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A complete and closed-loop customer management system involves people
from Sales, Marketing and Service. Communication and collaboration between these
business units and customers has to be optimized. From the marketing viewpoint,
contact profiles needs to be personalized so that marketing campaigns can be
accurately targeted. People in the Service sector must be fed with current information
so that they can effectively address customer problems and issues. Hence, companies
need to implement front-office systems that can leverage on a unified customer

knowledgebase.

The Pharmaceutical House System (Pharmacy House System) is a CRM
system focused on Sales Force Enablement. It has a central knowledge base of
customers and their sales. The amount of information revealed depends on the

security access awarded to them.

This specific pharmaceutical application is provided for sales representatives,
district manager and administrator. For the sales representatives, they are able to
keep track and analyse their daily activity such as sales, productivity and etc. While
district manager and administrator are responsible for keeping track the entire
performances of their sales representatives. Besides that, they are responsible for
keeping track of their latest information such as approval the new members,

company and etc.






1.3 PROJECT OBJECTIVE

Before starting system development, demonstration of project objective is necessary.

The core objectives of the project are as below:

Forecast sales with greater accuracy and consistency

Standardize and Shorten the Sales Cycles

Empower everyone involved with easy access to relevant knowledge
Optimize communication and collaboration between business units such as
people from sales, marketing, service and customers

Enable costs and performance tracking capabilities

Manage sales process more efficiently by applying workflow automation
technology to route, notify and escalate sales information and critical

customers issues

1.4 PROJECT SCOPE

The SFA system can be divided into four modules, which are Contact and

Information Management, Administrator Workdesk, Sales Analysis and SWOT

Analysis. Each module has very close relationship to provide perfect services to

company and sales term.

1.4.1 CONTACT AND INFORMATION MANAGEMENT

Develop a web-based management system to manage sales representative’s
daily activities.
Develop an easy and efficiency system to manage sales representative’s

expense claims.



1.4.2
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1.4.4

Develop an information management system to provide information of

products, customers and the company customers belong to.

ADMINISTRATOR WORKDESK

Develop a user setup system for administrator to add user, edit or delete user

and assign role to the user.
Develop an Approve-Reject Section for manager to approve or reject once

the information have been added or updated by sales representatives and

expense claims of sales representatives.

Develop Newsletter management for administrator.

SALES ANALYSIS
Develop a tool for helping manager to manage, improve and enhance
company sales.
Develop reports section for keeping track sales and sales representatives
performance.
Develop information section for providing useful information to Manager in
business planning.

Develop reports section for listing which products are most market demand

SWOT ANALYSIS
Develop information management to manage product information and
competitor information.
Develop information management for making suitable and powerful
business planning.

Develop planning tools to assists manager to confront any competitive.



1.5 EXPECTED OUTCOME
The summarization of the expected outcome of SFA:
e Simple and vser friendly system.
o Effective & efficient way to store and achieve relevant information.
e creates awareness amongst the company employees
e Review sales analyses in a graphical view.

e Shorten the Sales Cycles and enhance the sales productivity.

1.6 PROJECT SCHEDULE
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Figure 1.1: Project Schedule




CHAPTER 2: REVIEW OF LITERATURE

2.1 ANALYSIS STUDIES OF EXISTING SYSTEM

2.1.1 CASE STUDY 1: ACT! 2000 (Interact Commerce Corporation)

Figure 2.1 Interface of ACT! 2000

ACT! 2000 is Sales automation software that automates business tasks such
as inventory control, sales processing, and tracking of customer interactions, as well
as analyzing sales forecasts and performance. Businesses may have a custom version
developed specifically for their needs, or choose from among the increasing number
of sales automation software products.

Dale Carnegie Training, the leader in business training solutions, can help
users move closer to their sales goals. Dale Camnegie Sales Advantage, a proprietary
selling process, defines the eleven stages in the Sales Development Cycle. Users can
access the Dale Camnegie Training web site from within ACT! to learn more about

the Sales Development Cycle.



Users can link data with ACT! databases on Handheld Personal Computers
(HPCs) running Windows CE version 1.0 or 2.0 (640x240 screen). If users use a
Palm Computing device, users can link data between their Palm and their desktop
ACT! database using the ACT! PalmPilot Link. Users can install the ACT! PalmPilot

Link from the ACT! CD or download it from the ACT! Web site. To access the ACT!

Web site, choose htip://www Actsoltware com from the Internet Links menu.
2.1.1.1 Result of Study
Strength:

e Synchronization feature is commonly used when a group of people who are
often away from a central office want to share some or all of their contact
data with other.

e Users may modify one or more of the report, label, or envelope templates.

e Side Act! offers an alternative that may help users better organize and track
their miscellaneous activities and to-do items

e Users also can see all the activities that they have scheduled with all contacts
in the group in a single location.

® Another ACT! 2000 features is spell checker so users can automatically

check the spelling in their documents.

Weakness:
e ACT! provided limited and unfeasible Lookup functions.
¢ ACT! provided limited functionality for business planning and sales analysis
¢ Restriction of data integration that limited database type for exporting or

importing to or from others database’s data



2.1.2 CASE STUDY 2: GOLDMINE
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Figure 2.2 Interface of GoldMine

GoldMine is a powerful tool designed to automate and manage business
activities. Users can build and maintain business relationships; manage time; and
achieve goals more easily than ever before.

Users can set their activities as private by using the GoldMine's dynamic and
customizable graphical calendar that it display to drag-and-drop when scheduling,

prioritize with color-coding, and plan multi-day events. .

2.1.2.1 Result of Study
Strength:
* GoldMine maintains a database of information on contacts, prospective

clients and current customers.



GoldMine provided synchronization wizard for user to synchronize with their

PDA.

GoldMine provided a facility to communicate with others user by using a e-

mail or telephone call from contacts in the database.

GoldMine also allow multi user to integrate and schedule messages to appear

on other users’ calendars, or even schedule messages to themselves as timely

reminders of upcoming activities.

GoldMine support more Database fail Such as Microsoft SQL Server and

Microsoft Access.

