DISTRIBUTOR MANAGEMENT SYSTEM

SYNOPSIS


DMS is a web-based application, which can be used for maintaining and analyzing the sales of the product in the market. Here all communications held through internet and its database has all the updated information of the sales details. Depending on the access rights given the users can process different modules. 

The modules are as follows

· Administrative department 

· Manager department

· Distributors department

· Sales Managers department &

· Representatives department

Each module controls the lower modules with their given rights.

The main objective of the project is to analyze the sales of the products by a manager through the details supplied by the distributors, sales managers and representatives. It is very useful for the distributors, sales managers to know about the sales of the products done by them and by others in particular area/zone.


This system gives complete analysis about the moving of the product in the market and the person responsible for selling the product in that area. It is computerized to improve the efficiency of the organization by reducing the cost of maintaining data and minimizing the time involved in handling the data.

                    Administrative department is the department which has veto rights in this project. This department has the right to remove/add any persons from/to the system or can change any product details from the database and can send mail to any person in the system.

              Managers department is the department made to assist and to reduce the work load to the administrative department. This department has no rights to change product details or add/remove persons to/from the system. This department sets the targets to the distributors department in monthly basics and to evaluate the distributors.


Distributors department has distributors as its members. Each distributor has to submit their sales daily via, a sales form. The distributor’s sets the target to the sales managers, in weekly basics and evaluates their progress daily. The distributors cannot send mail to the administrative department.


Sales Managers department has sales managers as its members. Each sales manager has to submit their sales daily via, a sales form. The sales manager sets the target to the sales representative’s, in daily basics and evaluates their progress daily. The sales managers cannot send mail to the administrative department nor to Managers department.


Sales Representative’s department has sales representative’s as its members. Each sales representative’s, has to submit their sales daily via, a sales form. The sales representative’s, can send mail only to the Sales Managers department.

