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PROBLEM STATEMENTS

PROPOSED SOLUTION

1. The average salesperson is highly dependent on senior staff for sales quotations, 
leading to a long and tedious sales quotation process.

2. An increase in sales enquiries has led to bottlenecks arising in its costing and sales 
quotations processes.

3. With many customisable product variations available for clients to choose from, 
complexity arises in the sales quotation process. 

KEY FEATURES

1. New inputs in input dashboard
• Multipliers for upper and lower limit of quoted 

price

• Inclusion of installation and delivery charge

2. Security features

3. Quotation generator
• List of quote records generated

4. Customer list database

ADDITIONAL ANALYSES

Customer Analysis Sales Analysis