The 4 Analysis Tools provided:

i

as
1L

as
1L

GoldMine can generate a summary analysis of sales performance
by one or more individuals or by sales teams.

The Statistical Analysis of Completed Activities dialog box
displays completed activity information of an individual user, a
group of users, or on a system-wide basis.

Using GoldMine, user can generate an analysis of forecasted

sales activities in the database.
iv.  GoldMine’s Graphical Analysis generates summary graphs of
user activity data based on a variety of criteria.
Weaknesses:
* Functionality too complicated.

Fulfill different user’s need is difficult because customization is difficult.

Scarcity as a windows based system in business application.

10



2.2 SOFTWARE ARCHITECTURE

At this time, there are many software architecture namely mainframe
architecture, client-server architecture, file sharing architecture, two-tier architecture,
three-tier architecture, and windows DNA (Windows Distributed interNet

architecture).

2.2.1 MAINFRAME ARCHIECTURE

In mainframe software architectures, all intelligence is within the central host
computer. Users interact with the host through a terminal that captures keystrokes
and sends that information to the host. User can interact with the host using PCs, and
UNIX workstations and it is not tied to a hardware platform. A setback with this
architecture is it does not support graphical user interface or able to access multiple
database. In the last few years, mainframes have found a new use as a server in

distributed client/server architectures.

2.2.1.1 CLIENT-SERVER ARCHITECTURE

Client-server architecture is based on a simple premise: Different computers
perform different tasks, and each computer can be optimized for a particular task.
Client-server computing is an extension of the modular programming idea. Client-
server architecture recognizes that a large piece of applications can be divided and be
executed in a few different computers.

Therefore one more powerful computer can be the ‘server’ where database
and other related severs are stored. While the other computer and any operating

system supported will be called “client’ where the application program is stored and

11



executed there. The computers that perform the server function usually have more
memory and larger, faster disk drives than the client computers they serve.

The client-server architecture works when the client will directly connect to
the server computer and the results will then be transferred back to the client

computer. [t has proven to be successful in network computing.

Linux/UNIX PCs
Windows PCs Macintosh PCs
Client I
computers N -
running Web I8 . .
browser - i I :
softwiare v i i
\
Web
server g = e
computers e div _ . s
o = IBM and other
Soincompuen P Linug/UNIX PC  mainframe
i - and minicomputers computers

Figure 2.3. Client-server architecture

Web pages containing many objects can be slow to appear in the client’s Web
browser because each page element requires a separate request and response.
Client-server solutions can be in a many-to-one design that is more than one

client typically makes requests of the server.

2.2.1.2 FILE SHARING ARCHITECTURE
The original PC networks were based on file sharing architectures, where the
server downloads files from the shared location to the desktop environment. File

sharing architecture is centralized on a server to download files to several PCs or

12



upload files from several PCs to the server. The requested user job is then run
(including logic and data) in the desktop environment.

Features of this architecture include: File sharing architectures work if shared
usage is low, update contention is low, and the volume of data to be transferred is
low. The setback is the shared usage and the volume of data to be transferred is low

to ensure that it is successful.

2.2.1.3 TWO-TIER ARCHITECTURE

The basic client-server model is a two-tier model because it has only one
client and one server. A typical request message from a client to a server consists of
three major parts (a request line, optional request headers, and an optional entity
body). A server’s response to a request message also consists of three parts (a
response header line, one or more response header fields, and an optional entity
body).

gussaie Usdtesy)

oW

8 HTML document

." ~ "
I\

g
client Message {nm*‘“g;

R

% (u-ﬁi;tn\“\ server
Figure 2.4 Two-tier architecture

By two tier architectures, the user system interface is usually located in the
user's desktop environment and the database management services are usually in a

server that is a more powerful machine that services many clients,

13



2.2.1.4 THREE-TIER ARCHITECTURE

The three tier architecture emerged to overcome the limitations of the two tier
architecture. In the three tier architecture, a middle tier was added between the user
system interface client environment and the database management server
environment. There are a variety of ways of implementing this middle tier, such as
transaction processing monitors, message servers, or application servers.

The third tier usually includes software applications that supply information
to the Web server. It is a special type of client/server architecture consisting of three

well-defined and separate processes, each running on a different platform.

i

-@/
o i~ T

managenicent
5] software

Order fulfillment and
Tier 1 Tier 2 payment processing
svstem

Tier 3

Figure 2.5 Three-tier architecture

The three tiers consist of: client-tier, application-server-tier and data-server-
tier. Higher-order architectures (those with more than three tiers), are called ‘n-tier’
architectures. The three tier client/server architecture has been shown to improve
performance for groups with a large number of users (in the thousands) and improves
flexibility when compared to the two tier approach. Flexibility in partitioning can be
a simple as "dragging and dropping" application code modules onto different

computers in some three tier architectures. A limitation with three tier architectures is

14



that the development environment is reportedly more difficult to use than the

visually-oriented development of two tier applications.

2.2.1.5 WINDOWS DNA ARCHITECTURE

Microsoft Windows Distributed interNet Applications (Windows DNA) is an
architecture that enables developers to integrate Web-based and client/server
applications in a single, unified architecture. Windows DNA is the name given to the
combination of traditional n-tier architecture with the intrinsic Windows 2000
services, including COM+, MSMQ, and Active Directory.

The technologies within Windows DNA cover both the user’s machines
(clients) and the machines serving up the data from the Web (servers). It is thus
Microsoft's "client-server architecture” for the era of the Internet, addressing the full

spectrum of enterprise application development.

Presentation Business logic  Data services

Figure 2.6 Windows DNA architecture
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provide for scalability from a small network to a large enterprise network. Windows
2000 incorporates technologies that reduce the total cost of ownership by allowing
organizations to increase the value of their existing investment while lowering
overall computing costs. In addition, windows 2000 incorporates comprehensive
Internet and application support, building on the success of Windows NT server 4.0

as an Internet-aware, application-enabled server operating system.

