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ABSTRACT 

Hana Electric Co., Ltd. is an Electric Home Appliance Trading Company located 

in Bangkok since 1986. It has provided many categories of Electric Home Appliance 

Products for retail distribution, wholesale distribution and modern trade stores. In order 

to provide the ordering service, a lot of processes are required, and has to deal with 

several departments; therefore, this project is to develop the effective infonnation 

system to facilitate the process of ordering service. 

The current existing Ordering Information System is based on the manual system. 

Most of data are stored on paper in the file. It requires many administrative staffs to 

maintain the system, and has to face the general problems of manual system, which are 

error-prone and having a high maintenance cost. 

The new proposed Ordering Information System will be developed to replace the 

manual system with Internet System. All data are kept in the database server, Microsoft 

SQL Server 7.0, and are accessed through the web server, Microsoft Internet 

Information Server 5.0 on Microsoft Windows 2000 Server. The user interfaces,· 

moreover, are implemented on web browser, Microsoft Internet Explorer 5.0. It will 

reduce the number of administrative staffs, solve the problem of manual system and 

decrease the high maintenance cost. 
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I. INTRODUCTION 

1.1 Background of the Project 

Internet currently is the largest computer network in the world. It is the network of 

networks. The interconnection of many billion computers, ranging from a very large 

supercomputer host to a small individual desktop or notebook. 

Internet is also the largest human society, the world without human nationality or 

race, no matter in which country you are living, you can communicate with the others 

around the world. Internet is comprised of both profit and non-profit organizations; 

therefore, it exactly is also the world of business. In the near future, a commercial 

organization, however, cannot directly connect to the Internet, but it has to access 

Internet through Internet Services Provider, or ISP. 

Currently, the business is intensely competitive because of a lot of competitors. 

Using the Internet technology is a kind of solution to help increase the selling process 

effectively and meet more new customers as well. Moreover, using the computer-based 

new information system will help the cost reduction and increase the performance of 

ordering service for the company. 

The major problems of the existing system are summarized as follows: 

(1) To cause the high cost because of the redundant jobs. 

(2) To be intensely competitive because of a lot of competitors. 

(3) To serve customers ineffectively because of a lot of customers. 

( 4) To summarize the reports ineffectively to the top management because of 

the lack of management knowledge. 

(5) To keep track of the customers ineffectively because of the lack of accurate 

information. 



For those reasons, we need to develop the Internet system in the marketing I sales 

department. We expect to summarize the special information to the top management in 

order to support the decision making process and promote the technology to the 

marketing I sales workers. 

1.2 Objectives of the Project 

The objectives of the project on the product ordering information system are as 

follows: 

(1) To provide the accuracy of the information m the form of online 

information system. 

(2) To support all levels of management. 

(3) To be competitive with the other competitors in the market place. 

( 4) To serve the customer satisfaction. 

(5) To reduce the cost of existing operation. 

(6) To reduce the time and resources including paperwork. 

(7) To reduce the manual system and error. 

(8) To definitely divide the specific job as the job description. 

(9) To support the decision making of the top management. 

1.3 Scope of the Project 

The project will cover the major parts of the product ordering information system 

as follows: 

(1) To analyze the existing information system. 

(2) To design the proposed online ordering information system. 

(3) To add new customer information. 

( 4) To identify the frequency of the ordered items. 

(5) To enter the customer orders. 
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(6) To look up the customer credit balance. 

(7) To maintain the adequate inventory. 

(8) To look up the customer's location. 

(9) To update the product price list. 

(10) To propose the company's information. 

(11) To receive each customer's inquiry. 

(12) To propose new product's information. 

(13) To support the customer's questions interactively. 

1.4 Deliverables 

The deliverables of the project on Hana Electic Co.,Ltd. 's Product Ordering 

Information System are as follows: 

(a) Application Software is written by HTML, JavaScript, VB Script, and 

Active Server Pages, using database with Microsoft SQL Server 7.0, and 

Web Application with Internet Information System 5.0 with Microsoft 

Windows 2000 Server. 

(b) Web Interfaces Containing 

(1) Main Page 

(2) Product Category 1 Information Page 

(3) Product Category 2 Information Page 

(4) Product Category 3 Information Page 

(5) Product Category 4 Information Page 

(6) Product Category 5 Information Page 

(7) Advanced Search Page 

(8) Customer Register Page 

(9) Customer Login Page 
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(I 0) Forgot Password Page 

(11) Shopping Card Page 

(12) Customer Information Page 

(13) Bank List Page 

(14) Order Summary Information Page 

( 15) Order Confirmation Page 

(16) Customer's Billing Information Page 

(17) Sales Order Page 

(18) Administration Login Page 

(19) Administration Section Page 

(20) Product Administration Page 

(21) Product Category Administration Page 

(22) Add Product Administration Page 

(23) Product Change Administration Page 

(24) Shipping Charge Administration Page 

(25) Address Change Administration Page 

(26) Customer Information Administration Page 

(27) Customer's Order Information Administration Page 

(28) Add Customer's Order Description Administration Page 

(29) Change Customer's Order Description Administration Page 

(30) Change Password Administration Page 

(31) User List Administration Page 

(32) Main Page Administration Page 
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(c) Reports Containing 

(l) Order Billing Statement I Receipt 

(2) Order Picking List 

(3) All Account Receivable Report 

(4) Monthly Account Receivable Report 

(5) All Sales Orders Report 

(6) Daily Sales Orders Report 

(7) Monthly Sales Orders Report 

(8) Quarterly Sales Orders Report 

(9) Yearly Sales Orders Report 

(10) Monthly New Customer Report 

(11) Quarterly New Customer Report 

(12) Yearly New Customer Report 

( 13) All Customers Report 

(14) Product Best Selling Report 

1.5 Project Plan 

This project plan representing its activities and duration of each activity is in 

Figure 1.1 

5 



Ju
ly

 
A

ug
us

t 
S

ep
te

m
be

r 
O

ct
ob

er
 

N
o.

 I
 

T
as

k 
N

am
e 

1 
2 

3 
4 

1 
2 

3 
4 

1 
2 

3 
4 

1 
2 

3 
I 

4 
I. 

A
na

ly
si

s 
o

f t
he

 E
xi

st
in

g 
S

ys
te

m
 

D
ef

in
e 

th
e 

O
bj

ec
ti

ve
 a

nd
 S

co
pe

 

2 
I 

St
ud

y 
th

e 
E

xi
st

in
g 

S
ys

te
m

 

I 
-
-
-

3 
I 

Id
en

ti
fy

 th
e 

E
xi

st
in

g 
P

ro
bl

em
s 

-.....
.....

.....
 

4 
I 

S
tu

dy
 t

he
 E

xi
st

in
g 

C
om

pu
te

r 
S

ys
te

m
 

I 
-
-
-

5 

I 
D

ev
el

op
 C

on
te

xt
 D

ia
gr

am
 

• ' 
6 

D
ev

el
op

 D
at

a 
F

lo
w

 D
ia

gr
am

 

7 
I 

C
os

t a
nd

 B
en

ef
it

 A
na

ly
si

s 
II

. 
A

na
ly

si
s 

an
d 

D
es

ig
n 

o
f t

he
 P

ro
po

se
d 

I 
~
 

... 
·S

ys
te

m
 

8 
W

eb
 I

nt
er

fa
ce

 D
es

ig
n 

0
\ 

I 
9 

R
ep

or
t 

D
es

ig
n 

10
 

D
at

ab
as

e 
D

es
ig

n 

11
 

N
et

w
or

k 
D

es
ig

n 

12
 

P
ro

gr
am

 D
es

ig
n 

II
I.

 
Im

pl
em

en
ta

ti
on

 o
f t

he
 P

ro
po

se
d 

S
ys

te
m

 

13
 
I 

C
od

in
g 

14
 

T
es

ti
ng

 

15
 

I 
H

ar
dw

ar
e 

In
st

al
la

ti
on

 

16
 

I 
S

of
tw

ar
e 

In
st

al
la

ti
on

 
I 

• I 

17
 

I 
C

on
ve

rs
io

n 

F
ig

ur
e 

1.
1.

 
P

ro
je

ct
 P

la
n 

o
f P

ro
du

ct
 O

rd
er

in
g 

In
fo

rm
at

io
n 

S
ys

te
m

. 



II. THE EXISTING SYSTEM 

2.1 Background of the Organization 

Hana Elecric Co., Ltd. has been established since 1986. The company has 

operated in three main channels as follows: 

( 1) Retail Distribution 

The company has sold electric home appliance products through retail 

distribution. It provides many types of electric home appliance products 

such as Electric pan, Rice cooker, Sukiyaki pot, Slow cooker, Electric pot, 

Electric iron, Electric stove, Electric shower-bath, and so on that are locally 

distributed. 

(2) Wholesale Distribution 

The company has sold electric home appliance products through 

wholesale distribution. It also provides many types of products like the retail 

distribution and distributes them locally as well. 

