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Abstract

Narmada Furniture Store is a store engaged in the sale of household furniture items such as tables,
chairs, mattresses, cabinets, and others. At the Narmada Furniture Store, the sales system used today is a
conventional system, namely the buyer must come directly to the store to see the products offered. At this
time the Narmada Furniture Store does not yet have an e-commerce application, so it is difficult to offer
products to consumers who are outside the city. In addition, it also results in consumer ignorance of the
existence of Narmada Furniture Stores. The selling process of the Narmada Furniture Store is only carried out
if there are consumers who come to the store, while many consumers both in Cirebon and outside the city of
Cirebon cannot come or do not know the existence of the Narmada Furniture Store.

In analyzing the system, a description of the current system procedures is carried out, so that the
system's strengths and weaknesses can be evaluated. In the process of making the system begins with the
system analysis stage. Then the process modeling is described using flowmaps, context diagrams, data flow
diagrams (Data Flow Diagrams) and Entity Relationship Diagrams (ERD). After the analysis stage is
complete, it is continued with the design stage, by making table designs, table relations, program structures,
program input and output designs. With this e-commerce application, it is expected to make it easier for
consumers to obtain information about product specifications offered by Narmada Furniture Stores. Make it
easy for Narmada Furniture Stores in selling their products to consumers who are inside and outside the city
of Cirebon. Consumers can find out where the Narmada Furniture store is by using this e-commerce
application service and can buy products without having to come to the store. And make it easier for leaders
to make decisions based on the output of sales transaction reports and sales charts per month.

Keywords: Application, E-commerce, Online Store, Sales, Products, Furniture, Furniture Stores.
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The development of technology at this time is growing so rapidly, almost all
aspects of human life use technology. Technology has become a necessity that cannot be
separated from lifestyle, even in its development, humans are increasingly dependent on
technology. In the business sector, the development of information technology has had a
significant impact in improving business activities, particularly in terms of data
management that provides support for business decision making and in terms of service
improvement. Many companies are limited in marketing and selling their products,
usually only covering the area of the company itself, this is due to limited marketing. One
way to increase the area of marketing is by using the internet. With the internet, people
from all over the world can connect easily. The internet, which is used as a technical
infrastructure, is a set of global networks that are connected to one another to be used as a
means of disseminating information using a set of protocols.

Narmada Furniture Store on Jalan Raya Karangsembung Once, Kec.
Karangsembung Regency. Cirebon is a shop engaged in the sale of household goods such
as tables, chairs, mattresses, cabinets, dining tables, clotheslines, and various other
furniture products. Currently the sales system at the Narmada Furniture Store has not
used a computerized system, the work is still manual where it still uses a handwriting
system to recap consumer data, ordered products and the sales process. Data storage is
still not neat and prone to loss or damage because it is still handwritten in manual notes.
In addition, Narmada Furniture Store also wants product marketing activities to be further
enhanced by utilizing internet access.

Il. THEORETICAL BASIS

A. Application

1. According to Hasan Abdurahman and Asep Ririh Riswaya (2014: 62), an

application is a ready-to-use program that can be used to execute commands
from the user of the application with the aim of getting more accurate
results in accordance with the purpose of making the application, the
application has the meaning of problem solving. which uses one of the
application data processing techniques that usually race on a desired or
expected computing or expected data processing.

2. Understanding the application in general is an applied tool that is
functioned specifically and integrated according to its capabilities, the
application is a computer device that is ready to use for the user.
Understanding the application according to experts
4. 1. Understanding applications according to Jogiyanto (1999: 12), is the use

in a computer, instructions (instructions) or statements (statements) that are
arranged in such a way that the computer can process input into output.

5. 2. The definition of application according to the Big Indonesian Dictionary
(1998: 52), is the application of system design to process data using the
rules or provisions of a particular programming language. An application is
a computer program that is created to do and carry out specific tasks from
users.

6. 3.According to Wikipedia, an application is a subclass of computer software
that utilizes direct computer capabilities to perform a task the user wants.

7. 4. According to Rachmad Hakim S, Application is software that is used for
certain purposes, such as processing documents, managing windows &
games (games), and so on.
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8. According to Harip Santoso, an application is a group of files (forms,
classes, reports) that aim to perform certain interrelated activities, such as
payroll applications, fixed asset applications, and others..

B. Database

According to Tata Sutabri (2014: 94), the database system is a collection of
computer data that is integrated, organized, and stored in a way that facilitates retrieval.
The two main goals of the database concept are minimizing repetition and achieving data
independence. Data independence is the ability to change the structure of the data without
making changes to the program that processes the data.

