥ N—
| | ) |

e !

48



APPENDIX B

DATA FLOW DIAGRAM



"WSAS pasodoid Jo ( [eAd] weadei(f mo[J vIBg “['damSi

{ Y ! — T
: ! i | i
! W ! 43010
- T T T wemne
| Bupnoooy | SojCAUT | i soloAu] : e syotd W Aueduwory
T .mmocmc_w. ﬂna, plieA 1 P & —myddng~—— LY “ T anddng ™ snss] |
] ! FHYU | b |
— | S | | adens | S _ b
[pow/ fadAioicsd e WL 4 S — ﬁ_
! suawmambey
f ”_ UaNINPAIE
oy i !
(T U ; !
! M : o i —¥ — :
swuawazabs ! SPtned by : | ! |
ooy ! mufiseg e Wi m suon) !
i BORINPAI i uononpeIg ! cmww:?wou m i
e 30 3ugng ! ; PPRESE | Supewew
) | / | T mman T roeg
| owewembsy (g : 7SN EWITH patLian !
‘ ,woﬂsuen_ . Ma gl suonesyads , z ﬁ k i
Bisaq 1y suawounbay uopewpads - N ; i
: I i uanINPoLg. > GONDAPQ _, £a i RrEp A
: i JO 3png s | :
T i RpIO
H £ i uogesynads uondapold sEyIng
(N J ;
: paIRA
H i / ) e f A
m ! m m ol B T o | opio |
! ! | suoday ,ﬂnlaegma sseping | 70— mwosmy—— aselping !
Jepang ; ANeruRy __ dewmolsng ; i BUWOENT i
i Buifeuepn A[nton_umlllzl.m, | _ Ay f
T B0z sgord meq —
| 4 m,Ar[ima.n_%_ditlf B * ¥a _ b&oﬁ:u!llv,_ . i
mad i H . H
R 3yoid sield sq | .
anjoau] j sayddng myddng | SO 800
s Auecuwgy ; ; aseyund
.\\i\!. T 7 i !
040N . ANCAUY i 3P i - 200 fog i
PN R “Lfilsla.éae& | tewpg  —-Ofakedwod®  gageg 1% |
i ! 2 3010aU] ! ]
; ed : BP0 AIBA] »
V ﬁ:Mﬂu j gR0oAUl Auedwoy pend [
| i .W

9 : !
1 {i‘l-\/ !

49



§t, Gabriel's Library

*IOPI() SSEYDINJ ISWO0ISNT) SAIDOSY ('] SS9001 ] [2A2] weider( mo[d wieg 7'g a1

e
W . mplo
m juawyedag | 13pI0 | sseyand 1ap10
Bupesiely , aseyang | osmwosmy _ @sepang
8 S8[ES AW - J2WosND ] AJUBA AILL0ISNY i
| panosddy N - panciddy
2V 2
L . ,.r, iy
ST |
L apan | | o w .
| Jswosny | i
| oaouddy ¢ SMIEIS Ypa.d saluosnd— 35eYaINd za |
. mowon | m RIS }
1 ,_
,,faflmtﬁwli » v “ " Qfd ._mnmcoumau
m ajy0.d | m
21eq awosn) JBUoEM M 10 ——#eg Jauwon),

‘ A A

: i i [

i P ¥ | |
—— o |
. Slod T |
j ewosny | JBueisn) m. |
o“mwwhu "lirll Tzl ;mEoﬁ:uL “— 13qUnN hmEoﬁ;u,w PHD  4——0/d ._mEBm:UIL 13WOISNT _
; s e I m
zT m, &ed o ” T W_
(N J M m

50



"SUOTIIPUOL) MO (' SS9001] ] [9AT weidey] molee( ¢ g a3y
| W
L Aenp
— | wAguend |
bkl EI g B Augend RS JBpIQ aseyoIng
— — S B Agueng™ T A BwoiEsny |
ajgeydendy . SZ | ,
| —
Loy ,_ “ B
1sanbay i alu
L1 | RpIo
UOHNPOS ! sl | p.
10 Adod pea]  —————— PEOTSRUR 4. ~ 8SeURINg ——
: 3|qeyd=noy J3UI0]SI) :
P vz v _
e ﬁ_ v Y LAY !
e W <o M
| ey o P " | Junodsig
| jusunuedsg | 1sanbay | 2Je suonpUod g ueWhed :
S e o e womumee o e 2 et |
UomNPo.Y I L BI9eadeadY L& SSELRINd | ey g safes |
| . | : . . 13N
H 9¢ i B ¢ £¢ 3 ; u
e A P
| | i
H 1 e T Ay . T
| | |
| a1eq | s1eq Aeageg | w m
. — ABARG | suRuRPg 5, 1apIQ Bsey3INg
N ! Jawosng
f | age1daooy 3 W
| Lidi
L o - | ®poesepnd | | P —— S |
W ¥ g BUesny g &otd S d ﬁ 2P0 mmmxu._:n_JJJ
JO Uorpafy paend paponty € ) - BWoIsnD
10 uonenofian slqeidanay [ opwosny |
”. | s;emeny
—- S

L4

51



“SJUSWIAIMbIY] UOIIONPOIJ 18I (' € SSAV0LJ ] [9Ad] wieidei(f molI vie(] “H'd 2m3L]
abueLD Joui
“ m » | W 10} 159Nnhay
afueyn Jouly
! LUOReULIYUO) A—-—————— Joj¥sanbay e
f fabueyd soulpy J uogeuiyuo) e )
| 1oy 359nboy | | 1301 v sjuswadnbay
i o UORINPoId
| 1PPOW i | Crd ! !
ot [/ adAiorord ) PoPRS | 423400
r H :
_,..J.mer\JJi..L | 2715 _
LOGeULIYUOD m\llsa[vmﬁw_wm : be
| — — o . AU
— I o . =N B — M
| | | | |
! _ UaLBNba | jusuned ,
| umwm.uﬂmmww 1BPOM | hwmmmw u.womwmw | Bmo_ﬁ:voax,L uco._%nowm |
f ! o G R0 —— | 0 2LHAN " ubisa u,
| g ubisaqg f adAoioid ! | Pa19S | Jo 2upno g ublsaq |
. 4 £ m ”
) i . / - — I
i A A
seueuD " | |
uononpoid Lo {Ppol | m
4 m W 1BPOW JadAyo104d siusLuainbay
e ! | fodAioy0.d ubisag €——————  UGINPO.d
i i QUGS 0 3UIN
ai4 uoneoypads vomnpold | £ | | g p o 3o
j w 4
T T
| LWB)EAAS00) : _ w
unponpold R w231/1s0D
uo 0.
pajgnied B_%hhmun_ spawannbIy
U HoRINPoId
Jo supno
H

1 m ;