(3) Modem Trade Store Distribution 

The company has sold electric home appliance products through 

modem trade store distribution, which comprises of Department store, Super 

stores and Discount stores. It provides all type of products for end-user 

customers. 

The organization chart of Hana Electric Co.,Ltd. and Marketing I Sales 

Department will be given in Figures 2.1 and 2.2. 
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Managing Director 

I I I I 
Marketing I Sales Purchasing Inventory Accounting 

Department Department Department Department 

Figure 2.1. Organization Chart of Hana Electric Co., Ltd. 

I Marketing & Sales Manager 

I I I I 
Marketing & Marketing & Marketing & Marketing & 
Sales Officer Sales Officer Sales Officer Sales Officer 

Figure 2.2. Organization Chart of Marketing I Sales Department. 

2.2 Current Problems and Areas for Improvement 

The current problems and areas for improvement of the Marketing I Sales 

department will be focused as follows: 

( 1) Keeping track of the customers' information ineffectively such as order 

information, credit balance information, contact information, and so on. 

(2) Being intensely competitive from the competitors such as the product's 

price reduction, and so on. 

(3) Unable to serve some of customers' satisfaction because of the inefficiency 

. of product delivery. 
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(4) Providing late repotis to the top management. 

( 5) Providing the high cost of the existing operation because of many 

employees in the department. 

( 6) Providing a lot of redundant jobs. 

(7) Indefinitely providing the job description to the department's employees. 

(8) Ineffectively maintaining the adequate inventory. 

2.3 Existing Computer System 

Currently, Hana Electric Co., Ltd. does not have adequate for the computer 

equipment. The ordering process of the Marketing I Sales department is with the manual 

system. It causes the problem of maintaining the customers' ordering information 

because of the inefficiency of information storage. 

9 



III. THE PROPOSED SYSTEM 

3.1 System Specification 

According to the previous chapter, Hana Electric Co., Ltd. now requires an 

effective Product Ordering Information System, which can facilitate the various 

processes of Product Ordering Service, and solve the problems occurring from the 

existing manual system. 

In order to achieve the target, the new proposed Product Ordering Information 

System should consist of the related database as follows: 

( 1) Customer Database Design developed to the high performance database 

server, available for marketing & sales officers to online, manage the data 

and make a query. 

(2) Order Database converted from unstructured paper-sheet file to effective 

database format design and develop on database server, and having 

integrated with Customer Database to be the same information system. 

(3) Product Database developed to help sales officers design a practical possible 

solution with present products information, and having integrated with 

Customer Database to be the same information system. 

( 4) Customer Status Database replacing the existing manual system to facilitate 

the marketing & sales officers' work, to systematically keep track of 

customer contact, and solve the problems occurring from the current system, 

and having integrated with Customer Database to be the same information 

system. 

10 



3.2 System Design 

The system design can be categorized into the following parts: 

(1) Design of input and output screens. 

The concept of design is concerned on the screen of computer to be 

used for data input and data output. The screens will display the data and 

generate the reports. The input screen will be designed based on the 

information design. The output screen will be based on the specific layout, 

characteristics or format of the used information. 

(2) Design of database. 

The database design is extremely important to the system and the 

interaction with database. The design database is a major concern on how to 

appropriately design the database interaction to ensure that there are no 

problems occurred after implementation. The good database will cover the 

requirements and reduce problems. 

(3) Design of procedure. 

The procedure design will specify the tasks that must be prepared in 

using the system. The important procedure is as follows: 

(a) Data entry procedure. 

(b) Run time procedure. 

( c) Error handling procedure. 

( d) Security procedure. 

( 4) Design of program specification. 

The program specification describes the design process of input data, 

retrieve data, and update data through web browser. In designing the 

computer software, it is important to ensure that: 

11 



(a) The actual program must perform all tasks and in the manner intended 

for the application. 

(b) The structure of software is divided into modules for testing and 

validation to ensure that it is followed with the procedure. 

3.3 Hardware and Software Requirement 

This system is designed for the web-based application. So it needs the web server 

to serve the online transactions expected to serve more than 100 transactions per day. 

We have decided to use the web hosting service of Internet Service Provider (ISP) that 

will reduce the cost of hardware and software for the web server extremely. For the 

client's hardware and software, we have decided to use 2 sets PC workstations for our 

Marketing I Sales officers that will be enough to operate the online sales functions. The 

hardware configuration of Marketing I Sales Department is shown in Figure 3 .1. 

Hardware Configuration of 
Marketing I Sales Department 

-- -- ---- - - - - - - - - - - - - - - - - - - ---- -- -------- - -- - - -- -' 

D. 
---- --- -- - -- --- -- -- -- - - -- - - --
' ' 
' ' 

' 

~0'l---tllli5'31l'!il--~----:::T:--:-el-ep,.--ho-ne-.,.L.,....in-e ------I 
56KModem 

: UPS 600 VA PC Wor~tation I 

Internet Service Provider (ISP) 

Hub 6 Ports ~ 

1~~~ 

, UPS 600 VA PC Workstation 2 Laser printer 
'- -- -- - -- - - - - - -- -- -- - - - ·-- - - - -- - -- --- -- - -- - - - - --- -· 

Figure 3 .1. The Hardware Configuration of Marketing I Sales Department. 

In the Internet System, the client machines will have capacity only high enough to 

run a Web Browser, such as Microsoft Internet Explorer, Netscape Navigator, etc. It, 
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however should have specification higher than that, because it is sometimes used to run 

any other office automation software, such as word processing, for example. Therefore, 

in general standard, it should have hardware specification high enough to run Microsoft 

windows 98 and Microsoft Office 97. The hardware & software specifications for each 

client machine are shown in the Tables 3.1and3.2 respectively. 

Table 3.1. The Hardware Specification for the Client Machine. 

Hardware Specification 

CPU Pentium IV 2.0GHz, or higher 

Cache 256 KB or higher 

Memory 256 MB or higher 

Hard Disk 40 GB or higher 

CD-Rom Drive 52X or higher 

Floppy Drive 1.44 MB 

Network Adapter Ethernet 10/100-Base T 

Display Adapter SVGA card 

Display 17" SVGA monitor 

Printer Laser Printer 

Modem 56K V.90 Modem 

UPS 600 VA or higher 

Table 3.2. The Software Specification for the Client Machine. 

Software Specification I 

Operating System Microsoft Windows 98 or higher 

Web Browser Microsoft Internet Explorer 5.0 or higher 

Application Software Microsoft Office 97 Professional Edition 

13 



3.4 Security and Control 

The security is very important for the Internet system, so the maJor security 

concerns are as follows: 

(1) System Security and Control 

The web services will run on Windows 2000 Server environment. 

When a client has an access to the web server, remote user is given an 

access to local hard disk resource by creating shared directories. So the 

client must be set for user right access on which permission control required 

a particular directory basis. Windows 2000 Server security system is as 

follows: 

(a) Directory and File Resource Security 

Any directory and files system must be set as Windows 2000 

File System (NTFS), which protects its resources including files, 

printer, and applications, by controlling their access. 

(b) Directory and File Resource Control 

For each resource to be protected or secured, the resource must 

be accessible to authorized users and inaccessible to unauthorized 

users. Windows 2000 Server protects its resources by: 

(1) Access Control Lists. 

(2) Access Control Entries. 

( c) Full back up both of database and system. 

(2) Data Security and Control 

The database was designed to run on MS SQL Server 2000. The user 

has to be assigned User ID and corresponding Password to have the right to 

access database. 

14 



(a) Data Control 

Database Management System must be backed up everyday. So 

it could be recovered if there is any problem occurring such as 

indexing damage. 

(3) Application Security and Control 

In the web development, all users could manage their account 

information by using their login and password. The permission will be 

granted or denied for each user. The administration page must enable 

authorized users and disable unauthorized users. 

(a) Application Control 

All web pages that are concerned about security issues need to 

pass the identification internally. After all, users may buy or do the 

activities only to enter their user account and password. 
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3.5 Cost and Benefit Analysis 

(1) Costs ofManual System 

Table 3.3. Manual System Cost Analysis, Baht. 

Cost items 
Years 

l 2 3 4 5 

Fixed Cost 

Typemiter l lD1it@8,000 8,000.00 - - - -

Calculator 4 lDlits@ l ,500 6,000.00 - - - -

Total Fixed Cost 14,000.00 - - - -
Ooeratiag CQS! 

