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ABSTRACT 

 

Bargain Basement, a charity retail outfit that collects preloved items from the 

public and resell them at very low prices in brick-and-mortar stores and on its 

website. However, the daily operation of Bargain Basement physical outlets has 

affected by the Covid-19 pandemic. Additionally, the current Bargain Basement 

website has limited functions as an online platform for second-hand sales, which 

has limited the exposure and awareness of Bargain Basement project to public. 

To support Bargain Basement project, a cross-platforms online retail shop 

application was proposed with the development of a mobile-based application 

for the customers to place orders and a web-based management system for the 

staffs to manage the online shop. The mobile application provides offer making 

feature that allows customers bargain with sellers to buy their products at lower 

prices, while the web-based management system provides features such as 

product batch uploading and automatic reporting that can help Bargain 

Basement better manage the online shop. Evolutionary prototyping 

methodology was chosen as the software development methodology in this 

project. The requirements were gathered by conducting an interview with the 

staff of Bargain Basement and also by distributing a questionnaire in the 

planning and requirement gathering phases. After that, the prototype 

implementation phase will go through three iterations, and the system prototype 

was developed at the first iteration and refined at the end of each iteration. After 

completed the development process, the usability of the system was tested by 

12 users, and 90 scores were obtained as the result. In conclusion, a cross-

platforms online retail shop application was developed at the end of this project 

and all the objectives were achieved. 
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CHAPTER 1 

 

1 INTRODUCTION 

 

1.1 Introduction 

This project’s main purpose is to develop an online retail shop mobile 

application with its web management system for Bargain Basement. In this 

chapter, the background of Bargain Basement is first discussed, then following 

by the problem statement, project objectives, project solution, project approach 

and lastly the scope of the project. 

 

1.2 Background of Bargain Basement 

Bargain Basement is a charity retail establishment run by the IOI’s foundation, 

Yayasan Tan Sri Lee Shin Cheng (Yayasan TSLSC). The executive director of 

Yayasan TSLSC, Datin Joanne Wong started the charity outlet in early 2016 

when her house was full of items she was not using. When she was trying to 

find a way to handle these used items with good condition, she decided to offer 

an arrangement to resell the pre-loved items and turn them into money for 

charity and it becomes today’s Bargain Basement project.  

The primary objective of this project is to gather the used items and make it 

profitable, all the proceeds gain from the pre-loved items will be contributed to 

the society and various charities. Since its establishment in June 2016, they have 

donated more than RM260,000 to 20 various charities. Bargain Basement 

promote 3Rs (Reduce, Reuse, and Recycle), and provides valuable items to the 

community with lower price, very purchase of customers is a donation to the 

underprivileged. Bargain Basement provides drop off points in their physical 

stores, people can go to their branches to donate their preloved goods, such as 

clothing, household items, decorations, books that will be examined and valued 

by their staffs before being placed on shelves for sale. These items will be sold 

to the public at a low price, and the net proceeds from all sales will go to various 

charities. 

To-date, there are two physical outlets for Bargain Basement: IOI City Mall 

(Putrajaya) and IOI Mall (Puchong) respectively. However, the Covid-19 
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pandemic has affected the normal operation of their physical stores. They are 

not allowed to operate their stores during lock-down period, thus, they started 

to sell on their products through their website, Bargainbasement.com, and other 

online platforms such as Carousell and Facebook.  

After interviewing with the project manager of Bargain Basement and doing 

research on the website, some problems found on their current website which 

directly and indirectly affecting the sales performance. The purpose of this 

project is to develop an online retail shop that consists of mobile application for 

customer usage and a web-based management system for the staffs to manage 

the store. This proposed system will provide a better customer experience for 

the users and enable the staff to manage the orders and the inventory in a more 

effective and efficient way. 

 

1.3 Problem Statement 

i. Limited exposure and awareness of Bargain Basement project to 

public with only running a website 

Bargain Basement has a limitation in promoting their project to public 

and attract more community involvement by using a single digital 

channel which is their web application. Due to the rising of smartphone 

usage in worldwide, mobile application is being a most important 

channel that helps to improve the marketing reach of the e-commerce 

business. According to Neti (2018), many businesses nowadays are 

running both websites and mobile application because this can give them 

the best opportunity to expand their business to new customer groups. 

By developing a mobile application that can run on both Android and 

iOS phones, it could help in expanding the group of audience for the 

Bargain Basement project and getting more communities involved in the 

project. 

 

ii. Current Bargain Basement website is not user-friendly with limited 

functionality as an online platform for second-hand sales. 

Bargain Basement website has limited functionality that only fulfills the 

basic needs of an e-commerce website. When customers want to 
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purchase items on the website, they are only allowed to browse the 

products, add the item into their shopping cart, and perform checkout. 

To enhance customers’ shopping experience, there are some extra 

features which is important for a pre-loved selling platform.  There are 

many pre-loved platforms like Carousell and eBay. Apart from the basic 

features of a usual e-commerce website, Carousell and eBay provide 

some extra features such as allow the customers to make offer, contact 

the seller by live chat instead of email, and share the item to others 

through social media. These three features are the key features that are 

commonly adopted by most of the second-hand selling platform, but not 

yet implemented on Bargain Basement website.  

a) Lack of opportunity for price negotiation 

Research done by Alam (2014) shows that people are most 

concerned about product price and product risk when buying 

second-hand goods. When people are looking at the used items, 

they are expecting the price to be much lower than the original 

price. In fact, different people will have different perspective on 

the pricing of the second-hand items based on its conditions. 

Sometimes buyers may feel that the price set by the seller is too 

high and decide not to buy. Thus, it is important to have a 

bargaining function to allow users to have a chance to negotiate 

with seller. By creating a bargain environment, customers are 

more willing to repurchase from the same store and it helps to 

increase the sales of the store as well. 

 

b) Lack of real-time communication channels with sellers  

Other than price, people are also concern about the product risks 

which is more about the quality and condition of the product 

(Alam, 2014). When customers shop online, they cannot see the 

actual conditions of the items as they can in a physical outlet. It 

is hard for customers to determine the quality of a product based 

on the images and descriptions posted by the seller. Thus, they 

need to contact with the seller to clarify it before purchasing the 
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items. Bargain Basement website is providing an enquiry form 

for customers to fill it and submit to the staffs if they are having 

any problems, but it is not specifically for the product enquiry. 

Yet, it is not an efficient way for customers to asking only some 

simple questions. They have to fill up all the required 

information in the form and they need to wait for a long time to 

get the respond from the seller. Therefore, it is better for the 

online store to provide an alternative way for customers to 

connect with seller more quickly and easily, thus increasing 

customer satisfaction. 

 

c) Cross-sharing and cross-posting 

Next, social sharing button is very a common and useful function 

on all e-commerce platforms. It not only makes it easier for 

customers to share products, but also helps in promoting their 

businesses. A social share button can help customers who want 

to post a product on their social media to skip the steps from 

copying, pasting, and posting the web address of the product. 

With the social sharing feature, it is easier for customers to share 

the products and let more people know about this charity project. 

 

iii. Ineffective and inefficient inventory management 

Bargain Basement do not have a centralized inventory management 

system to manage the inventory of all products that they received. 

According to the interview with the staff, they are currently using a free 

stock-recording mobile application as their inventory system. However, 

the inventory mobile app is only used to record of the products that are 

been kept in the storeroom. All the products that are selling on both 

physical and online shop will not be recorded in the inventory system.  

The overview of the workflow for the staffs in managing the 

items received will be illustrated in Figure 1.1. Whenever there is a new 

coming product that has been filtered by the staffs, if they want to put 

the product into the storeroom, they will register it into the inventory 
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mobile app. Else, if they want to put the new coming product on sale 

either in the physical store or online store, they will not register it into 

the inventory system. Besides, when they want to put an item that has 

been stored in the inventory system to sale, they have to first remove the 

item from the inventory record.  

Obviously, this is not a good practice in managing the inventory 

of a retail shop. They exclude the managing of the items that are 

currently on sale and only store the record for the items in the storeroom. 

They will face problems when they want to track the inventory of the 

items that put in their outlets. For example, the staffs are unlikely to 

know when there is any loses of items in their store because there is no 

record of the listed items can be referred.  

In addition, the inventory system of the Bargain Basement 

website does not support a batch upload function that allow the staffs to 

upload a batch of products onto the online shop at once. The staffs are 

required to manually register the products one by one, which is 

inefficient and time consuming when there is a batch of products waiting 

to be uploaded. A centralized inventory system not only can make the 

inventory tracking and tracing process easier but also helps the staffs 

have a better insight of their stock status by generating an inventory 

report. 
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Figure 1.1 Workflow of Managing Items Received by the Staffs 

 

iv. Limited products are available on the website 

Since Bargain Basement have no centralized inventory management 

system to handle all the products, this further complicates the stock 

recording and handling for sold items. Thus, the staff are forced to 

distinguish between the goods to be sold in physical and online stores to 

avoid any mishandling of inventory. The items that put on the website 

are usually stored in the storeroom and the staffs will also selectively 
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update the items that appear in the outlet which are easy to trace such as 

electric appliances to the website. Once these selected big items are sold 

in the outlet, the staff can still recognize it and they can manually remove 

it from the listing of the online shop. However, the separation between 

online and physical shop will limit the number of products can be put on 

sale in their website. Most of the items that are displayed in the physical 

shop will not be put on their website.  

 

v. Lack of periodic and detailed reporting 

Bargain Basement website does not implement with a reporting function 

that can generate business reports such as inventory report, sales report, 

performance report, etc. In fact, these reports are the key for a business 

to monitor and analyze their business performance and help in 

identifying the potential issues that may affecting the growth of business. 

Without business reports, it is hard for the team to evaluate the 

performance of the online shop and thus failed to define future growth 

opportunities.  

According to Chan (2019), business reports will give valuable 

information which is helpful for the business to develop future forecasts, 

marketing strategies, and strategic decision making that can lead to the 

growth of business. For example, the product performance reports can 

help Bargain Basement to identify which categories of products are the 

most popular based on sales volume and the number of customers 

viewed and are likely to help bring in significant revenue to the online 

shop. Based on the information provided, the staffs can more emphasize 

on the popular group of products and upload more products from the 

categories, thus increase the number of sales of the online shop.  

 

1.4 Project Objectives 

i. To analyse user requirements by conducting interview and LR on 

existing pre-loved platform-bases business and applications. 

ii. To develop a cross-platforms online retail shop application to support 

Bargain Basement project. 
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- Web-based management system for the Bargain Basement 

staffs to manage the online shop. 

- Mobile-based application that serves as a platform for people 

to browse and purchase the second-hand goods. 

iii. To evaluate the usability of the application by scoring 80 out of 100 in 

System Usability Scale (SUS) test. 

 

1.5 Project Solution 

To solve the problems faced by Bargain Basement, a cross-platforms online 

retail shop application is developed. This application consists of a web-based 

management system for the admins to manage and monitor the operation of the 

online shop and a mobile application for the customers to browse and buy the 

products.  

 This online shop application has the functions and features listed below 

to solve the problems stated: 

i. Allows customers to make offer for products 

The customers can choose to make offer for the products listed on the 

online shop if they think the price labelled is too high for them. This 

function will provide them an opportunity to bargaining the price and 

they have given the chance to purchase the items with a price they 

satisfied with. They are required to enter the price they want to offer 

before submitting the request to the staffs. Once their offer is approved 

by the staffs, the item will be added to their shopping cart, and they can 

buy the item with a lower price.  

ii. Allows customers to contact seller in a faster way 

The customers are able to contact the seller through the in-app chat 

system. Customers can approach to the seller for any enquiries by 

sending text messages from the mobile app. The admins can also reply 

to the customers’ enquiries by sending text messages or images from the 

web app. 

iii. Allows customers to share the products on social media 

The customers can share the products to their friends and family through 

social media. They can click a sharing button and the system will direct 
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them to the posting page on the social media with the product link copied. 

This function can help to ease the way of sharing their products by 

skipping the steps of copy and paste of the link. This will help in 

promoting the charity project since the sharing function are easy to be 

used by customers. 

iv. Allows administrators to upload a batch of products at once 

The admins can upload a batch of products by importing a CVS file into 

the system. The CVS file must contain all the necessary data of the 

products to be uploaded and all the data fields must be arranged orderly. 

This function will help to reduce the time taken and human force when 

the admins required to upload many products onto the online shop.  

v. Auto reporting feature 

The system will retrieve the necessary data from the database and 

automatically generate business reports which can provide some useful 

information for the admins to better monitor the performance of the 

online shop. The business reports including sales summary reports, daily 

sales reports, monthly sales reports, product upload history, inventory 

summary reports, and product performance reports.  

 

1.6 Project Approach 

 

 

Figure 1.2 Evolutionary Prototyping Modal (Dennis, Wixom and Tegarden, 

2013) 
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As seen in Figure 1.2, the development approach to be used throughout this 

project is evolutionary prototyping methodology. Evolutionary prototyping 

methodology is an iterative and incremental model that continuously deliver 

working prototypes to clients and the enhancement of the prototype will be done 

based on their feedback (Tegarden, Dennis and Wixom, 2013). Unlike the 

traditional development methodologies like waterfall and v-model, the 

evolutionary prototyping methodology does not request the developers to gather 

and define all the user requirements clearly in the early stage of the development 

process. Evolutionary prototyping methodology emphasis on the fast 

development of the working prototype, that the first prototype that only 

implemented with minimum features will be developed and it will be sent to the 

clients shortly. The feedback that collected from the clients will help the 

developers to identify the missing important features and refine the unclear 

requirements. Then, the prototype will be improved and enhanced accordingly 

and again deliver to the clients in the second iteration. The processes will 

continue until all the requirements are clearly defined and the clients are 

satisfied with the prototype, and it will become the final system at the end of the 

development process (Tegarden, Dennis and Wixom, 2013).  

 Evolutionary prototyping methodology is suitable for this project due 

to the high level of user engagement throughout the project. In this project, the 

developer has to constantly communicate with the clients to understand their 

requirements and the business domain to ensure the final system developed is 

compatible with their needs. Prototypes can be used not only to clarify any 

ambiguous requirements, but also to help the early detection of faults and flaws 

caused by misconceptions and misinterpretations of requirements. 

 In addition, the clients can continuously provide some constructive 

feedback and comments on the overall user interface design after reviewing the 

prototypes. The user interface design can be modified and redesigned based on 

customer feedback across numerous iterations, resulting in a more user-friendly 

system delivered at the end of the project. 
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1.7 Scope of Project 

1.7.1 Target Users 

The target users of this system will be the Bargain Basement staffs and the 

customers. Customers will use the mobile application to browse and shop the 

pre-loved items, while Bargain Basement staffs will use the web-based 

application as administrators to manage and monitor the online store’s operation. 

 

1.7.2 System Scope 

This project is to develop an online retail shop system for Bargain Basement 

administrative staffs and their customers. The system is built in two platforms, 

which is web-based and mobile application. The web application is for 

administrators to manage and monitor the operation of the online shop, whereas 

customers can browse the items and make orders through the mobile application. 

The system allows customers to register a new account and the 

customers are required to log in with the registered account before entering the 

main page. After customers log in, the system will display all the products on 

sale in the online shop. A search engine provided in the system for admins and 

customers to search relevant products by entering keywords or by filtering based 

on different categories. If customers found what they want, they can click the 

product from the listing and the system will display the product detail page that 

shows all the details of the product. In this page, they can add the products into 

their shopping cart, contact seller and share the product to social media. 

Customers are allowed to make an offer for any products when they think the 

price labelled is too high. Every request made by customers will be sent to 

admins for approval. Once the request has been approved, they can add the 

product into their shopping cart with the lower price offered. Customers can 

view all the products in their shopping cart, they can also remove the unwanted 

products from the cart. Customers can choose the delivery option at the checkout 

page whether they want for a standard delivery or self pick-up from the physical 

stores. Customers can view the status of their order and all the order history will 

be stored in their account. Once the order is completed, they can rate and review 

the order. If customers have any questions, they can contact the seller by sending 

a text message from the system. 
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 Administrators can log on to the system to manage all products on sales 

in the system. They are given authority to perform create, retrieve, update, and 

delete (CRUD) operations on the products in the online shop. In order to 

increase the efficiency, admins can choose to upload a batch of products to the 

system at once by importing a CSV file into the system. The CSV file must 

contain all the necessary data for the products with proper formatting. Admins 

can also manage all the orders and make offer requests from customers. Other 

than that, the system can generate business reports such as sales reports and 

inventory reports for administrators to analyse and monitor the performance of 

the online shop. 

 

1.7.3 Project Modules 

1.7.3.1 Work Breakdown Structure Diagram 

Figure 1.3 and 1.4 shows the WBS diagram of the project modules in overview. 

Figure 1.3 represent the WBS of the modules for the mobile application which 

is the online shop platform for customers. There are 5 main modules for the 

mobile applications which are product module, offer module, order module, 

payment module, delivery module, and user account module. Each of the main 

module represent a main feature for the mobile application, and each module 

can be further break down to some smaller modules that used to support the 

functionality of their parent module. Figure 1.4 shows the WBS of the modules 

for the web-based application which is the admin panel that used by the staffs 

to manage the online shop. The main modules for the admin system more related 

to the management functions, which consist of product listing management, 

inventory management, make offer management, order management, delivery 

management, and reporting module. 
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Figure 1.3 WBS of Modules for Mobile Application 
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Figure 1.4 WBS of Modules for Web-Based Application
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1.7.3.2 Work Breakdown Structure 

This is the WBS of the overall system modules that combines the customer-side 

mobile application and the administrator-side web application. All the main 

modules will be explained in the next section. 

0.0 Online Shop System 

1.0 Customer-side System Module (Mobile application) 

1.1 Product Module 

1.1.1 View product 

 1.1.1.1 Search product 

 1.1.1.2 Filter and sort 

1.1.2 View product details 

1.1.2.1 Social media sharing 

1.2 Shopping Cart Module 

1.2.1 Add product to shopping cart 

1.2.2 View cart item 

1.2.3 Update cart item quantity 

1.2.4 Remove product from cart 

1.3 Favourite Module 

1.3.1 Add product to favourite 

1.3.2 View favourite product 

1.3.3 Remove product from favourite 

1.4 Offer Module 

1.4.1 Make new offer 

1.4.2 View offer 

1.4.3 Update offer 

 1.4.3.1 Cancel offer 

 1.4.3.2 Accept offer 

 1.4.3.3 Counter offer 

1.5 Order Module 

1.5.1 Create new order 

 1.5.1.1 Select delivery method 

  1.5.1.1.1 Standard shipping 
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  1.5.1.1.2 Self pick up 

1.5.2 View order 

1.5.3 Review and rating 

1.6 Contact seller 

1.7 Address Module 

1.7.1 View address 

1.7.2 Create address 

1.7.3 Update address 

1.7.4 Delete address 

1.8 Customer Account Module 

1.8.1 Register new account 

1.8.2 Login 

1.8.3 View account details 

1.8.4 Update account details 

1.8.5 Reset password 

2.0 Administrator-side System Module (Web application) 

2.1 Product Management Module 

2.1.1 Add new product 

2.1.1.1 Add single product 

2.1.1.2 Product batch upload 

2.1.2 View product 

2.1.3 Update product 

2.1.4 Delete product 

2.1.5 Export product 

2.2 Offer Management Module 

2.2.1 View offer 

2.2.2 Update offer status 

2.2.2.1 Accept offer 

2.2.2.2 Reject offer 

2.2.2.3 Counter offer 

2.3 Order Management Module 

2.3.1 View order 

2.3.2 Update order 
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2.4 Reporting Module 

2.4.1 Sales report 

 2.4.1.1 Daily sales report 

 2.4.1.2 Monthly sales report 

2.4.1.3 Yearly sales report 

2.4.1.4 Custom date range 

2.4.2 Inventory report 

2.4.2.1 Inventory summary report 

2.4.2.2 Product upload history 

2.4.2.3 Product performance report 

 2.4.2.3.1 By sales 

 2.4.2.3.2 By number of views 

2.5 Customer Management Module 

2.5.1 View customer 

2.5.2 Customer service 

2.6 Review Management Module 

2.6.1 View review 

2.7 Admin Account Module 

2.7.1 Register new account 

2.7.2 Login 

2.7.3 Reset password 

 

1.7.3.3 Explanation of Project Main Modules 

1. Product Module 

Customers can view all products on sale in the product list page. They 

can find the specific product by using the search and filter functions. 

They can either search the product by entering the keywords or filter the 

product based on different categories. They can view more information 

of the product by click into the products that displayed on the catalogue 

and enter the product detail page. The product detail page will display 

all the product details including the product name, price, images, and 

description. Customers can also share the products on the social media. 
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2. Shopping Cart Module 

Customers can add the products they want to buy to their shopping cart, 

they can also update the quantity of the product or remove the products 

from the shopping cart. 

 

3. Favourite Module 

Customers can add the products they like to their favourite list. They can 

view all their favourite products from the favourite list. They can also 

remove the products from their favourite list.  

 

4. Offer Module 

Customers can choose to make offer for a product when they think the 

price labelled is too high. They are required to enter the offer price to 

make an offer. Customers can view all the offer record in the offer list 

page. If the staff has made a counteroffer, customers can choose whether 

they want to accept the offer from the staff or they can make another 

counteroffer. Once the offer is accepted, customers can add the product 

into the shopping cart, and they are able to purchase it with the latest 

offer price. 

 

5. Order Module 

Customers can create a new order by checking out their shopping cart. 

In the checkout page, customers can choose whether they want for a 

standard shipping or self pick up as the delivery method for the order. If 

standard shipping is chosen, customers are required to choose a delivery 

address from their address book. Customers can view all the order record 

with the order status in the order list page. Once the order is completed, 

customers can submit a review and rating on the completed order in the 

order details page. 

 

6. Contact Seller Module 

Customers can contact Bargain Basement staff through the in-app chat 

function if they have any questions to ask.  
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7. Address Module 

Customers can create new addresses and store to their address book. 