232 LINUX

With a host of performance enhancements that will benefit Web sites and
Internet sites of all sizes, Linux has become extremely popular over the last couple
years. Linux also has a variety of supporting tools and the number is increasing
because Linux has become more famous days after days because it is free.

Linux has made progress, primarily in functionality important to Internet
infrastructure and Web server capabilities, including a greater selection of drivers,
easier installation, and GUI-based front ends for Web administration and window

management.

234 UNIX

UNIX is a popular multi-user, multitasking operating system developed at
Bell Labs in the early 1970s. Created by just a handful of programmers, UNIX was
designed to be a small, flexible system used exclusively by programmers. UNIX has
many unique features. Like other operating system, the UNIX system is a control
program for computers. It also has a family of utility programs and a set of tools that

allows users to connect and user uses these utilities to build system and application.

17



Due to its portability, flexibility, and power, UNIX has become the leading
operating system for workstations. However, UNIX is more difficult to learn and
isn't as widely supported as Microsoft Windows 2000. Historically, it has been less

popular in the personal computer market.

24 DEVELOPMENT SERVER

A Web server is a program that, serves the files that form Web pages to Web
users (whose computers contain HTTP clients that forward their requests). Every
computer on the Internet that contains a Web site must have a Web server program.
Two leading Web servers are Apache, the most widely-installed Web server, and
Microsoft's Internet Information Server (IIS). And also iPlanet Enterprise Sever will

become more popular in future.

2.4.1 MICROSOFT INTERNET INFORMATION SERVER

IIS (Internet Information Server) is a group of Internet servers (including a
Web or Hypertext Transfer Protocol server and a File Transfer Protocol server) with
additional capabilities for Microsoft's Windows NT and Windows 2000 Server

operating systems.

IIS comes bundled with Microsoft’s Windows NT Server and 2000 Server
operating systems. IIS contains many new features along with performance and
reliability enhancements. With IIS, Microsoft includes a set of programs for building
and administering Web sites, a search engine, and support for writing Web-based

applications that access databases. Microsoft points out that 11IS is tightly integrated

IR



with the Windows NT and 2000 Servers in a number of ways, resulting in faster Web

page serving.

IIS is very user friendly because it is easy to configure and can be used alone
as a Web Server. IIS also guarantees the same security, networking, and
administration and user functionality because it inherits all Window NT features. IS
also can help administer secure Websites, and to develop and deploy server-intensive
Web applications. Other than that, IIS can support a variety of applications such as
Virtual Server, Connection to ODBC database, Common Gateway Interface (CGI),

Active Server Pages (ASP) and Secure Socket Layer.

242 APACHE WEB SERVER

Apache Web Server is the famous and popular web server since 1995 until
now mainly because of it’s free license fee. Because it was developed from existing
NCSA code plus various patches, it was called a patchy server - hence the name
Apache Server.

Apache runs on many operating systems and the hardware that supports them.
The original version of Apache was written for UNIX, but there are now versions

that run under 0S/2, Windows and other platforms.

The keys to Apache's attractiveness and popularity lie instead in the qualities
listed above and its extensibility, its freely distributed source code, and active user

support for the server.

19






needed. There are several database servers available currently: Microsoft SQL Server

2000, Oracle, PostgreSQL and MySQL

2.5.1 MICROSOFT SQL SERVER 2000

SQL Server is Microsoft’s DBMS. It’s highly scalable and user can use it to
develop applications for everything from small networks to thousands of users. It is

designed to meet requirement of a distributed client-server environment.

The SQL Server driver enables application to access data in Microsoft SQL
Server database through the Open Database Connectivity (ODBC) interface.
Structured Query Language (SQL) is used to access data in a SQL server database.
All the client workstations communicate with SQL Server across a star network with

TCP/IP protocol.

SQL Server 2000 extends the performance, reliability, quality, and ease-of-
use of Microsoft SQL Server version 7.0. Microsoft SQL Server 2000 includes
several new features that make it an excellent database platform for large-scale
online transactional processing (OLTP), data warehousing, and e-commerce

applications.

The OLAP Services feature available in SQL Server 7.0 is now called SQL
Server 2000 Analysis Services. The term OLAP Services has been replaced with the
term Analysis Services. Analysis Services also includes a new data mining

component.
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capabilities of the Microsoft-sponsored standard data interface Open Database

Connectivity (ODBC) but also includes access to data other than SQL data.

As a design from Microsoft's Component Object Model (COM), OLE DB is a
set of methods (in earlier days, these might have been called routines) for reading
and writing data. The objects in OLE DB consists mainly of a data source object, a

session object, a command object, and a row set object.

2.6.4 UNIVERSAL DATA ACCESS (UDA)

UDA is Microsoft's model or framework for a single uniform application
program interface to different software makers' databases, both relational and non
relational. UDA is a high-level specification developed by Microsoft for accessing
data objects regardless of their structure. The strategy of Universal Data Access is to
assure open, integrated, standards-based access to all types of data.

UDA consists mainly of the high-level interface, ActiveX Data Objects
(ADO) and the lower-level services called OLE DB. IBM, Oracle, and other

companies have provided database bridges that interface with OLE DB.

2.7 DEVELOPMENT LANGUAGE

The high progression of computer language form third generation to four generation
and until now, it become a popular knowledge to all although not an information
technology person. Below are most powerful and famous computer languages for

developing a web base system:
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Adobe Photoshop is used as drawing, painting and designing purposes. Users
can retouch an image, apply special effects, swap details between photos, introduce
text and logos, adjust color balance, and even add color to a grayscale scan. All these
functions are included under a set of user-friendly editing tools in Adobe Photoshop.
It contains graphical icons to represent every functions of each button. Besides that,
it also provides many shortcut keys that is easier and save time for users and for

those who do not like to use mouse.
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CHAPTER 3: METHODOLOGY

3.1 SYSTEM DEVELOPMENT LIFE CYCLE

System (software) development generally takes the form of a life cycle. We refer to
this life cycle as the system development life cycle (SDLC). All systems go through

the same generic stages in their lifetime. The stages are shown in the figure 3.1.

l Feasibility 1
B hflfslﬁtenance | Analysis and
ﬁ Requirements
Specification

l Implementation 3

Design |

Figure 3.1: System development life cycle (SDLC) stages




The software engineering process consists of a set of steps that encompass
methods, tools, and procedures. These steps are often referred to as software
engineering paradigms or software life cycle models. A model chosen by the
developers is based on the nature of the project and applications.