Salarv Cost: 

Mruketing/ Sales Manager l person@30,000 30,000.00 33,000.00 36,300.00 39,930.00 43,923.00 
Staff: 

Mruketing I Sales officers 4persoos@ 10,000 40,000.00 44,000.00 48,400.00 53,240.00 58,564.00 
Total monthly salaiy Cost 70,000.00 77,000.00 84,700.00 93,170.00 102,487.00 I 
Total Annual Salaiy Cost 840,000.00 924,000.00 l,016,400.00 l,ll8,040.00 l ,229,844.00 
Office SYI!lllies & Miscellaneous Cost 

Stationary Per Annual 5,000.00 5,500.00 6,050.00 6,655.00 7,320.50 
Paper Per Annual 7,000.00 7,700.00 8,470.00 9,317.00 10,248.70 
Utility Per Annual 6,000.00 6,600.00 7,260.00 7,986.00 8,784.60 
Miscellaneous Per Annual 2,000.00 2,200.00 2,420.00 2,662.00 2,92820 
Total Annual Office Supplies & Miscellaneous Cost 20,000.00 22,000.00 24,200.00 26,620.00 29,282.00 
Total Annual Operating Cost 874,000.00 946,000.00 1,040,600.00 l,144,660.00 l,259,126.00 

Total Manual System Cost 874,000.00 946,000.00 l,040,600.00 1,144,660.00 l ,259,126.00 

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

Year Total Manual Cost Accumulated Cost 

1 874,000.00 874,000.00 

2 946,000.00 1,820,000.00 

3 1,040,600.00 2,860,tjOO.OO 

4 1,144,660.00 4,005,260.00 

5 1,259,126.00 5,264,386.00 

Total 5,264,386.00 -
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(2) Costs of Computerized System 

Table 3.5. Computerized System Cost Analysis, Baht. 

Years 
Cost items 

I l 2 3 4 5 

Fixed Cost I 
Hardware Cost: 
Web Hosting Cost 6,000.00 6,000.00 6,000.00 6,000.00 6,000.00 
PC Workstation Cost 12,000.00 12,000.00 12,000.00 12,000.00 12,000.00 
Printer Cost 5,000.00 5,000.00 5,000.00 5,000.00 5,000.00 
Modem Cost 2,000.00 2,000.00 2,000.00 2,000.00 2,000.00 
UPS Cost 5,000.00 5,000.00 5,000.00 5,000.00 5,000.00 
Total Hardware Cost 30,000.00 30,000.00 30,000.00 30,000.00 30,000.00 
Maintenance Cost: 
Maintenance Cost - - - 10,000.00 9,000.00 
Total Maintenance Cost - - - 10,000.00 9,000.00 
Software Cost: 
Client Operating System Cost 50,000.00 10,000.00 10,000.00 10,000.00 10,000.00 
Application Cost 90,000.00 20,000.00 20,000.00 20,000.00 20,000.00 
Total Software Cost 140,000.00 30,000.00 30,000.00 30,000.00 30,000.00 

Implementation Cost: 
Training Cost 30,000.00 - - - -
Total Implementation Cost 90,000.00 - - - -

Total Fixed Cost 290,000.00 60,000.00 60,000.00 70,000.00 69,000.00 

Operating Cost 
Peopleware Cost: 
Marketing I Sales Manager I person@ 30,000.00 33,000.00 36,300.00 39,930.00 43,923.00 
30,000 
Staff: 
Marketing I Sales Officers 2 persons@ 20,000.00 22,000.00 24,200.00 26,260.00 29,282.00 
10,000 
Total Monthly Salary Cost 50,000.00 55,000.00 60,500.00 66,550.00 73,205.00 
Total Annual Salary Cost 600,000.00 660,000.00 726,000.00 798,600.00 878,460.00 

Office Supplies & Miscellaneous Cost: 
Stationary 5,000.00 5,500.00 6,050.00 6,655.00 7,320.00 
Paper 10,000.00 11,000.00 12,100.00 13,310.00 14,641.00 
Utility 10,000.00 11,000.00 12,100.00 13,310.00 14,641.00 
Miscellaneous 5,000.00 5,500.00 6,050.00 6,655.00 7,320.50 
Annual Office Supplies & Miscellaneous 30,000.00 33,000.00 36,300.00 39,930.00 43,923.00 
Cost 

Total Operating Cost 630,000.00 693,000.00 762,300.00 838,530.00 922,383.00 

Total Computerized System Cost 920,000.00 753,000.00 822,300.00 908;530.00 991,383.00 
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Table 3.6. Five Years Accumulated Computerized Cost, Baht. 

Year Total Computerized Cost Accumulated Cost 

1 920,000.00 920,000.00 
' 

2 753,000.00 1,673,000.00 

1 822,300.00 2,495,300.00 -' 

4 908,530.00 3,403,830.00 

5 991,383.00 4,395,213.00 

Total 4,395,213.00 -

(3) The Comparison of the System Costs between Computerized System and 

Manual System 

Table 3.7. The Comparison of the System Costs, Baht. 

Year Accumulated Manual Cost Accumulated Computerized Cost 

1 874,000.00 920,000.00 

2 1,820,000.00 1,673,000.00 

1 2,860,600.00 2,495,300.00 -' 

4 4,005,260.00 3,403,830.00 

5 5,264,386.00 4,395,213.00 
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( 4) Intangible Benefits 

Some benefits that are given by the organization from the use of 

information system are difficult to measure but it is important. This benefit 

is known as intangible benefit. Intangible benefits can be authorized to: 

(a) Imposing discipline for all of the staffs and management throughout 

the system. 

(b) Forecasting or improving the strategic planning activities. 

( c) Getting more current and accurate information for the management 

and planning for the future. 

( 1) Improving service. 

(2) Reducing the confusion problems in the operation. 

( d) Information given by the system could contribute value-added data to 

the company in the future. 

(5) Tangible Benefit 

The tangible benefit can be summarized as follows: 

(a) The breakeven point analysis can be defined that the cost of proposed 

system is higher than the cost of manual system at the beginning, but 

in the near future there is the opportunity to have more profits to cover 

all investment of developing the proposed system. 

(b) The employees can highly operate their effective and efficiently 

assigned tasks. 
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IV. PRO.JECT IMPLEMENTATION 

4.1 Overview of Project Implementation 

The implementation plan for the Internet system of Marketing I Sales department 

begins after the top management agrees with the outline of proposal of the new system 

and analyze the cost and benefit. The steps of implementation are as follows: 

( 1) Requirement Specification 

(2) System Analysis 

(3) Conceptual Design 

( 4) Implementation and Installation 

The implementation and installation are the most difficult part that concerns the 

problems occurred in design and software development. The adjustment occurs during 

the development in the real situation. The testing software is very important, because it 

provides the reliable software. 

(1) Software Project Implementation Recommendation. 

(a) Designing the software to satisfy the user requirement. 

(b) Designing the software to become user friendly. 

(c) Software should be modular corresponding to sub-functions. 

(d) Testing phase from the sub-functions to the integrated functions. 

(Using bottom up approach). 

(e) Testing sending the parameters to sub-functions. 

(f) Conversion will be parallel to ensure that the staff can adapt to the 

new system. 

(g) Providing the training course. 

23 



(2) The Implementation Steps 

(a) Studying all documents to concern with the Internet processing. 

(b) Verifying all processes. 

( c) Verifying the ordering process from input, process, and output. 

( d) The statistics for reporting functions will be implemented into the 

process to test. 

( e) Verifying the accuracy of storage and display the results. 

(f) Verifying the reliable and stable system. 

(g) Reviewing all steps. 

(h) The periodic system review is necessary so that it may find some 

problems in the future. 

4.2 Testing Plan and Results 

(1) Coding 

Microsoft SQL Server 2000 and Microsoft Excel are used to build up 

the import data's function for the Internet system. They completely provide 

the functions necessary to develop the system. Microsoft SQL Server 2000 

is used to be the database storage. For the processing data through web, 

Microsoft Active Server Pages to process all results on the web browser. 

The programming language is visual basic scripting. The program structure 

is not complicated to develop. The line of code used in the program is less 

than the other programming languages. The screen design provides user 

friendly and interactive online help. According to the system code, the 

retrieval program provides fast speed and easy searching for the 

information. All users can use the program without the knowledge of visual 

basic scripting language. 
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(2) Testing 

(a) Testing the software program to satisfy the user requirement. 

(b) Testing all subprograms 

( c) Testing all parameters to send among subprograms 

(d) Testing integrated all subprograms. 

(e) Testing the accuracy of results. 

(f) Verifying the sufficient file size and speed of processing. 

(g) Testing the reliable and stable of the system. 

4.3 Conversion 

Conversion includes the creation of all required master files, transaction files, 

backup files and converting the tested program to the operation status. The data 

conversion must be carefully planned and accurately done. We let the staffs to be 

familiar with the Internet system and train them. 

We use the parallel system that the new system is operated side by side with the 

old one to ensure that the system does not lose. We can test the conversion or 

completeness of the results, and we compare the report of the new system with the 

report of the old one. 

The parallel system is safe and ensures that work will not be failure. It uses more 

time and resources and it provides the duplicate jobs, the redundant report during 

conversion phase. 