These addresses are used as the delivery address when customers 

checkout. Customers can update or delete the addresses created. 

 

8. Customer Account Module 

Customers can register a new account if they are first time user. 

Customers are required to fill in the necessary information such as email 

address, password, and name. If the email entered was taken by others, 

customers will be asked to choose another email for their account. 

Customers can use the registered email and password to login to the 

mobile app. Customers can update their profile details, such as name and 

phone number. If a customer forgets his account password, he can 

request for a password reset link, which will be sent to the customer’s 

email address. 

 

9. Product Management Module 

Admins are authorized to manage and perform create, retrieve, update, 

and delete (CRUD) operations on the product listing of the online shop. 

Admins can choose to create a single product or upload a batch of 

products to the online shop at once. To create a new product, admins are 

required to manually fill up the details of the product. Other than that, 

they can also perform product batch upload by importing an Excel file 

to the system. The Excel file must contain the records of all the new 

products with necessary information that arranged in a correct format. 

Admins can also export all the product records in the online shop to an 

Excel file. 

 

10. Offer Management Module 

Admins can view all the offers made by customers in a list. Admins can 

choose to accept or reject an offer. Other than that, admins can also make 

a counteroffer to the customer. 
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11. Order Management Module 

Admins can view all the orders created by customers in a list. Admins 

can update the status of an order from the order list. 

 

12. Reporting Module 

This module will generate the sales report and inventory reports for the 

online shop. For the sales report, admins can choose to view the daily, 

monthly, yearly report, or they can custom the date range for the report. 

The reports will show the total sales amount, number of orders, and 

number of products sold in a period. The sales performance of different 

product categories and different outlets is also included in the sales 

report. Administrators can compare the current sales report to previous 

one to measure and analyse the performance of the online shop. 

The inventory reports consist of inventory summary report, 

product upload history and product performance report. The inventory 

summary report will show the total number of products in stock, number 

of products out of stock, the list of categories with stock number, and 

the list of products out of stock. For product upload history, it will show 

the list of newly added products, the staff that upload the products, and 

the date of uploading it. The performance report will show which are the 

popular categories and products based on the number of sales and the 

number of views by customers. 

 

13. Customer Management Module 

Admins can view all the customers information in a list. Admins can 

also reply to customers’ enquiries by sending text messages or images 

to the customers. 

 

14. Review Management Module 

Admins can view all the reviews and ratings submitted by customers in 

a list. 
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15. Admin Account Module 

Admins can register a new account by filling in the necessary 

information such as email address, password, and name. If the email 

entered was taken by others, admins will be asked to choose another 

email for their account. Admins can use the registered email and 

password to login to the web app. If an admin forgets his account 

password, he can request for a password reset link, which will be sent to 

the admin’s email address. 

 

1.7.4 Out of Scope 

1) Actual payment transaction 

The actual payment transaction between customers and sellers are not 

included in this project. The system will skip the money transaction 

during payment process. When customers click the “Place Order” button, 

the system will assume the payment successfully and new order are 

made. 

 

1.7.5 Assumption of Scope 

1) Single repository used to store all the items 

Bargain Basement currently doesn’t have a centralized repository to 

store all the items that has been filtered. In contrast, they are only record 

the items stored in storerooms. If they continue to manage the inventory 

of items separately between the online shop, outlets, and storerooms, it 

is impossible for the staffs be able to upload all the items onto the online 

shop. The ununiform of inventory records uploading will further 

complicate the data stored in the inventory system and will cause data 

loses and item duplicated. Therefore, they should have only one 

repository to record all the items with their details together. After the 

items has been filtered, sorted, and labelled with price, they should all 

be recorded into a single excel file, which represent as the centralized 

repository. The excel file that contains all the items data will then be 

uploaded onto the system and stored into the inventory management 



22 

 

system. The inventory of the online shop should be the centralized 

inventory system that can be used to keep track all the items stored. 
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CHAPTER 2 

 

2 LITERATURE REVIEW 

 

2.1 Introduction 

This chapter started with a short overview on the evolution of charity shop to 

adopt online shop, following by the comparison of existing online secondhand 

marketplace’s mobile applications to reveal the common features to be 

implemented in this project’s mobile application. Besides, different software 

development methodologies have been studied and compared to choose the one 

that fit most to this project. Lastly, the negotiation process in e-commerce has 

been studied.  

 

2.2 Online Charity Shop 

Charity shop, which also known as thrift shop or opportunity shop, is a retail 

shop that sells used goods such as men’s and women’s clothing, books, furniture, 

toys, electronic devices, video games, kitchenware, etc. (Podkalicka and 

Hurtado, 2021; Curkan and Curkan, 2019). The charity shops are usually run by 

non-for-profit organizations that collect donations of the used items from public 

and then resell them to the public at lower prices.  

As the internet has become more integrated into people live, people 

nowadays are more inclined to shop online, which makes many charity shops 

start to set up their own online shops to follow the trend. According to the 

Charity Retail Association's 2018 survey, 55 per cent of 138 charity shops in 

UK sell donated goods online, with 97 per cent on eBay, 31 per cent on Amazon 

and 40 per cent on their own websites. The respondents state that online sales 

allow them to sell their goods at higher price, help them expand customer reach, 

and increase brand awareness. However, there are still 45 per cent of the charity 

shops not able to adopt the online sales because of lack skills and funds in 

managing the online shop. Therefore, this project aims to develop an online 

charity shop mobile application and its management web application with 

simple interface and easy to use even for the staff without IT knowledge.  
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2.3 Existing Second-Hand Shopping Mobile Application   

In this section, three existing second-hand shopping mobile applications are 

studied. The main features of these three applications are identified and 

evaluated.  

 

2.3.1 Carousell (Carousell, n.d.) 

Carousell is a customer-to-customer and business-to-customer online 

marketplace for buying and selling new and used goods. It was first launched as 

a web application in Singapore on 14 May 2012, and its mobile application was 

released in August of the same year. It provides a platform for people to fast sell 

their valuable preloved items on the marketplace in simple steps. To date, 

Carousell has become one of the world’s largest marketplaces in South-East 

Asia. 

 

Figure 2.1 Interface of Carousell (Carousell, n.d.) 

 

Main features of Carousell 

• Sign up and login 

Users can register new accounts and sign in their registered account 

using username and password, or via third parties account which are 

Google and Facebook account. 
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• Search item 

Users can search for an item by input the item’s name, or by scanning a 

photo to find the item. 

• Push notification of favourite item in stock 

Users can save their searches as their favourite search queries. If there is 

a new listing that matches their favourite searches is added to the 

marketplace, users will be informed by receiving a push notification by 

the app. 

• Filter and sort search results 

Users can filter the searching result using categories, price range, and 

item condition in order to find the best match’s item. Users can also sort 

the item list by most related, most recent, high to low price, and low to 

high price. 

• Item category 

The items listed in the shop have been sorted according to their 

categories. Users can just browse the items from the category they like. 

• Rating and review 

Buyers and sellers can leave a review for each other after completing an 

order. They can leave a rating on a scale of 1 to 5 stars for different 

criteria, such as communication, coordination of meetup or delivery, 

coordination of payment, and actual item to description. Other than 

rating by stars, they can write a short review as feedback for the 

shopping experience. The rating and review for sellers can be a useful 

reference for the other buyers when they want to buy items from the 

sellers. 

• Favourite list / watchlist 

Users can add the items they like but not yet ready to buy into their 

watchlist, they can refer back their watchlist when they want to buy it. 

• Chat with sellers 

Buyers can directly communicate with sellers in the app to negotiate, ask 

for more details, coordinate the meet-up time and location, or for any 

other purposes. 

• Different delivery options 
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Buyers can choose the delivery option for their purchases if they want 

the seller to ship the items to their address or they prefer to meet up face-

to-face with the seller in a place that suggested by the seller. 

• Make offer 

Buyers can offer a price lower than the price labelled by the sellers to 

buy the item, sellers can choose to accept or reject the offer made by 

buyers, once the offer is accepted, buyers can buy the item from the 

sellers with the price offered 

• Share item 

Users can share the item’s information via social media platforms, such 

as Facebook, WhatsApp, WeChat, etc. 

 

Findings and evaluation on Carousell 

The best feature of Carousell is it allows buyers to save their searches to their 

favourite searches list, and they will receive a notification when there is new 

item that matches their favourite searches listed in the marketplace. When 

buyers failed to search for something they want, they no need to keep searching 

every day to check if it is available or not. Instead, Carousell will know what 

the buyers are looking for based on their saved favourite searches, and the 

application will automatically notify the buyers when there is a seller put their 

wanted item on sale. 

Also, Carousell provides an offer platform for the sellers and buyers. 

Buyers can bargain the product price with the sellers through the in-app chatting 

system. This feature allows sellers to sell their items more easily by providing a 

chance to the buyers to offer a lower price to buy the item. In fact, buyers always 

hope they can buy an item with minimum price when they are shopping second-

hand items marketplace. Buyers may want to continue shopping if they can get 

a discount, increasing sellers’ sales. 

Besides, Carousell allows sellers and buyers to choose among two 

different options for delivering their items which is either ship by courier or 

meet up in person. It provides flexibility for the sellers and buyers where they 

can discuss to choose either one method based on their concern. By meeting 

face-to-face, buyers feel safer as they can check the quality of goods before 
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confirming the deal, while sellers can save on shipping fees. If they cannot meet 

due to distances, buyers can still ask the sellers to ship the items to their address. 

Furthermore, Carousell allows bidirectional rating and review between 

sellers and buyers after they complete every purchase. The high ratings and good 

reviews can become a prove for their reputation. This feature provides a 

reference to all users, and they are more willing to deal with the high rated sellers 

or buyers. 

Moreover, Carousell has a in-app chat system that allows 

communications between buyers and sellers within the app. Buyers can easily 

approach to the sellers if they have any problems with the items. 

 

2.3.2 eBay (eBay, n.d.) 

eBay is an American multinational online ecommerce platform that runs on 

web-based and mobile application to allow people to buy and sell new or used 

goods. eBay is first developed as an auction website for people to bid their 

favourite items and it further developed into a modern e-commerce website and 

the auction feature remained to this day. 

 

Figure 2.2 Interface of eBay (eBay, n.d.) 
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Main features of eBay 

• Sign up and login 

Users can register new accounts and sign in their registered account 

using email address and password, or via third parties account which are 

Google and Facebook account. 

• Search item 

Users can search for an item by input the item’s name, voice text or by 

scanning the product's barcode. 

• Push notification of favorite item  

Users can save their searches as their favorite search queries. If there is 

a new listing that matches their favorite searches is added to the 

marketplace, users will be informed by receiving a push notification by 

the app. 

• Sort and filter search results 

Users can filter the searching result by categories, price range, and item 

condition in order to find the best match’s item. Users can also sort the 

item list by most related, most recent, high to low price, and low to high 

price. 

• Category 

The items listed in the shop have been sorted according to their 

categories. Users can just browse the items from the category they like. 

• Rating and review 

Buyers can leave feedback for a seller after they made a purchase. They 

can leave a rating on a scale of 1 to 5 stars for different criteria, such as 

item description, communication, shipping time and charges. Other than 

rating by stars, they can write a short review as feedback for the 

shopping experience. The rating and review for sellers can be a useful 

reference for the other buyers when they want to buy items from the 

sellers. 

• Chat with seller 

Buyers can directly contact the seller in the app to ask for more details 

about the item. 
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• Make offer 

Buyers can offer a price lower than the price labelled by the sellers to 

buy the item, sellers can choose to accept or reject the offer made by 

buyers, once the offer is accepted, buyers can buy the item from the 

sellers with the price offered 

• Auction 

Sellers can list their items in an auction style, seller will set the starting 

price and the duration for the auction, buyer will start bidding against 

other and the bidder with the highest bidding price will win the auction 

and pays the price to buy the item. 

• Shopping cart 

Users can add multiple items to the shopping cart and checkout together. 

Users can update the quantity of the items or remove the items from their 

shopping cart if they want. 

• Add to favorite / watchlist 

Users can add the items they like but not yet ready to buy into their 

watchlist, they can refer back their watchlist when they want to buy it 

• Share item 

Users can share the item’s information via social media platforms, such 

as Facebook, WhatsApp, WeChat, etc. 

 

Findings and evaluation on eBay 

As one of the world’s largest e-commerce platforms that compete with 

Carousell, most of the strengths of the eBay are overlapped with Carousell. Both 

eBay and Carousell implemented the automatic push notification when there is 

new listing of customers’ wanted item, make offer function that allows 

customers to bargain the price with sellers, rating and review system, and in-

app chat system. On top of that, eBay provides an extra selling method which is 

auction. It provides flexibility for sellers to choose a selling method among fixed 

price, price negotiable, or auction which is most suitable for their products to 

sell. Besides, eBay provides a shopping cart which not available in Carousell 

for customers to put the items they want to buy in the shopping cart and lets 

customers to check out all the items in one go. 
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However, if compared to Carousell, eBay does not give extra options for 

customers to choose whether they want the seller to hand-deliver the items or 

let the courier to ship the items to the customers’ address. Sellers will pack the 

items and pass to the shipping company to deliver the parcel and customers will 

only receive their items after making the payment. In other words, the customers 

do not have a chance to check the quality of the items before completing the 

transaction, but it is one of the main concerns of customers buying used items.  

In conclusion, as mentioned at the findings on Carousell, all the main 

features will be implemented into the mobile application for this project except 

the automatic push notification function that also provided by eBay. On top of 

that, the shopping cart function that applied in eBay but not in Carousell will be 

added since it facilitates the checkout process for customers. Besides, the 

delivery options will still be included in this project as it plays an important role 

for an ecommerce platform that sells used goods. However, the auction selling 

method that mentioned as a strength of eBay will not be included in this project. 

The auction for second goods does not provide much value but increase the work 

for customers to buy an item (Hennessey, 2022). 

 

2.3.3 Mudah.my (Mudah.my, n.d.) 

Mudah,my is an online marketplace in Malaysia that providing a free and 

convenient platform for individuals to purchase and sell new and preloved items. 

Mudah.my has its website and mobile application as well. Mudah.my is a part 

of the Carousell Group business that focuses on Malaysia market. Therefore, its 

application is very similar to the Carousell application in terms of functionality. 



31 

 

Figure 2.3 Interface of Mudah.my (Mudah.my, n.d.) 

 

Main features of eBay 

• Sign up and login 

Users can register new accounts and sign in their registered account 

using email address and password, or via third parties account which are 

Google and Facebook account. 

• Search item 

Users can search for an item by input the item’s name. 

• Push notification of favorite item in stock 

Users can save their searches as their favorite search queries. If there is 

a new listing that matches their favorite searches is added to the 

marketplace, users will be informed by receiving a push notification by 

the app. 

• Sort and filter search results 
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Users can filter the searching result by categories, ad type, and seller 

type in order to find the best match’s item. Users can also sort the item 

list by latest, high to low price, and low to high price. 

• Category 

The items listed in the shop have been sorted according to their 

categories. Users can just browse the items from the category they like. 

• Chat with seller 

Users can use the in-app chat function to communicate with the seller 

and make a deal with the seller. Other than that, users can also contact 

the seller through phone call, SMS, or email as the contact information 

has given by each seller. 

• Add to favorite / watchlist 

Users can add the items they like but not yet ready to buy into their 

watchlist, they can refer back their watchlist when they want to buy it 

• Share item 

Users can share the item’s information via social media platforms, such 

as Facebook, WhatsApp, WeChat, etc. 

 

Findings and evaluation on eBay 

As a subsidiary of Carousell Group, Mudah.my is more like a simplified version 

of Carousell app. Although it inherited some of the features from Carousell app, 

but it is just a marketplace on which sellers can post their items on it, while 

buyers have to communicate with the sellers in order to purchase their items. It 

does not provide with any built-in payment methods or delivery services in the 

app. Therefore, the seller has to communicate with buyers via the in-app chat 

system or phone call to discuss and decide on the payment method and delivery 

method by themselves. Even though buyers still can bargain with the seller on 

the price of the product, and they still can choose to meet with the seller to 

deliver the product, but it is through traditional way which is direct 

communication between buyers and sellers. Unlike the Carousell app, 

Mudah.my has not digitalize these features and implemented into their mobile 

app. Moreover, Mudah.my does not allow buyers to give rating or review to the 

seller after they complete a purchase. Buyers may have higher chance to deal 
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with some low-quality sellers because the app is not provided the rating and 

review system as references. 

In conclusion, Mudah.my is a simplified version of Carousell app that 

only provides some of its features. Mudah.my may not be the main reference 

for this project in term of the functionality, but it can still be the reference for 

interface or activity flow design of the mobile app in this project. 

 

2.3.4 Comparison of Carousell, eBay, and Mudah.my 

 

Table 2.1 Comparison Matrix of Carousell, eBay, and Mudah.my 

 Carousell eBay Mudah.my 

Sign up and 

login 

Support account 

registration using 

username and 

password, or 

using Google and 

Facebook account 

Support account 

registration using 

email and 

password, or 

using Google and 

Facebook account 

Support account 

registration using 

email and 

password, or 

using Google and 

Facebook 

account 

Product 

searching 

Support product 

searching by 

name and photo 

scanning 

Support product 

searching by 

name, voice text, 

and barcode 

scanning 

Support product 

searching by 

name 

Push 

notification of 

favourite item 

in stock 

Support 

notification when 

favourite item in 

stock 

Support 

notification when 

favourite item in 

stock 

Support 

notification when 

favourite item in 

stock 

Filter and sort 

search result 

Support filter by 

categories, price 

range, and item 

condition, or sort 

by most related, 

Support filter by 

categories, price 

range, and item 

condition, or sort 

by most related, 

Support filter by 

categories, ad 

type, and seller 

type or sort by 

most recent, and 

price 
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most recent, and 

price 

most recent, and 

price 

Product 

categorization 

All products are 

well categorized 

All products are 

well categorized 

All products are 

well categorized 

Shopping cart Not Available Support shopping 

cart feature 

Not Available 

Favourite list Support favourite 

list feature 

Support favourite 

list feature 

Support favourite 

list feature 

Chat with 

seller 

Support real time 

chat with sellers 

Support real time 

chat with sellers 

Support real time 

chat with sellers 

Rating and 

review 

Support rate and 

review on sellers 

Support rate and 

review on sellers 

Not Available 

Make offer Support make 

offer on products 

Support make 

offer on products 

Not Available 

Auction Not Available Support auction 

on products 

Not Available 

Delivery 

option 

selection 

Support shipping 

and meet up with 

sellers 

Not Available Not Available 

Social media 

sharing 

Support social 

media sharing 

Support social 

media sharing 

Support social 

media sharing 

 

2.3.5 Conclusion 

In conclusion, there are three ecommerce mobile apps that provide second-hand 

goods marketplace has been reviewed. After finishing the comparison, we found 

all three applications share many common features, which are the basic that all 

e-commerce mobile applications should have. Among the three applications, 

Carousell and eBay are the ecommerce mobile app that bring the most 

comprehensive features. Therefore, Carousell and eBay will be the main 

reference for the design and implementation of this project’s mobile app. 

The following features are chosen to be incorporated in this project: 

i. Sign up and login 
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This is a basic feature that allow users to register their own account and 

login using email address and password. Users can store their basic 

information such as their name and address in their registered account 

that will be used in the checkout process. Users can also check back their 

purchase history that will be stored in their account. 

ii. Product searching 

By having this feature, users can search the products they are looking 

for in the online shop by entering the product’s name in the search bar. 

The system will return a list of products that match with the search. 

iii. Filter and sort search result  

The filter and sort function will help users to find their wanted product 

faster and easier. 

iv. Product categorization  

Product categorization will help in the organization of products so that 

users can quickly find what they are looking for. 

v. Shopping cart  

Shopping cart allows users to add the products they want to buy in the 

cart, and then check out all the products in the cart at once. 

vi. Favourite list  

Favourite list is for users to save the products they like but not yet ready 

to buy, they can refer back the list at any time when they want to buy it. 

vii. Chat with seller  

This feature provides a channel where users can contact sellers in a fast 

manner for any queries. 

viii. Rating and review  

After completing a purchase using the mobile app, users can leave 

ratings and reviews, which can be fed back to the staffs and other 

customers for reference.  

ix. Make offer  

Users can offer a lower price to buy the item, and the staff can choose 

whether to accept or reject the offering. On top of that, the staff can 

decide which products that allow users to make offer. 

x. Delivery option selection  
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When users purchased an item using the mobile app, they can choose 

whether they want to pick up the item in the physical store or let the staff 

to ship the item to their address.  

xi. Social media sharing  

Users can share the product’s information via social media platforms, 

such as Facebook, WhatsApp, WeChat, etc 

 

2.4 Software Development Methodology 

Software development lifecycle consists of four basic phases which are planning, 

analysis, design, and implementation. Software development methodology 

defines a formal approach on how to implement the SDLC with a specific 

workflow and different methodologies may vary with each other’s. Each of the 

methodology is unique in terms of the sequence and emphasis it focuses on each 

SDLC phases (Tegarden, Dennis and Wixom, 2013). These SDLC models has 

its own level of effectiveness based on the characteristic of the software project. 

Therefore, it is important for the developers to select a suitable development 

methodology for their project in order to deliver a software product that meets 

client expectations while staying on schedule and under budget. In this section, 

four development methodology will be further study and discuss, which are 

waterfall methodology, v-model methodology, agile methodology, and 

prototyping methodology. 

 

2.4.1 Waterfall Methodology 

 

Figure 2.4 Waterfall Model (Tegarden, Dennis and Wixom, 2013) 
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Waterfall technique is a conventional methodology that follows a sequential 

development strategy, in which the SDLC phases are completed one after the 

other without overlap (Chowdhury, et al., 2020). Only after the current phase is 

complete does the next phase begin. All phases will end with some key 

deliverables, and it will become the input for the next phase after approval form 

the project sponsor (Tegarden, Dennis and Wixom, 2013). For example, before 

moving on to the design phase, all of the user requirements must be gathered, 

documented, and approved by the stakeholders.  