In this chapter, | will emphasize on Waterfall mode with prototyping,

which to be used in my project development process.

3.2 WATERFALL MODEL WITH PROTOTYPING
The waterfall model was derived from engineering models to put some
order in the development of large software products. It consists of different stages,
which are processed in a linear fashion. Compared to other software development
models it is more rigid and better manageable. The waterfall model is an important
model, which is the basis of many other models.
What is prototyping? Prototyping is such as a sub process: a prototype is a
partially developed product that enables customers and developers to examine some

aspect of the proposed system and decide if it is suitable or appropriate for the

finished product.
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3.2.1 CORRESPONDENCE OF PROPOSED METHODOLOGY WITH
SYSTEM

Waterfall model with prototyping is an engineering model designed to be applied to
the development of software to produce high- quality software, and follow a software
development process so we can understand, control, and improve that products for

customers. There are usually six stages in this model of software development:

1. Requirements Analysis and definition

In this stage the requirements of the "to be developed software" are established.
These are usually the services it will provide, its constraints and the goals of the
software. Once these are established they have to be defined in such a way that they
are usable in the next stage. This stage is often prelude by a feasibility study or a

feasibility study is included in this stage.

2. System Design
This stage also involves outlining system functional by having feasibility studies or
case studies on current system, determining and specifying hardware or software

architecture and verifying system design.

38



8. Operation and Maintenance

Most software products include this stage of the development. It involves correcting
errors that have gone undetected before, improvement and other forms of support.
This stage is part of the life cycle of a software product, and not of the strict
development, although improvements and fixes can still be considered as

"development".

322 PROTOTYPING

Often, the user interface is built and tested as a prototype, so the users understand
what the new system will like, and designers get a better sense of how the users like
to interact with the system. Besides, prototyping is very useful for verification and

validation.

e Verification
It ensures that each function works correctly, checks the quality of the
implementation and checks that a deliverable is complete (contains all requires

information, follows standards).



e Validation

It ensures that the system has implemented all of the requirements, so that each
system function can be tracked back to a particular requirement in the specification.
And makes sure that the deliverables satisfy requirements specified in the previous

stage or an earlier stage, and that the business case is met.

3.23 STRENGTHS OF WATERFALL MODEL WITH PROTOTYPING
Waterfall model with prototyping is extension from waterfall model. It is one of most
popular in system development environment. This is because it provided many

benefit to developer. Below are strengths of this model.

e Stages by stages

Each process will implement in the stage by stage way. It also easy to understood
e Systematic and sequential

Each have been defined to avoid confusing to customer even developer.
e Easy to identify project milestones

This is because each stage can separate with others stage.

¢ Well wide used method

41



In system development environment, most system was developed by using this
model.

Backtracking (feedback) and iteration

The package has circulation factors so it allows changes in previous phase even
through we are not in the current phase.

Low Project risks

Most developers are familiar and have more experience in this type of
methodology, so the project risk will become low.

Advantages of prototyping

It can ensure the system meets the performance goals or constraints. Beside that,
it also can ensure the system is practical and flexible. It also can ensure the

system fulfill the users’ requirement.

42



Figure3.2: Waterfall Model with Prototyping
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4.4.4 DEVELOPMENT WEB SERVER- Microsoft Internet Information
Services

Why choose this Web Server?

e Internet Information Services (IIS) is the Windows component that makes
it easy to publish information and bring business applications to the Web.
o [IS makes it easy for you to create a strong platform for network

applications and communications.

44.5 DEVELOPMENT LANGUAGE - ASP.NET

Why choose this Language?

e Better Language Support

e Programmable Controls

¢ Event Driven Programming

e XML Based Components

e User Authentication, with Accounts and Roles
» Higher Scalability

e Increased Performance - Compiled Code

e Easier Configuration and Deployment
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CHAPTER 5 - SYSTEM DESIGN

5.1 INTRODUCTION

System Design is the creative process of transforming the problem into a
solution; the description of solution is also called design. System design in an
Information Technology environment context would not a complete success if there
does not exist an understanding between the thinking complexities of the developer
during the development of a system. This thinking complexity processes involve
identifying goals, alternatives of strategic steps during processes such as design,

making decisions and solving problems.

System Design also is a phase of the waterfall that the entire requirements for
the system are translated into system characteristics. The requirements for system are
regarding to the analysis that had been discussed in the previous chapter. System

design includes the following issues:

e System Architecture Design
e System Functionality Design
e Database Design

e User Interface Design
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5.3 SYSTEM FUNCTIONALITY DESIGN

5.3.1 SYSTEM STRUCTURE CHARTS

The objective of system structure chart is to show how the modules in SFA

are related to each entity.
Sales Force
Automation
Administrator Sales Representative
Saction Section Manager Section

Figure 5.2: Structure Chart for SFA

SFA consists of three major parts, which are the System Administration
Section, the Manager Section and the Sales Representative Section.

Basically, System Administration Section is to let System administrator to
setup a new user and create a new password and user ID for new user. On the other

hand, the Administrator Section is to let administrator to publish and manage

company newsletter.
Administrator Section
Setup users Publish and manage

Figure 5.3: Structure Chart for System Administration Section
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Sales Representative

T
B!