4.4 Training 

The training section will introduce to the staffs and managers for use of the 

Internet system and introduces about the web server and web browser's function. We 

provide the seminar room to show how to use the web browser. The training can be 

divided into two sections for the system operators and end users. 
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( 1) System Operator Training 

Training involves the staffa who are responsible for keeping the 

equipment running, provides the necessary suppo1i service, or introduce the 

application to end users. Training covers the handling of all routine 

operations about the Internet system. Training includes how to run the 

system, backup files, and import files. System Operators know the general 

.function of the system. They solve or prevent the malfunction problems, 

before system is down. 

(2) End User Training 

Training involves the general concept of the web server and web 

browser, Internet concept. We provide the steps on how to use the web 

browser and how to use the Internet system. We explain the first page to 

enter the Internet system, the hyperlink of pages and how to use all menus. 

It is necessary for the project developer to gain feedback from the 

trainees of the system. The project developer should make sure that they 

could work the system completely by themselves. The project developer 

evaluates the effectiveness of the training, and provides some testing to 

users for the important tasks to make sure that users understand all steps. 
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V. CONCLUSIONS AND RECOMMENDATIONS 

5.1 Conclusions 

The Internet of Product Ordering Information System is a computerized system, 

which is developed to replace the existing non-system. The Internet is developed based 

on structured methodology and prototype approach. The Internet is developed based on 

client I server application. In the side of client, the users send the command to the server 

side. After the server has already processed, the server sends the results to client. The 

Internet provides the online information and the users can inquire, or manipulate 

information. The Internet provides the graphic user interface and interactive command 

and use the structured query language (SQL) manipulate the data into the relational 

database. We analyze results and the achievement of the Internet project as follows: 

( 1) Providing the accuracy of reports. 

(2) Being able to support decision making in time. 

(3) Supporting all users to pay attention the new technology. 

(4) Reducing the redundancy jobs. 

(5) Reducing overhead costs and time. 

( 6) Being easy to manipulate the data and not to provide redundant update. 

Table 5.1. The Degree of Achievement of the Proposed System. 

Process Existing System Proposed System 

Add Customer Record Process 1 hr. 15 ruins. 

Search Item Process 15 mins. 5 ruins. 

Add Customer Order Process 30 mins. 10 ruins. 

Prepare Picking Slips Process 10 mins. 3 ruins. 
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Table 5 .1. The Degree of Achievement of the Proposed System (Continued). 

Process Existing System Proposed System 

Ship Customer Order Process 10 mins. 5 mins. 

Create Customer Billing Process 15 mins. 5 mins. 

Produce Sales Report Process 1 hr. 10 mins. 

Produce Accounts Receivable 
1 hr. 10 mins. 

Report Process 

As a result, each process of the proposed system can use less time than that of the 

existing system. Each process can be explained in details as follows: 

Add Customer Record Process 

The proposed system can use this process efficiently and effectively, because the 

customer data can be stored in the computerized system by the marketing I sales staffs 

or customers instead of the manual system, in which the customer data was stored in the 

notebook by the marketing I sales staffs. It can reduce the duplicated processes and 

human errors efficiently and effectively. 

Search Item Process 

The proposed system can use this process efficiently and effectively. Customers 

can search any kind of paper as their requirements by themselves via the company's 

website instead of the manual system, in which the marketing I sales staffs have to 

search the product as customers' requirements at the storefront or by phone. 

Add Customer Order Process 

The proposed system can use this process efficiently and effectively, in which are 

customers can send an order by themselves via the company's website. Moreover the 

marketing I sales staffs can receive customers' order by phone or at the storefront, after 

that they make the order records via the company's website, too. Not only can it save 
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much more time for marketing I sales staffs to operate their sales tasks, but also save 

much more time for customers to travel to the company's storefront to select the 

products they want. 

Prepare Picking Slips Process 

The proposed system can use this process efficiently and effectively, which not 

only can retrieve faster the customer order information than the existing system, but 

also reduce the duplicated operations of recording customers and customer orders 

information. 

Ship Customer Order Process 

The proposed system can use this process efficiently and effectively, which is 

getting the complete and correct customer orders from the company's computerized 

database system. So we can ship the products to customers place according to their 

orders faster than the existing manual system. 

Create Customer Billing Process 

The proposed system can use this process efficiently and effectively, because 

customer information and order information are stored in the company's computerized 

database system. So it's much easier to query and retrieve customer information and 

order information to create customer billing than the existing manual system, which 

uses the notebook to store and retrieve the customer and order information. The existing 

system can cause human errors easily and takes a long time to create this task compared 

with the proposed system. 

Produce Sales Report Process 

The proposed system can use this process efficiently and effectively, because it 

takes less time and is more correct to create a sales report to manager. The correct 

information about customer and order are stored in the computerized database system. 
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When a manager wants to view the sales volumes, weekly, monthly, or yearly, he can 

query and retrieve the database from the company's website to do that task in a few 

minutes, comparing with the existing manual system, where customer information and 

order information are stored in the notebook. So it is so complicated and takes a long 

time to create the sales report for a manager. It may also lead to data errors by staffs. 

Produce Accounts Receivable Report Process 

The proposed system can use this process efficiently and effectively, because its 

result is similar to the Sales Report Production process compared with the existing 

manual system. 

5.2 Recommendations 

( 1) The proposed Internet system should be developed further to a larger scale 

and the best efficient way to connect to the remote access. 

(2) The related systems or functions should be convert or adapted to the Internet 

system. 

(3) We can expand the Internet to all departments. 

(4) We can improve the technical knowledge more and more. 
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APPENDIX A 

PROPOSED DATA FLOW DIAGRAM 
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APPENDIX B 

WEB INTERFACE DESIGN 
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Think Home App&nce, Tltink Hana 

Gl .l::io.trul ~ ~ likl b>b' &count~ Qill !!o !.J.J.JlJ:k®t 

Figure B.1. Main Page. 
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Hana'Elect:lic 
; ; :y;J:ij~~J90-l:~o# !~~:; 

Search Product: 

Adyaoced Search 

~lM'1M,~hA1: 
• Eler.1rjc Iron 
• Eler:1rjcPw 

Eh~r.1rjcPnt 
Pijce Cooker 

• SlowCooi<er 

iwn\~2 "l1llfW 

Hana Electric Co., Ltd. 
T/Unk Home Applia1ree, Think Htzm1 

~ Hame<JF:egisterllidMyAccoun1'9Cort ~ Checkau1 
iilllihlM : Clds sic Iron 
~: Elec1ric Iron 
~ : • Secured by g ra unded ] prongs p luge on d 
1ermosto.1eta control duting working 10 ensure e>.1reom 
secumy oi1 d sotety. 

'7lft1: ssa.ae u "' 
~:500.UO-u"li"l 

V{illhlllWih'h\m~J 

~: Delu:.:e Iron 
~: EleC1ric Iron 
~ : -The heater pad is el<tl"eern ~· s moom ·1..i1h 
p re1ect curve 1hus meke ironing eesy and enj ay can 
easily goltlrough any con1oures. 

nri : G 89.9 !ht'ffl 
i'lll'l'RIM : 5 50. 0 0 1rm 

V(!i~l.lii-iiJ.i.J 

HOW lo 0 rd er IT ;rm al Pqymen1 IT erm of Shi oping I Colltact u .. 1 AhoutUs 

Figure B.2. Product Information Page. 
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Figure B.3. 

l'UOlflUL 

~: - Ha,··a Th..,rrnost::.l t:(J::l1c·ll::'q i;y:;!e111 
irn,;;Q'1o;d from ::.u;:; ::.n:i lorturninq t:•n8 .. c·tt :h~i~ h8IP 
sl;::ai-:~::dhE:m ~i:tt;univ-:.vi:J oo.l1:?b1. 
-Cen.tJ"' ;;sed f::ir ;,ot :::r1lv. u~;l,ist~.,.,. odai:ie: 
~xttn::j11y{'ifrE:H:'.~11l :;,.:1::.! $0 O~L 

-nwrt: t8::G.8ij ~ ·" 
'fltt~~ ~~~;3).f~f~ ~·NI 

~!1\ffiiii~tifilf: 

~:SW;P:;,n 
~: E!ecttl·::Pf.n 
~: .. H0.ve Thermos~~1 m"1t811ir,g t-~1s1em 
impom~ d trom ~-tl o ;o;.ro fon1tnin1 on.tcff 1h1.JZ help 
!J1l'l?.r.g1hen ::ea1tiya1·i:i t.ofe:y. 
· C~n be :{r>t-!rl fnr not ·:.:~ty be ii/stew ht,.1 ::i;f>r:: 

· .,_,~~ rr.·~itlyt::::1rt:r::m ~n d :::o o:i: . 
. H ::i.\;e in :i imt.Jr !emr s i'«.~~;ng rh0 'l'1l.11J'l ;i ~ tr: fl """'it:~h 
l:>r:md 

1'lffi: ~OO~i&llm 
~·: ~H;~~. H~ 1nn 
t¥:4~~MJtNW~M 

Product Information Page. 
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•·11ana Electri:t.: 
ie1~ fi.:21~3900\ 