As the requirements are identified in the early phase, the developers have 

a better understanding and clarity of the features to be included in the system. 

Therefore, at the end of the development process, the developers are better able 

to deliver a system that satisfies the clients’ expectations. However, the 

waterfall model is a one-way process that does not encourage any reverse 

process after it starts. Hence, any changes to the requirements will not be 

accepted at all times once the requirements specification is finalized and 

approved by all the stakeholders. If the clients request for changes at 

development phase, their request will not be included in the current release, and 

this will result low clients’ satisfaction. 

After a review of the waterfall methodology, this methodology is not be 

considered in this project due to its nature of resisting any changes to the user 

requirements in the middle of SDLC processes.  Therefore, it is not suitable for 

this project due to the unclear user requirements and the clients may request for 

changes at any time. Also, each SDLC phases in the waterfall model takes a 

long time to process, which means that clients only get a chance to try out the 

working system almost at the end of the project. If the clients do not satisfy with 

the interface design or the working flow of the system, the whole SDLC cycle 

needed to be repeat again to implement the changes and the project may not be 

able to finish within the schedule. 
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2.4.2 V-Model Methodology 

 

Figure 2.5 V-Model (Kumar and Bhatia, 2014) 

 

V-model which also known as validation and verification model is an alternative 

form of the waterfall model that emphasizes testing throughout the SDLC 

processes. After the coding phase, the process steps are twisted upwards to form 

the V shape, rather than continuing down linearly as the waterfall model. The 

left side of the V-model consists of the analysis and design activities while the 

right side consists of the test and integration activities of the SDLC. For each of 

the analysis and design phases, there is an associated testing phase in its opposite 

side (Kumar and Bhatia, 2014). It means that the deliverables of each analysis 

and design activity are prepared with the associated test plans and then verified 

when comes to the test phases.  

In this development model, developers and testers will work parallelly, 

in order to develop correspond test plan for each of the development phase. 

After the developers finish the coding, the project moves into the testing phases 

of the SDLC where the previously established test plans are placed to perform 

testing. The advantage of using this methodology is the involvement of the 

testing in the early stage, which can help to eliminate the potential bugs and 

defects earlier, thus deliver a high-quality product at the end of the project cycle. 

However, V-model has the same issue as the waterfall model, which is rigid and 

limited flexibility to changes (Kumar and Bhatia, 2014). Any changes in the 

middle of the development process are difficult and costly because not only the 
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requirement documents needed to be updated but all the test plan that developed 

from the beginning needed to be updated as well to adapt the changes. 

Due to the limitation that stated above, this model is not suitable for this 

project. The requirement for this project is not clear enough to defined clearly 

at the early stage. It has to go through several discussions with clients in this 

project, any changes may happen in the middle of the development process. 

Therefore, if all the test plans are starting to develop from the beginning, it may 

need frequent changes, which can be time consuming, and developer may end 

up lack of time to finish this project.  In short, the waterfall approach and V-

model are only suitable for the small project where the requirements can be 

easily and clearly defined. These two development models are not suitable for 

projects that involve many changes on the user requirements. 

 

2.4.3 Agile Methodology 

 

Figure 2.6 Agile Methodology (Balaji and Murugaiyan, 2012) 

 

Agile methodology is a subgroup of evolutionary models that develop software 

incrementally and iteratively. The agility of this methodology is reflected in the 

rapid production and delivery of working solutions, with less focus on the 

planning and documentation in the early stages (Tegarden, Dennis and Wixom, 

2013). Each of iteration of the development process takes comparatively short 
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time and comes with a small part of the final product. The customer involvement 

of this methodology is very high by focus the constant face-to-face 

communication between the developers and customers, and continuous delivery 

of software to customers in order to maximize the customer satisfaction. As a 

result, agile methodology is very flexible to the changing of the requirements. 

Due to the high involvement of customers and rapid development cycles, 

customers can request for any changes based on the current version of release 

(Casteren, 2017). The request for changes will be adopted in the next iteration 

and the new version of the system will be handed to customers shortly. 

There are several variations of agile model, which are Scrum, Dynamic 

System Development Method, Extreme Programming, Feature Driven Model, 

and Crystal (Chowdhury, et al., 2020). The most significant advantage of 

adopting an agile model is its high degree of acceptance of changing 

requirements and the nature of rapid and continuous delivery systems 

maximizes customer satisfaction. However, because it is an incremental 

development model, developers do not know the scope and specifications of the 

final product at the outset, making it difficult for them to predict how much 

effort, time, and other resources to devote to the software project. These 

challenges will become more apparent as the project grows in size and 

complexity (Balaji and Murugaiyan, 2012).  

Based on the above study on the agile methodology, it is not suitable for 

this project even it provides the flexibility on changing of the requirements. This 

is because it places a greater emphasis on building a working system and 

delivering it to clients as quickly as possible, resulting in a lack of actual 

documentation written during the development processes. Therefore, it is not 

suitable for an inexperienced developer to adopt this methodology alone without 

the assistance of senior developers. The inexperienced developer may be unable 

to carry out the project smoothly with the unclear objectives, scopes, design, 

and business domain of the project. 

 

2.4.4 Prototyping Methodology 

Prototyping methodology focuses on developing prototypes, and a prototype is 

a quick and dirty version of a system created for clients and developers to have 

an idea of how the actual system looks and functions (Tegarden, Dennis and 
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Wixom, 2013). In this methodology, a system prototype is delivered as the 

outcome after performing the analysis, design, and implementation phases in 

SDLC. These three phases are repeated as a cycle, and the prototype is 

continuously improved until it meets customer satisfaction (Tegarden, Dennis 

and Wixom, 2013). There are two types of prototyping methodology, which are 

the evolutionary prototyping and throwaway prototyping. 

 

Figure 2.7 Evolutionary Prototyping Model (Tegarden, Dennis and Wixom, 

2013) 

 

For the evolutionary prototyping, the first prototype is usually the first 

version of the system that only implemented with very limited functionality. 

After the first prototype is developed, it is passed to the customers or project 

sponsors for trial and then provide feedback regarding the interface design as 

well as the fulfilment of the user requirements that will be served as inputs to 

the next iteration of the three SDLC phases. After the next cycle of analysis, 

design, and implementation processes, the second version of the prototype with 

additional features implemented is produced based on clients’ feedback from 

the previous iteration. This process repeats until the clients satisfy with the 

system prototype and the developers can proceed to the final implementation to 

develop the actual system from the prototype (Tegarden, Dennis and Wixom, 

2013). 
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Figure 2.8 Throwaway Prototyping Model (Tegarden, Dennis and Wixom, 

2013) 

 

Unlike the evolutionary prototyping model, the prototype that used in 

the throwaway prototyping is not a real working system, but it is a design 

prototype that helps clients to more understand on the possible issues that may 

face when developing the system (Tegarden, Dennis and Wixom, 2013). By 

developing the design prototype, it can help to reduce the potential risk 

especially when the clients are not completely clear about how the system 

should work. The design prototype will not be implemented to be a part of the 

system, it may be discarded once the issue is discussed and understood by the 

developers and clients. In contrast, the prototype in the evolutionary prototyping 

will be continuously added-on new features and the prototype will become the 

final product at the end of the development process (Tegarden, Dennis and 

Wixom, 2013). 

The prototyping methodology has similar characteristics to the agile 

methodology in that both are iterative and incremental models that continuously 

deliver systems for client feedback. This can help the developers to identify all 

the missing important features and refine the unclear requirements with the use 

of prototype (Tegarden, Dennis and Wixom, 2013). A high degree of user 

involvement helps developers better understand the real needs of users and 

develop high-quality systems that users are satisfied with.  

In conclusion, evolutionary prototyping methodology will be used in this 

project as the software development methodology. This is due to the high level 

of user engagement practiced in this approach that is suitable for this project, as 
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we need to constantly communicate with our clients to understand their 

requirements and business domain in order to deliver a system that is compatible 

with their needs. Prototypes can be used not only to clarify any ambiguous 

requirements, but also to help detect errors and defects in early phase resulting 

from misunderstandings and misinterpretations of requirements. In addition, the 

clients can continuously provide some feedback to the overall interface design 

through a review of the prototypes. The user interface design can be improved 

and redesigned through multiple iterations based on feedback from the clients 

so that a more user-friendly system can be developed at the end of the project. 



44 

2.4.5 Comparison of Software Development Methodologies 

Table 2.2 Comparison Matrix of Software Development Methodologies 

Ability to 

Develop 

Systems 

Waterfall V-Model Agile Prototyping 

With Unclear 

User 

Requirements 

Poor. 

The waterfall 

methodology is a one-way 

process that does not 

encourage any reverse 

process. All the user 

requirements should be 

clearly defined in the 

early phase and does not 

allow any changes.  

 

Poor. 

The test plans are 

developed from the 

beginning, so any changes 

on the user requirements 

will cause the rework of all 

development 

documentations as well as 

test plans, which is costly 

and time consuming. 

Good. 

The development process will 

go through several iterations. 

The system will be 

continuously delivered to the 

users and get the feedback. The 

developers can keep redefine 

the user requirements based on 

the feedback until all the 

requirements is clarified.  

Good. 

The development process will 

go through several iterations. 

The prototype will be 

continuously delivered to the 

users and get the feedback. The 

developers can keep redefine 

the user requirements based on 

the feedback until all the 

requirements is clarified.  
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With 

Unfamiliar 

Technology 

Good. 

Each of the phase takes 

longer time to complete, 

thus the developer will 

have enough time to 

investigate and learn the 

new technology before 

entering the development 

phase. 

Good. 

Similar to the waterfall 

methodology, the 

developer will have the 

opportunity to discover and 

learn the new technology 

during the analysis and 

design phases. 

Poor. 

The agile methodology focuses 

on the rapid delivery of system 

to the client, so the development 

process will take place in the 

early stages. The developer may 

not have enough time to learn 

the new technology needed for 

the project. 

Medium. 

Even though the developer 

needs to develop a prototype in 

the early stages, but the early 

prototypes usually just touch 

the surface of the new 

technology. The developer may 

have experience and adopt the 

new technology after 

developing some prototypes. 

 

That Are 

Complex 

Good. 

The time taken for each 

phase of the waterfall 

methodology is longer, 

Good. 

A complex system requires 

careful and detailed 

analysis and design, and 

each analysis and design 

Poor. 

As the system is getting more 

complex, it is hard for the agile 

methodology to perform well 

because it only focuses on the 

Evolutionary prototyping – 

Poor. 

Same as the agile methodology, 

evolutionary prototyping only 

focuses on developing the 
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thus it is suitable to handle 

the complex projects. 

phases in the V-model are 

assigned with a test phase 

to verify the deliverables, 

thus ensuring high quality 

of the complex system 

developed. 

system development without 

detailed and careful analysis 

and design processes up front.  

 

working prototype without 

detailed and careful analysis 

and design processes up front.  

  

Throwaway prototyping – 

Good.  

Unlike the evolutionary 

prototyping, the prototype in 

the throwaway prototyping is 

only used for clarifying the 

requirements, there is still a 

detailed analysis and design 

performed before the 

implementation of the actual 

system. 
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With a Short 

Time Schedule 

Poor. 

Each of the phase of the 

waterfall methodology 

takes a longer time to 

complete because it is not 

an iterative model, thus it 

is not appropriate for the 

project that has short time 

schedule. 

Poor. 

Each phase of the V-model 

also takes a long time to 

complete due to the 

preparation of the 

corresponding test plans 

and the execution of the 

validation process for each 

analysis and design phases. 

Good.  

Avoid of spending much time 

on defining the user 

requirements and preparing the 

documents in the early phases. 

The develop of system started 

from the beginning, the 

redefining of requirements and 

the improvement of the system 

were carried out 

simultaneously, which 

shortened the schedule. 

Good. 

Similar to the agile 

methodology, does not spend 

much time to define the 

complete user requirements in 

the early phases. The 

development of prototype 

started from the beginning, the 

redefining of requirements and 

the improvement of the 

prototype were carried out 

simultaneously, which 

shortened the schedule. 
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2.5 Negotiation in E-Commerce 

Negotiation in e-commerce is a process between sellers and buyers in order to 

establish an agreement that is favourable to both parties by taking into account 

several aspects of a product, which commonly includes product price, quality, 

delivery (Rodrigues, 2018). According to Rodrigues (2018), a negotiation 

process is an iterative back and forth process where one party will start with 

making an offer to another party, then another party evaluating the offer and 

making counteroffer based on their interest. The negotiation process goes 

iteratively and end with a final agreement that should benefits for both parties. 

 

2.5.1 Alternating Offer Protocol 

Alternating offer protocol also known as sequential bargaining is a traditional 

way of bargaining between two parties which does not require any prior 

knowledge or rules (Rodrigues, 2018). In this protocol, seller and buyer will 

take turn to make offer and counteroffer until both parties accept the offer. This 

process is illustrated in diagram in Figure 2.9 below. The seller initiates the 

process by labelling price for a product on the shop. When the buyer has 

intention to buy the product, the buyer has to make decision whether to accept 

the price or not. If the buyer thinks that the product is not worth with the price 

labelled, he can raise a counteroffer to the seller, and now is the turn for the 

seller to decide whether to accept the offer or make a counteroffer again. This 

process continues until one party accept the offer made by another party and 

reach an agreement. 

 

Figure 2.9 Alternating Offer Protocol (Rodrigues, 2018) 
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2.5.2 Rule-based automated approach 

In rule-based negotiation approach, software agent is used to help the seller to 

automatically negotiate the price based on the rules predefined and stored in the 

agent (Rodrigues, 2018). In the negotiation process, the agent uses decision-

making statements to make the offer or counteroffer that could bring the 

maximum payoff. The automated decision making is supported and 

implemented by using Artificial Intelligence techniques, where the software 

agent will act and behaviour like the seller through iterative learning process 

and help the seller to make the best decision in the negotiation process 

(Rodrigues, 2018). 

 

2.5.3 Conclusion 

In conclusion, the negotiation feature of this project will refer to the alternating 

offer protocol. Both the buyer and the seller make offers and counteroffers on 

the price of the product and ultimately reach a mutually satisfactory deal. The 

main purpose of having this negotiation feature in this project is to clear out the 

items that have been in stock for too long, hence, the manager of the shop can 

determine which items are available for negotiation by using the system. 

Therefore, it is not necessary to have an automated negotiation system since the 

negotiation requests is not too heavy to handle. 
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CHAPTER 3 

 

3 METHODOLOGY AND WORK PLAN 

 

3.1 Introduction 

This chapter will cover the discussion in detail of the software development 

methodology phases, following by the development tools, and the project plan 

with work breakdown structure and Gantt chart. 

 

3.2 Software Development Methodology 

After reviewing and comparing on four different types of software development 

methodologies in Chapter 2, the approach selected for this project is the 

evolutionary prototyping model as it is most suitable to this project as discussed 

earlier. Figure 3.1 shows the overall development cycle of evolutionary 

prototyping model in diagram. 

 

 

Figure 3.1 Evolutionary Prototyping Model (Tegarden, Dennis and Wixom, 

2013) 

 

3.2.1 Planning Phase 

In the planning phase of this project, an interview was conducted with the staff 

of Bargain Basement to understand their current working flow starting from 

receiving donation from public until selling product to customers. The problems 

of their current process or workflow as well as the limitations on the 

functionality of the Bargain Basement website were identified and became the 
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problem statements of this project. The problem statements of this project can 

be split into two aspects, one is about the problems on the inventory 

management, another is about the functionality of the current Bargain Basement 

website. 

After finish identifying the problem statements, the objective of this 

project was established which is to develop a cross platform system to solve the 

problems faced by Bargain Basement as stated above. The project solution, 

project approach, and project scopes were determined and proposed after the 

problem statements were clearly defined. The proposed project solution 

suggests a way that can solve the problems identified previously by developing 

a system. The project approach was determined by selecting a development 

methodology that most fit to the project nature. An appropriate development 

methodology can make the development cycle more structured and organized 

by acting as a guideline to the developer. The project scope outlined what are 

the necessary features to be included in order to meet the project’s goals. 

After determined the project scope, a work breakdown structure was 

developed. The work breakdown structure listed all the tasks and subtasks to be 

carried out in this project. Then, a Gantt Chart was created to define the schedule 

of the project by allocating the time frame for each task and subtask in the WBS.   

 

3.2.2 Requirement Gathering Phase 

To gather the requirements of this project, several activities were carried out, 

which includes the interview with the staff of Bargain Basement, distribution of 

questionnaire to public, and the review of existing online second-hand 

marketplaces applications. 

The online interview with the staff of Bargain Basement was conducted 

on Google Meet, where a set of interview questions was prepared and reviewed 

by my supervisor, Dr. Winnie before conducting the interview. During the 

interview session, the questions were asked to better understand their daily 

operations which includes the workflow of processing the donated items and 

how they manage the inventory for their physical and online shop. 

Besides, the questionnaire consisted of 10 closed-ended and open-ended 

questions was prepared and sent out through online platforms such as Facebook 

and WhatsApp. The purposes of conducting the questionnaire are to understand 



52 

people’s behaviour on shopping online second-hand marketplaces, awareness 

on the online charity shop in Malaysia, and their ideas on the features should be 

implemented by an online charity retail shop mobile app. At the end, the 

questionnaire managed to collect the responses from 30 respondents. 

Next, the review and evaluation of the online second-hand marketplace 

mobile applications was conducted. Total of 3 mobile applications were selected 

which are Carousell, eBay, and Mudah.my as these are the most popular and 

commonly used online second-hand marketplaces in Malaysia. These 3 

applications were studied and compared to identify the common and important 

features to be included in the mobile app of this project. As the bargaining 

feature was identified as the key feature of a second-hand retail app and it will 

be implemented in this project, the bargaining process in e-commerce was 

studied by reviewing literature.  

At the end of this phase, the functional and non-functional requirements 

were identified after going through all the requirement gathering processes.  

 

3.2.3 Prototype Implementation Phase 

The prototype development and implementation phase in this project will be 

divided into three iterations. The prototype will keep enhanced and refined 

iteratively and it will finally be implemented into the final system after going 

through the three iterations.  

 

3.2.3.1 First Iteration 

The first iteration of the prototype implementation was focus on the front-end 

development of the system which only includes the user interfaces for both 

mobile and web application. At the design phase, the use case diagram and use 

case description were developed to represent how the users interact with the 

system. Use case diagram illustrates the functionality of the system in overview, 

while use case description provides the details of each use case.  

Based on the use case diagram and use case description, a preliminary 

prototype that without back-end system was developed. The preliminary 

prototype was sent to the end users to get their feedback on the interface design 

of the system. The feedback was recorded and will be implemented in the 

second iteration of prototype development. 
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3.2.3.2   Second Iteration 

In the second iteration, the interface design of the prototype was refined based 

on the feedback collected in the first iteration. The missing requirements as well 

as the use cases also identified during the evaluation of the first prototype. 

Besides, the activity diagram and entity relationship diagram were 

designed and developed during this phase. These diagrams were useful as a 

guild line for the developer during the back-end development by visualizing the 

overall flow of data and business process in the system.  

Next, the back-end part of both web application and mobile application 

was developed and implemented in the prototype. All the features and system 

modules were developed in sequence as per mentioned in the project schedule. 

The database for the system was created with all the database tables as stated in 

the entity relationship diagram. 

At the end of the development process in this iteration, the first 

functional prototype was developed. Same as the first iteration, the prototype 

developed was again tested by the end users for gaining their feedback on the 

functionality of the prototype. 

 

3.2.3.3   Third Iteration 

The final iteration of the project focuses on identify and make refinement if 

there are any defects on the functionality of the prototype due to missing or 

misinterpretation of requirements. The refined prototype was sent to the end 

users for the last evaluation, and the prototype was again refined according to 

their feedback. The user requirements were clearly defined and finalized at this 

stage, and the final prototype was accomplished all the requirements. 

 

3.2.4 Testing Phase 

Once the final prototype was developed, it will be tested through several 

software testing mechanisms which involved unit testing, integration testing, 

user acceptance testing, and usability testing in order to ensure the quality of the 

final system developed. 

 12 users were selected to participate in the user acceptance test to 

evaluate both the mobile app and the web app. After the testers finished their 
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user acceptance tests, they were required to fill out a user satisfaction survey 

form for the usability testing. The results of the user satisfaction survey were 

tabulated and analysed. 

 

3.3 Development Tools 

3.3.1 Laravel 

Laravel is a PHP framework for web application development. Laravel adopts 

the Model-View-Controller (MVC) architecture where it separates the web 

application into three different logical components which are the model, view, 

controller. With the separation of front and back-end components, the developer 

can understand better with the architecture of the framework and thus fasten the 

development process. Besides, Laravel simplified the implementation of 

common features such as authentication, authorization, routing, sessions, and 

caching which are necessary for the system development of this project. 

 

3.3.2 React Native 

React Native is a JavaScript framework that used for creation of native mobile 

applications that can run on both Android and iOS mobile operating systems. 

By adapting React Native in mobile application development, the developer 

only needs to code an application, instead of code two separate applications for 

Android and iOS platforms. This saves the developer a lot of time and cost at 

the same time ensured the extendibility of the project.  

 

3.3.3 Bootstrap 

Bootstrap is a front-end framework that help in fast development and design of 

the interfaces of web applications. Bootstrap provides a large number of pre-

styled components such as buttons, dropdown buttons, input text fields, and 

navigation bars. The developer can directly use the pre-styled components from 

Bootstrap in the web application without needing of define the HTML, CSS, 

and JavaScript for the component’s creation. This will help to fasten the 

development process as many developers are struggling on the components 

creation and waste a lot of time on the defining the CSS for the HTML 

components. 
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3.3.4 MySQL 

MySQL is a relational database management system (RDBMS) that used to 

manage the database of systems. MySQL is one of the most popular databases 

in the world and widely used by popular websites such as Facebook, YouTube, 

WordPress, and Twitter. 