Submit Comment or
Suggest
- Contact or non-
contact report - Sample distribution - Product, customer
-Expense Claims -Adverse Drug report and produd info
-Sales Report -SWOT info

Figure 5.5: Structure Chart of Sales Representatives Section
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5.3.2 SYSTEM FLOW CHART

e PR, N ; r
Contact and
information Sales SWOT
(View & Print {Add, Edit, &
(Add, Edit &
Delete) s 0 1 Sge

Workdesk
- No

Figure 5.6: System Flow Chart



Check User Login

— ™1 "ip & Password

D& No

Yes

Successful
Or Failed

Figure 5.7: System Login Flow Chart
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5.3.3 DATA FLOW DIAGRAM (DFD)

Data Flow Diagram (DFD) is a method used to graphically characterize data

processes and flows in SFA. DFD will depict the overview of the system inputs,

process and outputs.

The advantages of using DFD are:

< Further understanding of the interrelatedness of modules and sub

modules of SFA.

< Analysis of a proposed system to determine if the necessary data

and processes have been defined.

DFD is easy to be understood as it has symbols that specify the physical
aspects of implementation. There four basic symbols in DFD: entity, flow of data,

process and data stores.

Table 5.1: DFD Symbols

Symbols Attribute
Entity
—
Flow of Data




=

Data Store

The data flow is conceptualized with a top-down perspective. So, the Context

Level Diagram will be drawn, followed by the Zero Diagram and First Level

diagram.
A Expense Claim User Setup
Manager L SotesAnsiysis NewsLetier Admbisator
SWOT
Comment v
Approved Claims & changed info—————» Sales
E i D
Automation
| J
' 3 'y
SWOT
Cuomer, A0S gy
Contaci Product, Repor
Newslefter Sales iﬂw o Dy Chte Ir:mnn & Company
Analyss  Claims & Changed s ::
Sales representative —

Figure 5.8: Context Level Diagram of SFA
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User info, user ID & Password———=] | User information ‘]

-

User Information ——» Setup user f———————UseriD & Pa-woruq
Administrator ms“
{ 2
Company Newslatter/Event Publish New Newsletter —
Newslatter/Event

Published Newsietter/Event -ﬂ Newsletter mj

Figure 5.9: Zero Level Diagram of Administrator Section

i l_:-wlo'mn[\ | --_HMO_LMTLWJ
g L--..-; L] E ﬁ
— &

Figure 5.10: Zero Level Diagram of Sales Representative Section
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 Product strengih & weakness report

Competitor
strengh & :
— e g ()
Add compelior | stongh
strength & SWOT inio
ookt & weskness report Store
N
SWOT inko
Opporumty &
frestinle [ 113 ) [
I—omms - Opporundy & freal report
Preat
L SRS,
1"s
SWOT inflo, »
View SWOT info

Figure 5.12: First Level Diagram of SWOT Analysis
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16.2
Actuat sales +
target & target + —
actual sales "~ Sales percentage
e
w3 ) (s
Monthly Youty
sales productivity salns sales
S

Ranking of cust, product & sales rep. ————————————»

(— we ) ( 167 )

Monthly
Caiculnte salvs  |— Total saies —»y

ooy

Figure 5.13: First Level Diagram of Sales Analysis

Adverse AT e
Adverse drug
— dnig »
report or
Adverse drug 9.1 1
Advarse Store w
» drug
Add adverse drug report adverse drug report
N SR ] —
View adverse drug
repon
Selected drug

Figure 5.14: First Level Diagram of Adverse Dug Report


















54.2 RELATIONSHIPS

There are three types of established inter-table relationships which are one:

one (1:1), one: many (1: N) and many: many (M: N). The relationship between Sales

Detail table and Sales Summary table is illustrated in the relationship diagram in

Figure 4.4. That diagram is similar with table are shown above.

Sales_Summary

Order_ID

Cust_ID

Order Total

_6der_Collection

SR_ID

Order date

 Con_Rpt_ID

Figure 5.15: Relationship Diagram

Sales Detail

Jd Order_ID

Order Line

Prod_ID

Prod_name

Prod_qty

Prod_price

Order_amt

Order_date
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5.5 USER INTERFACE DESIGN

}.-..-:u.:--.-u._.-.-._. [ Avlgmation [1OUINY . Microsoll Inte
Fle Edt vew Foveles Toss Heb [

D QMEG Pue i @ @ 35 @1

P'@ff“__“'_"j_!_mou s (R D R P

Figure 5.16: Login Interface Design
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Figure 5.17: Main Page Interface Design
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background-color: darkorange;
font-size:13px;
font-weight :bold ;

}

table_bg
{

background-color : beige; 5

border:0;
border-color : White ;

border-right: Opx;
border-top: Opx;
font-size: 13px;

border-left: Opx;
border-bottom: Opx;
font-family: Verdana, Arial, Helvetica, sans-serif;

}

Figure 6.3: SFAStyles — CSS of SFA

<SCRIPT language="javascript">

<1

function pickDate(Src)

{

window.open("../DatePicker.aspx?src="+ Src, " blank",
"height=260, width=250, left=300, top=200, " +
"location=no, menubar=no, resizable=no, " +
"scrollbars=no, titlebar=no, toolbar=no", true);

}

=

</SCRIPT>

Figure 6.4: JavaScript in SFA
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(group member and I). After discussion, we combine both interface design to

search out the best interface design or solution.

e Data type mismatch
This problem occurs when changing the database design such as data type of

fields. The best solution we found out was updating our database design

every week to avoid this problem.

Finally, a performance test is performed to compare the integrated modules
with the non-functional system requirements. These requirements include security,

interoperability, flexibility and reliability.
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As mentioned before, SFA still not fine enough to work at its full efficiency.
Some refining work needs to be done to the system to increase its usability and
reliability. The aspects to be refine and some suggestions to upgrade the system are

as below:

e Strict data type checking

Check the input of user strictly to maintain the consistency of data stored
and avoid error. E.g. keep away from user key in the special character like
single code (*)

e Graph for test statistics
The system will automatically generate a graph from the statistics of test
result for clearer view and better understanding of sales representatives’
performance.

e Urgent notice using E-mail

The administrator or manager will send e-mail automatically to sales

representatives according to the e-mail address have been entered.
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APPENDIX - USER MANUAL

1.1 INTRODUCTION

Sales Force Automation (SFA) is a Customer Relation Management (CRM)
system that helping manager to keep ftracks sales mprésentative activities and
performance. This user manual is a guidance to help user to using SFA effectively to

achieve the goal.

