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QUESTION 1 – ESPECIALLY FOR YOU JEWELERS
1.1 EXPECTED BUSINESS BENEFITS OF PROPOSED SYSTEM
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1. Savings in Costs
a. Time and Opportunity Cost - A computerized system has a high system performance of database consolidation and update, efficient sorting and searching of records, accurate inventory and financial calculations, secured instant access to up-to-date data for alteration by authorised personnel only (prevent data redundancy and error). 
b. Cost of Labour - A smaller workforce, which requires a certain degree of expertise, is needed to operate the automated system as opposed to manual labour.
c. Storage Space and Material Cost - Most information in a computerized system is stored in the system server, system database, or CDs, as opposed to the conventional paper documents and storage space which may be costly.

2. Customer Relationship Management (CRM)
Details of new customers and their purchases are integrated into the customer database for CRM purposes. These details are retrieved and automatically updated when the next purchase takes place. This helps Especially for You identify existing customers and buyer behaviours as well as the latest and upcoming trends to cater to the current demands of society.
3. Inventory Control / Ad Hoc Reporting
The system can be programmed to produce sales and other reports such as monthly sales reports, invoices, receipts, a list of outstanding balances and more if such a need arises. For example, the system may be programmed to issue an invoice for each received payment that has been recorded, with a soft copy of that invoice documented for future reference. These reports are used to evaluate the profitability of specials and to effectively track account receivables.
4. Increased Customer Satisfaction 

The computerized system creates a prompt and responsive service while the customer service department provides extensive support and information, creating greater satisfaction among customers. A satisfied customer retains loyalty and this, in turn, increases the sales revenue and profitability of the entire organisation over time.
5. Improved Staff Morale

Personnel who are operating the new direct sales and accounting systems may experience a morale boost when presented with the opportunity to learn something new.
6. Distribution via the Internet
The system gives the company the opportunity to expand globally via the Internet, reaching new markets worldwide. Online purchases via highly interactive websites have increased tremendously since the implementation of computerized systems and have contributed to much of its total revenues. 

1.2 PROPOSED SYSTEM CAPABILITIES
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1. Tracks and retrieves details such as customer particulars and purchase information, of every transaction attributing a unique transaction code to each transaction. New customers are given a new slot in the database whereas existing customers are sorted according to attributed transaction code.
2. Calculates the profit/loss margin of single transactions by obtaining necessary cost data from the inventory system, and daily profit and loss reports are produced at the end of the day at a greater processing speed and higher performance level.
3. Builds a customer database that allows complex searches to be conducted by returning results of existing transactions that match the keyword in the database to assist management in preparing special mailings and sales.

4. Processes greater amounts of activities simultaneously without degradation. 
5. Programmed to print specific reports such as monthly sales reports or list of outstanding accounts when such reports are needed.

6. Provides point of sales application that is integrated with the inventory management system.

7. Issues invoices to customers whose payments have been received and recorded and retains a copy of that invoice for reference.
8. Elaborates on credit balances and aged accounts of each customer in detail to resolve high balance of account receivables.
9. Distributes notice letters and credit history reports to customers with outstanding account receivables.
10. Employs the Internet as a global distribution channel to extend to new markets, using highly interactive websites that offer online catalogues for browsing and purchasing, as well as customer services to provide extensive product support and information.
11. Accessible online (username and password required) to customers and personnel of Especially For You from remote locations around the world. Sensitive and important data are safeguarded in a form accessible only to authorised personnel.

12. Remembers details of returning customers for quick order processing.

13. Retains adequate number of records to provide empirical evidence for the investigation and analysis of markets, trends, consumers and competitors.
QUESTION 2 – PEMBROKE IMPORTS
1. David’s request to redesign Pembroke’s customer billing statements had not been made by any of the reasons mentioned in the question. Preliminary investigations conducted by Hannah revealed no complaints from customers about the current design of the statements at all. Furthermore, the latest annual report from the customer relations department clearly showed a healthy increase of sales. 
2. I believe David’s request is not feasible because Pembroke appears to be excelling at what they do, assuming that all the other departments are not facing complications. A drastic change in the design of the billing statements may cause a ruckus among the customers or create unnecessary problems, such as a collision of colours or patterns that create difficulty in reading. The current forms are clear and easy to understand as it is, and annual sales were increasing steadily. 
Not only does David’s request lack support from the members of the organization, an investigation will show there is no need for the project to be carried out. The likelihood that the proposed system will be useful to the organization at this point is very obscure. I also believe that the proposal will probably not help the company achieve its objectives or increase its revenues, but instead incur time-consuming, unnecessary costs at the expense of the company’s budget. In my opinion, I believe that it is a risk not worth taking since no problems were initially evoked.

3. The proposed system should first be measured with the technical feasibility test. Although technically achievable, it conflicts with the interest of the preliminary investigation outcome. It may not be very difficult to process a great volume within a certain time or have the capability to hold the new design for a certain amount of time, but time taken for the users to respond to the change may take longer than expected. Some users may not even respond at all as it is just a billing statement.
From an economical standpoint, this project must be the ‘best’ option among all others under consideration, and it must then compete with others for funds and produce a positive return with those funds. Unfortunately, it does not look like David survived the preliminary investigation.

4. Hannah may put together a feasibility study team and conduct a detailed study of whether Pembroke needs an image update with an artistic splash that catches the eye. If the team agrees that a new image is feasible, Hannah should encourage members of the organization to contribute to the new design instead of merely adhering to David’s design. It is always good to have a variety of designs to compare and choose from, perhaps even mix and match.
QUESTION 3 – REAL ESTATE MULTIPLE LISTING SERVICE SYSTEM

1. RDM  & ERD
Agent  
agent_id (PK), agent_name, agent_no, agent_fax, agent_email, 

off_code (FK), 
Office 

off_code (PK), off_name, off_no, off_add, off_fax, off_email, 
Owner 
own_id (PK), own_name, own_no, own_add, own_fax, own_email

Listing 
list_id (PK), list_add, list_year, list_sqft, list_bed, list_bath, list_price, stat_code, own_name (FK), own_phone (FK)
House 

hse_code (PK), hse_add, hse_no, hse_NA, hse_A, hse_name
Customer
cus_id (PK), cus_name, cus_no, cus_add, cus_phone, cus_email, cus_fax, list_id   (FK)
1. Class Diagram

2. Use Case Diagram
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