 

3.4 Project Planning 

In this section, a work breakdown structure and a Gantt chart are developed to 

illustrate the scope and schedule of this project. 

 

3.4.1 Work Breakdown Structure (WBS) 

1.0 Planning 

1.1 Study Background of the Project 

1.2 Define Problem Statements 

1.3 Define Project’s Objectives 

1.4 Propose Project Solution 

1.5 Propose Project Approach 

1.6 Determine Project Scope 

1.6.1  Identify Target Users 

1.6.2  Identify Scope Covered 

1.6.3  Identify Project’s Modules 

1.6.4  Identify Topic Out of Scope 

1.6.5  Identify Assumption of Scope 

1.7 Develop Work Plan 

1.7.1 Develop Work Breakdown Structure 

1.7.2 Develop Gantt Chart 

2.0 Requirement Gathering and Elicitation 

2.1 Distribute Questionnaire  

2.1.1  Generate Questions 

2.1.2  Distribute Questionnaire 

2.1.3  Analyse and Interpret the Findings 

2.2 Review on Existing Applications 

2.2.1  Review on Carousell 

2.2.2  Review on eBay 
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2.2.3  Review on mudah.my 

2.2.4  Identify the key features 

2.3 Literature Review 

2.3.1  Research on Online Charity Shop 

2.3.2  Review on Software Development Methodology 

2.3.2.1 Review on Waterfall Methodology 

2.3.2.2 Review on V-Model Methodology 

2.3.2.3 Review on Prototyping Methodology 

2.3.2.4 Review on Agile Methodology 

2.3.3 Research on Bargaining in E-Commerce 

2.4 Writing Literature Review 

3.0 Prototype Development 

3.1 First Iteration 

3.1.1  Determine Use Case Diagram 

3.1.2  Determine Use Case Description 

3.1.3  Develop Prototype 

3.1.4  Collect User Feedback 

3.2 Second Iteration 

3.2.1  Develop Activity Diagram 

3.2.2  Develop ERD Diagram 

3.2.3  Develop Prototype 

3.2.3.1 Customer Account Module 

3.2.3.2 Product Module 

3.2.3.3 Shopping Cart Module 

3.2.3.4 Favourite Module 

3.2.3.5 Offer Module 

3.2.3.6 Order Module 

3.2.3.7 Contact Seller Module 

3.2.3.8 Address Module 

3.2.3.9 Admin Account Module 

3.2.3.10 Product Management Module 

3.2.3.11 Offer Management Module 

3.2.3.12 Order Management Module 

3.2.3.13 Reporting Module 
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3.2.3.14 Customer Management Module 

3.2.3.15 Review Management Module 

3.2.4  Collect User Feedback 

3.3 Third Iteration 

3.3.1  Add-on Missing Requirements 

3.3.2  Refine Prototype 

3.3.3  Collect User Feedback 

3.3.4  Implement Prototype to Final System 

4.0 Testing 

4.1 Perform Unit Testing 

4.2 Perform Integration Testing 

4.3 Perform User Acceptance Testing 

4.4 Perform Usability Testing 

 

3.4.2 Gantt Chart 

 

Figure 3.2 First Part of Gantt Chart 

 

 

Figure 3.3 Second Part of Gantt Chart 
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Figure 3.4 Third Part of Gantt Chart 
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CHAPTER 4 

 

4 PROJECT SPECIFICATION 

 

4.1 Introduction 

In this chapter, the functional and non-functional requirements of this project 

were determined based on the finding on the result of the interview and 

questionnaire conducted. The use case diagram and use case description were 

developed in the following sections to demonstrate the activities that can be 

performed by the users on the system. 

 

4.2 Facts Findings 

4.2.1 Questionnaire 

The questionnaire consisted of 10 closed-ended and open-ended questions was 

prepared and sent out to public through Facebook and WhatsApp. As the result, 

a total of 30 responses were collected. Most of the respondents are between 18 

to 24 years old. All the questions and responses were attached to Appendix A 

and the significant findings are discussed below. 

 

Figure 4.1 Platform Used for Online Shopping 

 

Based on Figure 4.1, more than half of the respondents (56.7%) are 

usually use mobile application to shop online. Therefore, it is necessary for 

Bargain Basement to develop a mobile application in order to expand the 

customers reach. 
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Figure 4.2 Challenges Encountered When Shopping Online Second-Hand 

Marketplace 

 

Based on Figure 4.2, the challenges encountered by respondents are 

summarized and listed in below table. 

 

Table 4.1 Challenges Encountered When Shopping Online Second-Hand 

Marketplace 

Challenges Encountered Number of 

Respondents 

Unable to gauge the exact conditions of the items 14 (46.7%) 

Based on your experience, what are your biggest challenges when shopping online 

second-hand marketplace? 

30 responses 

I am not sure if the product is in a good condition a not 

Not sure whether the item is in good condition as stated by seller 

Cant f ind the things i want 

price 

no sure the quality 

The condition of the item. 

Uncertain of the product's quality 

i dont like the layout. it make me hard to shop. 

Unable to gauge the exact conditions of second-hand items 

Scammer everywhere 

Negotiate price 

unsure 

Hard to f ind my fav piece 

having to trust the seller 

Scared to be scam 

Knowing the quality of the product 

N/ A 

Find the trustworthy seller 

Unable to assess the quality 

quality of the product and the credibility of the sellers 

The website is very confusing 

Not sure if the quality is well-kept 

Worry about the real condition about the products 

That the quality of the item will be worse than in the picture 

the quality 

fear of authenticity and being scammed 

authenticity 

how to ensure the quality of the item 

encountering scammers 

- 
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Hard to trust the seller 8 (26.7%) 

Hard to find the wanted item 2 (6.7%) 

Poor interface design of the websites. 2 (6.7%) 

Price negotiation 2 (6.7%) 

No issue 2 (6.7%) 

 

Based on Table 4.1, 14 respondents (46.7%) think that they are unable 

to gauge the exact conditions of the items when shopping the online second-

hand marketplaces. To solve this issue, the online shop should provide options 

for customers to choose whether they want to ship the items or pick-up the item 

in the physical stores so they can check the quality of the items before 

completing the transaction. Besides, 8 respondents (26.7%) think that they are 

hard to trust the seller and fear of being scammed by the seller from online 

second-hand marketplaces. Therefore, it is important for the online shop to have 

the rating and review function to help customers to build confidence when they 

see the positive comments and feedback from the other customers.  

 

 

Figure 4.3 Experience of Shopping at Online Charity Shops 

 

Based on Figure 4.3, most of the respondents (93.3%) do not have the 

experience of shopping at online charity shops. Majority of the respondents 
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(73.3%) do not know any online charity thrift shops in Malaysia. It shows that 

the awareness level of the online charity projects among public in Malaysia is 

very low. 

 

 

Figure 4.4 Features Suggested to Be Included in the Mobile App 

 

Based on Figure 4.4, the features suggested by respondents to be 

included in the mobile app are summarized and listed in the table below. 

 

Table 4.2 Features Suggested to Be Included in the Mobile App 

Features Suggested Number of 

Respondents 

User-friendly interface 6 (20%) 

Filtering and categories of items 4 (13.3%) 

Rating and review 3 (10%) 

Check the product physically 2 (6.7%) 

Secure for payment 2 (6.7%) 

Bargain with sellers 1 (3.3%) 

Chat with sellers 1 (3.3%) 

Search by picture 1 (3.3%) 

Search items 1 (3.3%) 

Reservation 1 (3.3%) 

Not relevant 8 (26.7%) 
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Based on Table 4.2, 6 respondents (20%) are expecting the mobile 

application to have a user-friendly interface and ease to use. 4 respondents 

(13.3%) think that filtering and categories of items can help them better to find 

the item they want from the online shop. Besides, 3 respondents (10%) suggest 

the mobile application to have rating and review function to verify the reputation 

of the online shop. Furthermore, 2 respondents (6.7%) hope that they can check 

the product physically to ensure the quality of the pre-loved items and another 

2 respondents (6.7%) look for a secured payment method in the mobile 

application. There are 5 individuals also suggest different features such as 

bargaining with sellers (3.3%), chat with sellers (3.3%), search items (3.3%), 

search items by picture (3.3%), and reservation of item (3.3%).  However, there 

are 8 respondents (26.7%) do not have any idea on it and some of these 

respondents provide suggestions which are not relevant. 

 

 

Figure 4.5 Degree of Agreement on the Positive Impact of Bargaining Feature 

on Online Charity Shop Shopping Intention 

 

Based on Figure 4.5, all the 30 respondents agree that the bargaining 

feature will attract them to shop at the online charity shop. By implementing a 

bargaining feature in the mobile app, customers will have chances to purchase 

items from the shop at a lower price, which may be their motivation to shop at 

the online charity shop. 
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4.2.2 Interview 

The interview was conducted with a staff of Bargain Basement on Google Meet. 

Bargain Basement received the donations from public mainly at the drop-off 

bins provided. However, they do not have a centralized inventory system to 

record all the items in the stores. They are currently using a free stock-recording 

mobile application as their inventory system, but the inventory mobile app is 

only used to record of the products that are been kept in the storeroom. All the 

products that are selling on both physical and online shop will not be recorded 

in the inventory mobile app. This will cause them lost of track on how many 

items are in their stores without having a proper inventory management system.  

In addition, the inventory system of the Bargain Basement website 

does not support a batch upload function that allow the staffs to upload a batch 

of products onto the online shop at once. The staffs are required to manually 

register the products one by one, which is inefficient and time consuming when 

there is a batch of products waiting to be uploaded. 

From the interview, the product batch uploading is necessary to be 

implemented in the system so the staffs can import all product records into the 

system by uploading Excel files. 

 

4.3  Functional Requirements 

4.3.1 Mobile Application 

1. The user shall be able to register a new account using his/her name, 

email, and password. 

2. The user shall be able to login to his/her account using email and 

password. 

3. The user shall be able to view and update his/her profile details. 

4. The user shall be able to reset his/her account password. 

5. The user shall be able to search for products by using product name. 

6. The user shall be able to filter products by product categories and price 

range. 

7. The user shall be able to view products and product details. 

8. The user shall be able to share products through social media. 

9. The user shall be able to add products to his/her shopping cart. 

10. The user shall be able to view products in his/her shopping cart. 
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11. The user shall be able to update the quantity of products in his/her 

shopping cart. 

12. The user shall be able to remove products from his/her shopping cart. 

13. The user shall be able to add products to his/her favourite list. 

14. The user shall be able to view products in his/her favourite list. 

15. The user shall be able to remove products from his/her favourite list. 

16. The user shall be able to make an offer on products. 

17. The user shall be able to view offers in his/her offer list. 

18. The user shall be able to update his/her offers (cancel / accept / 

counteroffer). 

19. The user shall be able to add the accepted offer product to his/her 

shopping cart. 

20. The user shall be able to create new order by checking out his/her 

shopping cart. 

21. The user shall be able to choose a delivery method for his/her orders 

when checking out (standard shipping / self pick up). 

22. The user shall be able to choose a delivery address from his/her address 

book if the delivery method is standard shipping. 

23. The user shall be able to view orders in his/her order list. 

24. The user shall be able to rate and review his/her completed orders. 

25. The user shall be able to contact seller by sending text messages. 

26. The user shall be able to create a new address. 

27. The user shall be able to view addresses in his/her address list. 

28. The user shall be able to update his/her addresses. 

29. The user shall be able to delete his/her addresses. 

 

4.3.2 Web Application 

1. The admin shall be able to register a new admin account using his/her 

name, email, and password. 

2. The admin shall be able to login to his/her admin account using email 

and password. 

3. The admin shall be able to reset his/her admin account password. 

4. The admin shall be able to add a new product into the system. 
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5. The admin shall be able to view products and product details. 

6. The admin shall be able to update the detail of a product. 

7. The admin shall be able to delete a product. 

8. The admin shall be able to import products data into the system using 

Excel files (in .xlsx or .csv format). 

9. The admin shall be able to enable and disable the make offer feature 

for a product. 

10. The admin shall be able to enable and disable the ability of shipping 

for a product. 

11. The admin shall be able to view the offers made by customers. 

12. The admin shall be able to update the offers made by customers (accept 

/ reject / counteroffer). 

13. The admin shall be able to view the orders created by customers. 

14. The admin shall be able to receive a notification email when there is a 

new order created. 

15. The admin shall be able to update the status of an order. 

16. The admin shall be able to view sales reports (daily, monthly, yearly, 

custom date range) generated by the system. 

17. The admin shall be able to view inventory reports generated by the 

system. 

18. The admin shall be able to view customers information in the customer 

list. 

19. The admin shall be able to response to customers’ enquiries by sending 

text messages or images. 

20. The admin shall be able to view the reviews and ratings submitted by 

customers in the review list. 

 

4.4 Non-Functional Requirements 

1. The mobile application shall allow users to use it without the need for 

training. 

2. The system shall be accessible whenever and wherever users have 

access to internet.  
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3. The system shall be able to validate users’ input and show error 

message when there is an invalid input detected. 

4. The system shall be able to prevent any unauthorized personnel to 

access the web application. 
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4.5 Use Case Diagram 

 

Figure 4.6 Use Case Diagram 
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4.6 Use Case Description 

Table 4.3 Use Case – Login Account 

Use Case Name: Login Account ID: 1 Importance Level: High 

Primary Actor: Admin, Customer Use Case Type: Detail, Essential 

Stakeholders:  

Customer – already registered an account wants to use the mobile app. 

Admin – wants to use the web app to manage the online shop. 

Brief Description: “Login Account” use case describe how admin and 

customer login to the system.  

Trigger: Admin or customer wants to log in to his/her account 

Relationships: 

 Association: Customer, Admin 

 Include: -  

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

1. User enters the login page of the system. 

2. User enters the email and password. 

3. User clicks the “Login” button. 

4. System validates the email and password. 

5. System redirects user to home page of the system.  

 

Sub Flows: - 

Alternate / Exceptional Flows: 

4.1 Email and password is not valid 

 4.1.1 System displays “Login failed. User not found.” message. 
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Table 4.4 Use Case – Register Account 

Use Case Name: Register Account ID: 2 Importance Level: High 

Primary Actor: Admin, Customer Use Case Type: Detail, Essential 

Stakeholders:  

Customer – wants to create an account for the mobile app to make purchase. 

Admin – wants to create an account for the web app to manage the online 

shop. 

Brief Description: “Register Account” use case describe how admin and 

customer create a new account.  

Trigger: Admin or customer wants to create a new account 

Relationships: 

 Association: Customer, Admin 

 Include: - 

 Extend: Login Account 

 Generalization: - 

Normal Flow of Events: 

1. User enters the login page of the system. 

2. User clicks the “Register a new account” button. 

3. User enters information such as name, email address, contact number, 

and password. 

4. User clicks the “Register” button. 

5. System validates the information and creates an account for user. 

6. System redirects user to login page. 

 

Sub Flows: - 

Alternate / Exceptional Flows: 

5.1 Email have been used by another user 

 5.1.1 System displays “Your email has been used by someone. 

Please try again with  another email.” message. 
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Table 4.5 Use Case – View Products 

Use Case Name: View Products ID: 3 Importance Level: High 

Primary Actor: Admin, Customer Use Case Type: Detail, Essential 

Stakeholders:  

Customer – wants to view all products listed. 

Admin – wants to view all products in the inventory. 

Brief Description: “View Products” use case describe how admin and 

customer view all products.  

Trigger: Admin or customer wants to view all products. 

Relationships: 

 Association: Customer, Admin 

 Include: - 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

Customer 

1. Customer enters the home page of the mobile app. 

2. System displays all products in a list with basic information such as 

product image, product name, and product price shown for each 

product. 

3. User can view products from a specific category by clicking on the 

category label. 

4. System displays all products from the specific category in a list with 

basic information such as product image, product name, and product 

price shown for each product. 

 

Admin 

1. Admin enters the home page of the web app. 

2. Admin clicks the “Products” label on the side navigation bar. 

3. System displays all products in a list with basic information such as 

product image, product name, product price, product category, and 

product stock shown for each product. 
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Sub Flows: - 

Alternate / Exceptional Flows: - 

 

Table 4.6 Use Case – View Product Details 

Use Case Name: View Product 

Details 

ID: 4 Importance Level: High 

Primary Actor: Admin, Customer Use Case Type: Detail, Essential 

Stakeholders:  

Customer – wants to view details of a particular product. 

Admin – wants to view details of a particular product. 

Brief Description: “View Product Details” use case describe how admin and 

customer view details of a particular product. 

Trigger: Admin or customer wants to view details of a particular product. 

Relationships: 

 Association: Customer, Admin 

 Include: View Products 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

Customer 

1. Perform use case “View Products” for Customer. 

2. Customer clicks on a particular product from the product list. 

3. System redirect customer to product detail page of the particular 

product. 

4. System displays product images, product name, product price, product 

category, product description of the particular product in the product 

detail page. 

 

Admin 

1. Perform use case “View Products” for Admin. 

2. Admin clicks the “View” button on a particular product from the 

product list. 
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3. System redirect display to product detail page of the particular 

product. 

4. System displays images, name, description, category, price, stock, 

weight, length, width, height, offerable, shippable, preloved tag, and 

location of the particular product in the product detail page. 

 

Sub Flows: - 

Alternate / Exceptional Flows: - 

 

Table 4.7 Use Case – Search Product 

Use Case Name: Search Product ID: 5 Importance Level: High 

Primary Actor: Admin, Customer Use Case Type: Detail, Essential 

Stakeholders:  

Admin – wants to search for a particular product. 

Customer – wants to search for a particular product. 

Brief Description: “Search Product” use case describe how admin and 

customer search for a particular product. 

Trigger: Admin or customer wants to search for a particular product. 

Relationships: 

 Association: Customer, Admin 

 Include: View Products 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

Customer 

1. Perform use case “View Products” for Customer. 

2. Customer enters the specific keyword on the search bar and click the 

“Search” icon. 

3. System displays all products related to the keyword in a list. 

4. Customer can filter and sort the search results by clicking the “Filter” 

icon. 

5. Customer chooses the filter and sort criteria. 

6. System displays the filtered and sorted product list. 
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Admin 

1. Perform use case “View Products” for Admin. 

2. Admin enters the specific keyword on the search bar and click the 

“Search” icon. 

3. System displays all products related to the keyword in a list. 

 

Sub Flows: - 

Alternate / Exceptional Flows: - 

 

Table 4.8 Use Case – Add Product to Shopping Cart 

Use Case Name: Add Product to 

Shopping Cart 

ID: 6 Importance Level: High 

Primary Actor: Customer Use Case Type: Detail, Essential 

Stakeholders:  

Customer – wants to add a particular product to shopping cart. 

Brief Description: “Add Product to Shopping Cart” use case describe how 

customer add a particular product to shopping cart. 

Trigger: Customer wants to add a particular product to his/her shopping cart. 

Relationships: 

 Association: Customer 

 Include: View Product Details 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

1. Perform use case “View Product Details” for Customer. 

2. Customer clicks the “Add to Cart” button in the product detail page. 

3. System adds the particular product to customer’s shopping cart and 

displays a success message. 

Sub Flows: - 

Alternate / Exceptional Flows: 

3.1 The product is already in customer’s shopping cart 
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 3.1.1 System displays “This product is already in your shopping 

cart” message. 

 

Table 4.9 Use Case – Add Product to Favourite List 

Use Case Name: Add Product to 

Favourite List 

ID: 7 Importance Level: High 

Primary Actor: Customer Use Case Type: Detail, Essential 

Stakeholders:  

Customer – wants to add a particular product to favourite list. 

Brief Description: “Add Product to Favourite List” use case describe how 

customer add a particular product to favourite list. 

Trigger: Customer wants to add a particular product to his/her favourite list. 

Relationships: 

 Association: Customer 

 Include: View Product Details 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

1. Perform use case “View Products” for Customer. 

2. Customer clicks the “Favourite” icon in the product detail page. 

3. System adds the particular product to customer’s favourite list and 

displays a success message. 

Sub Flows: - 

Alternate / Exceptional Flows: 

3.1 The product is already in customer’s favourite list 

 3.1.1 System removes the product from customer’s favourite list. 

 3.1.2 System displays “Product removed from favourite list” 

message. 
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Table 4.10 Use Case – Manage Shopping Cart 

Use Case Name: Manage Shopping Cart ID: 8 Importance Level: High 

Primary Actor: Customer Use Case Type: Detail, Essential 

Stakeholders:  

Customer – wants to view and update products in shopping cart  

Brief Description: “Manage Shopping Cart” use case describe how customer 

views and updates products in shopping cart. 

Trigger: Customer wants to view and update products in shopping cart. 

Relationships: 

 Association: Customer 

 Include: - 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

1. Customer enters the home page of the mobile app. 

2. Customer clicks the “Shopping Cart” icon in the home page. 

3. System redirects customer to shopping cart page. 

4. System displays all products in customer’s shopping cart in the 

shopping cart page. 

5. Customer can update the quantity of a product in the cart (S-1) and 

remove a product from the cart (S-2). 

Sub Flows:  

S-1: Update Product Quantity in Shopping Cart 

1. Customer clicks the “Plus” or “Minus” button of a product in 

shopping cart. 

2. System updates the quantity of the product in shopping cart. 

S-2: Remove Product from Shopping Cart 

1. Customer clicks the “Remove” icon of a product in shopping cart. 

2. System removes the product from the shopping cart. 

Alternate / Exceptional Flows: - 
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Table 4.11 Use Case – Manage Favourite List 

Use Case Name: Manage Favourite List ID: 9 Importance Level: High 

Primary Actor: Customer Use Case Type: Detail, Essential 

Stakeholders:  

Customer – wants to view and update favourite products  

Brief Description: “Manage Favourite List” use case describe how customer 

view and update favourite products. 