This manual is divided mainly into two modules, which are Sales Analysis
part and SWOT Analysis part. Before starting the walkthrough, user will receive the
user id and user password from administrator by e-mail.

1.2 USER LOGIN
1. Open a new browser (Internet Explorer)
2. Type the following address at URL to access the SFA system.
“http://<domain_name_or_ip>/sfa/”. Figure I shown SFA login Page.
3. Enter the user id and password. If user does not login before, system will
request user to change their password and user id. After user enter their user
ID and password,

4. Click the Login button to use to system.



O Q8 @] Froes fyroems @1 @3- 5 G- L

Ao L] e fforadeco0videl : e b EA A = i 1 O
Ca-‘*.j—_"‘ ___;.jpmm @iehiey | Por i vi: e v Presss

|
|
|

Figure 1: Login Page
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 administration (news - web sites) survey of physicians. Prefimina reed more i

| 5. Seeks Medicare Drug-Card Sponsars

1 1/14/2003 NEWI

\'-_wasrmn'ron-m_ tis pling apple from companies to offar
--I-uhmmmchIleﬂ i despite a legal challenge. The Centers for I
| Madicare and Medicad, part of the Departmant of Hoalth and Human Servi read more

| Stocks End Nearly Flat; Duke, Dell Weigh

. CLAMRO0INEW! — d . e S e Lo
_ﬁw— —— i e
Figure 2: Main page
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1.3 SALES ANALYSIS

Click the Sales Analysis at Menu Bar (Figure 2) to view the Sales Analysis sub-

module (Figure 3).

Fie Edt Vew Frolie: Took Help '
Qe e ) n] (B G JTmeh Pt s & 3 508 )

v | )t onache200sf oo . s
Cn-sk.r_‘“_ ‘]Mm W i | TR vt Ml = Pining

=

Sl = R

5

Sales Produelivity Ropost

iﬁ Sales Collection Repori

Figure 3: Sales Analysis Page

1.3.1 SALES TARGET REPORT
Click the Sales Target Report (Figure 3) to link to the sales target page (Figure 4)
1. Choose and Select the zone from which zone to which zone.
2. Select the date selection either by month, by quarter or by date by clicking the
cycle behind the text.
3. If user chosen by month, Select the month from which month to which month
and Select the year from which year to which year. It is same if user chosen

by quarter.



. If user chosen by date, the date field will appear this text “Enter Date (Click

Icon)”. Click the icon ( -E ), one new window will open. Click the date at

the calendar. After that the new window will close automatically and the date

selected will fill to the date field in “mm/dd/yyyy” format.

. Click the preview button to view the report. Report will show in new

window.
e Important: User should make sure the selected date is in the valid

range. Example: 1 /1 /2002 to 12/12/2003.

. In the report, shown in Figure 5, user can use the search or find function to

search the record. User also can filter the record by clicking the record. It is

possible if the mouse cursor changed when pointing to the record.

. Click the print button to print the report. A new window will show that what

have been printed.
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1.3.2

Figure 4: Sales Target Report Page
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Figure 5: Sales Target Report Page (Crystal Report)

SALES COLLECTION REPORT

Click the Sales Collection Report (Figure 3) to link to the Sales Collection Page

(Figure 6)

Io

2.

Choose the zone from which zone to which zone.

Choose the range of year by select the from year list and to year list

Choose the customer name from which customer to which customer. This
customer list is filled according to the selected zone.

Choose which type of reports wants to view either summary of report or
detail of report by select the cycle behind the text. If user choice Summary
Figure 7 will show and Figure 8 for Detail.

e Important: By default, it has been selected the summary choice.
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5. Click the preview button to view the report. Report will show in new

window.

o Important: User should make sure the selected year is in the valid

range. Example: 2002 to 2003. 2
6. In the report, user can use the search or find function to search the record.
User also can filter the record by clicking the record. It is possible if the

mouse cursor changed when pointing to the record

7. Click the print button to print the report. A new window will show that what

have been printed.
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Figure 6: Sales Collection Report Page
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1.3.3 SALES PRODUCTIVITY REPORT

1.3.3.1 Customer
Click the Customer (below the Sales Productivity Report (Figure 3)) to link to the

Customer page (Figure 9). By default, the table fills by customer id (Row) and Date
(Column).

e Click the Field List icon ( E) to open Pivot Table Field List (Figure 9).

Then Drag items to pivot table to get multi-dimension table.

e Click ! {0 Refresh.

e Click ¥ to copy to the data to Microsoft Excel.

e Click @ 1 go to help.

e Click 2} tosort the data.

¢ Click ga to change the Pivot Table Setting like font, title etc.

e Click - to create Calculated Total.

*Important: The Pivot Chart automatically changes when the Pivot Table has been

changed.
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Figure 9: Sales Productivity Report Page (Customer)

1.3.3.2  Product
Click the Product (below the Sales Productivity Report (Figure 3)) to link to the

Product page (Figure 10). By default, the table fills by Product id (Row) and Date
(Column).

e Click the Field List icon ( El') to open Pivot Table Field List (Figure 10).

Then Drag items to pivot table to get multi-dimension table.
e Click ¥ toRefresh.
e Click .§ 'to copy to the data to Microsoft Excel.
o Click! @ to goto help.
e Click 24 to sort the data.
e Click @ to change the Pivot Table Setting like font, title etc.

e Click ® to create Calculated Total.
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*Important: The Pivot Chart automatically changes when the Pivot Table has been

changed.
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Figure 10: Sales Productivity Report Page (Product)
1.3.3.3  Sales Representative
Click the Sales Representative (below the Sales Productivity Report (Figure 3)) to
link to the Customer page (Figure 11). By default, the table fills by customer id

(Row) and Date (Column).

e Click the Field List icon ( 2) to open Pivot Table Field List (Figure 11).