According to Tata Sutabri (2014: 92), the following is the definition of a
database according to James Martin in the book Database Organization: "A database is a
collection of connected data (interrelated data) that are stored together on a media,
without facing each other or not needing to be together. a data collection (controlled
redundancy) in a certain way so that it is easy to use or display again; can be used by one
or more application programs optimally; data is stored without being dependent on the
program that will use it; Data is stored in such a way that addition, retrieval, and
modification can be done easily and in a controlled manner..

From this understanding it can be concluded that the database system has
several important criteria, namely::
It is data oriented and not program oriented.
Can be used by several application programs without changing the database.
Can expand easily both volume and structure.
Can meet new systems easily.
Can be used differently.
Minimum data redundancy.
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C. Database Technology

According to Tata Sutabri (2014: 91), Database management is part of
information resource management. Databases ensure that enterprise data resources
accurately reflect the physical systems they represent. Data resources are stored in
secondary storage media which can take the form of sequential or direct access. Magnetic
tape is the most popular sequential storage medium and magnetic disks (hard drives) are
the primary means of achieving direct access.

Before the era of database systems, every company experienced limitations in
data management because of the way it was arranged in secondary storage data. Attempts
to overcome this obstacle include sorting and merging files, extensive computer
programming to search and match file records and file indexes, and links built into data
records. The database concept is built on indexes and linkages to achieve a logical
relationship between multiple files.

The objectives of the database system include providing flexible access
facilities, maintaining data integrity, protecting data from damage, legal use, and
providing facilities for shared use, such as data connectivity, reducing or minimizing data
redundancy, eliminating data dependencies. of application programs, standardize the
definition of data elements, and increase the productivity of information systems
personnel.

D. Understanding E-Commerce
According to Tata Sutabri (2014: 134), Electronic commerce or e-commerce is
the distribution, purchase, sale, marketing of goods and services through electronic



systems such as the internet, television, web, or other computer networks. E-commerce
involves electronic funds transfer, electronic data exchange, automated inventory
management systems, and automated data collection systems.

The information technology industry sees e-commerce activities as the
application and application of e-business related to commercial transactions, such as
electronic transfer of funds, supply chain management, e-marketing or online marketing,
online transaction processing, electronic data interchange. /EDI), and others.

E-commerce is part of e-business, where the scope of e-business is broader, not
just commerce but also includes collaborating with business partners, customer service,
job vacancies, and others. In addition to web network technology, e-commerce also
requires database technology, e-mail, and other forms of non-computer technology such
as goods delivery systems and payment instruments for e-commerce.

E-commerce was first introduced in 1994 when electronic banners were first
used for promotional and advertising purposes on a web page. According to Forrester
Research, e-commerce generated sales of US$12.2 billion in 2003. According to another
report in October 2006, non-travel online retail revenue in the United States is forecast to
reach a quarter of a trillion US dollars by 2011. .

In addition, e-commerce is the application of information technology that can
improve the relationship between companies and their customers. The use of this
information technology then produces new forms of relationships such as:

1. B2B (Business to Business)
2. B2C (Business to Customer)
3. C2C (Customer to Customer)
4. C2B (Customer to Business)

With the existence of e-commerce, information technology has an important
role for companies to promote, socialize services, provide special discounts, including
cooperation between business partners and business people, as well as opening new
businesses in potential areas. These activities can be done offline or online through the
official website web.

a. Business to Business (B2B)

Business to Business (B2B) describes trade transactions between companies,
such as between manufacturers and wholesalers, or between wholesalers and retailers.
The contrast is business to customer (B2C) and business to government (B2G).

The volume of B2B transactions is much higher than the volume of B2C
transactions. The main reason is that in a typical supply chain there will be B2B
transactions involving sub-components or raw materials, and only one B2C
transaction, specifically the sale of finished products to end consumers. For example,
a car manufacturer makes several B2B transactions such as buying tires, glass for
windshields, and rubber hoses for vehicles. The last transaction, the finished vehicle
is sold to consumers, then it becomes a B2C transaction.

B2C is also used in the context of communication and collaboration. Many
companies are now using social media to connect with their consumers (B2C),
however, they are now using similar tools in business so that employees can connect
with one another. When communication takes place between employees, it can be
referred to as “B2B” communication.

B2B is a seller of products or services that involves several companies and is
carried out with an automation system. Generally the companies involved are
suppliers, distributors, factories, shops, and others. Most transactions take place
directly between the two systems. This model has been widely applied. For example,
what happened between Walmart and its suppliers.