Trigger: Customer wants to view and update favourite products 

Relationships: 

 Association: Customer 

 Include: - 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

1. Perform use case “View Product Details” for Customer. 

2. Customer clicks the “Favourite” icon in the home page. 

3. System redirects customer to favourite list page. 

4. System displays all favourite products in a list. 

5. Customer can remove a product from the favourite list (S-1). 

Sub Flows:  

S-1: Remove Product from Favourite List 

1. Customer clicks on a particular product from the favourite list. 

2. System redirect customer to product detail page of the particular 

favourite product. 

3. Customer clicks the “Favourite” icon in the product detail page. 

4. System removes the product from the favourite list. 

Alternate / Exceptional Flows: - 
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Table 4.12 Use Case – Make Offer 

Use Case Name: Make Offer ID: 10 Importance Level: High 

Primary Actor: Customer Use Case Type: Detail, Essential 

Stakeholders:  

Customer – wants to make offer for a particular product  

Brief Description: “Make Offer” use case describe how customer makes offer 

for a particular product 

Trigger: Customer wants to make offer for a particular product 

Relationships: 

 Association: Customer 

 Include: View Product Details 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

1. Perform use case “View Product Details” for Customer. 

2. Customer clicks the “Make Offer” button in the product detail page. 

3. System pops out a window for customer to enter the offer amount. 

4. Customer enters an offer amount and clicks the “Confirm” button. 

5. System saves the new offer in database and adds to the customer’s 

offer list. 

Sub Flows: - 

Alternate / Exceptional Flows: 

3.1 Customer already make an offer for the product before 

 3.1.1 System displays “You have already made an offer for this 

product before.  Please check your make offer list.” message. 

5.1 Customer enters invalid offer price 

 5.1.1 System displays “Please enter a valid offer price.” message. 

 

  



79 

Table 4.13 Use Case – Manage Offers 

Use Case Name: Manage Offers ID: 11 Importance Level: High 

Primary Actor: Admin, Customer Use Case Type: Detail, Essential 

Stakeholders:  

Customer – wants to view and update their offers made  

Admin – wants to view and response the offers made by customers 

Brief Description: “Manage Offers” use case describe how customer view and 

update their offers made and describe how admin view and response the offers 

made by customers. 

Trigger: Customer wants to view and update their offers made and admin 

wants to view and response the offers made by customers 

Relationships: 

 Association: Customer, Admin 

 Include: - 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

Customer 

1. Customer enters the home page of the mobile app. 

2. Customer clicks the “Offer” label on the bottom navigation bar in the 

home page. 

3. System displays all offers made by customer in a list. 

4. Customer can cancel an ongoing offer by clicking the “Cancel” 

button; accept a counteroffer from seller by clicking the “Accept” 

button; make a new counteroffer to seller by clicking the “Update 

offer” button; add the accepted offer product to the shopping cart by 

clicking the “Add to Cart” button. 

Admin 

1. Admin enters the home page of the web app. 

2. Admin clicks the “Offers” label on the side navigation bar. 

3. System displays all offers made by all customers in a list. 

4. Admin can response to an offer by clicking the “Counteroffer” button, 

“Accept” button or “Reject” button. 
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Sub Flows: - 

Alternate / Exceptional Flows: - 

 

Table 4.14 Use Case – Checkout 

Use Case Name: Checkout ID: 12 Importance Level: High 

Primary Actor: Customer Use Case Type: Detail, Essential 

Stakeholders:  

Customer – wants to checkout his/her shopping cart  

Brief Description: “Checkout” use case describes how customer checkout 

his/her shopping cart 

Trigger: Customer wants to checkout his/her shopping cart 

Relationships: 

 Association: Customer 

 Include: Manage Shopping Cart 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

1. Perform use case “Manage Shopping Cart”. 

2. Customer clicks the “Checkout” button in the shopping cart page. 

3. System redirect customer to the checkout page. 

4. Customer can choose the delivery option whether he/she wants to pick 

up in the physical stores or requests for a standard shipping. 

5. System calculates and shows the total amount need to pay by 

customer. 

6. Customer proceeds to make payment by clicking the ‘Place Order’ 

button. 

 

Sub Flows: - 

Alternate / Exceptional Flows: 

4.1 Customer selects standard shipping as the delivery method 

 4.1.1 Customer chooses a delivery address from his/her address book 

6.1 There is an unavailable item in customer’s shopping cart 
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 6.1.1 System displays “One of the products is unavailable now. 

Please update your cart.” message. 

 

Table 4.15 Use Case – Manage Profile 

Use Case Name: Manage Profile ID: 13 Importance Level: High 

Primary Actor: Customer Use Case Type: Detail, Essential 

Stakeholders:  

Customer – wants to view and update his/her user profile  

Brief Description: “Manage Profile” use case describes how customer views 

and updates his/her user profile 

Trigger: Customer wants to view and update his/her user profile 

Relationships: 

 Association: Customer 

 Include: - 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

1. Customer enters the home page of the mobile app. 

2. Customer clicks the “Profile” label on the bottom navigation bar in 

the home page. 

3. System redirects customer to the user profile page. 

4. Customer clicks the “Edit Profile” label in the user profile page. 

5. System shows the profile details of customer such as name, email 

address, and contact number in the user profile page. 

6. Customer enters the new information in the text field of a particular 

detail and clicks the “Save” button. 

7. System updates the changed customer profile. 

 

Sub Flows: - 

Alternate / Exceptional Flows: 

7.1 Customer enters invalid information for the profile details. 

 7.1.1 System displays “Invalid input, please try again.” message. 
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Table 4.16 Use Case – Add New Product 

Use Case Name: Add New Product ID: 14 Importance Level: High 

Primary Actor: Admin Use Case Type: Detail, Essential 

Stakeholders:  

Admin – wants to add new product into the inventory of the system.  

Brief Description: “Add New Product” use case describes how admin adds 

new product into the inventory of the system. 

Trigger: Admin wants to add new product into the inventory of the system. 

Relationships: 

 Association: Admin 

 Include: - 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

1. Admin enters the home page of the web app. 

2. Admin clicks the “Products” label on the side navigation bar in the 

home page. 

3. Admin clicks the “Add New Product” button. 

4. Admin enters the details of the product and clicks the “Save” button. 

5. System stores the information of the new product into the database. 

Sub Flows: - 

Alternate / Exceptional Flows: 

3.1 Alternative option to add new products 

 3.1.1 Admin clicks the “Import Products” button. 

 3.1.2 Admin uploads an Excel file (.csv) that contains the organized 

products data. 

 3.1.3 System reads the Excel file and import all the products in the 

Excel file into the database. 

5.1 Admin enters invalid information for the product details. 

 5.1.1 System displays “Invalid input, please try again.” message. 
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Table 4.17 Use Case – Edit Product 

Use Case Name: Edit Product ID: 15 Importance Level: High 

Primary Actor: Admin Use Case Type: Detail, Essential 

Stakeholders:  

Admin – wants to edit a particular product.  

Brief Description: “Edit Product” use case describes how admin edits a 

particular product. 

Trigger: Admin wants to edit a particular product. 

Relationships: 

 Association: Admin 

 Include: View Products 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

1. Perform use case “View Product Details” for Admin. 

2. Admin clicks the “Edit” button on the detail page of the product. 

3. Admin enters the new information in the text field of a particular detail 

and clicks the “Save” button. 

4. System updates the changed product details to the database. 

Sub Flows: - 

Alternate / Exceptional Flows: 

4.1 Admin enters invalid information for the product details. 

 4.1.1 System displays “Invalid input, please try again.” message. 
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Table 4.18 Use Case – Delete Product 

Use Case Name: Delete Product ID: 16 Importance Level: High 

Primary Actor: Admin Use Case Type: Detail, Essential 

Stakeholders:  

Admin – wants to delete a particular product.  

Brief Description: “Delete Product” use case describes how admin deletes a 

particular product. 

Trigger: Admin wants to delete a particular product. 

Relationships: 

 Association: Admin 

 Include: View Products 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

1. Perform use case “View Products” for Admin. 

2. Admin clicks the “Delete” button on the row of a particular product. 

3. System prompts admin to confirm the delete action. 

4. Admin clicks the “Confirm” button. 

5. System deletes the particular product from the database. 

Sub Flows: - 

Alternate / Exceptional Flows: - 

 

  



85 

Table 4.19 Use Case – Manage Orders 

Use Case Name: Manage Orders ID: 17 Importance Level: High 

Primary Actor: Admin, Customer Use Case Type: Detail, Essential 

Stakeholders:  

Customer – wants to view his/her orders created 

Admin – wants to view and update orders created by customers 

Brief Description: “Manage Orders” use case describe how customer view 

his/her orders created and describe how admin view and update orders created 

by customers. 

Trigger: Customer wants to view their orders created and admin wants to view 

and update orders created by customers. 

Relationships: 

 Association: Customer, Admin 

 Include: - 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

Customer 

1. Customer enters the home page of the mobile app. 

2. Customer clicks the “Profile” label on the bottom navigation bar in 

the home page. 

3. System redirects customer to the user profile page. 

4. Customer clicks the “Orders” label in the user profile page. 

5. System displays all orders created by customer with its status in a list. 

6. Customer clicks on an order from the list 

7. System redirect customer to order detail page of the particular order. 

 

Admin 

8. Admin enters the home page of the web app. 

9. Admin clicks the “Orders” label on the side navigation bar. 

10. System displays all orders by all customers in a list. 

11. Admin can update status of a particular order by clicking the “Update 

Status” button. 
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12. Admin clicks the “Update” button after updating the order status. 

13. System updates the new status for the order to the database. 

Sub Flows: - 

Alternate / Exceptional Flows: - 

 

Table 4.20 Use Case – Rating and Review 

Use Case Name: Rating and Review ID: 18 Importance Level: High 

Primary Actor: Customer Use Case Type: Detail, Essential 

Stakeholders:  

Customer – wants to rate and review on his/her purchase. 

Brief Description: “Rating and Review” use case describes how customer 

rates and reviews on his/her purchase. 

Trigger: Customer wants to rate and review on his/her purchase. 

Relationships: 

 Association: Customer 

 Include: Manage Orders 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

1. Perform use case “Manage Orders”. 

2. Customer clicks “Rate and Review” button on a completed order from 

the order list. 

3. System redirect customer to the rate and review page. 

4. Customer gives the rating and fills in the review. 

5. Customer clicks the “Submit” button. 

6. System saves the rating and review to the database. 

Sub Flows: - 

Alternate / Exceptional Flows:  

6.1 Customer already submitted a review on the order before 

 6.1.1 System displays “You have reviewed this order before.” 

message. 
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Table 4.21 Use Case – View Sales Reports 

Use Case Name: View Sales Reports ID: 19 Importance Level: High 

Primary Actor: Admin Use Case Type: Detail, Essential 

Stakeholders:  

Admin – wants to view sales reports (daily, monthly, yearly, custom date 

range) of the online shop. 

Brief Description: “View Sales Reports” use case describes how admin view 

sales reports (daily, monthly, yearly, custom date range) of the online shop. 

Trigger: Admin wants to view sales reports (daily, monthly, yearly, custom 

date range) of the online shop. 

Relationships: 

 Association: Admin 

 Include: - 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

1. Admin enters the home page of the web app. 

2. Admin clicks the “Sales Report” label on the side navigation bar. 

3. Admin chooses whether he/she wants to view daily, monthly, yearly, 

or custom date range sales report by clicking the respective label. 

4. System displays the detailed information of the sales report. 

Sub Flows: - 

Alternate / Exceptional Flows: - 
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Table 4.22 Use Case – View Inventory Reports 

Use Case Name: View Inventory 

Reports 

ID: 20 Importance Level: High 

Primary Actor: Admin Use Case Type: Detail, Essential 

Stakeholders:  

Admin – wants to view inventory reports (summary, product upload history, 

performance report) of the online shop. 

Brief Description: “View Inventory Reports” use case describes how admin 

view inventory reports (summary, product upload history, performance 

report) of the online shop. 

Trigger: Admin wants to view inventory reports (summary, product upload 

history, performance report) of the online shop. 

Relationships: 

 Association: Admin 

 Include: - 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

1. Admin enters the home page of the web app. 

2. Admin clicks the “Inventory Report” label on the side navigation bar. 

3. Admin chooses whether he/she wants to view summary, product 

upload history, performance report by clicking the respective label. 

4. System displays the detailed information of the inventory report. 

Sub Flows: - 

Alternate / Exceptional Flows: - 
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Table 4.23 Use Case – Contact Seller 

Use Case Name: Contact Seller ID: 21 Importance Level: High 

Primary Actor: Customer, Admin Use Case Type: Detail, Essential 

Stakeholders:  

Customer – wants to contact seller from the mobile app. 

Admin – wants to respond to customer inquiries. 

Brief Description: “Contact Seller” use case describes how customer contacts 

seller from the mobile app and how admin responds to customer inquiries. 

Trigger: Customer wants to contact seller from the mobile app and admin 

wants to respond to customer inquiries. 

Relationships: 

 Association: Customer, Admin 

 Include: - 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

Customer 

1. Customer enters the home page of the mobile app. 

2. Customer clicks the “Profile” label on the bottom navigation bar in 

the home page. 

3. System redirects customer to the user profile page. 

4. Customer clicks the “Contact Us” label in the user profile page. 

5. System displays all the chat records between customer and seller in a 

chat box. 

6. Customer enters a text message and click the “Send” button. 

7. System saves the text message to the database and updates the chat 

box. 

Admin 

1. Admin enters the home page of the web app. 

2. Admin clicks the “Customer Service” label on the side navigation bar. 

3. Admin clicks on a customer name from the list. 

4. System displays all the chat records between customer and seller in a 

chat box. 
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5. Admin enters a text message and clicks the “Send” button. 

6. System saves the message to the database and updates the chat box. 

Sub Flows:  

Admin 

5.1 Admin can choose to send images to customer 

 5.1.1 Admin clicks the “Paper clip” icon. 

 5.1.2 Admin selects an image file from local storage and clicks the 

“Send” button. 

 5.1.3 System uploads the image to the database updates the chat box. 

Alternate / Exceptional Flows: - 

 

Table 4.24 Use Case – Social Media Sharing 

Use Case Name: Social Media Sharing ID: 22 Importance Level: High 

Primary Actor: Customer Use Case Type: Detail, Essential 

Stakeholders:  

Customer – wants to share a product through social media. 

Brief Description: “Social Media Sharing” use case describes how customer 

share a product through social media. 

Trigger: Customer wants to share a product through social media. 

Relationships: 

 Association: Customer 

 Include: View Product Details 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

1. Perform use case “View Product Details” for Customer. 

2. Customer clicks the “Share” icon in the product detail page. 

3. Customer selects one of the social media apps installed in the mobile 

phone. 

4. System opens the social media app and paste the product image and 

details on the app. 

Sub Flows: - 

Alternate / Exceptional Flows: - 
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Table 4.25 Use Case – Reset Password 

Use Case Name: Reset Password ID: 23 Importance Level: High 

Primary Actor: Admin, Customer Use Case Type: Detail, Essential 

Stakeholders:  

Admin – wants to reset his/her account password. 

Customer – wants to reset his/her account password. 

Brief Description: “Reset Password” use case describes how admin and 

customer reset their account password. 

Trigger: Admin or customer wants to reset his/her account password/ 

Relationships: 

 Association: Customer, Admin 

 Include: - 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

1. User enters the login page of the system. 

2. User clicks the “Forgot password” label. 

3. User enters his/her account email address and clicks the “Send 

password reset link” button. 

4. System validates the email address and sends a password reset link to 

the email address. 

5. User opens the email and clicks the “Reset Password” button in the 

email. 

6. User enters the new password and confirm password and clicks the 

“Reset Password” button in the password reset page. 

7. System validates the new password and update user account with the 

new password in the database. 

8. System displays “Password updated successfully.” message 

Sub Flows: - 

Alternate / Exceptional Flows:  

4.1 User enters invalid email address. 

 4.1.1 System displays “Please enter a valid email address.” message. 
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7.1 User enters invalid password. 

 7.1.1 System displays “Please enter a valid password.” message. 

 

Table 4.26 Use Case – Add New Address 

Use Case Name: Add New Address ID: 24 Importance Level: High 

Primary Actor: Customer Use Case Type: Detail, Essential 

Stakeholders:  

Customer – wants to add new address into his/her address book 

Brief Description: “Add New Address” use case describes how customer add 

new address into his/her address book. 

Trigger: Customer wants to add new address into his/her address book. 

Relationships: 

 Association: Customer 

 Include: - 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

1. Customer enters the home page of the mobile app. 

2. Customer clicks the “Profile” label on the bottom navigation bar in 

the home page. 

3. System redirects customer to the user profile page. 

4. Customer clicks the “My addresses” label in the user profile page. 

5. Customer clicks the “Add new address” button in the address list page. 

6. Customer enters the details of the address and clicks the “Save” 

button. 

7. System stores the information of the new address into the database. 

Sub Flows: - 

Alternate / Exceptional Flows: 

6.1 Admin enters invalid information for the product details. 

 6.1.1 System displays “Invalid input, please try again.” message. 
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Table 4.27 Use Case – View Addresses 

Use Case Name: View Addresses ID: 25 Importance Level: High 

Primary Actor: Customer Use Case Type: Detail, Essential 

Stakeholders:  

Customer – wants to view all addresses created. 

Brief Description: “View Addresses” use case describe how customer views 

all addresses created.  

Trigger: Customer wants to view all addresses created. 

Relationships: 

 Association: Customer 

 Include: - 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

Customer 

1. Customer enters the home page of the mobile app. 

2. Customer clicks the “Profile” label on the bottom navigation bar in 

the home page. 

3. System redirects customer to the user profile page. 

4. Customer clicks the “My addresses” label in the user profile page. 

5. System displays all customer’s address in a list. 

6. Customer clicks one address from the list. 

7. System displays the detail information of the address. 

Sub Flows: - 

Alternate / Exceptional Flows: - 
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Table 4.28 Use Case – Edit Address 

Use Case Name: Edit Address ID: 26 Importance Level: High 

Primary Actor: Customer Use Case Type: Detail, Essential 

Stakeholders:  

Customer – wants to edit a particular address. 

Brief Description: “Edit Addresses” use case describe how customer edits a 

particular address.  

Trigger: Customer wants to edit a particular address. 

Relationships: 

 Association: Customer 

 Include: View Addresses 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

1. Perform use case “View Addresses” for Customer. 

2. Customer clicks the “Edit” button on the address detail page. 

3. Customer enters the new information in the text field of a particular 

detail and clicks the “Save” button. 

4. System updates the changed address details to the database. 

Sub Flows: - 

Alternate / Exceptional Flows:  

3.1 Customer enters invalid information for the product details. 

 3.1.1 System displays “Invalid input, please try again.” message. 
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Table 4.29 Use Case – Delete Address 

Use Case Name: Delete Address ID: 27 Importance Level: High 

Primary Actor: Customer Use Case Type: Detail, Essential 

Stakeholders:  

Customer – wants to delete a particular address.  

Brief Description: “Delete Address” use case describes how customer deletes 

a particular address. 

Trigger: Customer wants to delete a particular address. 

Relationships: 

 Association: Customer 

 Include: View Addresses 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

1. Perform use case “View Addresses” for Customer. 

2. Customer clicks the “Delete” button on the address detail page. 

3. System deletes the particular address from the database. 

Sub Flows: - 

Alternate / Exceptional Flows: - 
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Table 4.30 Use Case – View Customers 

Use Case Name: View Customers ID: 28 Importance Level: High 

Primary Actor: Admin Use Case Type: Detail, Essential 

Stakeholders:  

Admin – wants to view all customers information. 

Brief Description: “View Customers” use case describes how admin view all 

customers information. 

Trigger: Admin wants to view all customers information. 

Relationships: 

 Association: Admin 

 Include: - 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

1. Admin enters the home page of the web app. 

2. Admin clicks the “Customers” label on the side navigation bar. 

3. System displays all the customers information in a list. 

Sub Flows: - 

Alternate / Exceptional Flows: - 
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Table 4.31 Use Case – View Reviews 

Use Case Name: View Reviews ID: 29 Importance Level: High 

Primary Actor: Admin Use Case Type: Detail, Essential 

Stakeholders:  

Admin – wants to view all reviews from customers. 

Brief Description: “View Reviews” use case describes how admin views all 

reviews from customers. 

Trigger: Admin wants to view all reviews from customers. 

Relationships: 

 Association: Admin 

 Include: - 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

1. Admin enters the home page of the web app. 

2. Admin clicks the “Reviews” label on the side navigation bar. 

3. System displays all the reviews record in a list. 

Sub Flows: - 

Alternate / Exceptional Flows: - 

 

  



98 

Table 4.32 Use Case – Export Product 

Use Case Name: Export Product ID: 30 Importance Level: High 

Primary Actor: Admin Use Case Type: Detail, Essential 

Stakeholders:  

Admin – wants to export all products data to an Excel file. 

Brief Description: “Export Product” use case describes how admin export all 

products data to an Excel file. 

Trigger: Admin wants to export all products data to an Excel file 

Relationships: 

 Association: Admin 

 Include: - 

 Extend: - 

 Generalization: - 

Normal Flow of Events: 

1. Admin enters the home page of the web app. 

2. Admin clicks the “Products” label on the side navigation bar in the 

home page. 

3. Admin clicks the “Export” button. 

4. Admin clicks the “OK” button for the confirmation message. 

5. System exports all the products data to an Excel file. 

Sub Flows: - 

Alternate / Exceptional Flows: - 
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CHAPTER 5 

 

5 SYSTEM DESIGN 

 

5.1 Introduction 

In this chapter, the system architecture design was discussed by using a system 

architecture diagram. Next, the database design was explained by using the 

relational entity diagram as well as the data dictionary. Lastly, the activity 

diagrams were used to illustrate the flow of control for the system. 