Then Drag items to pivot table to get multi-dimension table.
e Click ¥ toRefresh.
e Click & | to copy to the data to Microsoft Excel.

e Click' @ togoto help.
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e Click 24 to sort the data.

e Click @ " to change the Pivot Table Setting like font, title etc.

o Click ® to create Calculated Total.

*Important: The Pivot Chart automatically changes when the Pivot Table has been

changed.
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Figure 11: Sales Productivity Report Page (Sales Representative)
1.3.4 TOP SALES REPORT
1.3.4.1 Customer

Click the Customer (below the Top Sales Report (Figure 3)) to link to the Customer

page (Figure 12).

1. Choose the zone from which zone to which zone.
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. Select the date selection either by month, by quarter or by date by clicking the

cycle behind the text.

I | user chosen by month, Select the month from which month to which month
and Select the year from which year to which year. It is same if user chosen

by quarter.

. If user chosen by date, the date field will appear this text “Enter Date (Click

Icon)”. Click the icon ( E ), one new window will open. User need to click
the date at the calendar. After that the new window will close automatically
and the date selected will fill to the date field in “mm/dd/yyyy” format.
. Click the preview button to view the records. The records are shown in the
table. The ordered records show the ranking of customers.

e Important: User should make sure the selected date is in the valid

range. Example: 1/1/2002 to 12/12/2003.

. Click the “detail” at table (Data Grid) to view the detail records.
. Click the View Graph button to view the graph. A new window will show as

Figure 13.

103



'_)5.“” Teror dafamaibis | s rondil-Intaroal Expiiret o

sales Analysis > > > Top Seles Report > > > Customer s F
Zone : From 502 - To 62 TES L HE FIE
(= gy Month Dby Quarter O ay Date 58,2 ®ei10|n
Month 1 From January ¥ To  [Jenuary Moo oo oo
Yar ¢ From 2003 ¥ To (2003 1 PR
s : To f
Date @ From 3 L T Uy ma
[ Proview | [ Viaw Gragh ] 2
4
[ § | CPPUOIWONG v, Wong Kes Yin 2031000 Details
T T T 1
1 —
1002 1 | Baroltis Media | 23600 |10 |2%6000 | 14/01/2603 |EricToy .
| 1602 2 RevoSeven |236.00 It ATZBO0 | LADIAN03 .'ai_m.,_
Is | 122000 140008 | ErieTay

er e

wivporeln T @I Mk ¥ Trystald

Actaul Sales [/ Custormer Name (%)

L DN LEH NG
e

Actaul Sales | Customer Name (RM)

T
AlwE @ O ey tas T
m— .‘ml-
G

Ol AT i DR TG LR O g S T A Wil LM G
T OTHMAN Curtermes Mt

Tatea (W

t A ENTE D

Figure 13: Top Sales Report Page (Customer — Graph)
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Figure 15: Top Sales Report Page (Product — Graph)
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1.3.4.3  Sales Representative

Click the Sales Representative (below the Top Sales Report (Figure 3)) to link to the
Sales Representative Page (Figure 16)
1. Choose the zone from which zone to which zone. -

2. Select the date selection either by month, by quarter or by date by clicking the

cycle behind the text.

3. [If user chosen by month, Select the month from which month to which month

and Select the year from which year to which year. It is same if user chosen

by quarter.

4. If user chosen by date, the date field will appear this text “Enter Date (Click

Icon)”. Click the icon ( 3 ), one new window will open. Click the date at
the calendar (Date Picker) to select the date.

5. Click the preview button to view the records. The records are shown in the
table. The ordered records show the ranking of Sales Representatives

o Important: User should make sure the selected date is in the valid
range. Example: 1 /1 /2002 to 12/12/2003.
6. Click the “detail” at table (Data Grid) to view the detail records.
7. Click the View Graph button to view the graph. A new window will show as

Figure 17.
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Figure 17: Top Sales Report Page (Sales Representative — Graph)
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1.4 SWOT ANALYSIS

Click the SWOT Analysis at Menu Bar (Figure 2) to view the SWOT Analysis sub-

module (Figure 18).
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Figure 18: SWOT Analysis Page

1.4.1 PRODUCT STRENGTH AND WEAKNESS
1.4.1.1  Login as Sales Representative
1.4.1.1.1 Add
Click the Add (below the Product Strength and Weakness (Figure /8)) to link to the
add page (Figure 19).

1. Select the product id from the product list.

2. Key in the report title, product strength and product weakness.

3. [If user has been completely entered, check the completed check box.

e Important: After that, user cannot edit the record.

4. Click the submit button to save the data.
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e Important: one message label will show the result either success or

fail.

5. Click Cancel to Exit.
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Figure 19: Product Strength and Weakness Page (Add)

1.4.1.1.2 Edit and Delete
Click the Edit (below the Product Strength and Weakness (Figure 18)) to link to the
Edit page (Figure 20).

1. Select the record need to edit by click the edit link at the Edit table. Page now
link to Edit Page and full fill the existed data (Figure 27). Or Click the Delete
link at Edit Table to delete the record.

2. Edit the data.

3. [If user has been completely entered, check the completed check box.

e Important: After that, user cannot edit the record.

4. Click Edit button to save the data.

110



Important: one message label will show the result either success or

fail.

5. Click Cancel to Exit.
. 1

P ———

Qma - ) x| |Z] G0 et reete @ede 0 L2- LR _

S| ) et s 2003 et s s S e ;  viEw ™
R R T ST R

o I [

T po -
SALES P
.;‘.—;m‘ Contast A bita Mansganinn L3ins Andtyalie | RINGT Jgtanpein | Adunninn stos sy sl
LogOout

SWOT Analysis >>> SWOT List

|

3

Figure 20: Product Strength and Weakness Page (List)
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Figure 21: Product Strength and Weakness (Edit)

1.4.1.1.3 View
Click the View (below the Product Strength and Weakness (Figure 18)) to link to the
view page (Figure 20).
1. Select the record need to view by click the view link at the view table. Page
now link to View Page and full fill the existed data (Figure 22).
2. View the data.
3. Select the record at record title list and Click the Search button to search the
record.