The advantages of B2B, if done right, can save costs, increase revenue,
speed up delivery, reduce administrative costs, and improve service to customers



(Korper and Ellis, 2002). For example, General Motors costs to buy parts or

consumables using traditional methods (via paper and telephone) about $100. Using a

B2B system, General Motors estimates that ordering costs fall by less than $10

(Elbert and Griffin, 2003).

In an increasingly competitive business, companies are required to be more
innovative and have advantages that can be offered to customers and business
partners. One of them is the concept of B2B cooperation. This form of cooperation
can help efforts to cost efficiency in procurement of goods and the most important
thing is that it can make it easier for business partners. There is a principle that says,
the interests of the customer always come first.

This principle becomes evident in the provision of B2B services. This
service is fully supported by adequate information technology so that it is ready to
provide convenience and satisfaction to customers. The benefits and advantages of
B2B services are:

a. a. Save time and practical. The menu on the dedicated B2B service site only
provides the customer's related product needs, without having to bother looking
for it in the product catalog.

b. Db.Effective and efficient. B2B customers do not need to go through a lengthy
price negotiation process because it was done at the beginning of the cooperation
agreement.

c. ¢. The profit is big. Reduce company costs for administration, transaction
correspondence, or for market price research.

d. d. Confidentiality is safe and secure. The system uses a high level of security
with a 256-bit secure socket layer protocol to maintain customer data security.

e. Transparent transactions. This service supports good corporate governance.
Every transaction is easy to monitor because the system always provides a track
record of transactions via e-mail notifications to buyers (purchasing department),
superiors (approvers), to users, or those who are entitled to receive this
information in the company according to the agreement. This increases the
company's control over the transaction process.

Business to Customer (B2C)

Business to Customer (B2C) is an e-business activity in direct service to
consumers through goods or services. With direct sales on the internet and orders can
be directly made by consumers because the costs are already listed.

B2C in the field of travel and tourism can help tour packages. The business
model of B2C can be seen in customers, service providers, and online retail
companies, such as Yahoo! Groups and WSJ.com.

B2C helps small and medium-sized entrepreneurs get rid of middlemen,
saves costs, and provides convenience. Theoretically, profits will be easier to achieve
through this B2C model, because costs do not grow proportionally with business
growth, in the sense that business growth will undoubtedly be faster than the costs
incurred.

The need for working capital is lower than in the conventional business case
so that prices can be reduced to a lower level. The advantages of the B2C concept
are:

a. Price offers are subject to change at any time (up to date).

b. Shopping can be faster and easier.

c. Call center services are listed on the website.

Market growth B2C
At the beginning of its growth, existing retail companies have not played an
important role in the B2C market. Websites that are built generally only function as a



publication medium and are not interactive. The main goal is to attract the attention
of visitors through the website to visit stores in the real world (physical stores).

During 2001, it was estimated that there were around 75 million internet
users who participated in transactions in online stores (emarketer.com, July 2001).
According to an eMarketer report (May 2001), world revenue from B2C in 2000
ranged from 53 to 238 dollars and increased rapidly in 2004 to between 428 to 2134
billion dollars. Even today, the B2C market is growing. Many retail companies
combine their physical store (physical retail store) with a website (online presence).

The success of B2C is basically due to the factor of offering high quality
goods at low prices and a lot of it is due to the provision of services to consumers
who are quite good.

Products on the Market B2C
So, which products with such characteristics are expected to generate large
sales volumes in the B2C market? Following are some of its characteristics :
Famous brand.
Digitized goods, such as e-books.
Affordable prices.
Items that are quite often sought after in daily life (such as vegetables, medicine).
Items that cannot be found easily in traditional shops.
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Customer to Customer (C2C)

C2C is an e-commerce model that is mushrooming in Indonesia. Examples of
C2C are classified ads and impromptu online bookstores (owned by individuals who
generally take advantage of free blogging services such as blogspot). C2C occurs
when an individual sells products/services directly to other individuals.

C2C is one of the e-commerce models in this case consumers sell directly to
other consumers, or it can also be said as buying and selling transactions between
consumers. C2C activities can be carried out in various ways via the internet.
Auctions are one of the best known examples of C2C activity. Millions of people
make buying and selling transactions on eBay and hundreds of auction websites.
Other C2C activities include online advertising based on classification, personal
services, exchanges, virtual property sales and support services. The characteristics of
C2C are::

a. In the consumer-to-consumer scope, it is special because transactions are carried
out only between consumers, such as auctions of goods.

b. The internet is used as a means of exchanging information about products, prices,
quality, and services.

c. Consumers also form a community of users or fans of a product. Therefore, if
there is dissatisfaction with a product, it will immediately spread widely through
the community.