 

5.2 System Architecture Design 

The online store system adopts a three-tier application architecture, which 

consisting of presentation layer, application layer, and data layer. The 

presentation layer consists of all the user interfaces that the user will interact 

with. The application layer is used to process the business logic and data transfer 

between the presentation layer and the data layer. The data layer is used to store 

data and control read and write access to the database. 
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Figure 5.1 System Architecture Design 

 

In this project, React Native which is a JavaScript framework is used 

for the development of the front-end native mobile application, while the front-

end for the web application used HTML and Bootstrap framework. The web 

application can communicate directly with the back-end server, which is 

Laravel through Laravel internal routing. The mobile application needs to go 

through Laravel APIs by sending HTTP requests in order to access the system. 

Lastly, this project uses MySQL to manage the database and connect with 

Laravel server for data processing. 
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5.3 Database Design 

5.3.1 Entity Relationship Diagram 

 

Figure 5.2 Entity Relationship Diagram 
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5.3.2 Data Dictionary 

 

Table 5.1 Data Dictionary – “users” Entity 

Attribute Description Data Type PK/FK NULL 

id Unique identifier for all registered users int PK  

email Email address of the registered user varchar   

password Account login password of the registered user varchar   

firstname First name of the registered user varchar   

lastname Last name of the registered user varchar   

phone_no Phone number of the registered user varchar  ✓ 

is_admin Indicator to check if the registered user is an admin tinyint   

created_at Timestamp when the user account was first created timestamp  ✓ 

updated_at Timestamp of the latest update to the user account timestamp  ✓ 

 

Table 5.2 Data Dictionary – “users” Entity 

Attribute Description Data Type PK/FK NULL 

id Unique identifier for all users’ favourite products int PK  
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user_id User who creates the favourite product int FK  

product_id Product of the favourite product int FK  

created_at Timestamp when the favourite product was first created timestamp  ✓ 

updated_at Timestamp of the latest update to the favourite product timestamp  ✓ 

 

Table 5.3 Data Dictionary – “addresses” Entity 

Attribute Description Data Type PK/FK NULL 

id Unique identifier for all users’ addresses int PK  

user_id User who creates the address int FK  

address_line1 First line of the user’s address varchar   

address_line2 Second line of the user’s address varchar  ✓ 

city City of the user’s address varchar   

state State of the user’s address varchar   

postcode Postcode of the user’s address varchar   

contact_name Contact name of the user’s address varchar   

contact_phone Contact phone of the user’s address varchar   

created_at Timestamp when the user’s address was first created timestamp  ✓ 
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updated_at Timestamp of the latest update to the user’s address timestamp  ✓ 

 

Table 5.4 Data Dictionary – “categories” Entity 

Attribute Description Data Type PK/FK NULL 

id Unique identifier for all product categories int PK  

parent_id Parent category of the product category int   ✓ 

title Title of the product category varchar   

created_at Timestamp when the product category was first created timestamp  ✓ 

updated_at Timestamp of the latest update to the product category timestamp  ✓ 

 

Table 5.5 Data Dictionary – “chat_messages” Entity 

Attribute Description Data Type PK/FK NULL 

id Unique identifier for all chat messages int PK  

user_id User (admin / user) who sends the chat message int FK   

receiver User (admin / user) who receives the chat message int FK  

message Content of the chat message text  ✓ 

image Image of the chat message varchar  ✓ 
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is_seen Indicator to check if the chat message is seen by the receiver tinyint   

created_at Timestamp when the product category was first created timestamp  ✓ 

updated_at Timestamp of the latest update to the product category timestamp  ✓ 

 

Table 5.6 Data Dictionary – “offers” Entity 

Attribute Description Data Type PK/FK NULL 

id Unique identifier for all offers int PK  

user_id User who makes the offer int FK   

product_id Product of the offer made int FK  

offer_price Price that offered by the user decimal   

seller_offer Price that offered by the seller (admin) decimal   

final_offer_price Final offer price of the offer decimal   

last_offer Indicator to check who is the last person that updated the offer. (seller/customer) enum   

status Status of the offer made. (pending/cancelled/accepted/rejected/used/expired) enum   

created_at Timestamp when the offer was first created timestamp  ✓ 

updated_at Timestamp of the latest update to the offer timestamp  ✓ 

 



106 

 

Table 5.7 Data Dictionary – “orders” Entity 

Attribute Description Data 

Type 

PK/FK NULL 

id Unique identifier for all orders int PK  

user_id User who creates the order int FK   

total Total amount that the user needs to pay for the order decimal   

status Status of the order created. 

(pending/processing/shipped/completed/cancelled/refunded) 

enum   

delivery Delivery method choose by the user for the order created. (shipping/pickup) enum   

order_address_line1 First line of the order delivery address varchar  ✓ 

order_address_line2 Second line of the order delivery address varchar  ✓ 

order_city City of the order delivery address varchar  ✓ 

order_state State of the order delivery address varchar  ✓ 

order_postcode Postcode of the order delivery address varchar  ✓ 

order_contact_name Contact name of the order delivery address varchar  ✓ 

order_contact_phone Contact phone of the order delivery address varchar  ✓ 
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created_at Timestamp when the order was first created timestamp  ✓ 

updated_at Timestamp of the latest update to the order timestamp  ✓ 

 

Table 5.8 Data Dictionary – “order_items” Entity 

Attribute Description Data Type PK/FK NULL 

id Unique identifier for all order items int PK  

order_id Order that the order item belongs to int FK   

product_id Product of the order item int FK  

unit_price Unit price of the product of the order item decimal   

is_offer Indicator to check of the order item is an offer tinyint   

quantity Quantity of the product of the order item int   

created_at Timestamp when the order item was first created timestamp  ✓ 

updated_at Timestamp of the latest update to the order item timestamp  ✓ 

 

Table 5.9 Data Dictionary – “order_reviews” Entity 

Attribute Description Data Type PK/FK NULL 

id Unique identifier for all order reviews int PK  
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order_id Order that the order review belongs to int FK   

user_id User who creates the order review int FK  

comment Comments provided by the user in the order review  text  ✓ 

product_quality_rating 1 to 5 stars rating on the product quality of the order int   

shipping_handling_rating 1 to 5 stars rating on the shipping and handling of the order int   

seller_service_rating 1 to 5 stars rating on the seller’s service of the order int   

created_at Timestamp when the order review was first created timestamp  ✓ 

updated_at Timestamp of the latest update to the order review timestamp  ✓ 

 

Table 5.10 Data Dictionary – “password_resets” Entity 

Attribute Description Data Type PK/FK NULL 

email Email of the user account that request for password reset varchar   

token System auto generated token that used for verification during password reset varchar   

created_at Timestamp when the password reset request was first created timestamp  ✓ 

 

Table 5.11 Data Dictionary – “personal_access_tokens” Entity 
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Attribute Description Data 

Type 

PK/FK NULL 

id Unique identifier for all personal access tokens int PK  

tokenable_type Type of data models that the user belongs to varchar    

tokenable_id User who will be granted with the access token int FK  

name Name of the personal access token varchar   

token System auto generated token that used for API authentication  int   

abilities Scopes or limitations of actions that the authenticated user can perform via the APIs text  ✓ 

last_used_at 1 to 5 stars rating on the seller’s service of the order timestamp  ✓ 

created_at Timestamp when the order review was first created timestamp  ✓ 

updated_at Timestamp of the latest update to the order review timestamp  ✓ 

 

 

Table 5.12 Data Dictionary – “products” Entity 

Attribute Description Data 

Type 

PK/FK NULL 

id Unique identifier for all products int PK  
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name Name of the product varchar    

description Description of the product text  ✓ 

category_id Category that the product belongs to int FK  

price Price of the product  decimal  ✓ 

image Cover image of the product varchar  ✓ 

images All images of the product text  ✓ 

quantity Quantity of the product int  ✓ 

weight Weight of the product decimal  ✓ 

length Length of the product decimal  ✓ 

width Width of the product decimal  ✓ 

height Height of the product decimal  ✓ 

can_offer Indicator to check if the product can be offered by users tinyint   

can_ship Indicator to check if the product can be ship by sellers tinyint   

preloved_tag Indicator to check whether the product is a preloved product, or it is a brand-new product tinyint   

location Location of the product enum  ✓ 

views Number of views by users of the product int  ✓ 
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created_by User (admin) who creates the product int FK  

created_at Timestamp when the order review was first created timestamp  ✓ 

updated_at Timestamp of the latest update to the order review timestamp  ✓ 
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5.4 Activity Diagram 

5.4.1 “Register” Activity Diagram 

 

 

Figure 5.3 Activity Diagram - Register 
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5.4.2 “Login” Activity Diagram 

 

 

Figure 5.4 Activity Diagram - Login 
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5.4.3 “Manage Profile” Activity Diagram 

 

 

Figure 5.5 Activity Diagram - Manage Profile 
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5.4.4 “Reset Password” Activity Diagram 

 

 

Figure 5.6 Activity Diagram - Reset Password 
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5.4.5 “View Products” Activity Diagram 

 

 
Figure 5.7 Activity Diagram - View Products 
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5.4.6 “Search Product” Activity Diagram 

 

 

Figure 5.8 Activity Diagram - Search Product 

  



118 

 

5.4.7 “View Product” Activity Diagram 

 

 

Figure 5.9 Activity Diagram - View Product 
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5.4.8 “Social Media Sharing” Activity Diagram 

 

 
Figure 5.10 Activity Diagram - Social Media Sharing 
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5.4.9 “Add Product to Shopping Cart” Activity Diagram 

 

 
Figure 5.11 Activity Diagram - Add Product to Shopping Cart 
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5.4.10 “Manage Shopping Cart” Activity Diagram 

 

 
Figure 5.12 Activity Diagram - Manage Shopping Cart 
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5.4.11 “Add Product to Favourite” Activity Diagram 

 

 

Figure 5.13 Activity Diagram - Add Product to Favourite 
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5.4.12 “Manage Favourite List” Activity Diagram 

 

 
Figure 5.14 Activity Diagram - Manage Favourite List 
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5.4.13 “Make Offer” Activity Diagram 

 

 
Figure 5.15 Activity Diagram - Make Offer 
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5.4.14 “Manage Offer (Customer)” Activity Diagram 

 

 
Figure 5.16 Activity Diagram - Manage Offer (Customer) 
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5.4.15 “Checkout” Activity Diagram 

 

 
Figure 5.17 Activity Diagram - Checkout 
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5.4.16 “Manage Order (Customer)” Activity Diagram 

 

 
Figure 5.18 Activity Diagram - Manage Order (Customer) 
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5.4.17 “Review and Rating” Activity Diagram 

 

 
Figure 5.19 Activity Diagram - Review and Rating 
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5.4.18 “Contact Seller” Activity Diagram 

 

 
Figure 5.20 Activity Diagram - Contact Seller 
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5.4.19 “Add New Address” Activity Diagram 

 

 
Figure 5.21 Activity Diagram – Add New Address 
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5.4.20 “View Address” Activity Diagram 

 

 
Figure 5.22 Activity Diagram – View Address 
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5.4.21 “Update Address” Activity Diagram 

 

 
Figure 5.23 Activity Diagram – Update Address 
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5.4.22 “Delete Address” Activity Diagram 

 

 
Figure 5.24 Activity Diagram – Delete Address 

  



134 

 

5.4.23 “Add New Product” Activity Diagram 

 

 
Figure 5.25 Activity Diagram - Add New Product 
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5.4.24 “Update Product” Activity Diagram 

 

 
Figure 5.26 Activity Diagram - Update Product 
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5.4.25 “Delete Product” Activity Diagram 

 

 
Figure 5.27 Activity Diagram - Delete Product 
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5.4.26 “Export Product” Activity Diagram 

 

  
Figure 5.28 Activity Diagram – Export Product 
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5.4.27 “Manage Offer (Admin)” Activity Diagram 

 

 
Figure 5.29 Activity Diagram - Manage Offer (Admin) 
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5.4.28 “Manage Order (Admin)” Activity Diagram 

 

 
Figure 5.30 Activity Diagram - Manage Order (Admin) 
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5.4.29 “View Sales Report” Activity Diagram 

 

 
Figure 5.31 Activity Diagram - View Sales Report 
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5.4.30 “View Inventory Report” Activity Diagram 

 

 
Figure 5.32 Activity Diagram - View Inventory Report 
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5.4.31 “View Customers” Activity Diagram 

 

 
Figure 5.33 Activity Diagram - View Customers 
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5.4.32 “Customer Service” Activity Diagram 

 

 
Figure 5.34 Activity Diagram - Customer Service 
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5.4.33 “View Reviews” Activity Diagram 

 

 

Figure 5.35 Activity Diagram - View Reviews 
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CHAPTER 6 

 

6 SYSTEM IMPLEMENTATION 

 

6.1 Introduction 

In this chapter, the modules and functionalities of the system for users with 

different roles were discussed. The implementation of the mobile app as well as 

the web app were demonstrated with images. Lastly, all the API endpoints used 

in the system were listed in a table, including the path, description, parameters, 

and requirements for user authentication tokens for each API. 

 

6.2 Functionalities of the System 

There are 2 types of users involved in this online shop system, which are the 

customer who uses the mobile app for purchasing items, and the admin who 

uses the web app for managing the online shop. The following table describes 

the modules and functionalities provided by the system that are accessible for 

different types of users. 

 

Table 6.1 Roles, Modules, and Functionalities 

Role Module Functionalities 

Customer Customer account - Register and login customer 

account 

- View and update customer profile 

- Reset password 

Product - View, search, and filter products 

- Share product to social media 

Shopping cart - Add product to cart 

- View, update, and delete cart items 

Favourite - Add product to favourite 

- View and delete favourite product 

Offer - Make offer 

- View and update offer 

Order - Create and view order 
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- Review and rate order 

Contact seller - Contact with seller 

Address - Create, view, update, and delete 

address 

Admin Admin account - Register and login admin account 

- Reset password 

Product 

management 

- Create, view, update, and delete 

product 

- Import product data with Excel files 

(.csv) 

- Export product data to an Excel file 

Offer management - View and update offer 

Order management - View and update order 

Reporting - View sales report 

- View inventory report 

Customer 

management 

- View customer 

- Contact with customer 

Review 

management 

- View review 

 

6.3 Modules for Customer (Mobile Application) 

6.3.1 Customer Account Module 

For the first time users (customer) of the mobile app, they need to register a new 

account with their first name, last name, email, and password. Duplicate email 

registration is not allowed in this system, which means that when users enter an 

email that is already registered in the system, the registration will be failed, and 

an error message will be displayed. Other than that, the password for an account 

must be same or longer than 8 characters. After users enter all the information 

and click on the “Create account” button, the system will validate all the inputs. 

Upon success registration, users will be redirect to the home page of the mobile 

app without needing to login manually. 
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Figure 6.1 Account Registration Page 

 

After users log out from the system, they need to enter the email and password 

of their registered account and click on the “Login” button to re-login to the 

system. If the credential is matches, the login is successful, and users will be 

redirect to the home page of the mobile app. 

 

 

Figure 6.2 Login Page 
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If users forget their account password, they can click on the “Forgot your 

password” label at the login page. Users can enter their registered email at the 

password reset page and click on the “Send Password Reset Link” button. The 

system will send an email for the password reset process to users’ email 

addresses. 

 

 

Figure 6.3 Password Reset Page 

 

After users login to the system, they can click on the profile button at the bottom 

navigation bar to view their profile details. 
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Figure 6.4 Profile Page 

 

Users can update their profile details by clicking on the “Edit Profile” label at 

the profile page and they will be redirect to the profile details page as shown in 

Figure 6.5. Users can update their details such as first name, last name, and 

phone number at the profile details page and click on the “Save Profile” button. 

The updated profile can be shown in Figure 6.6. 
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Figure 6.5 Profile Details Page 

 

 

Figure 6.6 Profile Page After Update 

 

6.3.2 Product Module 

At the home page of the mobile app, the products will be displayed in card 

format with the product image, name, and price as shown in Figure 6.7. 
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Figure 6.7 Home Page 

 

Users can search for products by entering the product name in the search bar. 

The system will display all the matches products to users as shown in Figure 

6.8. 

 

 

Figure 6.8 Product Search Results 
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Users can search for products from a specific category as shown in Figure 6.9, 

and filter and sort the product search results as shown in Figure 6.10. 

 

 

Figure 6.9 Search Product by Categories 

 

 

Figure 6.10 Filter and Sort Search Results 

 

Users can click on a product from the product list to view the details of the 

product as shown in Figure 6.11. 
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Figure 6.11 Product Details Page 

 

Users can click the “Share” button at the product details page to share a product 

through social media. The system will show the list of social media apps 

installed on users’ mobile devices as shown in Figure 6.12. 

 

 

Figure 6.12 Social Media Sharing 
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After users select one of the social media, the system will redirect users to the 

social media app and paste the information of the product on the social media 

as shown in Figure 6.13. 

 

 

Figure 6.13 Social Media Sharing Result 
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6.3.3 Shopping Cart Module 

Users can add a product to their shopping cart by clicking on the “Add to cart” 

button at the product details page. Users can view their shopping cart by clicking 

on the “Cart” button at the bottom navigation bar or at the product details page. 

In the shopping cart page, the system will display all the cart items with the 

product image, name, price, and quantity in a list as shown in Figure 6.14. 

 

 

Figure 6.14 Shopping Cart Page 

 

Users can update the quantity of the cart items by clicking the “-” or “+” buttons. 

When users add the quantity to maximum, the system will pop out a message to 

notify users as shown in Figure 6.15. Also, users can remove an item from their 

shopping cart by clicking on the “Trash bin” button. 
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Figure 6.15 Update Shopping Cart 
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6.3.4 Favourite Module 

Users can add any products to their favourite list by clicking on the favourite 

button at the bottom of the product details page. The system will pop out a 

message to notify users as shown in Figure 6.16. 

 

 

Figure 6.16 Add to Favourite List 

 

Users can view their favourite list by clicking on the “Favourite” button at the 

home page. The system will display all the users’ favourite products in a list as 

shown in Figure 6.17.  
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Figure 6.17 Favourite List Page 

 

To remove a product from favourite list, users can click again the “Favourite” 

button at the product details page and the system will notify users when the 

product is removed from their favourite list as shown in Figure 6.18. 

 

 

Figure 6.18 Remove from Favourite List 
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6.3.5 Offer Module 

Users can make an offer on a product by clicking the “Make offer” button at the 

bottom of the product details page. The system will prompt users to enter an 

offer price as shown in Figure 6.19. After users enter the offer price and click 

on the “Make Offer” button, the system will send the offer request to the admin 

for approval and the offer request will be saved in the users’ offer list. 

 

 

Figure 6.19 Make an Offer 

 

Users can view their offer list by clicking on the “Offer” button at the bottom 

navigation bar. The system will display all offers made by users in a list as 

shown in Figure 6.20. 
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Figure 6.20 Offer List 

 

The status of an offer includes “pending”, “accepted”, “rejected”, “cancelled”, 

“used”, and “expired”. Users can cancel an offer with status “pending” by 

clicking on the “Cancel” button. After the admin accepted users’ offer from the 

admin panel, the status of the offer will be changed from “pending” to 

“accepted”.  Users can now add the accepted offer product with the offer price 

to their shopping cart.  
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Figure 6.21 Add Offer Product to Cart 

 

After users add the offer product to their cart, the status of the offer item in the 

offer list will be updated to “used” as shown in Figure 6.22 and users cannot 

perform any action on the offer item with status “used”. 

 

 

Figure 6.22 Offer Item After Added to Cart 

 

If users received a counteroffer from the admin, users can choose whether they 

want to accept the offer or make another counteroffer against it. 

 

 

Figure 6.23 Counteroffer by Admin 

 

If users want to accept the offer, they can click on the “Accept” button and the 

status of the offer item will be updated to “accepted” and users now can add the 

offer product to their cart.  

 

 

Figure 6.24 Accept the Counteroffer 
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If users want to make another counteroffer, they can click on the “Update Offer” 

button and submit a new offer price to the system. The system will update the 

offer with the latest offer price and send it to admin for approval. 

 

 

Figure 6.25 Make a New Counteroffer 
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6.3.6 Order Module 

Users can create a new order by clicking on the “Check out” button at the 

shopping cart page. The system will redirect users to the checkout page with all 

checkout details displayed as shown in Figure 6.26.  

 

 

Figure 6.26 Checkout Page 

 

In the checkout page, users can choose the delivery method for their new order 

by selecting either “Self Pick Up” or “Standard Shipping”. The system will 

validate if all the products in the order are available for shipping. If there is a 

product in the order is not available for shipping, users can only choose the “Self 

Pick Up” as the delivery method. If users select “Standard Shipping” as the 

delivery method, they need to select an address from their address book as the 

delivery address.  
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Figure 6.27 Select Delivery Address for “Standard Shipping” 

 

When users click on the “Place Order” button, the system will validate the 

availability of all products in the order. If there is a product in the order is not 

available, the checkout process will be failed, and the system will display a pop 

out message to notify users as shown in Figure 6.28. 

 

 

Figure 6.28 Order Product Not Available 
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Upon successful checkout, a new order will be created by the system and a 

notification email will be sent to all the admins that registered in the system. 

 

 
Figure 6.29 New Order Notification Email  

 

Users can view all their order records by clicking on the “My Orders” label at 

the profile page. The system will display all the users’ orders in a list as shown 

in Figure 6.30. 

 

 
Figure 6.30 Order List Page  

 

Users can click on an order from the order list to view the order details as shown 

in Figure 6.31. 
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Figure 6.31 Order Details Page  

 

After an order is completed, users can review the order by clicking on the 

“Review” button at the bottom of the order details page. 

 

 

Figure 6.32 Order Details Page of a Completed Order 

 



167 

 

Users can rate the order from 1 to 5 stars based on three categories which are 

the product quality, shipping and handling, and seller’s service. Users can also 

write a short review at the bottom text box. After users complete the review and 

rating, they can click on the “Submit” button and the system will save the review 

in the database. 