Hana Electric Co., Ltd 
Think Home Appliance, Think Hana 

Mvi:mced Seordi 

RWAR~1: 
• Electric Iron 
• Electric Pao 
• Fl a cttic Pol 
• Rica Coaker 
• Slow DJoker 

" 
< 

~ ( 

~ ~· 
" ~ 

- ~!::!.om.e ~ ~!EJMvAro;i11n1:9' ~ &_, CbAdimi! 
~: Bet1ertly Po1 
1'llnfm4 : El e cmc P01 
~: - Have Thermosta1 c:on1rolli ng sy'stem imported 1rom 

. eboerdfor1uming on&01f1hus help s1reng1hen seairi-ryand safety. 
, ' - Gen be used tor not o nty b o iVstew b ti! aJ so werrrvfry/streem and so 

\:~ on. 
- Have indicator lemp shewing the sta1us an 1J1 e switch boetd. 

nn: 159. 99 ~m 
~:700.001J'lt1 

~h.liit'i!;;ni~) 

~: FlawerPa1 
~: EledricPa1 
1'1lfll:tillft:- Ho.ve Thermost1:11 con1rolling sys1Em imported 1rom 
oboord for 1umi ng on&off 1hu s help siren g1hen secuniy o.t1 d sofety. 
- Con be used far not a nty b a 1(/stew but oJ so ·worm,lfly/sireom 1:1nd so 
on. 
- H 1:1ve ind icob::lr lomp s hawing the st1:11us an 1h e swib::h boord. 

nn: 1,009.88 ll111 

~= 950.00 lnl'l 

~at1~'ifi~n1~; 

M1~2Rf1U 
Hw100rderjTermQf1?MtentfTa1mofShjppjnglCOntacll!sf~-

Figure B.4. Product Information Page. 
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.J1/i.na3Eteciric·· 
'-?-" ·, l >«. _. , '~ ,,. "'' .,, ' .,, . " ' 

·· <V!e1.·1~2}9U-1901J .. 

SGarch Product 

• 
Arllton ced Seorch 

mr""mi~1: 
• Elsdric Iron 
• Elsciric Pon 
• Elsciric Pot 
• Ries Cookar 
• Slow Cooker 

Hana Electric Co., Ltd. 
:11flnk Home Applkl.nce, Think Hana 

~ l:!.!lm.a ~ BagiaUJ..( liJ Mu Accounl '9: Cat! dti Checkoul 
~:FamilyRics Coaker 
~:Rieg Cooker 
~:·Be sa.syfor enyone 10 cook and can cook c· -·· verities of rice. such es. Yrtiit.9 rice, mixBd rice. sucky 

.----'"'-'""• rics. porridge. 
------- : - He.vs Miera Swi1ch verifying the inner pot is pu1 in right 

~,. ,i ~· .:Jtl positionwilh hot plet9. r < ~ . , 
' ' I ~l -t"1easu ring cup and rice scoop are provided for 1ree. 

nl"I: 1,888 .80 t!Hl 

~: 950.00 ·irm 
W'filh.i~1~~"1~1 

M\llli: Small Rice Cooker 
l'"""""l ~ : Rice Cooker 

~........... nlli1tlht:·Be easyforenyone10caokend cencook 
--1 ~~ verities of rice. such es.·Miitetice..mixed rice. sticky .

1
"'1 · - ··-· -,.. rica porridge. 

. : · - Measuring cup end rice scoop ere providedfor1ree. 

~- • Ii" . 
• • 

'l1ff'l: 899.98 iml 
~:750.00vm 
\!Eliii~f'~ 

iwn\~2 'l'1llllW 

H oYdo 0 rd er IT ;rm cl PID'men1 IT erm of Shipping I CoMtact Us !About Us 

Figure B.5. Product Information Page. 
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H anO, ''/Jl¢ctric 
· : ~:;:tfii1~2}~~~3foo·~ ~· · 

Seard! Product 

'1ID""Mlja'l!A1 : 
1 El e citic Iron 
1 El e citic Pc.n 
• EleciticP01 
1 Rice Cocker 
• Slaw C.:ioker 

• ,. 
·~: 

~ 

"< ... 
'.. ~.,. 

I 
,,,,, 

11/{ 
p .. 

am\~2 'S"'RTU 

Hana Electric Co., Ltd 
Th/11.k Home Ap~ Tlthtk H(flt4 

qt Home.\§ Regj.sier i£l Mv A=unt er Cart ~1 Check.a i.rt 
iirilmn; Ord!1d Slow Cooker 
~; Slaw D:ioker 
~; -Ad1ustc.ble tern pa rc.iureg mih 
Low;H1 g h,iAu\o Swib;;h has been m c.d e ~I c.b le for 
e-=ich cooking heat desire. 

Tll'l'l: J,989.88 :0 Iii 

~: 950.00 l!1Tl 

~-~~ti~~i~} 

~:Rose Slaw O:Joker 
mnmll}: Slow O:loker 
~: -Adjustabletemperaiures 'M1h 
LOl'J/Hi g h,/AU1o Switch he.s been made avail atJ le for 
each cool<in g he et de sire. 
- The era cl< pot made Ira m good quality ceramic help 
making 1t1 e food ma re la sty. 
- Have Themos1ate controlling system imported from 
aboard foriutin g on & oft. This help stren g1h s e cutity & 
safety. 

nn: 1.299.9t.hn·fl 
~: 1-100.0hm 
$11~~'-k•li.~) 

Hovde Order I T ;rm of Pl;,;ym e nt! Te rm of Shipping I Contaci Us I Ahoul Us 

Figure B.6. Product Information Page. 
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's 

Hana Electric Co., Ltd. 
Think Home App/U.nu1 ThinkHllNl 

~Home<3Registerli1MyAccoun1:9'eortif:• Checkou1 

Seorch Product 

IAd\/'mlced Su1:1.rch: 

/Product Name I . 
icotegoty 1-seledCotegory- jjl • 

/ Mwufecwrer 1-sel e ct M e.nufecturer- .!f • 
1111?:1111il~~· 

• Eledric Iron. 
• Eleciric Pon 

I ~I • Eleciric Pot 
• Rice Cooker 
• SlowCooker 

Hcwio Order I Term ci Peiymeni f TermofShlggingfConW.ctUsl AboutlJs 

Figure B.7. Advanced Search Page. 
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Yaw flJililin infulll'irilil'ln 

Emai 

Hana Elec1ric Co., Ltd. 
nin.k H.tmW ~l' 11Wti HllM 

~ J:W.rua<!'~IEI Wt.J:co11t1'9°~ iii~ 
Register 

Figure B.8. Customer Register Page. 
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Adve nrnd :3eerd1 

'1WF!ll~1: 
• El e cine Iron 
• EledricPo.n 
• El a dric Pa1 
• Rice Ca a ker 
• SI OYf Cooker 

' s 

Email 

Pessv,ord 

Hana Electric Co., Ltd. 
Think Home Applillnce, Think Hana 

~Home~ R.egisier fiJMyAo::ount~ D:u-1 !. Checkout 

Please Login 

~~ 

l ~rrmtmin'lQ.11~11l:l.ii1111tlii ffmlp 
2. ~rii~11 i11.rn-..i1h11ti1 .mrn'kl 

HCM' to Order I Tenn of~ a at jTa rm OfShjppjng I Cootacl Us j 8b.ow.:JJJ1.n 

Figure B.9. Customer Login Page. 
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Search Product: 

,lo,dvonce d Se rrn:h 

m~ll!Mi: 
• Elect11c Iron 
• Elact11c Pon 
• Electnc Pot 
• Rice Cooker 
• Slow Cool:sr 

Email 

Hana Electric Co., Ltd. 
ink Home Appli1111ce, Think Hana 

~:J::lo.tna <?! ~litl.WAc:countfdr W ~ ~ 

How to Order I Term of Payment.I Term of Shipping I Conta.ciUsl About Us 

Figure B.10. Forgot Password Page. 
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11111;111'111ilmm1: 

• Eleciric Iron 
• Eleciric P.'11 
• Elec!ric Pot 
• Rice Cooker 
• SlowO:ioker 

Classic Iron 

Prestige Pen 

Hana Electric Co .. , Ltd. 
?JnJc Hom~ Appluntce, Tlthl.k Hana 

~Home~ R.agisterliiJMykc:ount~Cort&:! Checkout 

Your Shopping Cart 

Mufi f'Ml ~ 

500 00 rr~11 

950 00 prl111 

How lo Order IT erin olPl:fy!!len11 Term IJf.Shippi ng I D::mioct Us I About Us. .· 

Figure B.11. Shopping Card Page. 
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;,Hana12l~cti;ic 
;;rfl.:'i.:1)',Q./1~~7. (, 

~): 

·~ 
·~ 
·~ • er:e1-qgt,sx 
• SJ ace Copt: •lf 

Hana Electric Co., ltd. 
TbMk HHtt A~ Tlttnk H41111. 

