System Description

A Sales and Marketing system is a collection of software modules that automate business tasks such as inventory control, sales processing, and tracking of customer interactions, as well as analyzing sales forecasts and performance

Challenges of Manual System

· Very complex and non repeatable lead/proposal qualification process

· Difficulties in properly assigning resources to prospects and even harder to take stock of resource distribution/apportionment

· Hard and sometimes impossible to keep track of the sales cycle and identify bottlenecks

· Too much activity which can not be tracked and someone held accountable

· Very subjective sales/marketing staff performance appraisal due to lack of enough/relevant information that is required to inject objectivity into the process

Approach

· Put in place checklists that will be used to qualify specific leads and products

· Provide facility to assign resources to tasks, and workflows and identify responsible person(s).

· Put in place a workflow mechanism to keep track of exchanges and communications throught out the sales cycle.

· Provide user friendly and intuitive reports that will assist the users in analysing the trends and performance of the employees and the organization in general

System Design

Features

	Definitions
	
	

	
	Define products, categories, brands
	

	
	Define lead qualification criteria/checklist
	

	
	Define phases a prospect must go thru before the deal is closed
	

	Lead
	
	

	
	Record new leads 
	

	
	Associate leads with clients/products/service/salesman
	

	
	Convert leads to prospects
	

	Prospects
	
	

	
	Assign resources and responsibilities
	

	
	Create lead workflow and capture communications/interractions among users
	

	
	Convert a lead to a prospect
	


Use Cases

A use case in software engineering is a description of steps or actions between a user (or "actor") and a software system which lead the user towards something useful.[1] The user or actor might be a person or something more abstract, such as an external software system or manual process.

Use cases are a software modeling technique that helps developers determine which features to implement (or how to gracefully resolve errors).

Use cases may be described at the abstract level (business use case, sometimes called essential use case), or at the system level (system use case). The differences between these is the scope.

· A business use case is described in technology-free terminology which treats system as a black box and describes the business process that is used by its business actors (people or systems external to the process) to achieve their goals (e.g., manual payment processing, expense report approval, manage corporate real estate). The business use case will describe a process that provides value to the business actor, and it describes what the process does.

· A system use case describes a system that automates a business use case or process. It is normally described at the system functionality level (for example, "create voucher") and specifies the function or the service that the system provides for the actor. The system use case details what the system will do in response to an actor's actions. For this reason it is recommended that system use case specification begin with a verb (e.g., create voucher, select payments, exclude payment, cancel voucher). An actor can be a human user or another system/subsystem interacting with the system being defined. 

Use Case Diagram (Business)
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