52



“19pIQ) AurduIon) anSS] (' $SA001J 1] [PAT Weidel(] mo[JelR(] "¢ { SSe001d

ﬁ Bpo |
| BPIO espind
Jayddng 3Ry T Auedwiod co_umuﬂ_wnﬂmj_,
,“ Aueduion L S LORINPOId
X R
! > A M,
: L
18PI0 BOIO " .
sseLing . 50 % ——aseyaind uopeoyeds
Auedwiony | .4 i UOHONPOd EQ
m_ o
ejeq s ddng
3ju0d : ermm Ja|ddn -
soyddng 7 vaw il
& i V |
W L
_, : P
| w A AR
S ﬁ | dd miL
: ! ; ! L. e3eq Joyddn
f _ULAM”M_&M ” m _ﬁ =TSN , | Wewuedag
e S "S L epa syddng - \—sequiny selddng——  9iddng i Buganieiy
mwmmm_u ¥Ry RBquny _ B s3eg
" eoq Ja|ddng Ly [TewddnsTT
<y L - ; m

53



-2010AU] 12I[ddng 0AIR08Y ('S $S001 1| JoAd WISk mO[J BB  "9'g 2m31y

2pI0
SsBeUDIng lsal m !
Aueduo Lo
m B
- T : wswyedsg
10AUT ! Bununoooy
Jayddng %9 9 SouBLly m
x — “
_ Japio
aselping % A :
0AUT Aueduwo) W
PHRA
W, _ i
ﬁ |
_wiuwﬂemi) L.\ (| 20 |
| sseiom ! Eall\T| S fUen ! pawaeYy —
bl pieA  whend | !
| Auedwod | _ aDI0AU] ; serddng
| WEVIOAUE  3N0AUT JRyddng ) OPBUD e e
L oulew | |
i 7S
A

H

_ @DioAu]

papoaley

54



“9010AU] AuedIO)) 9NSS] ()'9 $$3001] [ [2A9T weiSei(q MO[J Ble(] /g omn31]

T
o woy
IBWCESN i BO1CAUT : oAUl " , N
° syddng 2 sa1ddns > uomnpog
A | asenoey 350D
["® ... | uoeRINPO.d
I £- T
AANEE) "y H
jA PR S
W | ,_
Emr,imn_ 1A
L __Seme
| : A I | . W
| (Eeio 33010 W 5 N
i AR 8d | 35l0Aug rql (L )
ﬁ._ e; Arnyag | feriun »[_\lf
| oonur B LVA paprpu]
| Auedwio | | 1500
' 2 f=pi0 BII0AUT omNPolg
F Asneq Aueduion 104
| i
! (2P0 . mpo | M |
m W_A ShiRd | Aenpg I 1eA pRPAPU| 150D
! : : i JIOA i : W ' : Bununoso i
§53004d | B T Audewro) e Auedl ouus | Auedwo) 4 vopnposd - _w _..wo_._mc_u% ”
i SHOMT g L g 10 [2j0L | .

I:EJm;m — Aueduion B
(. . 9 W E.m 9 EL

55



8t. Gabriel's Library

A

‘suodoy] rISURD) ()L SS00I]

[ oA weidel(] Mol ere

‘g 2mB1]

Juawredacy T T -
uedsy Bupuneooy uonEaRRads i g ’ aoid »q
\!..............uJai e smelg 29 20uBuL H uononpoId €0 - uonedyloeds 1ayddag ; :
Hodoy : npaT : $530014 | !
., m—-_ﬂw.-M_uHMV . ;—UEDUM_JU T \\I[Ji!.iu.ij . N e . il:.(\\xllm||!|.
i ] I '
Wl]...a..[l'-w BmoIsn) e Loday - A.\I..s..ul...lh.;.zi.,, pi0dy
i uunw.o._m. wm_www R odoy B_E_n:w
i P ™ BWosnD ! woday {4 [Gneoypadg
e : oday e UOIRDIAG dananpald e,
H Q. - - - 3 NP0, J :
s uodey womperd Loy R ° ey
smgig o i ayosg T T ! | aozd
npazy IBUWoN) i o1t {L nyddng ;
IBWosTY} o ! =y sanpory
.
: ) _.\r_ o B < | 6L
' H pull, sayddng nodsy A
paaseY] / J somang N p BRIO
100307 : SuiBeuep o JESUEPIE gl asey0s |
: od i i aseyoang Auedwo)y "d I
ey uoday i e — | 12Wwesnyy i
P g smuansy i ” : , |
! Kizan, ! ” uoday JR— —,
yosg . .__ a Alyauop - Lewnung i uoday
a I I
isurosny ; ! ' o i BP0
[ | ) 25BN
- " HsuEg \IEJ S3USOISAT)
; : la TN ey {
: uodsyg : wodoy i el ST uoday 2onpald
: P10 ! 4 /) A S : W 1310 e
: Kiaanaq wﬂ“%«” H woday yoday ; asayang : 1t
; 23np0sq i Arewitung Awediaon H R e T
: aampolg onspEIg “ ales H
e e | 3[eS i : aonpord ;
; ; | | pIUDE . :
| oL . ] ) SIRIBUDE N B ™.y & — s
: : st ; i - 7L ;
T :i:.”l:lé.s.\ M, A ....Ftill]!!(l\\‘\\i.w J
i 4 vL N 4 mpigy
uOURULIGHI ! e o ! aseyoing -
AP _ P op:0 SIUI0ISNDY
Laapg i : sseyaInd _ e N
’ a010AU] a010AU] Aunduwo)
[ - Y E T BpIO B
lap1s : M e i ]
KAy &d ao1eAU] La oseyaing i sa

Auedwor)

2P0
a5BYIING
DWOIST)

56



APPENDIX C

STRUCTURE CHART



*19pI() 2SBYIMJ IUIOISNT) SAIS0Y JO WY aInonng ') 2Ind1]

I3pJ H acoydaje, H i ! H
: umm._wumdm | ; _._”*o._nw * i : Xvd Woud d1504d H\.\Nwm//,_ \_m//_
i ; : : 13p20) : ! uesEnsy } Y ;
; PO i | BP0 el i : a1epdn) | M\
E.@M i i el i ! | :
i o | H Is. H
Y,\»& A ;o
%2, v, -y
B 5
Yy 7 “ 0.,..
I T i r — o : H T
| I ; : i | i .
| 1Rp0 | _ i § [ | ayold [
: oseyIng ; SELS f 2yoid ! I Sieid g | _ i IDWOISAY ajyoid
Pwosny | | JERTRY ! | Buwsolsn)) =N Jawosny , ;
EEELTE ) —-— ! ; " : - | i T | ” TN { Jawesnyy
i 2D i o f P - i arway |

»