1.1~ ~ ~[t]~{f. .Q:i!~ !.lim.!u.! 

Yvur-1Jiio11 infotmi!lllion 
Nom•lili:> ~r:,,,,-. -;-------

Simtut--el"w'#!A fi:<Jnso~om 

•:omp.orry/vliir> fl-?'l":l 

,41jrj1'"'$'~ l1~7'A~oni:id. 

$1.txtt?u:1/t.'P~ fY•m"""' 
C<~Itci/ltOI fY'em""""' 
,:1uvt~ 1·-\~n~ ~8ro;j<D~ 

Couny/ llle!nft j'lrai ~-
Zipln'flil~ P~IOO 

Figure B.12. Customer's Information Page. 
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Soard! Product 

Advo.nced Seord1 

1nm11.niW111i1 : 
• El e dnc Iron 
• EledricPo.n 
• EleciricPci 
• Rice Cooker 
• Slow Cooker 

Hana Electric Co., Lttl 
Tltbtk HOllU! Appliance, Think HanQ 

~1::::1o.rr1e.<§~l£1MyAa::ou01erQatl~Checkout 

1
1.J. Shipping 

Addniu 

~ 
•1»1t1N 

. .,J Payment j 
.:.::. Mfihod 

iliUiiii : 1J%'.11 s~\'f~e Nm 
( -nnm1ml1~111v \'f1111~f!liillllfl.l 703-2-26366-tl 

-:o>.nm'in'!-WYT'fl'l J!ti?m:i'tvi-i~ 165-{]-79669-5 

EJ ct.eek all 
Information 

-!!lnm ~1..:i,1.r1!11m' l11Vlioo!Mlii1-11.1N 1 44-2-{] 361 0-2 
- lllnm 'in 'f'lflm/C/111 \'f1111i!1-11.1N 0 52-H.l 0705-3 

Figure B.13. Bank List Page. 
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8..,,.,. Pnwluct: 

Figure B.14. 

Librarv, Au 

Hana Electric Co .• Ltd. 
TIWtk H-A~ Tldnli:.Ho

Q1:ma.~~~~~~~~ 

Mi<o.:x.I PbJ<riD~lAI) 
I &1 M.....,.,oofld. 
Yar.-d'NO Yen00iwa Ba~ok skcrM!ilm I DI 00 
lJ-?!i>4~!M&4"5 D--.?Z:+-:1"3& ~•@kou~~-cam 

~~; p·~.ll"l'HJmph"n 
167>•~<mAd. 
VOM'.l"l"+"l,)YOO~ 8tt~ok l}~tff'llna I 0100 

"'i.aut.i~tn-,H~ATM 
..,,,.....~ 

i>U"r6; ....... ~{ .... 
•flJl'F'tlSlWln:t .f"'l't~WW :'Dl·Z..28J63•8 
~t'ul'C'r1S"l,.1tw":'1"tl:M~ 1851J-1--J689'-'i 
• ..,,,,,,,,~ .... ·.:........i ...... 1ot.1·MJ>na°"' 
•t'lJ1'ffl1r"1~ ..-n-........ 4 QS2•1"'60f"D'i·3 

.. -h.. 

-_.... 
····~ 

-Sllir-OD 

~ro.oo 

1,-. .. 

w.•· 
l,5MM 

Order Summary Information Page. 
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Hana Electric Co., Ltd. 
Think Home Applia.nce, Think Hana 

~Hcme~Regisierllt;JMy.Acccunt~Cort~10ie~kout. 

Ai:fy'80 ced Search 

Vlll~VlijhA'i: 
• Eler:trjc Iron 
• Elec!rjr; Pen 
• Elec!rjr. Pot 
• l=<jce L.QQk fH 
• Slow Conker 

Figure B.15. Order Confirmation Page. 
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"""'""'.N': 
·~ 
·~ 
·~ 
·~ 1 SfOJ'll'Ccd91 

VGUI lllllln9 lllll--
ID/1H11: 

No.11• /" 

SunamG>/ .. 'mi19' 

i:an~w/;i;i;ir, 

Ao:tdo .. •/~ 

'3i.bd'1tk."1/-.'11H 

a~ro:l/tt!M 

Ptlh11'1Clil I to~sn 

•:otnryl l.le:tnffl 

llpl•"•l~ 

T•l/ln< 

F-l"H./ .. 'tbl 

Hana. Electric Co.J Ltd. 
TbJ.U HOlltt A~ T.\lllk HMNI. 

~t:i:ma~Bm»I!!:!:~~$~~~ 
My Account 

r;,... 
Fi'Un.onµoon 

fm1"1 
11 G1 "4no,;l1on fld. 

ff .......... 
tyi;;;;~-
~·ogl<•k 
p ... 3· 
f10100 

p..zz?Hm-S 

P-21ZH4Eli 

Yiau~la9i"lllic-~ .. ·." 
E"""I . ~~i?'"'°'°"'<aM 
Pow~ koot 

''dM'MMB'* 
iJ.1<~•)1.~l"*r'~·""'-'\'t .. t: 

VD.;afll»rhl>tby(~~~?c7 ·.·· ·. ·· 
Oordar 

ID o-
ll\'ID,11545 
1s3'l•n 

Or end 
T°""l 

1.SQD.00 

V<f> 1 
ltrtc"1°'1!:!1T!l!l!1'1f?wn"otlTii!l!lvlli!iWml~I~ 

Figure B.16. Customer's Billing Information Page. 
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Sales Order 

Customer: ~ll!Ko3 it Pibu nsamph an Dete· 30/1 IJ/25~5 15 39:3 2 
167 Mittaphan Rd. Order ID: l 
Y'ennaYA3. Yannawa Bangkok 
im 10100 

Shipping et· ~ll!Kos it Pibu nsemph an 
167 Mittaphan Rd. 
Yonnnwo Yonnown Bc.ngkok 
lm 10100 

No; . ·· DesaiP1ion;. ,,:\,, •.:.,.] ..• ;'•<\''· :;,• Un it: f:>rice lBatitliil,0 ,,_,,.....,"" ~'·'·ffotaJ\tB!ihn.'::•:•L 
1 Closs1 c Iron 500.00 1 500 00 

2 Pra :;1ige P8rl 950.00 1 950.00 
Subta1ol 1.450 00 

ShippinQ Fee 50.00 
Grand Toto.I 1.suo.00 

ii0'1181Ji)!1lfi't~1~~r1!&1l'11 
11~ll1~m.1~11'~111~fl!l,. 
"flll"tll'!'!I). ~'mfl~m"t1n.·'rlim~;JO'll81illllllm~A 24 ~.~~ "MyAccount' 1.rl4~lwi1mfu 

Thonk you lor using our products;lseM ces. 
Please p rintihis do cum e ni. in order ta confirm with us. 
Remember; you cnn dleckyaur order history otourwebsib;ron menu 'MyA=aunf' ail lhe time. 

Figure B.17. Sales Order Page. 
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Hana Electtic Site Administration 

C:ljrl{ here tn S1nrermnt 

Figure B.18. Administration Login Page. 
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H11.11a. Electric; Site Administration 

1h~'ll:UJL~m\wmt~nmii1 Adm inisiroi.or 
~~1111~5'l.lt~11mii1 A:lminislroi.or fu'ih1t1~V.'ll1 tiW,ni.~11~Y1mnl~ri1m~iil' 

1. 1il'1hJw1.W "1hmtmiill11iioil'o 1h'.'2::t®11:1d~1" ~ll'l11\1iiollll11.'!,,w\-i..,.t,.11:i ~zildu:ihJiio"iilmtiD.i'.'2::uu 
if')lj ,.,;n~,.11'11.n~Niin.nil..imi"OIM"iii run·1ni1'.'2::1~1uhuiiMlflff'm ~ ... u1'i111wi-mt\lfiqt hlfu1,ni 
~11'!:1h~mi91ili.i1d1~n • · 

2. tl"1Vtum1a1al~'tHl'-':~miluiwau ·~t!ou~ii11tffLru.rc::~'li'un11 

3. ,~,m~~h""r..-iuii:u.J:Oilwlvh~ ·.furt~,-in~~1l~Viov. ui-J...i~t.a~i1lYGia..i 1~ 'tOw 1fuu •1.fui$um h11i '. 
'\'1iM'>lM~'>l~i ... ll· Lill; '\'liM1'IDll14(1!i~lY<ll" ll".ll:W?1 lW..~m'n.ihi ... M'>il'>l~IMna~ 

~ ltlW1,J!~~11&1 W\*"ifeuio~m .. ~~&~~ ml1111Uil:l!')~14Mi a~-6-1 bfa rn~1Hll~oot'ri1f>iitni 
'no photo' ¥1fu\~~ll11\Nii™ ??? rul•H~t"hm .... ~f(lljii~\wh1t'l;tn1N t4\111;e~1~fllm1-i (W'l1t~) lill!O:i1®1 

Figure B.19. Administration Section Page. 
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~a~ttH~~K~ 
, Elsctric Iron 

2, E IGctri c Pen 
3. Electric Pot 
, Rice Cooker 
Sier« Cooker 

Hana Eloctric Sito Administration 

-
Figure B.20. Product Administration Page. 
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Hona. Electric Site Administra.tion 

jEiectricPan 

Figure B.21. Product Category Administration Page. 
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Figure B.22. Add Product Administration Page. 
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rhurnrw (oo] 

I Eleciric Iron j 
jc1oss1 c Iron 

jHonll. Elednc CovL1d. 