The success of organizations, both private, public, and military, depends on
their ability to regulate the flow of goods, information, and money to enter, circulate
within, and out of the organization. E-supply chain management is a management
concept in which companies try to utilize internet technology to integrate all company
partners, especially those related to the supply system of raw materials or resources
needed in the production process. In designing e-supply chain management there are
several segments that must be considered, these segments are::



Customer and service management.

Supply chain planning and manufacturing (manufacturing and supply chain

planning).

c. Management of supplier relationships (supplier relationship management).

d. Management of logistics resources (logistics resource management).

e. Architecture of the e-supply chain management environment (architecting the e-
SCM environment).

Customer to Business (C2B)

Customer to Business (C2B) is a business model where consumers
(individuals) create value, and companies consume this value. For example, when a
consumer writes a review, or when a consumer provides useful ideas for the
development of a new product, then this individual is creating value for the company,
if the company adopts the input. The excluded concepts are crowd sourcing and co-
creation.

Another form of C2B is the electronic commerce business model, where
consumers can offer products and services to companies and the company pays for
them. This business model is a complete reversal of the traditional business model
where companies offer goods and services to consumers (B2C). We can see examples
of this on blogs or internet forums where the author offers a link back to an online
business facilitating the purchase of some product (such as a bookstore on
Amazon.com), and the author may receive income from successful affiliate sales.

The type of economic relationship that qualifies as a reverse business type.
The emergence of the C2B scheme is due to major changes; connecting a large group
of people to a two-way network, after establishing some sort of commercial
relationship.

C2B, sometimes known as consumer for business, is the newest business e-
commerce model. In this model, individual customers offer to sell products and
services to companies that are ready to buy them. This business model is the opposite
of the traditional B2C model.

C2B has come about as a result of two major changes. Unlike traditional
media, which are unidirectional, the internet is two-way, enabling all kinds of
relationships. In addition, the decline in technology costs means that people now have
access to technologies such as powerful computer systems, audio and video capture
systems, and other digital technologies that were once the exclusive territory of large
corporations.

As mentioned above, this model is a model for individuals who sell goods or
services to companies. An example is Priceline (www.priceline.com), where
consumers offer specific prices at which they want to buy various goods and services,
including airline tickets and hotels. Regarding the payment method, according to the
transaction method itself, also virtual (virtually), whether in the form of L/C, money
transfer, credit card, P-Cards, or other instruments.

oo



I11. ANALYSIS AND DESIGN
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B. Flowmap of Computerized E-Commerce Applications at Narmada Furniture Store

1. Admin and Leadership Section
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2. Consumer Section
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B. Context Diagram
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a. Admin and Leadership Section
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b. Consumer Section
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nama_produk tanggal_update m id_kota bukti_bayar
ﬂ id_kategori deskripsi nama_penerima tanggal_updete
nama_kategori harga m telepon_penerima
slug_kategori stok ] alamat_penerima
“ id_transaksi ﬂ id_kota
urutan gambar  f f e !y —m—mmmm tanggal_transaksi
m id_konsumen — nama_kota ceni
tanggal_update tanggal_post jumlah_transaksi rekening
—A id_produk tanggal_update ] ]
tanggal_update status_kirim ] id_rekening
kode_transaksi
keterangan nama_bank
harga .
tanggal_post no_rekening
jumlah .
tanggal_update nama_pemilik
total_harga

tanggal_post

tanggal_update




IV. IMPLEMENTATION

1.

Input Display

a. Admin Section.

Login
F 8
[ ]
1. User Data Input Page
NARMADA FURNITURE = © USER
Tambah Data User
A
2. Category Data Input Page
NARMADA FURNITURE = & USER
= e
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3. Product Data Input Page

NARMADA FURNITURE =

© Uskr
Tambah Data Produk
Nama Produk
Kategori Produk.
Harga Produk
Stok Produk
Deskripsi Produk G & @ .| - mEm=Q s
BI S I 46 99 | Stk Format ?
Gambar Produk Choose File | No file choses
=33
4. Image Detail Data Input Page Halaman
NARMADA FURNITURE = © USER