 

 

Figure 6.33 Rate and Review Order 

 

The system will display the reviews submitted by all users at the bottom of the 

home page as shown in Figure 6.34. 
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Figure 6.34 Customer Reviews 
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6.3.7 Contact Seller Module 

The system allows users to contact with the seller by clicking the “Contact Us” 

label at the profile page or clicking the “Chat” icon at the product details page. 

Users can send text messages to the seller for any enquiries at the chat box. 

 

 

Figure 6.35 Contact Seller Page 

 

The system will show the number of unread messages at the profile page to 

notify users so they will be alerted in the first place. 
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Figure 6.36 Display Number of Unread Messages 

 

  



171 

 

6.3.8 Address Module 

Users can view their addresses by clicking on the “My Addresses” label at the 

profile page. The system will display all the users’ addresses in a list as shown 

in Figure 6.37. 

 

 

Figure 6.37 Address List Page 

 

Users can click on the “Add New Address” button at the address list page to 

create a new address. The system will redirect users to the create address page 

as shown in Figure 6.38. Users are required to enter all the necessary 

information in the text fields at the create address page. After users enter all the 

address details, they can click on the “Save Address” button and the system will 

create a new address in the database and save to users’ address list. 
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Figure 6.38 Create Address Page 

 

Users can update their addresses by clicking on an address from their address 

list. The system will redirect users to the address details page as shown in Figure 

6.39. Users can now edit the details of the address and click on the “Save 

Address” button at the address details page. The system will update the address 

with the new details in the database. Other than that, users can also delete their 

addresses by clicking on the “Delete Address” button at the address details page.  
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Figure 6.39 Address Details Page 
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6.4 Modules for Admin (Web Application) 

6.4.1 Admin Account Module 

6.4.1.1 Account Registration and Login 

For the admins who does not have an admin account, they need to register a new 

admin account using their first name, last name, email, and password. Duplicate 

email registration is not allowed in this system, which means that when admins 

enter an email that is already registered in the system, the registration will be 

failed, and an error message will be displayed. Other than that, the password for 

an account must be same or longer than 8 characters. After admins enter all the 

information and click on the “Register” button, the system will validate all the 

inputs. Upon success registration, admins will be redirect to the home page of 

the web app without needing to login manually. 

 

 
Figure 6.40 Account Registration Page 

 

For the admins who already registered an admin account, they can login to the 

web app by entering the email and password at the login page and click on the 

“Login” button. If the email and password entered are matched, the login is 

successful, and admins will be redirect to the home page of the web app. 
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Figure 6.41 Login Page 

 

If admins forget their account password, they can click on the “Forgot Your 

Password” label at the login page. Admins can enter their registered email at the 

password reset page and click on the “Send Password Reset Link” button. The 

system will send an email for the password reset process to admins’ email 

addresses. 

 

 

Figure 6.42 Password Reset Page 
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6.4.2 Product Management Module 

Admins can view the list of products by clicking on the “Products” label at the 

side navigation bar. The system will display all the products in a list as shown 

in Figure 6.43. 

 

 

Figure 6.43 Product List Page 

 

Admins can search products by entering the product name at the search bar and 

click on the “Search” button. The system will display a list of products which 

the name match with the keyword entered. 

 

 

Figure 6.44 Search Products by Name 
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Admins can create a new product by clicking on the “Add New Product” at the 

product list page. Admins are required to enter all the necessary information for 

the product creation. After admins enter all the product details, they can click 

on the “Save” button and the system will create a new product in the database. 

 

 

Figure 6.45 Create Product Page - 1 
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Figure 6.46 Create Product Page – 2 

 

When admins want to view the details of a product, they can click on the “View” 

button at the product list page. The system will redirect admins to the product 

details page and display the details of the particular product. 

 

 

Figure 6.47 Product Details Page – 1 
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Figure 6.48 Product Details Page – 2 

 

Admins can click on the “Edit” button at the product details page if they want 

to edit the product. All the fields will become editable once admins click on the 

“Edit” button. After edit the information of the product, admins can click on the 

“Save” button at the bottom of the product details page. The system will validate 

all the inputs and then update the product with the new details in the database.  

 



180 

 

 

Figure 6.49 Edit Product 

 

Admins can also delete a particular product from the product list by clicking on 

the “Delete” button. The system will show a confirmation message to make sure 

if the admins want to continue the action. If admins click on the “OK” button, 

the system will proceed to delete the product from the database. 

 

 

Figure 6.50 Delete Product 

 

In addition to adding products one by one, admins can import Excel files for 

product batch upload. Admin can click on the “Import” button at the product list 

page, and the system will show a pop out window to prompt admins to upload 

an Excel file as shown in Figure 6.51. The Excel file must be in a proper format 
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and Figure 6.52 shows the template of the Excel file. After admins upload an 

Excel file and click on the “Import” button, the system will start reading the 

Excel file and create new products to the database. A message will be displayed 

to notify admins when the import process is complete. 

 

  

Figure 6.51 Import Product 

 

 

Figure 6.52 Template of the Excel File for Product Import 

 

Admins can also export the product data in the system into an Excel file by 

clicking on the “Export” button at the product list page. The system will show 
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a confirmation message to make sure if the admins want to continue the action. 

If admins click on the “OK” button, the system will proceed to export the 

product data. Once the process is complete, the Excel file will be downloaded 

to the admins’ device. 

 

 

Figure 6.53 Export Product 
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6.4.3 Offer Management Module 

Admins can view the list of offers by clicking on the “Offers” label at the side 

navigation bar. The system will display all the offers in a list as shown in Figure 

6.54. 

 

 

Figure 6.54 Offer List Page 

 

Admins can choose to accept or reject the offer by clicking on the “Accept” and 

“Reject” button. The system will update the offer status to “accepted” or 

“rejected” based on admins’ action. 
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Figure 6.55 Offer List After Update 

 

Other than that, admins can also make a counteroffer to an offer by clicking on 

the “Counteroffer” button of an offer with “pending” status. The system will 

display a pop out window to prompt admins to enter a counteroffer price as 

shown in Figure 6.56. After admins enter a counteroffer price and click on the 

“Confirm” button, the system will update the offer with the new counteroffer 

price in the database. 

 

  

Figure 6.56 Make a Counteroffer 
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6.4.4 Order Management Module 

Admins can view the list of orders by clicking on the “Orders” label at the side 

navigation bar. The system will display all the orders in a list as shown in Figure 

6.57. 

 

 

Figure 6.57 Order List Page 

 

Admins can view the details of an order by clicking the “View” button at the 

order list page. The system will redirect admins to the order details page and 

display the details of the order. 
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Figure 6.58 Order Details Page 

 

If admins want to update the status of the order, they can click on the “Update 

Status” button at the order details page. A pop out window will be displayed to 

prompt admins to choose a new order status as shown in Figure 6.59. After 

admins select the new status from the dropdown list and click on the “Update” 

button, the system will update the order with the new status in the database. 

 

 

Figure 6.59 Update Order Status 
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6.4.5 Reporting Module 

Admins can view the sales report by clicking on the “Sales Report” label at the 

side navigation bar. Admins are allowed to choose the date range for the sales 

report such as “this year”, “last month”, “this month”, “last 7 days”, or admins 

can custom the date range by themselves.  

 

 

Figure 6.60 Sales Report 

 

Admins can view the inventory report by clicking on the “Inventory Report” 

label at the side navigation bar. At the inventory summary page, the system will 

display the number of products in stock, number of products out of stock, the 

list of stock by categories, and the list of products out of stock. 
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Figure 6.61 Inventory Report – Summary – 1 

 

 

 

Figure 6.62 Inventory Report – Summary – 2 

 

At the upload history page, the system will display the products upload history 

that shows all products in the system, with the name of the admin who uploaded 

the product, and the date and time when the product was uploaded. 
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Figure 6.63 Inventory Report – Upload History 

 

At the performance page, the system will display the top product categories 

based on the number of sales, as well as the top products based on the number 

of views by customers. 

 

 

Figure 6.64 Inventory Report – Performance  
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6.4.6 Customer Management Module 

Admins can view the list of customers by clicking on the “Customers” label at 

the side navigation bar. The system will display all the customers information 

in a list as shown in Figure 6.65. 

 

 

Figure 6.65 Customer List Page 

 

Admins can check if there are any enquiries from customers by clicking on the 

“Customer Service” label at the side navigation bar. A list of previously 

contacted customers will be displayed. If there is an unread message sent by a 

customer, the system will display a small label beside the customer’s name to 

alert the admins. 

 

 

Figure 6.66 Customer Service Page 
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Admins can open the chat box by clicking on a customer name from the list. 

The system will display all the chat history with the customer in the chat box. 

Admins can reply to the customer by entering a text message in the text box and 

click on the “Send” button. Other than sending a text message, admins can also 

send an image by clicking on the “Paperclip” icon and upload an image from 

the device. The system will send the message to the customer after admins click 

on the “Send” button. 

 

 

Figure 6.67 Send Message to Customer 
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6.4.7 Review Management Module 

Admins can view the list of reviews by clicking on the “Reviews” label at the 

side navigation bar. The system will display all the reviews information in a list 

as shown in Figure 6.68. Admins can view the order details of the review by 

clicking on the “View Order” button 

 

 

Figure 6.68 Review List Page 

 

6.5 API List 

All the API endpoints used in this project are listed in the below table with the 

path of the API endpoint, description, parameters, and also if the endpoint 

required a user authentication token generated by Laravel Authentication. 

 

Table 6.2 API Endpoints 

No. Endpoint Description Parameters Authentication 

Token Needed 

1 POST  

/api/register 

Create a new 

customer 

account 

Email, 

password, first 

name, last name, 

device name  

No 

2 POST  

/api/login 

Validate a 

customer 

account 

Email, 

password, 

device name 

No 

3 POST  Send a reset 

password 

Email No 
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/api/user-reset-

password-email 

email to 

customer 

4 PUT 

/api/users/: 

userId 

Update a 

customer 

profile 

User id, first 

name, last name, 

phone number 

Yes 

5 GET 

/api/products 

Retrieve all 

product 

records 

Page number, 

search, category, 

minimum price, 

maximum price, 

sort by 

No 

6 GET 

/api/products/: 

productId 

Retrieve a 

product 

record 

Product id No 

7 GET 

/api/categories 

Retrieve all 

product 

category 

records 

Parent category No 

8 GET 

/api/categories/: 

categoryId 

Retrieve a 

product 

category 

record 

Category id No 

9 GET 

/api/offers 

Retrieve all 

offer records 

for a customer 

User id Yes 

10 POST 

/api/offers 

Create an 

offer record 

for a customer 

User id, product 

id, offer price 

Yes 

11 PUT 

/api/offers/: 

offerId 

Update an 

offer record 

for a customer 

Offer id, user id, 

new status, new 

offer price 

Yes 

12 POST 

/api/get-cart-

items 

Retrieve all 

cart items for 

a customer 

Cart items Yes 
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13 GET 

/api/orders 

Retrieve all 

order records 

for a customer 

User id Yes 

14 GET 

/api/orders/: 

orderId 

Retrieve an 

order record 

for a customer 

Order id Yes 

15 POST 

/api/orders 

Create an 

order record 

for a customer 

User id, order 

items, delivery, 

order address 

Yes 

16 GET 

/api/favourites 

Retrieve all 

favourite 

products for a 

customer 

User id Yes 

17 POST 

/api/favourites 

Create or 

delete a 

favourite 

product for a 

customer 

User id, product 

id 

Yes 

18 GET 

/api/addresses 

Retrieve all 

addresses for 

a customer 

User id Yes 

19 GET 

/api/addresses/: 

addressId 

Retrieve an 

address for a 

customer 

Address id Yes 

20 POST 

/api/addresses 

Create an 

address for a 

customer 

User id, address 

line 1, address 

line 2, city, state, 

postcode, 

contact name, 

contact phone 

Yes 

21 PUT 

/api/addresses/: 

addressId 

Update an 

address for a 

customer 

Address id, user 

id, address line 

1, address line 2, 

Yes 
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city, state, 

postcode, 

contact name, 

contact phone 

22 DELETE 

/api/addresses/: 

addressId 

Delete an 

address for a 

customer 

Address id Yes 

23 GET 

/api/reviews 

Retrieve all 

review 

records 

 No 

24 POST 

/api/reviews 

Create a 

review record 

for a customer 

Order id, user id, 

product quality 

rating, shipping 

handling rating, 

seller service 

rating, comment 

No 

25 GET 

/api/messages 

Retrieve all 

message 

record for a 

customer 

User id Yes 

26 POST 

/api/messages 

Create a 

message 

record for a 

customer 

User id, receiver, 

message 

Yes 

27 GET 

/api/get-unseen-

message-count 

Retrieve the 

number of 

unseen 

messages for a 

customer 

User id Yes 
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CHAPTER 7 

 

7 SYSTEM TESTING 

 

7.1 Introduction 

After the system implementation, several software testing mechanisms were 

carried out to ensure the quality of the final system developed. There are 4 types 

of testing performed and discussed in this chapter, which are unit testing, 

integration testing, user acceptance testing, and usability testing. 12 users were 

selected and participated to perform the user acceptance testing as well as the 

usability testing.   

 

7.2 Unit Testing 

A total of 42 unit test cases were executed, covering all 15 modules of the 

system. 
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7.2.1 Unit Test Cases Listing 

 

Table 7.1 Unit Test Cases Listing for each Project Module 

Roles Project Module Test Case ID Test Case Title Status 

Customer Customer account CustomerAcc-1 Customer Register Account Pass 

CustomerAcc-2 Customer Login Account Pass 

CustomerAcc-3 Customer Update Profile Pass 

CustomerAcc-4 Customer Reset Password Pass 

Product Product-1 Customer View Product Pass 

Product-2 Social Media Sharing Pass 

Shopping cart ShoppingCart-1 Add Product to Cart Pass 

ShoppingCart-2 View Cart Item Pass 

ShoppingCart-3 Update Cart Item Quantity Pass 

ShoppingCart-4 Remove Item from Cart Pass 

Favourite Favourite-1 Add Product to Favourite Pass 

Favourite-2 View Favourite Product Pass 

Favourite-3 Remove Product from Favourite Pass 
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Offer Offer-1 Make New Offer Pass 

Offer-2 Customer View Offer Pass 

Offer-3 Customer Update Offer Pass 

Order Order-1 Create New Order Pass 

Order-2 View Order Pass 

Order-3 Review and Rating Pass 

Contact seller ContactSeller-1 Contact with Seller Pass 

Address Address-1 View Address Pass 

Address-2 Create Address Pass 

Address-3 Update Address Pass 

Address-4 Delete Address Pass 

Admin Admin account AdminAcc-1 Admin Register Account Pass 

AdminAcc-2 Admin Login Account Pass 

AdminAcc-3 Admin Reset Password Pass 

Product management ProductMgt-1 Create Single Product Pass 

ProductMgt-2 Admin View Product Pass 

ProductMgt-3 Update Product Pass 
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ProductMgt-4 Delete Product Pass 

ProductMgt-5 Import Product with Excel File Pass 

ProductMgt-6 Export Product to Excel File Pass 

Offer management OfferMgt-1 Admin View Offer Pass 

OfferMgt-2 Admin Update Offer Pass 

Order management OrderMgt-1 Admin View Order Pass 

OrderMgt-2 Admin Update Order Pass 

Reporting Reporting-1 View Sales Report Pass 

Reporting-2 View Inventory Report Pass 

Customer management CustomerMgt-1 View Customer Pass 

CustomerMgt-2 Customer Service Pass 

Review management ReviewMgt-1 Admin View Review Pass 

 

7.2.2 Unit Test Cases 

7.2.2.1   Customer Account Module 

 

Table 7.2 Unit Test Case - Customer Register Account 
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Test Case ID CustomerAcc-1 Module Name Customer Account 

Test Case Title Customer Register Account Test Priority High 

Pre-conditions N/A 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1. Register 

customer 

account with 

valid name, 

email, and 

password. 

1. Enter all the 

required 

information at the 

account registration 

page. 

 

2. Click “Create 

account” button 

First name: 

“Qi Wee” 

 

Last name: 

“Thian” 

 

Email: 

“qwthian@gmail.com” 

 

Password: 

“123456789” 

 

Confirm password: 

Registration is successful 

and user is redirected to 

home page. 

Registration is successful 

and user is redirected to 

home page. 

Pass 
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“123456789” 

 

2.  Register 

customer 

account with 

valid name and 

password but 

invalid email. 

1. Enter all the 

required 

information but 

with an invalid 

email at the account 

registration page. 

 

2. Click “Create 

account” button. 

First name: 

“Qi Wee” 

 

Last name: 

“Thian” 

 

Email: 

“qwthian” 

 

Password: 

“123456789” 

 

Confirm password: 

“123456789” 

 

Registration failed and error 

message “The email must 

be a valid email address” is 

displayed. 

Registration failed and 

error message “The 

email must be a valid 

email address.” is 

displayed. 

Pass 



202 

 

3.  Register 

customer 

account with 

valid name, 

email, and 

password but the 

email has 

already been 

registered in the 

system. 

1. Enter all the 

required 

information but 

with an email which 

has already been 

registered in the 

system. 

 

2. Click “Create 

account” button. 

First name: 

“Qi Wee” 

 

Last name: 

“Thian” 

 

Email: 

“qwthian@gmail.com” 

 

Password: 

“123456789” 

 

Confirm password: 

“123456789” 

 

Registration failed and error 

message “The email has 

already been taken” is 

displayed. 

Registration failed and 

error message “The 

email has already been 

taken” is displayed. 

Pass 

4.  Register 

customer 

account with 

1. Enter a valid 

name and email but 

password is empty. 

First name: 

“Qi Wee” 

 

Registration failed and error 

message “The password 

Registration failed and 

error message “The 

Pass 
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valid email but 

invalid name or 

password. 

 

2. Click “Create 

account” button 

Last name: 

“Thian” 

 

Email: 

“qwthian@gmail.com” 

 

Password: 

“” 

 

Confirm password: 

“” 

 

field is required” is 

displayed. 

password field is 

required” is displayed. 

 

Table 7.3 Unit Test Case - Customer Login Account 

Test Case ID CustomerAcc-2 Module Name Customer Account 

Test Case Title Customer Login Account Test Priority High 

Pre-conditions 1. Customer has already registered an account 
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No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1.  Login customer 

account with 

valid email and 

password. 

1. Enter valid email 

and password. 

 

2. Click “Login” 

button. 

Email: 

“qwthian@gmail.com” 

 

Password: 

“123456789” 

 

Login is successful and user 

is redirected to home page. 

Login is successful and 

user is redirected to 

home page. 

Pass 

2.  Login customer 

account with 

valid email but 

incorrect 

password. 

1. Enter valid email 

and incorrect 

password. 

 

2. Click “Login” 

button. 

Email: 

“qwthian@gmail.com” 

 

Password: 

“987654321” 

 

Login failed and error 

message “Incorrect 

password” is displayed. 

Login failed and error 

message “Incorrect 

password” is displayed. 

Pass 

3.  Login customer 

account with 

invalid email and 

password. 

1. Enter invalid 

email and 

password. 

 

Email: 

“user00@gmail.com” 

 

Password: 

Login failed and error 

message “The selected 

email is invalid” is 

displayed. 

Login failed and error 

message “The selected 

email is invalid” is 

displayed. 

Pass 
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2. Click “Login” 

button 

“123456789” 

 

 

Table 7.4 Unit Test Case - Customer Update Profile 

Test Case ID CustomerAcc-3 Module Name Customer Account 

Test Case Title Customer Update Profile Test Priority High 

Pre-conditions 1. Customer has already registered an account 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1.  Update customer 

profile with valid 

name and phone 

number. 

1. Enter valid name 

and phone number. 

 

2. Click “Save 

profile” button 

First name: 

“Qi Wee” 

 

Last name: 

“Thian” 

 

Phone number: 

“0123456789” 

 

Profile updated successfully 

and message “Profile 

updated successfully” is 

displayed. 

Profile updated 

successfully and message 

“Profile updated 

successfully” is 

displayed. 

Pass 
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2.  Update customer 

profile with 

invalid name or 

phone number. 

1. Enter valid name 

but phone number is 

empty. 

 

2. Click “Save 

profile” button 

First name: 

“Qi Wee” 

 

Last name: 

“Thian” 

 

Phone number: 

“” 

 

Profile update failed and 

error message “Please enter 

all the necessary 

information” is displayed. 

Profile update failed and 

error message “Please 

enter all the necessary 

information” is displayed. 

Pass 

 

Table 7.5 Unit Test Case - Customer Reset Password 

Test Case ID CustomerAcc-4 Module Name Customer Account 

Test Case Title Customer Reset Password Test Priority High 

Pre-conditions 1. Customer has already registered an account 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 
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1.  Reset customer 

password with 

valid email 

(Forget 

password). 

1. Click “Forgot 

password” label in 

login page. 

 

2. Enter valid email. 

 

3. Click ‘Send 

Password Reset 

Link’ button. 

 

Email: 

“qwthian@gmail.com” 

Send reset password email 

successfully and message 

“A password reset link has 

been sent to your email 

address” is displayed. 

Send reset password 

email successfully and 

message “A password 

reset link has been sent to 

your email address” is 

displayed. 

Pass 

2.  Reset customer 

password with 

invalid email 

(Forget 

password). 

1. Click “Forgot 

password” label in 

login page. 

 

2. Enter invalid 

email. 

 

Email: 

“user00@gmail.com” 

Send reset password email 

failed and message “Invalid 

email, user does not exist” 

is displayed. 

Send reset password 

email failed and message 

“Invalid email, user does 

not exist” is displayed. 

Pass 
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3. Click ‘Send 

Password Reset 

Link’ button. 

 

 

7.2.2.2   Product Module 

 

Table 7.6 Unit Test Case - Customer View Product 

Test Case ID Product-1 Module Name Product 

Test Case Title Customer View Product Test Priority High 

Pre-conditions 1. Customer has logged in to his/her account 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1.  View products 1. Click “Home” 

icon in the bottom 

navigation bar. 