Bed
. dduosay

i upa)
! JIOIST)
¥R

,
#|gelg |
JQUICISRT) :
158 i
|

|

|

P s
o vUEOew?U

[

b

BlEQ
- ppuiosny

asEyamy
FBWoISNTy
Y

1910 “
|

57



'SUOTHPUOD) YO3YD) JO Wey) ampnag gD 2m3L]

ey - e —n WS " wryry ..
Ayend e | wnoosigg | ; 2380 a0y BpIn
2 Aznuend | PEYY ; uawAzd Jo WL | ABARA i pazondy asaudng
| ¥ou ” 38y : IO EeCiTl) Senofes JBwojsn)
- .f[l!.ﬂ[|1 + _4
Nl o
m [ W mu d,O ! 2 o
= ! & H [&]
ga%| 98 35 Ss
£33 &% ge . i
Esg| £z | EE
3 T G =0 =
B y :
Yol v &
| |
i
\ B
: i
i Japy
| suomgpuoy ﬂmmEﬂa
: 5 :
m I 130T
¥3_yd ;
i w #9

i
L= o]
a /1/ o
(/ A eemu %,
Uy, Py T, ey O
{.WQ%V&. © /// «Q@ @0
R, Gy % ¥,
B, o B // 4 //I.
% * /// o
. L
o Rm ™
340
aseyding
1PWwoysn)
B

58



| Wlod 3sanbay |
uonewWIgoD |
uonoNpold |

Juud

"1sanbay] uononpoid pue udIss(q 91LI) JO MRy AIMONAS

E— 7

| _ﬂ | a ¥,

. Peps | | {FoRsT | ubiseg

i ; [szIINIL ! e

@]

o
>

00
" paapg T

sjuauatiibay
" uorpipoly

w04 1sanbay | g
| 9bueyD Jouiy i “ LHme

ulid

Lo 1sanbay

LoRanNpodd |
ﬁ 3 ubisaq |
! 23D

"€ am3i|

| wapfsod
i uompnpold
aenaeD)

uogesypads |
| uomnposd

siuawannbay
UDHDNPOZ]

v
m !
| SjuaRInbaY |
| uomnpoly |
m 189 _

59



*Jop1() aseyomy Auedwon) uss] JO WeYD amonng  p') omdig

o B lleyaq Wﬂ:mee_:g% N lémM,emJ s IT;IQ,J
Csepmg | e ML gy M9
2 WM sum o oW aiepdn e ¥ \ddns
= [lsfii[ : ;
// X b . |
- Y
Y, \ g3 of !
KX o 5E SN TN
=5 v (1] {2y
_ naa SN A NGV
- | Juewnbay Ao i euo S 5 o -
>:mmEom | uononpodd . Jenddng ddng : >__, mzm ; o ﬁ
m 19 : R Y Ye s | o |
. X . r P
od e
*M&V.wﬂn.. \\

\uﬂﬁﬁﬂ» =

o ¥
O

PpI0
H 31304,
sseyund | bmm_ n_m_m
Aveduwol \c:m>
i I
|

JealD !
{\::.l..r\u‘l,“ S

L. W «-- g
— Pfddtng - J
e o o
T s
i e & S

9p2gy e

N 1 _
> epo |
35RYIINg :
Auedwoy |
anssy

60



-2010AUT JAI[ddNG 241909 JO MBYD) 2INOnnS "¢ M3

abriel's Library

St

- - —

BDI0A
Jayddng
2AIR0FY

. | evoaup
=6 | | Jeyddng
$5E. !
sEs AR
o o A
A Y ﬁ 7 o -
| H i ! i S
: i = w | : .= 5
i 10A ' ER L EFE
- oA sseyomnd 520 ¢S
i pay3iew ; H L \, 85 ¢ | A
; | Audeuwrgd e 3 : S
Fooeum | ” %% / v
e o H i 2 ns“\.b

,_ | soloAu] |
| seyddnsg
m > B
| eseyung | , !
: W s L J
m Auedwa) g | 5
| SOI0AUT YDIBW | i \

= _’.\ e&\o = HS = ﬁ v A
: 5338 /¥
R N
i 5 o
A
: 4 @o,a%m
e A& @W
R

61



IAPIQ ATRATIR(] 29 2010AU] Auediio)) anss] JO LBy amonng gD amsi

920AU]
i Joyddng

_

- : W m m 5 TS "Il : 7
I epl0 . eooaup | WA ‘ %mZamumou m oo |
i I H
| Aenig , g Eumm_ﬂou | [ oaEmey , LORINPOsE | hmwﬁn:w ;
| Aueduoy : m | aejoney | <
I g ! v : L 4 ; \.D . vl L

| BP0 AR B
| sojoaur Avedwao) |

anss]

62



2joid
| J2ddng

._mEoJ,.JMW
Aaagpg
Auedwod

)

jukd

‘sua0doy 9eIsusy) JO MBYD) amjonng /D) 2m3L

2pI0 : [ SDoAU] mmM u”,v_\mw
Asapa - 0 0 Auedwop \Emusom
.’ R : - N H

e
N

o o

syuoday
FeIBUID

JBpI0
sseydIng
Buwosny

fopre;
SUon,
X"“J‘”UJ
i
%{ N
D
t/:@
AN
>\
N\

3luold
1303507

63



APPENDIX D

DATA DICTIONARY



DATA DICTIONARY

Table D.1. Data Definition of the Entity Relationship Diagram.
Data Element Definition
1. Color Color of the product
2. Company Invoice No The invoice number . issue by the
company to the customer
3. Company P/O No Company purchase order number
4 Contact Person The person whom the company should
confact with.
5. Customer P/O_Date Customer purchase order date
6. Customer P/O No Customer purchase order number
7. Customer Billing Address The‘ add}-ess in whlch, the company send
= the invoice to the customer
8. Customer Facsimile The facsimile number of the customer
9. Customer Name Customer Name
10. Customer No Customer number
N, The address in which the product has
i1. Customer Shipping Address — AT
12. Customer Telephone The telephone number of the customer
13. Delivery Address Tht? place that the product must be
delivered
14. Delivery Dato Thg date in which the product have to be
delivered
15. Delivery Order_Date The date in which the delivery has been
- made
16. Delivery Order No The delivery order number
17. Detail of product The description of the product
18. Invoice Date The issue date of the invoice
The number of invoice. It consists of 5
19. Invoice No digits. The sequence starts from 00001
onward
. The period of time allow for the
20. Lead Time production to be made
21. Model The model of the product
e The date in which the company issue the
22. Order Date purchase order to the supplier
The date in which the supplier has to send
23. Order Due the product to the company
24. Product Description The description of the product
25. Product Name The so-called name of the product
The product number is used for a
26. Product_No reference to the product that has been

sold to the customer

64




Table D.1.  Data Definition of the Entity Relationship Diagram (Continued).

Data Element

Definition

27. Production Spec_No

The production specification number.
The detail or combination of each
product.

28. Prototype

The prototype of the product

29. Quantity

The amount of the product that has been
ordered by the customer

30. Quantity & Quality

The quantity ordered and the quality of
the product

31. Quantity Order

The amount of the product the company
request the supplier to produce

32. Quoted Price

The price of the product that has been
offered by the customer for the
production of the product

33. Requested Delivery Date

The date in which the product must be
delivered to the customer

34. Supplier Address

The address of the supplier

35. Supplier Facsimile

The facsimile number of the supplier

36. Supplier Invoice No

The number of invoice issued by the
supplier

37. Supplier Name

The name of the supplier

38. Supplier Telephone

The telephone number of the supplier

39. Supplier No

The number of the supplier

40. Term of Payment

The agreement for payment either
between the customer and the company
or between the company and the supplier

41. Total

The total cost of the production

42. Unit Price

The cost per item of cach product
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§t. Gabriel's Library

Table E.1. Process Specification of Process 1.1.