Tambah Gambar Produk: M BELAJAR OLYMPIC KARAKTER

Judul Gambar

Ho. It Gambar Judul Gambar Action

1 g M BELAJAR OLYMPIC KARAKTER

2 M BELAIAR OLYMPIC KARAKTER 2
3 ..B M BELAJAR QLYMPIC KARAKTER 1 "“‘

5. Information Data Input Page

NARMADA FURNITURE = B USER

Tambah Data Informasi

Judul Informasi

Gambar Informasi Choase File | No fila chosen
Konten B R @ G lm oo MIEMEEQ B Swne
BISI|L == & 99 Stpes | Fomat - 7

Bioon | o
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6. Account Data Input Page

NARMADA FURNITURE - © USER
Tambah Data Rekening
Nama Bank
No. Rekening

Hama Pemilik

=

7. City Data Input Page

O USER

B | i

8. General Configuration Data Input Page

NARMADA FURNITURE = © USER

Konfigurasi Website
Nama Website Narmada Fumniture

Tagline Harg:

Email oo

Website

Alamat Toko JI. Raya Once Karangsembung, Cirebon, Jawa Bara

No. Telepon

Facebook

Instagram

Youtube

Deskrpsi

Bsrem | i




9. Logo Configuration Data Input Page

NARMADA FURNITURE =

O USER
Konfigurasi Logo Website
vt WNARMADA
[ mr [ e
10. Icon Configuration Data Input Page
NARMADA FURNITURE = O USER
Konfigurasi lcon Website
11. Slider Configuration Data Input Page
NARMADA FURNITURE = O USER

Konfigurasi slider Website

Judul Slider

No I Siider Keterang
— WAl
3 =R FOLLOW US:
1t03 03 entries

§AAY

19



b. Consumer Section

1. Registration Data Input Page

Registrasi Konsumen

[asom | x|
2. Login Data Input Page
Login Konsumen

3. Profile Data Input Page

PROFIL SAYA




4. Checkout Data Input Page

[ e |
5. Payment Confirmation Data Input Page
WADMADA
Menu Konsumen Konfirmasi Pembayaran
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2. Output Display
a. Admin Section

1. Admin Dashboard Page

NARMADA FURNITURE =

© USER

17 3

Status Bayar Pending

Moreinfo® Moreinfo ©

Morainfo® Moreinfo ©

Ada 4 Transaksi yang melebihi waktu konfirmasi, Silakan klik

Grafik Transaksi Penjualan

rafk Transssi Penjuslan

danvan  Febnad  Maret Ao e duni i Agusius  Scplember  Oklober  November  Desember

2. User Data Page

NARMADA FURMITURE =

© USER
Data User

# Tambah Dala

Sho ¥ enliies

B e e e e

- [ o
Showng 1102 1 2 enties

Provous - Next
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3. Category Data Page

NARMADA FURNITURE = O USER

Data Kategori

1 Meja Belajar meja-belajar 1 [@es)
2 Mega Tulis meja-tuls 2 [
3 Lemaat Anslc lemart-anak 3 [
A M mejs a [

s K hursi s [@eie] 51 |
s Rak TV ekt e ] oo |
Higja Roaz s 7 [ 5.5
5 Bantal & Guling banksl-guling 8 [@ese] 1 |

NARMADA FURNITURE H O USER

Data Produk

 Tambah Dal

Show 1 v entries

CRNC e [ ]
,

E M BELAJAR OLYMPIC KARAKTER Meja Belajar 675.000 20 [ &8 cambar () [ @it | &apus |

Search:

= MBELAJAR PANEL SD 2321 Meja Belajar 675.000 20 [ & cambar i) [ e & +pus |

s HTULIS ACTIV GALANT HTO 120 HejaTuls ss0.000 20 [ et [ rires

MTULIS ACTIVVING 120 Meja Tulis 600.000 20 [ &8 cambar 1) [{@ it ] &apus |

B - LAACTIVRETROLSG S Lemari Anak 455,000 1 [ 2cambar iy [ @it &+ |

B E LAACTIVPRIMOLSGS Meja Belajar 450,000 10 [ R cambar (1) [ @Ed ] &+epu |

"'ﬂ NAPOLLY MEJA MRS 475 lieja 120000 1 [ & cambar i) [ e & +pus |

s r'grl NAPOLLYMELA MRS 8445 Heja us000 0 [ B cambarcy [ @EA] 01

o
=
=h
o
-~
3
2,
o
>
)
D
=
SY)
v
)
(@]
[55)