4. Click Back button to exit.
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Figure 22: Product Strength and Weakness Page (View)

1.4.1.2  Login As Manager Or Administrator
User can add, edit and view record same as login as Sales Representative. User can
refer the step at 1.4.1.1.
1.4.1.2.1 Comment
Click the Comment (below the Product Strength and Weakness (Figure 18) to link to
the comment page (Figure 23).
1. Select the record need to comment by click the comment link at the view
table. Page now link to comment Page and full fill the existed data (Figure
24).
2. Keyin Mahager Name and comment.
3. Select the record at record title list and Click the Search button to search the
record.

4. Click Save button to save the data.
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5. Click Cancel button to exit.
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Figure 25: Competitor Strength and Weakness Page (Add)

1.4.2.1.2 Edit and Delete
Click the Edit.(bclow the Competitor Strength and Weakness (Figure 18)) to link to
the edit page (Figure 20). | )

1. Select the record need to edit by click the edit link at the Edit table. Page now
link to Edit Page and full fill the existed data (Figure 26). Or Click the Delete
link at Edit Table to delete the record.

2. Edit the data.

3. If user has been completely entered, check the completed check box.

e Important: After that, user cannot edit the record.

4, Click Edit button to save the data.

e Important: one message label will show the result either success or
fail.

5. Click Cancel to Exit.

116



Fie Edt Vew Tooks  Help .
Qoss 6 (@) O e @wie @) (30 1 | ‘

ooger[ - vl (hswoine Riebne | PR Qe - Ge o L SIS

Loghut

Figure 26: Competitor Strength and Weakness Page (Edit)

1.4.2.1.3 View
Click the View (below the Competitor Strength and Weakness (Figure 18)) to link to
the view page (Figure 20).
1. Select the record need to view by click the view link at the view table. Page
now link to View Page and full fill the existed data (Figure 27).
2. View the data.
3. Select the record at record title list and Click the Search button to search the
record.

4, Click Back button to exit
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Figure 27: Competitor Strength and Weakness Page (View)

1.4.1.2  Login as Manager or Administrator
User can add, edit and view record same as login as Sales Representative. User can
refer the steps at 1.4.2.1.
1.4.1.2.1 Comment
Click the Comment (below the Comment Strength and Weakness (Figure 18)) to
link to the comment page (Figure 23).
1. Select the record need to comment by click the comment link at the view
table. Page now link to comment Page and full fill the existed data (Figure
28).
2. Key in Manager Name and comment.

3. Select the record at record title list and Click the Search button to search the

record.

4. Click Save button to save the data.
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5. Click Cancel button to exit.
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Figure 28: Competitor Strength and Weakness Page (Comment)

143 OPPORTUNITY AND THREAT
1.43.1 Login as Sales Representative
143.1.1 Add
Click the Add (below the Opportunity and Threat (Figure 18)) to link to the add page
(Figure 29).
1. Select the product id from the product list.
2. Key in the report title, Opportunity and Threat.
3. If user has been completely entered, check the completed check box.
e Important: After that, user cannot edit the record.
4. Click the submit button to save the data.
e Important: one message label will show the result either success or

fail.
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5. Click Cancel to Exit.
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Figure 29: Opportunity and Threat Page (Add)

1.4.3.1.2 Edit and Delete
Click the Edit (below the Opportunity and Threat (Figure 18)) to link to the edit page
(Figure 20).

1. Select the record need to edit by click the edit link at the Edit table. Page now
link to Edit Page and full fill the existed data (Figure 30). Or Click the Delete
link at Edit Table to delete the record.

2. Edit the data.

3. If user has been completely entered, check the completed check box.

e Important: After that, user cannot edit the record.
4. Click Edit button to save the data.
¢ Important: one message label will show the result either success or

fail.
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5. Click Cancel to Exit.
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Figure 30: Opportunity and Threat Page (Edit)
1.43.1.3 View
Click the View (below the Opportunity and Threat (Figure 18)) to link to the view
page (Figure 20).
1. Select the record need to view by click the view link at the view table. Page
now link to View Page and full fill the existed data (Figure 31).
2. View the data.
3. Select the record at record title list and Click the Search button to search the
record.

4. Click Back button to exit
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Figure 31: Opportunity and Threat Page (View)

1.43.2 Login as Manager or Administrator
User can add, edit and view record same as login as Sales Representative. User can
refer the step at 1.4.3.1.
1.43.2.1 Comment
Click the Comment (below the Product Strength and Weakness (Figure 18)) to link
to the comment page (Figure 23).
1. Select the record need to comment by click the comment link at the view
table. Page now link to comment Page and full fill the existed data (Figure
32).
2. Key in Manager Name and comment.
3. Select the record at record title list and Click the Search button to search the
record.

4. Click Save button to save the data.
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6. Click Cancel to Exit.
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Figure 33: Adverse Drug Report Page (Add)

1.44.2  Edit and Delete
Click the Edit (below the Adverse Drug Report (Figure 18)) to link to the edit page
(Figure 34).

1. Select the record need to edit by click the edit link at the Edit table. Page now
link to Edit Page and full fill the existed data (Figure 35). Or Click the Delete
link at Edit Table to delete the record.

2. Edit the data.

3. If user has been completely entered, check the completed check box.

e Important: After that, user cannot edit the record.

4. Click Edit button to save the data.

o Important: one message label will show the result either success or

fail.
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5. Click Cancel to Exit.
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Figure 34 Adverse Drug Report Page (Edit)

1443 View
Click the View (below the Adverse Drug Report (Figure 18)) to link to the view page
(Figure 36). \ -

1. Select the record need to view by click the view link at the view table. Page

now link to View Page and full fill the existed data (Figure 37).
2. View the data.
3. Select the record at record title list and Click the Search button to search the

record.

4. Click Back button to exit.
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Figure 36: Adverse Drug Report Page (View List)
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Figure 37: Adverse Drug Report Page (View)
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