Process Name Check Customer Profile
Data In Customer Data
Data Out Customer Detail
1. Get necessary customer data, customer name,
billing address, shipping address, telephone
Process number, facsimile number, contact person
2. Read customer data from the Customer
Profile Database
Send customer data to the Process 1.2.
Customer
Attachment e Data Store Customer Profile

Table E.2. Process Specification of Process 1.2.

Process Name

Create New Customer Profile

Data In Customer Detail from process 1.1
Data Out Customer Record
1. Receive customer detail
2. Read customer detail
3. Record the customer detail into Customer
Profile Database
Process : o
4. Update customer detail to the Customer Profile
Database
5. Delete customer detail from the Customer
Profile Database.
Attachment e Data Store Customer Profile
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Table E.3. Process Specification of Process 1.3.

Process Name Create & Approve Customer Credit
Data In Customer Detail -
Data Out Approved Customer Credit Status
I. Read customer detail
2. Evaluate the credit status based on the provided
data
3. Determine whether the customer should have a
credit of 15 days, 30 days or cash only
Process 4. Record the credit status to the Customer Profile
Database
5. Update customer credit to the Customer Profile
Database
6. Send approved customer credit status to the
Process 2.3.
Attachment e Data Store Customer Profile

Table E.4. Process Specification of Process 1.4.

Process Name Verify Customer Purchase Order
Data In Customer Purchase Order
Data Out Verified Customer Purchase Order
1. Read Customer Purchase Order
2. Check whether all the data provided by the
customer is complete and meaningful
3. Record the customer purchase order to the
Customer Purchase Order Database
4. Send the approved purchase order to the Sales &
Process . h _
Marketing Department
5. Update Customer Purchase Order Database
6. Send uncompleted purchase order back to the
customer
7. Send verified customer purchase order to
Process 2.1.
Attachment e Data Store Customer Purchase Order

Sales & Marketing Department
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Table E.5. Process Specification of Process 2.1.

Process Name Evaluate & Calculate Customer Quoted Price
Data In Customer Purchase Order
Data Out Acceptable Quoted Price

1. Read customer purchase order
P 2. Calculate whether the quoted price is acceptabie

rocess :
for the production

3. Send the acceptable quoted price to Process 2.6.

Attachment Sales & Marketing Department

Table E.6. Process Specification of Process 2.2.

Process Name Determine Delivery Date
Data In Customer Purchase Order
Data Out Acceptable Delivery Date
I. Read customer purchase order
Process 2. Determine whether the delivery date is
acceptable for the delivery of the product
3. Send the acceptable delivery date to Process 2.6.
| Attachment Sales & Marketing Department

Table E.7. Process Specification of Process 2.3.

Process Name Check Term of Payment & Discount
Data In Customer Purchase Order
Data Out Acceptable Term of Payment & Discount
1. Read customer purchaser order
2. Evaluate term of payment from the customer
credit status
Process 3. Determine the discount rate
4. Send the acceptable term of payment and
discount to Process 2.6.
Attachment s Sales & Marketing Department
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Table E.8. Process Specification of Process 2.4,

Process Name Estimate Lead Time
Data In Customer Purchase Order
Data Out Acceptable Lead Time
1. Read customer purchaser order
Process 2. Estimate Lead time
3. Send the acceptable lead time to Process 2.6.
Attachment o Sales & Marketing Department

Table E.9. Process Specification of Process 2.5.

Process Name Determine Quantity & Quality
Data In Customer Purchase Order
Data Out Acceptable Quantity & Quality

1. Read customer purchaser order
2. Determine the amount of quantity order is worth
of the production

Process 3. Determine the requested quality of the product
4. Send the acceptable quantity and quality to
Process 2.6.
Attachment » Sales & Marketing Department
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Table E.10.  Process Specification of Process 2.6.

Process Name

Check If 5 Conditions are met

1. Acceptable Quoted Price
2. Acceptable Delivery Date
Data In 3. Acceptable Term of Payment & Discount
4. Acceptable Lead Time
5. Acceptable Quantity & Quality
Data Qut Production Request Form
I. Gather all the result from the previous five
process
2. Read all five conditions
3. Check whether all five conditions meet the
Process standard
4. Issue the production request form
5. Update the Production Specification Database
6. Negotiate with the customer if the result is not
consensus
e Design & Production Department
Attachment o Customer

Data Store Production Specification File
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Table E.11.  Process Specification of Process 3.1.

Process Name Calculate Production Cost/Item
| DataIn Production Request Form
Data Qut Calculated Cost/Item
1. Read production request form
Process 2. Calculate the actual production cost per item
3. Send the calculated cost per item to Process 3.5.
Attachment ¢ Design & Production Department

Table E.12.  Process Specification of Process 3.2.

Process Name Design Prototype / Model

Data In Production Request Form

Data Out Designed Prototype / Model
1. Read production request form
2. Figure how the product will come out as a

) prototype or model

Process :
3. Create a sample of production model / prototype
4. Send the designed prototype / model to Process

oo
Attachment ¢ Design & Production Department

Table E.13.  Process Specification of Process 3.3.

Select The Color

L_P_rocess Name
Data In

Production Request Form

Data Out Selected Color
I. Read production request form
2. Decide whether what color should be used in a
Process production.
3. Select the desired color
Send the selected color to Process 3.5.
Attachment » Design & Production Department
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Table E.14.  Process Specification of Process 3.4,
Process Name Select Size of the Product
Data In Production Request Form
Data Out Selected Size
1. Read production request form
2. Decide whether which size should be used in a
Process production.
3. Select the desired size
4. Send the selected size to Process 3.5.
Attachment s Design & Production Department
Table E.15.  Process Specification of Process 3.5.
| Process Name Gather Data
1. Calculated Production Cost/Item
2. Designed Prototype / Model
Data In 3. Selected Color
4. Selected Size
Data Qut Design Specifications
1. Get calculated production cost/item production
2. Choose the desired prototype / model
3. Get the desired color
4. Get the desired size
Process 5. Update the Production Specification Database
6. Send the Production Specification to the
customer for an approval
7. Send the Production Specification to the Sales &
Marketing Department.
o Design & Production Department
Attachment e Customer

Data Store Production Specification
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Table E.16.  Process Specification of Process 3.6.

Process Name Request For Minor Change / Confirmation
Data In Customer’s Approval
Data Qut Minor Change or Confirmation For The Production

1. Receive the customer approval for the production
Check whether some minor change has been
requested

3. Send the requested minor change to the Design &

Process Production Department

4. Start the production if confirmation from the
customer has been received

5. Send the design specification to the Sales &
Marketing Department.

¢ Design & Production Department

Attachment e Customer

e Sales & Marketing Department

Table E.17.  Process Specification of Process 4.1.