NARMADA FURNITURE =

© USER
Data Informasi
+ Tambah Data
PRODUK
Show| 10 v entries Search
TRANSAKSI
1 Cora Pembselian cars-pembelian Berikut i adlalsh langlah - langksh melakukn pembelian pada Narmada Furniture Online Shopt (o
Ll 1 konsumen lealinya.
o 2, Metakukan ogin ks sudsh parnah ragistrasi sabalumays.
5. Fillh produlc masukan ke keranjang, ik tombol ‘Add b Cart’ pada
produlc yang terdlapat di menu berands dan manu produk
4, Melakukan checkout dengan Kik tombol checkout pads keranjeng belanjs dan mengisi dets yeng
KONFIGURASI diperiukan.
5. Melakulian transer ke rekening yang tertera sasuai d o total transalis.
. Melakukan kanfirmasi pembayaran dari mens dashboard konsumen
7. Narmada Furriture skan melakukan proses pengiriman ke slamat yang dituju
2 CoraPembelian2  cara-pembelian2  Berlkutini adalah langkah - (angkah melakukan pembelian pada Narmada Furniture Oniine Shop (@] o v
L kensumen Kealinya
2. Melakukan Login jka sudsh pernah registrazt sebelumnyo,
3. Piih prodi masukan ke karanjang balan] ik tombol Add to Cart' pads
produle yang terdapat di menu berands dan menu produk.
- ik tambol dan mangis data yang
diperiukan,
5. Melakukan transfer ke rekening yang tertera sesual dengan nominal total transaksl,
€ Melakulan konfirmasi pembsayaran dari manu dashboard konsumen,
7. Narmada Furniture skan melakukan proses pengiriman ke alamat yang dituju.




6. Account Data Page

NARMADA FURNITURE = O USER

Data Rekening

Bank Mandiri 122334245 Aliek Andresants =N
2 Bank BCA prosss Ak kndressata [ i) oo
] Bank BRI Aliek Andressnto =1

Shoming 140 of 3 eniries n— . =

7. City Data Page

NARMADA FURNITURE = O USER

Data Kota

 Tambah Data

Show 10 v entries Search

1 Kumingan [ | 8 Hoows
2 Majalengka & Hopus

3 Indramayu & Hags

4 Cirsbon (@ o [ & 11200 |
Shoving 1 to 4 of 4 entries Presiot - MNext

8. Transaction Data Page

NARMADA FURNITURE = O USER

Data Transaksi

Show 10 v entries

Se
I I e e ] e = ™S
1 e SSSTMUGES 3009 1 10000 Betum Belum [t | s | @t | 67 |

2 shafira 300920134QLETRIO 1 Belum Belum m E
3 shafira 30092019 ACSJGBX 1 1475000 Belum Belum
4 shafira 30D09201SAHPKTAMF  30-09-2019 1 450,000 Belum Belum
s shafira 1 485,000 Belum Belum
& shafita 1 Belum Belum
7 shafira 1 650,000 Belum Belum
8 shafira 1 Belum Belum
s shafira 30092018DI0HENS 1 Belum Belum
0 shafirs 30092019QDIVCKTE 30 2 115,000 Belum Belur

Showing 1 to 10 of 26 entries




9. Transaction Detail Data Page

NARMADA FURNITURE

Detail Transaksi

Detail Konsumen

v Hams arefee
a B E—
o Tlepan ossTsseaTiaas
Elamat Fianz
a Detail Penerima
2 o s Nama Bararims srates
Ho. Telepon ozaTsseaT:
lamat Sanrima Biang

Detsil Transaksi

- -

10. Print Proof of Delivery Page

BUKTI PENGIRIMAN

M. Rays Dnos Earsngeembung. Crosan, jawa
Sarat 45156

Marmada FurniEws Mo Telepon : O8THZ ZTS0939

shatwa Filang Mo Telepon © 098TESEITIEZS

DATA PEMBELLAN

M EELAIAR OLYMFIC KARAXTER

M SELAJAR FAMEL SO 2321

M TULIS ACTI GALANT MTO 120

M TULIS ACTI WIMO 120

TTD PEMERIMA,
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11. Print Proof of Transaction page

DETAIL TRANSAKSI NARMADA FURNITURE

Nama : shafira

Email : sfirdaussamarggmall.com
No. Telepon - 0987656373629

Alamat : Pilang

Nama Penerima : shafira
No. Telapon : (98TES63TIE2D
Alamat Panerima : Pilang

Kode Transaksi * 30092019VJURNALR
Tanggal : 13-01-2019

Total : Rp. 2.600.000

Status Bayar : Konfirmasl

Status Kirim : Beldum

Bukt] Bayar : Bedurn melakukan konfirmasi
Tanggal Bayar :13-01-2019

Jumlah Bayar : Bedurn melakukan konfirmasi
Pembayaran dari : Bedurn melakukan konfirmasi
Pembayaran ke : Belurn melakukan konfirmasl
rekening