Issa U1t1 

jsaa 
nlnn.ui111: Elednclron 1 jpg -f 

Secured by grounded 3 prongs pluge ifff 

ond te rmosto.te 1o co n1rol during working '· · 
ensure exlteom secumyond safety. ~ 

Secured by grounded 3 prongs pluge " 
ond te rmosto.te 1o co n1rol during working · 

ensure exlteom secuniyond safety.· ~ 

-·-
Figure B.23. Product Change Administration Page. 
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r~~4M1lfflll:ll~~m~ :llA'~ 
. li'~ljtsl - $1 00.0 0 

... 1111! - $50.00 
3. ~-1100.00 
4. 31"1.0~le - 11 00.0 0 
5. an - $1 DO.a o 
6. ~ilfflll1~ - $1 00.0 0 
7. ~.~t11- S150.00 

. WAA ~ - S30 0.00 

. $119-1400.00 

Hana El9cttic Sit9 Administration 

Figure B.24. Shipping Charge Administration Page. 
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Hana Elscuic Sits Administration 

ffl\l 5 

boo U111 

Figure B.25. Address Change Administration Page. 
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IDim~ 

Nemel~ 

Sum a.me/ i>1fl~O! 

Company/ u Wl1 

Addtess ;t\JQ 

Subdi sttiC1 /um~ 

Cour111y t i.lml~ 

Zip/ "11'11111..l'Slh-liii 

Teolnm 

Fax/u~1if 

Emoil 

Possv.ord 

New possword 

Repossword 

's 

Hcma Electric Site Administration 

6 

!Ms.Ne.pawn 

fWongpeiboon 

!Electric Ho us eh o Id Co_Ud. 

lrn /3 Se1hom Rd _ 

jsengruk. 

111)300 

lo-2 456-4 21 s 

nopowon@hoimoiI.com 

nopowon 

Figure B.26. Customer Information Administration Page. 
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30/1 0/25 45 15:39 .32 

Hana Electric Sito Administration 

~th M 

I tfli:tim1'Actifo.!<11~~111'il'1·1~'f:$;~1.j ,rni:tim1f-fi!'.tifo.!<11 flli'l!<l'~!.fl~n 

Figure B.27. Customer's Order Information Administration Page. 
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Hana Eloctric Sito Administrmion 

(l:jjillilil'nl::fl1~t~K~ 
. ¥1Jm,f4~wrn s11~ 

2. ·~AiH~,..,hM~wk 
3. ~rn'h~¥ii~..,,l{;i:iu!i!l~ 
4. ~r1Jm1..i~ta~~~'l"liaffi1ml1'!mfliw::>..~<ii 
5. ~ri..am1..i~ta~~~'l"lif:l¢!1\l.{~floril 

Figure B.28. Add Customer's Order Description Administration Page. 
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Figure B.29. Change Customer's Order Description Administration Page. 
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Figure B.30. Change Password Administration Page. 
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Hana Electric Site Administration 

Figure B.31. User List Administration Page. 
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Figure B.32. 

e.-.rt~Pot 
(!MQttol 
c .... ~mi 
f,,.,,;,.Ro•:oo'« 
A,,...,..Pot 
r)i:twd S~·(oo~.er 
~. p.., 

Smell Rice 1.::oo~er 
Si:,rPM 

~·~ron 
f,,.,,t,-Ri:?! <:oo~« 
A,,...,..PI:; 
t:"1:hdS~·,:ao~ier p,.,,...,.p.., 
s:.:,," ~t::M·Coo.,.er 
Smc.11R~Cuttt.et" 
StorPen 

f~ty R.ict' (~H1•~ 
A"'""'Po< 
CWctvdSbwCno~Jef 
p.,,.,,;;,.i: .... 
~.3.,.,.Cno"" 
Smell Rice Coor.er 
SwP«i 

C~e-cton 

~-'°" F"!f'flfy AW;e 1:(1'0•~ 
A...,,PI:; 
(.yctftj$QA·(-00~ 
~,,...,.p.., 

~n~bvCooi.~ 
S"""lflic:•Coo•,,.. 
s.,..i:..., 
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APPENDIX F 

PROCESS SPECIFICATION 



PROCESS SPECIFICATION 

Table F. l. Process Specification of Process 0. 

Items Description 

Process Name: Context Diagram 
New customer info 
Customer order & payment 

Data In: Item number or description 
Order items 
Shipped order 
Item information 
Customer billing statement 

Data Out: Order picking list 
Accounts receivable report 
Sales report 
(1) Add Customer Record 
(2) Search Item 
(3) Add Customer Order 

Process: 
(4) Prepare Picking Slips 
(5) Slip Customer Order 
(6) Create Customer Billing Statement 
(7) Produce Sales Report 
(8) Produce Accounts Receivable Report 

Attachment: 

Table F.2. Process Specification of Process 1. 

Items Description 

Process Name: Add Customer Record 
Data In: New customer info. 
Data Out: Customer record 

(1) Read customer data 
(2) Check existing record in Customer Master File 
(3) If record not found then 

Process: 
Do add new customer 

Else 
Alert message "Customer had in Customer 

Master File" 
End if 

Attachment: 
(1) Customer 
(2) Data Store D 1 
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Table F.3. Process Specification of Process 2. 

Items Description I 

Process Name: Search Item 
Item info. (Criteria such as item number or item 

Data In: name) 
Item record 

Data Out: Item information (Result return record set) 
(1) Read item set to be a criteria 
(2) Seek item record in Item Master File 
(3) If record not found then 

Process: Alert message "Record not found" 
Else 

Return record set of item information 
End if 

Attachment: 
(1) Customer 
(2) Data Store D2 

Table F.4. Process Specification of Process 3. 

Items Description 

Process Name: Add Customer Order 
Customer order 

Data In: Customer record 
Item record 

Data Out: Pending order 
(1) Read customer record 
(2) Read customer order 
(3) Get item order 

Process: 
(4) For each item order 

Do 
Add new item record into Order File 
Read next item order 

Until end of order file 

Attachment: 
(1) Customer 
(2) Data Store D3 
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Table F.5. Process Specification of Process 4. 

Items Description 

Process Name: Prepare Picking Slips 
Data In: Pending order 
Data Out: Order picking list 

(1) Read pending order from Order File 
(2) For each item order 

Process: 
Do 

Add new picking list 
Read next item order 

Until end of pending order file 
Attachment: (l) Inventory 

Table F.6. Process Specification of Process 5. 

Items Description 

Process Name: Slip Customer Order 

Data In: 
Customer name and address 
Order item 

Data Out: Shipped order 
(1) Read order item 

Process: (2) Read customer name and address 
(3) Create ship customer order 
(1) Inventory 

Attachment: (2) Data Store D 1 
(3) Customer 
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Table F.7. Process Specification of Process 6. 

Items Description 

Process Name: Create Customer Billing Statement 
Customer order 

Data In: Order record 
Item record 

Data Out: Customer billing statement 
(1) Read order record 
(2) Get customer record 
(3) Read item record 
(4) For each item order 

Process: Do 
Amount = Amount + value of item 
Read next item record 

Until end of order file 
(5) Calculate vat included 
(1) Customer 

Attachment: 
(2) Data Store D 1 
(3) Data Store D2 
(4) Data Store D3 

Table F.8. Process Specification of Process 7. 

Items Description 

Process Name: Produce Sales Report 

Data In: 
Order record 
Customer record 

Data Out: Sales record 
(1) Read order record from Order File 
(2) Get customer record from Customer File 
(3) For each item order 

Process: Do 
Produce sales report 
Read next item order 

Until end of order file 
(1) Manager 

Attachment: (2) Data Store D 1 
(3) Data Store D3 
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Table F.9. Process Specification of Process 8. 

Items Description 

Process Name: Produce Accounts Receivable Report 

Data In: 
Order record 
Customer record 

Data Out: Accounts receivable report 
(1) Read order record from Order File 
(2) Get customer record from Customer File 
(3) For each item order 

Process: Do 
Produce accounts receivable report 
Read next item order 

Until end of order file 
(1) Accounting 

Attachment: (2) Data Store D 1 
(3) Data Store D3 

Table F.10. Process Specification of Process 1.1. 

Items Description 

Process Name: Validate Customer Info 
Data In: New customer info. 