Process Name Check Supplier
Data In Supplier Data
Data Out Supplier Detail

4. Get Supplier Number
5. Search Supplier Database with the supplier number
Process 6. Read supplier detail
7. Send supplier detail to the Sales & Marketing
Department.

e Sales & Marketing Department

Attacl i
ttachment e Data Store Supplier File
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Table E.18.  Process Specification of Process 4.2.

Process Name Create New Supplier Detail
Data In Supplier Detail
Data Out Supplier Record
' 1. Get supplier detail
. 2. Create supplier number
Process 3. Record supplier detail to the Supplier Database
4. Update supplier detail to the Supplier Database
5. Delete supplier detail from the Supplier Database.
Attachment » Data Store Supplier File

Table E.19.  Process Specification of Process 4.3.

Process Name

Issue Company Purchase Order

Data In D, Supplie{r Numbe%' ‘
- 2. Production Specification Number
Data Out Company Purchase Order
1. Get Supplier Number
2. Key in all detail of the production requirement to
the purchase order
Process 3. Record the detail of purchase order to the
Company Purchase Order Database
4, Update the Company Purchase Order Database
5. Send Company Purchase Order to the supplier
‘ s Supplier
Attachment o Data Store Company Purchase Order
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Table E.20.  Process Specification of Process 5.1.

Process Name

Check Quality & Quantity

Data In Supplier Invoice
Data Qut Valid Supplier Invoice

1. Get Supplier Invoice

2. Check whether the product deliver by the supplier
Process is e‘tccording 'to t.he invoi.ce

3. Reject supplier invoice if the quality and quantity

is not up to the production standard

4. Send supplier invoice to the Process 5.2.

Attachment *  Suppiier

Table E.21.  Process Specification of Process 5.2.

Process Name Match Invoice With Company Purchase Order
1. Supplier Invoice
Data In 2. Company Purchase Order
Data Out Valid Supplier Invoice
1. Get supplier Invoice
2. Get company purchase order
3. Check whether the supplier invoice is  matched
with the previously issued company purchase order
Process 4. Reject the supplier invoice if it is not matched with
the company purchase order
5. Update the Invoice Database
6. Send valid invoice to the Finance &
Accounting Department.
e Data Store Company Purchase Order
Attachment ¢ Data Store Invoice File
e Finance & Accouniing Department
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Table E.22.  Process Specification of Process 6.1.

Process Name

{Calculate Production Cost

Data In Supplier Invoice

Data Out Production Cost
1. Get Supplier Invoice
2. Calculate the production cost

Process 3. cAodscti Mark Up of the company to the production
4. Send the marked up production cost to Process

6.2.
Attachment » Finance & Accounting Department

invoice File

Table E.23.  Process Specification of Process 6.2.

Process Name

Calculate VAT Amount

Data In Total Production Cost
Data Out Total Production Cost Included VAT
1. Get total production cost
2. Calculate VAT amount
Process (production cost * 0.07‘%_))
3. Add VAT to the production cost
4. Send production cost included VAT to the
Finance & Accounting Department,
Attachment s Finance & Accounting Department
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Table E.24.  Process Specification of Process 6.3.

Process Name Print Company Invoice
Data In Total Production Cost Included VAT
Data Out Company Invoice
1. Get total production cost included VAT
2. Record company invoice
Process 3. Print Company invoice
4. Update (Company/Supplier or just)Invoice File
5. Send company invoice to process 6.4.
Attachment * Finance & Accquntix?g Department
¢ Data Store Invoice File

Table E.25. Process Specification of Process 6.4.

Process Name

Print Company Delivery Order

Data In Company Invoice
Data Out Company Invoice & Delivery Order
1. Get company invoice
2. Record company invoice number to the delivery
note
3. Record delivery order
Process 4. Print Company delivery order
5. Update delivery order to the Delivery Order
Database
6. Send company invoice as well as delivery order
to the Process 6.5.
Attachment e Data Store Delivery Order File
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Table E.26.  Process Specification of Process 6.5.

Process Name Deliver Product
Data In Company Invoice & Delivery Order
Data Out Company Invoice & Delivery Order
1. Get company invoice
2. Get company delivery order.
3. Send company invoice and delivery order to the
Process : )
customer in order to notify the future payment as
well as the acceptance of the product by the
customer
Attachment e Customer

Table E:27.  Process Specification of Process 7.1.

Process Name

Produce Customer Purchase Order Report

Data In Data Store Customer Purchase Order
Data Out Customer Purchase Order Report
1. Read customer purchase order from the Customer
Purchase Order File
Process 2. Generate the customer purchase order report
3. Send the customer purchase order report to the
Managing Director.
Attachment ¢ Managing Director

Bata Store Customer Purchase Order
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Table E.28.  Process Specification of Process 7.2.

Process Name Produce Company Purchase Order Report
Data In Data Store Company Purchase Order
Data Out Company Purchase Order Report
1. Read company purchase order from the Company
Purchase Order File
Process 2. Generate the company purchase order report
3. Send the company purchase order report to the
Managing Director.
e Managing Director
Attachment ¢ Data Store Company Purchase Order

Table E.29. Process Specification of Process 7.3.

Process Name

Produce Sales Summary Report

Data In Data Store Invoice
Data Qut Sales Summary Report
1. Read sales information from the Invoice Database
Process )
2. Generate sales summary report.
Attachment » Managing Director

Data Store Invoice
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Table E.30.  Process Specification of Process 7.4.

Process Name Produce Sales Statistic Report
Data In Data Store Invoice
Data Qut Sales Statistic Report
1. Read sales information from the Invoice
Database
Process 2. Generate the sales statistic report
3. Send the sales statistic report to the Managing
Director.
Attachment e Managing Direc'tor
o Data Store Invoice

Table E.31. Process Specification of Process 7.5.

Process Name Produce Monthly Revenue Report
Data In Data Store Invoice
Data Out Monthly Revenue Report
I. Read sales information from the Data Store
Invoice
Process 2. GQenerate monthly revenue report
3. Send the monthly revenue report to the Managing
Director.
Attachment e Managing Direc_tor
¢ Data Store Invoice

Table E.32.  Process Specification of Process 7.6.

Process Name

Produce Delivery Order Report

Data In Data Store Delivery Order
Data Out Delivery Order Report
1. Read delivery order information from the
Delivery Order Database
Process 2. Generate the delivery order report
3. Send the delivery order report to the Managing
Director.
Attachment e Managing Director

» Data Store Delivery Order
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Table E.33.  Process Specification of Process 7.7.

Process Name Produce Customer Profile Report
Data In Data Store Customer Profile
Data Out Customer Profile Report
1. Read customer data from the Customer Profile
Database
Process 2. Generate customer profile report
3. Send the customer profile report to the Managing
Director.
, ¢ Managing Director
Attachment o Data Store Customer Profile

Table E.34.  Process Specification of Process 7.8.

Process Name

Produce Customer Credit Status Report

Data In

Data Store Customer Profile

Data Qut

Customer Credit Status Report

Process

1.

./
3.

Read customer credit status from the Customer
Profile Database

Generate customer credit status report

Send the customer credit status report to the
Managing Director.

Attachment

Managing Director
Data Store Customer Profile
Finance & Accounting Department
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Table E.35.  Process Specification of Process 7.9.