Keterangan
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1 M BELAJAR OLYMPIC KARAKTER 1 Ap. 675.000 Rp. 675.000
2 M BELAJAR PANEL 5D 2321 1 RAp. 675.000 Rp. 875.000
3 B TULIS ACTIV GALANT MTO 120 1 RAp. 630,000 Rp. 6850.000
4 [ TULIS ACTIV WIND 120 1 Ap. 600.O0D Fp. 800.000
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b. Consumer Section

1. Home Data Page

Harga Terjangkau Kualitas Terjarmin! Narmada Fumitie

Beranda  Produk  Kontak  Informasi Login o

Narmada Furniture Products

NEW_ IVAES!

PRODUK TERBARU

| |
M BELAJAR OLYMPIC KARAKTER M BELAJAR PANEL SD 232} M TULIS ACTIV GALANT MTO 120 M TULIS ACTIV VINO 120
RP. 675000 RP.675.000 RP. 650.000 RP. 600.000

INFORMASI

Cara Pembelian 3 Cara Pembelian 2 Cara Pembelian
8y Admin on 2019-09-2% By Admin on 2019-09-23 8y Admin on 2019-09-23
Berikut ini adalah langkah - langkah melakukan  Berikut ini adalah langkah - langkah melakukan Berikut ini adalah langkah - langkah melakukan

pembelian pada Narmada Fumiture Online Shop  pembelian pada Narmada Furniture Online Shop belian pada Narmada Furniture Online Shop

1, Melakukan registrasi untuk mendaftarkan dir 1 Melakukan registrasi untuk mendaftarkan dir daftarkan diri

itk my

a pertarna kalinya men pada pertama kalinya va

2 Mel 2. Mel
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2. Product Data Page

Ry Berands  Droduk  Komtak  imformas L0}
PRODUK NARMADA FURNITURE
Kategorl Produk
I‘.‘
|—...
i
x I “
o - [ New J E
° 2 3
3. Information Data Page

INFORMASI NARMADA FURNITURE

Cara Pembelian
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4. Contact Data Page

KONTAK

Telepon

.

= Email
f Facebook
©® Instagram

e

Youtube

Q Address

&

NARMADA FURNITURE

d

: 087822760939

: sfirdaussamar@gmail.com
: Narmada Furniture
:Narm Furni

:Narm Eurni

:JI. Raya Once Karangsembung, Cirebon, Jawa Barat 45186

KATEGORI PRODUK  SOCIAL MEDIA

Lemari 3 Pintu
Lermari 2 pintu

o
Q)
o
>
[(72]
c
3
@D
=
O
QO
wn
=0
o
o
QD
=
o
-
QD
«Q
@D

NADMADA

Beranda  Produk  Kontak  Informasi

HALAMAN DASHBOARD KONSUMEN

Menu Konsumen Selamat Datang’ shafiral

@ Dasnboard
& Profile .
D Riwayat Belanja
& Logout 1
2
3
4
5
6
7
8
9

Kode Transaksi Tanggal Q. Jumiah Status Bayar  Status Kirim
30092019TVYMUGGS 30-0920 1 Rp. 120,000 Belumn Belumn
300920194QLB7RIO 30-09-2019 1 Rp.725.000 Belum Belum
30092019LACSIEEX 30-09200 1 Rp. 1475000 Balurn Belum
3009Z019AHPKTAHF 30-09-2019 1 Rp. 450000 Belum Belum
30092019CMBIFISE 0-09209 1 Rp. 455000 Balurn Belum
300520196MSVGYCD 30-09201 1 Rp. 600000 Belurmn Belumn
300920191PUWDKOY 0-09209 1 Rp. 650.000 Belum Belum
30092019XLZ6GTLA 30-09201 1 Rp. 675000 Belumn Belumn
30092019DIOHBIYVZ. 30-09-2019 1 Rp. 675000 Belum Belum