Data Out: 
Valid customer information 
Customer info. Input format error 
(1) Verify customer information 
(2) If customer data is correct then 

Do create customer record 
Process: Else 

Alert message "Customer info. or input 
error" 
End if 

Attachment: 
(1) Customer 
(2) Data Store D 1 .. , 
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Table F.11. Process Specification of Process 1.2. 

Items Description 

Process Name: Create Customer Record 
Data In: Valid customer information 
Data Out: Customer record 

(1) If customer data is correct then 
Add new customer record into Customer 

Master File 
End if 

Process: (2) If no error found then 
Alert message "Add new successfully" 

Else 
Alert message "Add new error" 

End if 
Attachment: (1) Data Store D 1 

Table F.12. Process Specification of Process 2.1. 

Items Description 

Process Name: Validate Item Info 

Data In: 
Item info. (Criteria such as item number or item 

. name) 

Data Out: 
Valid item info 
Item info or input format error 
(1) Verify item information 
(2) If item data is correct then 

Process: 
Do retrieve item record 

Else 
Alert message Item info. or input error" 

End if 

Attachment: 
(1) Customer 
(2) Data Store D2 
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Table F.13. Process Specification of Process 2.2. 

Items Description 

Process Name: Query Item Record 

Data In: 
Valid item info 
Item record 

Data Out: 
Valid item info 
Item record 

Process: 
(1) Retrieve item information 
(2) Display item information 

Attachment: 
(1) Customer 
(2) Data Store D2 

Table F.14. Process Specification of Process 3.1. 

Items Description 

Process Name: Validate Customer Account 
Data In: Customer order 

Data Out: 
Valid customer information 
Customer not found error 
(1) Read customer order 
(2) Find customer record from Customer Master 

File 
(3) If found customer account then 

Process: Do Validate Order Item 
Else 

Alert message "Customer record not found or 
input error" 
End if 

Attachment: 
(1) Customer 
(2) Data Store D 1 
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Table F.15. Process Specification of Process 3.2. 

Items Description 

Process Name: Validate Order Item 

Data In: 
Customer order 
Item record 

Data Out: 
Valid item 
Item not found error 
(1) Get customer order 
(2) Read item from order 
(3) Seek item record in Item Master File 

Process: 
If found item record then 

Do Update Item Quantity 
Else 

Alert message "Item record not found" 
End if 

Attachment: 
(1) Customer 
(2) Data Store D2 

Table F.16. Process Specification of Process 3.3. 

Items Description 

Process Name: Update Item Quantity 
Data In: Valid item 
Data Out: Order item record 

(1) Read order record 
(2) For each item record in order 

Process: 
Do 

Update item quantity 
Read next item record 

Until end of order file 
Attachment: 
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Table F.17. Process Specification of Process 3.4. 

Items Description 

Process Name: Calculate Order Totals 
Valid customer information 

Data In: 
Item price 
Order item record 
Shipping costs 

Data Out: Pending order 
(1) Read item record 
(2) For each item order 

Process: Do 
Total= Total+ value of item 
Read next item record 

Until end of order file 
(1) Data Store D2 

Attachment: (2) Data Store D3 
(3) Data Store D4 

Table F .18. Process Specification of Process 4.1. 

Items Description 

Process Name: Add Picking List 
Data In: Pending order 
Data Out: Picking list record 

(1) Read pending order 
(2) For each item order 

Process: Do 
Add picking list 
Read next item order 

Until end of order file 
Attachment: (1) Data Store D5 
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Table F.19. Process Specification of Process 4.2. 

Items Description 

Process Name: Create Order Picking List 
Data In: Picking list record 
Data Out: Order picking list 

Process: 
(1) Read picking list record 
(2) Create order picking list 

Attachment: 
(1) Data Store D5 
(2) Inventory 

Table F.20. Process Specification of Process 5.1. 

Items Description 

Process Name: Validate Order Item 

Data In: 
Order items 
Picking list record 

Data Out: Valid order items 
(1) Read order items 
(2) Do 

Seek item record in Item Master File 
If found item record then 

Process: 
Do Prepare customer info 

Else 
Alert message "Order item not match" 

End if 
Read next order items 

Until end of order file 

Attachment: 
(1) Inventory 
(2) Data Store D5 
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Table F.21. Process Specification of Process 5.2. 

Items Description 

Process Name: Prepare Customer Info 

Data In: 
Valid order items 
Customer name and address 

Data Out: Shipped order 
(1) Read customer name and address 
(2) Read order items 
(3) For each order item 

Process: Do 
Add to prepare shipped order 
Read next order item 

Until end of order file 

Attachment: 
(1) Data Store D 1 
(2) Customer 

Table F .22. Process Specification of Process 6.1. 

Items Description 

Process Name: Validate Customer Order 
Customer record 

Data In: Order record 
Item record 

Data Out: Valid customer order 
(1) Read item from order 
(2) Get customer record 
(3) Do 

Seek item record in Item Master File 
If found item record then 

Process: Do create billing statement 
Else 

Alert message "Item record not found" 
End if 
Read next order items 

Until end of order file 
(1) Data Store D 1 

Attachment: (2) Data Store D2 
(3) Data Store D3 
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Table F.23. Process Specification of Process 6.2. 

i 
Items Description 

Process Name: Create Billing Statement 
Data In: Valid customer order 
Data Out: Customer billing statement 

(1) Read order record 
(2) For each item order 

Do 

Process: 
Amount = Amount + value of item 
Read next item record 

Until end of order file 
(4) Calculate vat included 
(5) Print out billing 

Attachment: (1) Customer 

Table F.24. Process Specification of Process 7.1. 

Items Description 

Process Name: Create Sales Report 

Data In: 
Order record 
Customer record 

Data Out: Sales record 
(1) Read order record from Order File 
(2) Get customer record from Customer File 
(3) For each item order 

Process: Do 
Produce sales report 
Read next item order 

Until end of order file 
(1) Data Store Dl 

Attachment: (2) Data Store D3 
(3) Manager 
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Table F.25. Process Specification of Process 8.1. 

Items Description 

Process Name: Create Accounts Receivable Report 

Data In: 
Order record 
Customer record 

Data Out: Accounts receivable report 
(1) Read order record from Order File 
(2) Get customer record from Customer File 
(3) For each item order 

Process: Do 
Produce accounts receivable report 
Read next item order 

Until end of order file 
(1) Data Store D 1 

Attachment: (2) Data Store D3 
(3) Accounting 
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STRUCTURE CHART 
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APPENDIX H 

DATA DICTIONARY 



DATA DICTIONARY 

Table H.1. Data Dictionary of Paper Ordering Database. 

Field Name Meaning 

CustomerID The customer identification 
Title The customer's title of courtesy 
FirstName The customer name 
LastName The customer surname 
RegisterDate The date is registered as new customer. 
CA ID The customer address identification 
Addressl The customer location's No., Moo, Soi 
Address2 The customer location's Street, Tambol 
District The customer location's district 
Province The customer location's province 
Country The customer location's country 
ZipCode The customer location's zip code or postal code 
Tel The customer location's telephone number 
Fax The customer location's fax number 
UserID The customer login's user identification 
Password The customer login's password 

SecretQuestion 
The secret question is used when the customers forget their 
login's password 

Answer 
The answer of secret question is used when the customers 
forget their login's password 
The customers' e-mail is used for sending their order 

Email receipt, product and news information of Hana Electric Co., 
Ltd. 

LastAccessDate The customer's latest login date 
ProductCode The product code or number 
ProductName The product number or description 
Color The product color 
Size The product size 
Delivery The product delivery information 
UnitPrice The product unit price 
Unit The product unit or measure 
Quantity The product quantity 

The product image relative path such as 
Image Path images/products/999 .jpg that image filename is same as 

product code 

Image Width 
The product image width is measured as pixels such as 280 
pixels 

ImageHeight 
The product image height is measured as pixels such as 210 
pixels 

Show Product The product display status such as Yes or No 
BankTransfer ID The bank identification is used for transferring the money 
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Table H. l. Data Dictionary of Paper Ordering Database (Continued). 

Field Name Meaning 

BankName The bank name 
AccountName The bank's account name 
AccountType The bank's account type such as saving, current, and etc. 
AccountNumber The bank's account number 
BankBranch The bank branch 
VAT ID The value-added tax identification 
VAT Rate The value-added tax rate such as 7% 
PL ID The picking list identification 
PL Date The picking list date 
SH ID The shipping and handling identification 
SH Rate The shipping and handling rate such as 100 baht. 
Order Number The order number of customer 
Order Date The order date of customer 
GrandTotal The order grand total 

ShippingOwner 
The customer identification is used for shipping the product 
to customer 

B illingOwner 
The customer identification is used for billing the receipt to 
customer 

AdminID The administrator login's user identification 
AdminPassword The administrator login's password 

AdminSecretQuestion 
The secret question is used when the administrator forget 
their login's password 

AdminAnswer 
The answer of secret question is used when the 
administrator forget their login's password 

AdminLastAccessDate The administrator's latest login date ' 

BestSellerID The product best seller identification 
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