Process Name Produce Supplier Profile Report
Data In Data Store Supplier Profile
Data Out Supplier Profile Report
1. Read supplier data from the Supplier Profile
Database
Process 4, Generate supplier profile report
5. Send the supplier profile report to the Managing
Director.
Attachment ¢ Managing Direct?r
¢ Data Store Supplier Profile

Table E.36.  Process Specification of Process 7.10.

Process Name

Produce Production Specification Report

Data In Data Store Production Specification
Data Out Production Specification Report
1. Read production specification detail from the
Production Specification Database
Process 2. Generate production specification report
3. Send the production specification report to the
Managing Director.
Attachment e Managing Director

Data Store Production Specification
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Table F.1.  File Structure of Customer Profile.
File Structure
File Name: Customer Profile
Field Name Type Length
Customer No Numeric 5
Customer Name Alpha 30
Customer Billing Address Alpha 50
Customer Shipping Address Alpha 50
Customer Telephone Numeric 10
Customer Facsimile Numeric 10
Contact Person Alpha 50
Table F.2. File Structure of Customer Purchase Order.
File Structure
File Name: Customer Purchase Order
Field Name Type Length
Customer P/O Number Numeric 5
Customer Number Numeric 5
Customer P/O Date Date T
Running Number Numeric 2
Record Date Date St A
Customer P/O Detail Alpha 50
Quoted Price Numeric 10
Estimate Lead Time Numeric 2
Size Alpha 50
Color Numeric 3
Recorder Alpha 50
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Figure F.3.  File Structure of Company Purchase Order.

File Structure

File Name: Company Purchase Order

Field Name Type Length

Company P/O Number Numeric 5
Production Spec No Numeric 5
Supplier Number Numeric S
Company P/O Date Date R
Term Of Payment Alpha 50
Requested Delivery Date Date i/
Delivery Address Alpha 50
Quantity Numeric 5

Unit Price Numeric 7
Product Description Alpha 50

Figure F.4.  File Structure of Company Invoice.
File Structure
File Name: Company Invoice Number
Field Name Type Length

Company Invoice Number Numeric 5
Company P/O Number Numeric 5
Product Number Numeric 5
Customer Number Numeric 5
Delivery Order Number Numeric 5
Requested Delivery Date Date HE ]
Delivery Date Date HtIHE
Delivery Address Alpha 50
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Figure F.5. File Structure of Delivery Order.

File Structure

File Name: Delivery Order
Field Name Type Length
Delivery Order No Numeric 5
Company Invoice No Numeric b
Delivery Date Date R H
Product No Numeric 5
Customer No Numeric 5
Customer Name Alpha 50
Cugstomer Billing Address Alpha 50
Customer Shipping Address Alpha 50
Product Name Alpha 50
Product Description Alpha 50
Figure F.6.  File Structure of Product Sold.

File Structure

File Name: Product Sold
Field Name Type Length

Production Number Numeric 5
Supplier Invoice Numher Numeric 5
Product Name Alpha 50
Detail Of Product Alpha 100
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Figure F.7.  File Structure of Supplier Profile.

File Structure
File Name: Supplier Profile
Field Name Type Length
Supplier No Numeric 5
Supplier Name Numeric 5
Supplier Address Alpha 50
Supplier Telephone Numeric 10
Supplier Facsimile Numeric 10
Contact Person Alpha 50
Figure F.8. File Structure of Supplier Invoice.
File Structure
File Name: Supplier Invoice
Field Name Type Length

Supplier Invoice No Numeric 5
Supplier Number Numeric 5
Invoice Date Date R
Term Of Payment Alpha 50
Product No Numeric 5
Product Name Alpha 50
Product Description Alpha 50
Quantity Numeric 5
Unit Price Numeric 5
Total Numeric 7

91




APPENDIX G

REPORT DESIGN



Individual Customer Profile Report
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Figure G.1.

Individual Customer Profile.
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Customer Profile
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Figure G.2.  Ranged Customer Profile.
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Individual Supplier Profile
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Figure G.3.  Individual Supplier Profile.
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Supplier Profile
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Figure G.4.  Ranged Supplier Profile.
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Credit 15 Days — Customer
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Figure G.5.  Credit 15 Days — Customer.
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Credit 30 Days — Customer
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Figure G.6.  Credit 30 Days-Customer.
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Credit 15 days — Supplier
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Figure G.7.  Credit 15 Days — Supplier.
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Credit 30 Days — Supplier
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Figure G.8.  Credit 30 Days — Supplier.
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Zestteem Company Limited Original
25/325-6 W0 BOUYY 36 THU FYNIN 77 UWH AIUNDI (UA AIUND AFANHA 10250

Tn3. 742-2667-8 Tn3a13.742-2669

E-mail: zestteem@hotmail, com

Tundent / ludnund
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nuiludde pjz?“&cifza Fufidadudh mssdu winag
430923/t iU (e 81911
fdy | sadud $01115 DESCRIPTION fniu wiwag Sy
i 00001 iife #in wioutlnTald uiim WwAP 150 45 6,750.00
nsdidudiitapn Tsangondsfunietu 1 orfing sayamiud/ TOTAL 6,750.00
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fin an oA E & O.E. 'S’]li{.]ﬂﬂl’ﬁiﬁwu / GRAND TOTAL 7,225.50
‘lﬁ?nﬁuﬁwﬁ’ﬁwn’ns%’nuuﬁlﬁgnﬁmuﬁ’a Vi oAy $ia
Zestteemn Company Limited
d¥uves Wit s
RECEIVER
fidaune AT R oS
SENDER AUTHORIZED SIGNATURE

Figure G.9. Sample of Invoice (Original).
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Zestteem Company Limited

Copy
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Figure G.10, Sample of Invoice (Copy).
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Zestteem Company Limited
ludsdum
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Figure G.11.
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Zestteem Company Limited
o 4
ludadre
PURCHASE ORDER
) 4 ' 2l o A
SHAGUW [ 500021 2900 10UA (HIUA 0134 A o U 25412
flog 15724 gunmafa as5mi wew 7 o fumi Sufl 2410900
e BT NUNN 10120
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i @otianenaxi COTTON 100 % 1187 20 Size S 50 25.00 1,250.00
2 Wellaronaui COTTON 100 % 1107 20 Size M 50 35.00 1,750.00
3 ifatnnonauit COTTON 100 % 18 20 Size L 50 45.00 2,250.00
FRT I TTENT 5,250.00
Milyaduiiy 10 % 525.00
¥ v
FRL R 3,775.00
1 o 4 4 P |
AHEMNFITO Fudi /I

Figure G.12. Company Purchase Order.
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APPENDIX H

USER INTERFACE AND USER MANUAL



Figure H.1. The Zestteem Ordering System Icon.

The first time when the user turn on the computer, they will find this rectangular

shape icon named ag ‘Zestteem Ordering System’ on their desktop, When they double

click on this icon, they are entering the Zestteem Ordering System.
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Figure H.2. The Authorization Page.