Action

shafira

OD(:Q.EM _ Konfirmasi
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6. Shopping History Data Page

fea Ha anghau Kusiites Te Sz
NADPMADA Produk  Kontak I
Menu Konsumen No  KodeTransaksi Tanggal Qty  Jumish  StatusBayar StatusKirim Action
30092019TVYMUGGS  30-09-2019 RP.120000  Belum Belum
D Riwayat Belanja
o Losout 2 300920194QLE7RIC  30-09-2019 RP.725000  Belum Belum [ @ Do [ 2 konrimsi |
3 30092019LAOSIEBX  30-09-2019 RP.1475000  Belum Belum
4 30092019AHPKTAHF  30-09-2019 Rp.450000  Belum Belum
5 30092019CMBIFISE  30-09-2019 RP.455000  Belum Belum
6 300920196MSVGYG]  30-09-2019 RP.600000  Belum Belum
7 30092019PUWDKOY  30-08-2012 RP.650000  Belum Belum
8 30092019XLZGCTLA  30-09-2019 RP.675000  Belum Belum
9 30092019DIOHBIV  30-09-2019 RP.675000  Belum Belum
10 30092019QDIVCKTB  30-092019 2 Rp.TIS000  Belum Belum
9 o Harga n! Na
f @ @ .
NADMADA Beranda Produk Kontak Informasi shafira e
Menu Konsumen Detail Transaksi
@& Dashboard
& Profile Kode Transaksi 30092019TVYMUGGS
9D Riwayat Belanja
Tanggal 30-09-2012
® Logout
Total Rp.120.000
Status Bayar Belum
Status Kirim Belum
No Nama Produk Qty Harga Subtotal
1 NAPOLLY K RAJA 8R3 JATI 1 Rp. 120,000 Rp.120,000
Total Rp.120.000
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8. Shopping Cart Data Page

By Berands  Broduk  Kontok  Inform s | (@

KERANJANG BELANJA

GAmBAR PRODUK HaRca qw suBTOTAL acTion

;
- - -

Total Belanja Rp.3200.000

@ Delete All W Check Out

c. Leadership Section
1. Leader Dashboard Page

= © PIMPINAN

Januari Febwai  Maret Ap e June Jus Agusts  Seplember  Okiober  November Desember
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2.

NARMADA FURNITURE

Transaction Report Data Page

= © PIMPINAN

Laporan Transaksi

Show 10 ¥ entries Search:

I N N I S N N
1 shafira 30032015TVYMUGGS 30-03-2019 1 120,000 Belum Belum

2 shafira 200920194QLB7RIO 30-09-2019 1 725,000 Belum Belum
3 shafira 300920131 AOSJEEX 30-092019 1 1,475,000 Belum Belum

4 shafira 30082018AHPKTAHF 30-08-2018 1 450,000 Belum Belum
5 shafira 30092019CMBUF1SE 30-09-2019 1 455,000 Belum Belum
5 shafira 300320196MSVGYGS 30-03-2019 1 500,000 Belum Belum
7 shafira 20092019 PUWDKOY 30-09-2019 1 £50,000 Belum Belum
8 shafira 30092019%LZ6GTLA 30-092019 1 675,000 Belum Belum
° shafira 30052019DIOHBIYV3 30-08-2018 1 575,000 Belum Belum
10 shafira 30092018QDIVCKTE 30-09-2019 2 115,000 Belum Belum
Showing 1to 10 of 26 entries Previous . 2 3| Net

Transaction Report Print Page

LAPORAN TRANSAKSI PENJUALAN

chatiea I009F01S08ISLKNC 25.08-2018 2 SO, 000 Eoefirmas Balum
shafiea IO0SZOAINHIEWETT 23.07-2008 z 1,230,000 eefirmas Betum
chatfiea I009201IGEZOCME] 21.06-2018 2 1.3%0.000 Eoefirmas Balum
shafiea I00STOAIHLYSHEAG 13.05-2008 El 2.220.000 eefirmas Betum
shatira ID0SF0NFIEVIEEAL 17.04-2009 El 245,000 Eeefrmasi Eslum
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V. CONCLUSION

After going through the analysis and implementation stages, the following
conclusions are drawn:t :

1. This application is able to answer the needs of the Narmada Furniture Store in
the form of an online product sales application (e-commerce).

2. This application facilitates the process of storing and processing data, because
it is done digitally.

3. This application makes it easy for consumers who are in the Ciayumajakuning
area to make product purchase transactions, because it is done online.

4. This application provides reports in the form of sales transaction reports that
can be accessed by leaders at any time, making it easier for leaders to monitor
sales transaction activities and assist leaders in making decisions.

5. This application provides a graph of sales transactions that can be accessed by
admins and leaders, so that leaders can monitor sales transaction activities per
month.
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