After the user already doubled click on the icon of ‘Zestteem Ordering System’,

the authorization page will pop up as shown in the above figure. It is a turn of the user

to enter their User ID as well as the Password then Click ‘OK’ button.
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Figure H.3. Enter User ID and Password.

User now keys their User ID and Password into the provided rectangular box.
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Figure H.4. lllegal Password.

If the user type in the wrong password at the time they want to enter the system,
the system will show the warning message ¢ Illegal Password’. The password box is
now empty, this is a sign for the user to enter their password again.

If they give the correct password, they will get an access to the program

immediately.
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Figure H.5. Zestteem Main Page.

After the User ID and Password have been verified, the main page of the Zestteem

Ordering Information System is automated immediately.
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PROFILE

L L e

Figure H.6. Main Search Page.

This is the page where the user can search for a particular information by clicking
on the category that they are interested in. They are classified into four sections, which
are:

(1) Profile

(a) Customer Profile (Figure H.7)
(b)  Supplier Profile (Figure H.17)
(2) Purchase Order
(a) Customer Purchase Order (Figure H.29)

(b) Company Purchase Order (Figure H.30)
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(3) Invoice
(a) Supplier Invoice (Figure H.31)
(b) Company Invoice (Figure H.32)
(4) Delivery Order

(a) Company Delivery Order (Figure H.33)

Figure H.7. Search Customer Profile.

By clicking on the F5 button, the list of customer profile interface will come along

side by side to this Search Customer Profile Interface. See Figure H.8.
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Figure H.8. Customer Profile Page.

This is the page where all the customer number and customer name is shown. The
user can browse through the list of the customer profile. If the user knows the number of
the customer but not certain whether it is correct or not, they can start by entering the
first digit of the customer number at the customer number column. This will locate the

customer with the range they want to come up.
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Figure H.9. Search Customer Profile with Zoom.

With the combination of Figure H.7 and Figure H.8, we derive the interface that
contains both the Search Customer Profile Interface and the List of Customer Profile.
First the user has to click ‘F5’ button. Then the customer profile interface will pop up.
Next the user can scroll down the list of the customer profile until he or she finds the
right customer then Press ‘Enter’ button. This time, the list of customer profile will be
disappeared leaving only the Search Customer Profile Interface, which shows full detail

of the customer.
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Figure H.10. Search Customer Profile with Zoomed Data.

After Press ‘Enter’ button, we derived the full detail of customer number 10007.
The user can click ‘Close’ button to exit from this page and return to the Main Search

Page Figure H.6.
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Figure H.11. Create Customer Profile.

When there is a new customer, the creation of new customer profile becomes one
of the important factors the program should be included. The user has to click on the
‘Create’ button. When this button has been pressed on, a call has been sent to the sub
program, therefore, the new window of ‘Create New Customer Profile’ is showed upon.

Now, the user can enter all the required data belong to the customer. One more
point to add is the user does not have to enter the customer number, the customer
number shows up immediately. The program has been set in a way that there is not
necessary for the user to remember what is the last number of the customer number they
have already created. This is an automatic numbering without a duplicate number.

Sometimes, the user may want to quit this window pop up, they can do by just
clicking on the ‘Cancel’ button. This command will close this interface itself and return

to Customer Profile Page.

114



Figure H.12. Edit Customer Profile.

When the user realize they have made something wrong to the customer profile,
they are able to modify the customer profile by just clicking at the ‘Edit’ button.

When they click on ‘Edit’ button, the Edit Customer Interface comes up. The
main point is which customer profile the user wants to make change, that record must
be pointed first then hits the ‘Edit’ button.

In this case, the first customer number (10001) is highlighted, then click ‘Edit’
button. The detail related to this customer will come up. During this time, the user can
modify the detail of this customer. After finished with modifying with this customer
profile, the user has to click ‘Save’ button in order to save new edited detail to the
database of the customer profile.

On the other hand, if the user has changed their mind so they can click at the
‘Cancel’ button to quit from this operation. This will lead them back to Search

Customer Profile Interface.
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Figure H.13. Delete Customer Profile.

The same concept of editing the customer profile can also be applied to the
deletion of the customer profile. The difference is when the user want to delete the
customer profile, they have to applied the password for the deletion. This password is
not the same as the one that everybody has. As we realize, some user might delete the‘
customer profile by mistake, consequently, the way to prevent this kind of mistake is to
ask the user to enter the password for deletion. If the password is not correct, the
customer profile will not be deleted. This is one of the protection provided within the
program.

Again, if the user changes their mind, just click on the ‘Cancel’ button to quit

from this page and return to the Search Customer Profile Interface.
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Figure H.14. Password Confirmation for Deletion.

When the user decides to delete the customer profile. The protection from making
an error is to set the password for deletion. As we realize, the mistake occurred from the
deletion produces a great loss for the company. The information belongs to the deleted
customer has been deleted permanently. This is a reason why we have to ask for the

password before the deletion has been processed.
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Your auhonization for deletion has been declinded.

Please try again.

Figure H.15. Error Message.

If the user enters the wrong password for deletion, this message box will come up.

This is to let the user know they have applied the wrong password.
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The customer profile will be deleted.
Are you sure?

Figure H.16. Confirmation on Deletion.

This is the last confirmation in the program before the customer profile is deleted

permanently.
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Figure H.17. Search Supplier Profile.

This is an interface that the user can search for the supplier detail. The user has to

Press F5 button to see the entire supplier data.
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Figure H.18.  Supplier Profile.

This is the list of supplier profile. When user press F5, this list will pop up along

with the Supplier Profile Search Page.
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ZLestteem Company Limited

Figure H.19. Search Supplier Profile Interface with Zoom.

When the user press (F5) button this will send zoom action to the supplier profile,
consequently, the supplier profile is popped up. As usual, the user can scroll down the
list of the supplier profile. If found the right supplier, then press ‘Enter’ button.
Suddenly, the information belongs to the supplier is shown in the Search Supplier

Profile Interface as in the Figure H.20.
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Figure H.20. Search Supplier Profile with Zoomed Data.

When the desire supplier has been selected, the full detail is shown as in the above

Figure.
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% Create New Customer Profile
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Figure H.21. Create New Supplier Profile.

Sometimes, new supplier is found, the necessity in creating the new record of the
supplier arises. The user needs only click at the ‘Create’ button. With this single click,
the Create New Supplier Profile Interface comes upon the request.

As we can notice, the number of the supplier is automatically defined, so the
number (50010) has been set in advance for the new supplier to be recorded.

This time, the user only fulfills all the requirements data to the provided boxes

then click at the ‘Save’ button. The record is saved to the Supplier Profile File.
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Figure H.22. Create New Supplier Profile with Data.

Since the Supplier Profiles’ number is already pre-specified, it is a turn of the user
to enter all the relevant data in the provided space. Then click ‘Save’ button for
recording this'new supplier to the Supplier Profile File. We can see the result of the new

added supplier in the next Figure H.23.
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Figure H.23. Newly Created Supplier Profile.

With the click on the ‘Save’ button in the Figure H.22, the new supplier number

(50010) and detail has been recorded to the Supplier Profile.
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Figure H.24. Edit Supplier Profile.

When the user wants to modify the detail of the supplier, they can do that by click
on the ‘Edit’ button. The Edit Supplier Page will come up with the detail of the supplier
that has been highlighted before the ‘Edit” button has been pressed on. Now, the user
can modify the content of the browsed supplier profile.

The user has to click the ‘Save’ button when they are finished with the
modification of the data. This will record the new edited data to the Supplier Profile.

User can click ‘Cancel’ ‘when they changed their mind. This will make the

Interface to close itself and return to the Search Supplier Profile Interface.
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Figure H.25. Delete Supplier Profile.

The deletion of the supplier profile also can be achieved easily. By clicking on the
‘Delete’ butten, the new interface named Delete Supplier Profile is shown with the
intended to delete supplier data in the above Figure. User needs only click at the
‘Delete’ button.

Again, the prevention from making a mistake by unintentional deletion has been
set. Before the deletion process is begin, the user is required to enter the password for

deletion. The same process of the customer profile also applied with the supplier profile.
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Password for Deletion

Figure H.26. Ask for Password before the Deletion Operation.

The user has to enter the password before the deletion can be processed. This is to
protect from the mistake in deletion. The Error Message of Wrong Password and The

Confirmation of Deletion are presented the same way as the Customer Profile.
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Figure H.27. Customer Purchase Order Search Page.

This is the page where the user can enter the customer purchase order number and

customer name in searching for the detail belongs to this purchase order.
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Figure H.28. Customer Purchase Order with Sample Data.

By entering the customer purchase order number and customer number, the

information about the requested purchase order will be shown.
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Figure H.29. - Query Data of Customer Purchase Order Number.

With the Customer Purchase Order Number and Customer Number, this provides
the user with the opportunity to search for the detail of an individual Purchase Order
Number. As the example, the user has to key in Customer Purchase Order Number
(430923/1) and Customer Number (10007) then click ‘Start Searching’ button.

The pop up interface will come up with the full detail of the following purchase
order. When the user finishes reading the detail, they have to click ‘Close’ button to quit

from this page.
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Figure H.30. Search Company Purchase Order.

When the user wants to search for the detail of the purchase order, they can do it
by clicking on the entering the Company Purchase Order number. The above figure will

show the detail belonging to the requested purchase order.
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Figure H.31. Search Supplier Invoice.

Sometimes, the user may want to search for the data of the supplier invoice, they
may want to do this in a case of the payment they have to make. They may query the

data belong to the supplier invoice and check whether the data is correct or not.
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Search Company Invoice

Figure H.32. Search Company Invoice.

Sorﬁetimes, the user may want to search for the data of the invoice. They may
want to know what is the detail of the searched invoice. They only need to enter the
company invoice number. With the company invoice number, the data belong to this
number will be shown. After they finish reading, they can click ‘Close’ button to get out

of this page.
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Figure H.33. Search Company Delivery Order.

The Delivery Order Number can be used in searching for the details of to whom
the company deliver the product, at what price and how much we sold, what kind of
product has been delivered. The invoice issued by the company is also known by using

the delivery order number in searching as well.
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Figure H.34. Record Main Page.

This is the page where all the transaction involved in the Ordering System is
processed. The user can start the transaction by just clicking on the item they prefer to

do the transaction.
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Figure H.35.  Customer Purchase Order Form.

When the customer sends company the purchase order, we have to record the
customer purchase to the customer purchase order file. This record is kept for future
reference. If the user wants to know the detail of this purchase order number, they can
search the full detail in the Search Page at Figure H.6. then continue to click on the

Search Customer Purchase Order.
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Figure H.36. Record Customer Purchase Order.

This is the way data is entered to the program before the user click at the save
button. We can notice, at the right top of the interface, there is a date and name of the
person who makes a record of this customer purchase order. This can be used to check

whether the user has entered the correct data or not?
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Figure H.37. Record Supplier Invoice.

When the supplier deliver the product to the company, the document comes along
with the product is the invoice. To protect from losing the invoice, the program has
provided the user with the record page of the supplier invoice.

The user needs to enter the supplier number if they knew what is the number of
the required supplier. Otherwise, they can zoom to see the data of supplier from the

supplier profile as in the next Figure H.17.
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00/00/0000

Figure H.38. Issue Company Purchase Order.

After we found the right supplier now we have to prepare the company purchase
order. This purchase order is recorded when the user press ‘Enter’ button. If the user
wants to print the form of purchase order, they can do it as well by press on the ‘Print’
button. This form of purchase order is then sent to the supplier for the production

request.
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Figure H.39. Issue Company Invoice.

When the product has been received from the supplier, the company has to
prepare the invoice for the collection of money from the customer. By issuing the
invoice, the user has to provide all the data related to the purchase order from the
customer then press ‘Save’ button. This will keep the current record to the Invoice File
of the company. Press ‘Print’ button to print out the form of invoice and send this
document to the customer along with the Delivery order which will be shown in the

next Figure.
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Figure H.40. Issue Company Delivery Order.

When the company has to deliver the product to-the customer, the Delivery Order
document is generated for this purpose. This document is an approval for the acceptance
of the product. The user does not have to enter the Delivery Order Number, this will be
an automatically generated. The user needs to enter the invoice number so the data

belong to the invoice will be retrieved and show on the screen.
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Zestteem Reports' Page

Figure H.41. Zestteem Reports’ Page.

This is the main interface of the report part. With six icons, six different kind of

report is generated. This report is explained more in the following figure onward.
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Figure H.42. Print Customer Profile.

When there is a time the customer profile is needed, the user can print out an
individual customer profile by just selecting the Report icon from the Figure H.5 then
move forward to Figure H.41 for the choice to make. With this example, the user clicks
on the ‘Customer Profile’ button. The Customer Profile Report will come up and the

user has to browse through or key in the customer number. Then click on ‘Print’ button.
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Figure H.43. Browse Through Customer Profile.

The user can browse through the customer number and name before they click on

the ‘Print’ button. The result is shown in the following Figure H.44.

Figure H.44. After selection of the Customer Number.
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Figure H.45. The Customer Profile Report of Selected Customer.

After the user push the ‘Print’ button, the report which is show online will come
out like the above Figure. For the Report, which printed out on the paper, see the

reference on the Report section.
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* Figure H.46. Report on Customer Profile with 15 Days Credit Status.

At first, the user has to enter the range of the customer number because they may

not know who has 15 days credit status. They user can browse through the data of

customer number by press ‘F5’. Then press ‘Print’ button for the result.
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Figure H.47. Customer Profile-Credit 15 Days with Selected Customer Number.

Since the range of the customer has been selected (10001-10005), then click Print

to see the result.
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Magic Generator

Figure H.48. Set Username and Password.

This is the page where the first time the user has to enter their name and password
for later access to the system. As we can see, the password is encrypted into a
meaningless from. This will protect an unauthorized person to access the data. Only

‘Supervisor’ can see this entire list. We can reserve the ‘Supervisor’ identification for
p

only the Managing Director.
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