 

 A list of products is 

displayed with image, name, 

and price. 

A list of products with 

image, name and price is 

displayed. 

Pass 
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2.  Search products 

by name 

1. Click “Home” 

icon in the bottom 

navigation bar. 

 

2. Enter keyword in 

search bar. 

 

3. Press “Enter”. 

 

Keyword: 

“vase” 

A list of products which 

contains “vase” in the 

product name is displayed. 

A list of products which 

contains “vase” in the 

product name is 

displayed. 

Pass 

3.  Search products 

by name with 

empty value 

1. Click “Home” 

icon in the bottom 

navigation bar. 

 

2. Click search bar. 

 

3. Press “Enter”. 

 

Keyword: 

“” 

A list of products is 

displayed with image, name, 

and price. 

A list of products is 

displayed with image, 

name, and price. 

Pass 
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4.  Filter products 

by category 

1. Click “Home” 

icon in the bottom 

navigation bar. 

 

2. Click 

“Hamburger” icon. 

 

3. Click one of the 

product categories 

from the list. 

 

Category: 

“Women” 

A list of products from 

“Women” category is 

displayed. 

A list of products from 

“Women” category is 

displayed. 

Pass 

5.  Sort product 

searching result 

1. Click “Filter” 

button. 

 

2. Click one of the 

sorting methods 

from the options. 

 

Sort by: 

“Price – Low to 

High” 

Products from the list are 

sorted from lowest price to 

highest price. 

Products from the list are 

sorted from lowest price 

to highest price. 

Pass 
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3. Click “Apply” 

button. 

 

6.  Filter product 

searching result 

by price range 

1. Click “Filter” 

button. 

 

2. Enter minimum 

price and maximum 

price to filter. 

 

3. Click “Apply” 

button. 

 

Minimum price: 

20 

 

Maximum price: 

100 

Products from the list are 

filtered with minimum price 

RM20 and maximum price 

RM100. 

Products from the list are 

filtered with minimum 

price RM20 and 

maximum price RM100. 

Pass 

7.  View product 

details 

1. Click one of the 

products from the 

list. 

 

Product ID: 

8 

User is redirected to the 

product details page and the 

detailed information of 

product ID 8 is displayed. 

 

User is redirected to the 

product details page and 

the detailed information 

of product ID 8 is 

displayed. 

Pass 
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Table 7.7 Unit Test Case - Social Media Sharing 

Test Case ID Product-2 Module Name Product 

Test Case Title Social Media Sharing Test Priority High 

Pre-conditions 1. Customer has logged in to his/her account 

2. Customer is in product details page 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1.  Share product to 

social media 

1. Click “Share” 

icon in the product 

details page. 

 

2. Select one of the 

social media 

applications from 

the list. 

 

 User is redirected to the 

social media app and the 

product image and details 

has been pasted in the text 

box. 

User is redirected to the 

social media app and the 

product image and details 

has been pasted in the text 

box. 

Pass 
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7.2.2.3   Shopping Cart Module 

 

Table 7.8 Unit Test Case - Add Product to Cart 

Test Case ID ShoppingCart-1 Module Name Shopping Cart 

Test Case Title Add Product to Cart Test Priority High 

Pre-conditions 1. Customer has logged in to his/her account 

2. Customer is in product details page 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1. Add a product to 

shopping cart 

1. Click “Add to 

cart” button. 

 Add to cart successfully and 

message “Item added to cart 

successfully” is displayed. 

Add to cart successfully 

and message “Item added 

to cart successfully” is 

displayed. 

 

Pass 

2.  Add a product 

that has already 

1. Click “Add to 

cart” button. 

 Add to cart failed and error 

message “The item is 

Add to cart failed and 

error message “The item 

Pass 
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in the cart to 

shopping cart 

already in your cart” is 

displayed. 

is already in your cart” is 

displayed. 

 

Table 7.9 Unit Test Case - View Cart Item 

Test Case ID ShoppingCart-2 Module Name Shopping Cart 

Test Case Title View Cart Item Test Priority High 

Pre-conditions 1. Customer has logged in to his/her account 

2. Customer has added at least one product to his/her shopping cart 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1. View item in 

shopping cart 

1. Click “Cart” icon 

at the bottom 

navigation bar. 

 

 User is redirected to 

shopping cart page and all 

items in user’s shopping cart 

is shown in a list. 

User is redirected to 

shopping cart page and all 

items in user’s shopping 

cart is shown in a list. 

Pass 

 

Table 7.10 Unit Test Case - Update Cart Item Quantity 

Test Case ID ShoppingCart-3 Module Name Shopping Cart 

Test Case Title Update Cart Item Quantity Test Priority High 
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Pre-conditions 1. Customer has logged in to his/her account 

2. Customer has added at least one product to his/her shopping cart 

3. Customer is in shopping cart page 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1. Add cart item 

quantity 

1. Click “Plus” icon 

beside the quantity 

of the cart item. 

 

 The quantity of the cart item 

is added by one successful. 

The quantity of the cart 

item is added by one 

successful. 

Pass 

2.  Add cart item 

quantity that has 

exceeded the 

product stock 

number 

1. Click “Plus” icon 

beside the quantity 

of the cart item. 

 

 Add cart item quantity failed 

and error message “You 

have reached maximum 

quantity” is displayed. 

Add cart item quantity 

failed and error message 

“You have reached 

maximum quantity” is 

displayed. 

 

Pass 

3.  Minus cart item 

quantity 

1. Click “Minus” 

icon beside the 

 The quantity of the cart item 

is reduced by one successful. 

The quantity of the cart 

item is reduced by one 

successful. 

Pass 
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quantity of the cart 

item. 

 

4.  Minus cart item 

quantity that has 

reached 

minimum 

quantity which is 

one. 

1. Click “Minus” 

icon beside the 

quantity of the cart 

item. 

 

 The quantity of the cart item 

remained as one. 

The quantity of the cart 

item remained as one. 

Pass 

 

Table 7.11 Unit Test Case - Remove Item from Cart 

Test Case ID ShoppingCart-4 Module Name Shopping Cart 

Test Case Title Remove Item from Cart Test Priority High 

Pre-conditions 1. Customer has logged in to his/her account 

2. Customer has added at least one product to his/her shopping cart 

3. Customer is in shopping cart page 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 
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1. Remove a cart 

item from 

shopping cart 

1. Click “Trash bin” 

icon at the cart item 

row.  

 

 The cart item is removed 

from shopping cart 

successfully. 

The cart item is removed 

from shopping cart 

successfully. 

Pass 

 

7.2.2.4   Favourite Module 

 

Table 7.12 Unit Test Case - Add Product to Favourite 

Test Case ID Favourite-1 Module Name Favourite 

Test Case Title Add Product to Favourite Test Priority High 

Pre-conditions 1. Customer has logged in to his/her account 

2. Customer is in product details page 

3. The product is not customer’s favourite product 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1. Add a product to 

favourite 

1. Click “Favourite” 

icon at the bottom of 

product details page. 

 The product is added to 

customer’s favourite list 

successfully and message 

The product is added to 

customer’s favourite list 

successfully and message 

Pass 
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 “Added to favourite list” is 

displayed. 

 

“Added to favourite list” 

is displayed. 

 

Table 7.13 Unit Test Case - View Favourite Product 

Test Case ID Favourite-2 Module Name Favourite 

Test Case Title View Favourite Product Test Priority High 

Pre-conditions 1. Customer has logged in to his/her account 

2. Customer has added at least one product to his/her favourite list 

3. Customer is in home page 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1. View product in 

favourite list 

1. Click “Favourite” 

icon at the home 

page. 

 

 User is redirected to 

favourite list page and all 

user’s favourite products are 

shown in a list. 

User is redirected to 

favourite list page and all 

user’s favourite products 

are shown in a list. 

 

Pass 
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2.  View favourite 

product details 

1. Click one of the 

favourite products 

from the list 

 User is redirected to product 

details page and the detailed 

information of the favourite 

product is displayed. 

 

User is redirected to 

product details page and 

the detailed information 

of the favourite product is 

displayed. 

Pass 

 

Table 7.14 Unit Test Case - Remove Product from Favourite 

Test Case ID Favourite-3 Module Name Favourite 

Test Case Title Remove Product from Favourite Test Priority High 

Pre-conditions 1. Customer has logged in to his/her account 

2. Customer is in favourite list page 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1. Remove a 

product from 

favourite list 

1. Click one of the 

favourite products 

from the list  

 

 The product is removed from 

customer’s favourite list 

successfully and message 

“Removed from favourite 

list” is displayed. 

The product is removed 

from customer’s favourite 

list successfully and 

message “Removed from 

Pass 



220 

 

2. Click “Favourite” 

icon at the bottom of 

product details page. 

 

 favourite list” is 

displayed. 

 

 

7.2.2.5   Offer Module 

 

Table 7.15 Unit Test Case - Make New Offer 

Test Case ID Offer-1 Module Name Offer 

Test Case Title Make New Offer Test Priority High 

Pre-conditions 1. Customer has logged in to his/her account 

2. Customer is in product details page 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1. Make a new offer 

on a product with 

valid offer price 

1. Click “Make 

offer” button at the 

product details page. 

 

Offer price: 

50 

A new offer is created 

successfully and message 

“Make offer successfully” is 

displayed. 

A new offer is created 

successfully and message 

“Make offer 

Pass 
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2. Enter a valid offer 

price. 

 

3. Click “Make 

offer” button. 

 

successfully” is 

displayed. 

2.  Make a new offer 

on a product with 

invalid offer 

price 

1. Click “Make 

offer” button at the 

product details page. 

 

2. Enter an invalid 

offer price. 

 

3. Click “Make 

offer” button. 

 

Offer price: 

0 

Create new offer failed and 

error message “Please enter 

a valid offer price” is 

displayed. 

Create new offer failed 

and error message 

“Please enter a valid offer 

price” is displayed. 

Pass 
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3.  Make a new offer 

on a product 

which customer 

already made 

offer on it. 

1. Click “Make 

offer” button at the 

product details page. 

 

2. Enter a valid offer 

price. 

 

3. Click “Make 

offer” button. 

 

Offer price: 

50 

Create new offer failed and 

error message “You have 

already made an offer on this 

item. Please check your offer 

list” is displayed. 

Create new offer failed 

and error message “You 

have already made an 

offer on this item. Please 

check your offer list” is 

displayed. 

Pass 

 

Table 7.16 Unit Test Case - Customer View Offer 

Test Case ID Offer-2 Module Name Offer 

Test Case Title Customer View Offer Test Priority High 

Pre-conditions 1. Customer has logged in to his/her account 

2. Customer has made at least one offer 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 
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1. View offer in 

offer list 

1. Click “Offer” 

icon at the bottom 

navigation bar. 

 Customer is redirected to 

offer list page and all offers 

made by customer is 

displayed in a list. 

Customer is redirected to 

offer list page and all 

offers made by customer 

is displayed in a list. 

 

Pass 

 

Table 7.17 Unit Test Case - Customer Update Offer 

Test Case ID Offer-3 Module Name Offer 

Test Case Title Customer Update Offer Test Priority High 

Pre-conditions 1. Customer has logged in to his/her account 

2. Customer has made at least one offer 

3. Customer is in offer list page 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1. Cancel an 

ongoing offer 

which status is 

“Pending” 

1. Click “Cancel” 

button at an ongoing 

offer item which 

status is “Pending” 

 The ongoing offer is 

cancelled successfully, and 

the offer status is updated to 

“Cancelled”. 

The ongoing offer is 

cancelled successfully, 

and the offer status is 

updated to “Cancelled”. 

Pass 
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2.  Make a 

counteroffer to 

seller’s offer 

with valid new 

offer price 

1. Click “Update 

offer” button at an 

ongoing offer item 

which status is 

“Pending”. 

 

2. Enter a valid new 

offer price. 

 

3. Click “Update 

offer” button. 

 

New offer price: 

55 

The offer is updated with the 

customer’s latest offer price 

RM55. 

The offer is updated with 

the customer’s latest offer 

price RM55. 

Pass 

3.  Make a 

counteroffer to 

seller's offer with 

invalid new offer 

price 

1. Click “Update 

offer” button at an 

ongoing offer item 

which status is 

“Pending”. 

 

New offer price: 

0 

The offer update is failed and 

error message “Please enter 

a valid offer price” is 

displayed. 

The offer update is failed 

and error message 

“Please enter a valid offer 

price” is displayed. 

Pass 
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2. Enter an invalid 

new offer price. 

 

3. Click “Update 

offer” button. 

 

4.  Accept an offer 

from seller 

1. Click “Accept” 

button at an ongoing 

offer item which 

status is “Pending”. 

 

 The ongoing offer is 

accepted by customer 

successfully, and the offer 

status is updated to 

“Accepted”. 

The ongoing offer is 

accepted by customer 

successfully, and the offer 

status is updated to 

“Accepted”. 

Pass 

5.  Add an accepted 

offer product to 

shopping cart 

1. Click “Add to 

cart” button at an 

accepted offer item 

which status is 

“Accepted”. 

 

 The offer product is added to 

customer’s shopping cart 

successfully and message 

“Item added to cart 

successfully” is displayed. 

The offer status is updated to 

“Used”. 

The offer product is 

added to customer’s 

shopping cart 

successfully and message 

“Item added to cart 

successfully” is 

displayed. The offer 

Pass 
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status is updated to 

“Used”. 

6.  Add an accepted 

offer product to 

shopping cart but 

the product is 

already in the 

cart 

1. Click “Add to 

cart” button at an 

accepted offer item 

which status is 

“Accepted”. 

 

 The offer product is failed to 

add to customer’s shopping 

cart and error message “The 

item is already in your cart” 

is displayed. 

 

The offer product is failed 

to add to customer’s 

shopping cart and error 

message “The item is 

already in your cart” is 

displayed. 

 

Pass 

 

7.2.2.6   Order Module 

 

Table 7.18 Unit Test Case - Create New Order 

Test Case ID Order-1 Module Name Order 

Test Case Title Create New Order Test Priority High 

Pre-conditions 1. Customer has logged in to his/her account 

2. Customer has added at least one product to his/her shopping cart 
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No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1. Check out 

shopping cart 

which all cart 

items are 

available 

1. Click “Cart” icon 

at the bottom 

navigation bar. 

 

2. Click “Check out” 

button. 

 

 Customer is redirected to 

checkout page and the 

checkout details is 

displayed. 

Customer is redirected to 

checkout page and the 

checkout details is 

displayed. 

Pass 

2.  Check out 

shopping cart 

which there is an 

unavailable item 

1. Click “Cart” icon 

at the bottom 

navigation bar. 

 

2. Click “Check out” 

button. 

 

 Check out failed and error 

message “Please remove the 

unavailable item(s) before 

checking out” is displayed. 

Check out failed and error 

message “Please remove 

the unavailable item(s) 

before checking out” is 

displayed. 

Pass 
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3.  Place order with 

“Self-pick-up” as 

delivery method  

1. Select “Self-pick-

up” from delivery 

method options at 

checkout page. 

 

2. Click “Place 

order” button. 

 Order created successfully 

and message “Order created 

successfully” is displayed. 

Customer is redirected to 

order list page. A 

notification email is sent to 

all admins. 

Order created 

successfully and message 

“Order created 

successfully” is 

displayed. Customer is 

redirected to order list 

page. A notification email 

is sent to all admins. 

Pass 

4.  Place order with 

“Standard 

shipping” as 

delivery method 

1. Select “Standard 

shipping” from 

delivery method 

options at checkout 

page. 

 

2. Click “Select 

address” label. 

 

 Order created successfully 

and message “Order created 

successfully” is displayed. 

Customer is redirected to 

order list page. A 

notification email is sent to 

all admins. 

Order created 

successfully and message 

“Order created 

successfully” is 

displayed. Customer is 

redirected to order list 

page. A notification email 

is sent to all admins. 

Pass 
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3. Select one address 

from the list. 

 

4. Click “Place 

order” button 

 

5.  Place order with 

“Standard 

shipping” as 

delivery method 

but no delivery 

address is 

selected 

1. Select “Standard 

shipping” from 

delivery method 

options at checkout 

page. 

 

2. Click “Place 

order” button 

 

 Create order failed and error 

message “Please select your 

delivery address” is 

displayed. 

Create order failed and 

error message “Please 

select your delivery 

address” is displayed. 

Pass 

6.  Place order but 

there is an 

unavailable item 

1. Select “Self-pick-

up” from delivery 

 Create order failed and error 

message “One of the 

products is unavailable now. 

Create order failed and 

error message “One of the 

products is unavailable 

Pass 
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method options at 

checkout page. 

 

2. Click “Place 

order” button. 

Please update your cart.” is 

displayed. 

now. Please update your 

cart.” is displayed. 

 

Table 7.19 Unit Test Case - View Order 

Test Case ID Order-2 Module Name Order 

Test Case Title View Order Test Priority High 

Pre-conditions 1. Customer has logged in to his/her account 

2. Customer has at least one order 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1. View order in 

order list 

1. Click “Profile” 

icon at the bottom 

navigation bar. 

 

 Customer is redirected to 

order list page and all orders 

created by customer is 

displayed in a list. 

Customer is redirected to 

order list page and all 

orders created by 

customer is displayed in a 

list. 

Pass 
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2. Click “My 

orders” label at 

profile page. 

 

2.  View order 

details 

1. Click one of the 

orders from order 

list 

 Customer is redirected to 

order details page and the 

detail of the order is 

displayed. 

Customer is redirected to 

order details page and the 

detail of the order is 

displayed. 

Pass 

 

Table 7.20 Unit Test Case - Review and Rating 

Test Case ID Order-3 Module Name Order 

Test Case Title Review and Rating Test Priority High 

Pre-conditions 1. Customer has logged in to his/her account 

2. Customer has at least one order 

3. Customer is in order list page 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 
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1. Review and rate 

on a completed 

order 

1. Click one of the 

orders from order 

list which status is 

“Completed”.  

 

2. Click “Review” 

button at the bottom 

of order details 

page. 

 

3. Click “Star” icons 

to rate order based 

on different 

categories. 

 

4. Enter review 

comment. 

 

Product quality 

rating: 

5 

 

Shipping and 

handling rating: 

5 

 

Seller’s service 

rating: 

5 

 

Comment: 

“Good purchase 

experience!” 

Review is submitted 

successfully and message 

“Review order successfully” 

is displayed. 

Review is submitted 

successfully and message 

“Review order 

successfully” is 

displayed. 

Pass 
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5. Click “Submit” 

button. 

 

2.  Review and rate 

on the same order 

1. Click one of the 

orders from order 

list which customer 

has submitted 

review before. 

 

2. Click “Review” 

button at the bottom 

of order details 

page. 

 

3. Click “Star” icons 

to rate order based 

on different 

categories. 

Product quality 

rating: 

5 

 

Shipping and 

handling rating: 

5 

 

Seller’s service 

rating: 

5 

 

Comment: 

“Good purchase 

experience!” 

Review and rating failed and 

error message “You have 

already reviewed this order 

before” is displayed. 

Review and rating failed 

and error message “You 

have already reviewed 

this order before” is 

displayed. 

Pass 
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4. Enter review 

comment. 

 

5. Click “Submit” 

button. 

 

 

7.2.2.7   Contact Seller Module 

 

Table 7.21 Unit Test Case - Contact with Seller 

Test Case ID ContactSeller-1 Module Name Contact Seller 

Test Case Title Contact with Seller Test Priority High 

Pre-conditions 1. Customer has logged in to his/her account 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 
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1. Open chat room 

from product 

details page 

1. Click “Chat” icon 

at the product details 

page. 

 

 Customer is redirected to 

contact us page with the chat 

history displayed in the chat 

room and the name of 

product is pasted in the text 

box. 

Customer is redirected to 

contact us page with the 

chat history displayed in 

the chat room and the 

name of product is pasted 

in the text box. 

Pass 

2. Open chat room 

from profile page 

1. Click “Profile” 

icon at the bottom 

navigation bar. 

 

2. Click “Contact 

us” label at profile 

page. 

  

 Customer is redirected to 

contact us page with the chat 

history displayed in the chat 

room. 

Customer is redirected to 

contact us page with the 

chat history displayed in 

the chat room. 

Pass 

3.  Send a valid text 

message to seller 

1. Enter a valid text 

message in text box. 

 

Text message: 

“Hi there” 

Text message is sent to seller 

successfully and the chat 

room is updated with the 

new message. 

Text message is sent to 

seller successfully and the 

chat room is updated with 

the new message. 

Pass 
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2. Click “Send” 

button. 

 

4.  Send an invalid 

text message to 

seller 

1. Enter an invalid 

text message in text 

box. 

 

2. Click “Send” 

button. 

 

Text message: 

“” 

Text message is not sent to 

seller and error message 

“Please type a message” is 

displayed. 

Text message is not sent 

to seller and error 

message “Please type a 

message” is displayed. 

Pass 

 

7.2.2.8   Address Module 

 

Table 7.22 Unit Test Case - View Address 

Test Case ID Address-1 Module Name Address 

Test Case Title View Address Test Priority High 

Pre-conditions 1. Customer has logged in to his/her account 

2. Customer has created at least one address 
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No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1. View address  1. Click “Profile” 

icon at the bottom 

navigation bar. 

 

2. Click “My 

addresses” label at 

profile page. 

 

 Customer is redirected to 

address list page and all 

addresses created by 

customer is displayed in a 

list. 

Customer is redirected to 

address list page and all 

addresses created by 

customer is displayed in a 

list. 

Pass 

2.  View address 

details 

1. Click one of the 

addresses from the 

list 

 Customer is redirected to 

address details page and the 

detail of the address is 

displayed. 

 

Customer is redirected to 

address details page and 

the detail of the address is 

displayed. 

 

Pass 

 

Table 7.23 Unit Test Case - Create Address 

Test Case ID Address-2 Module Name Address 
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Test Case Title Create Address Test Priority High 

Pre-conditions 1. Customer has logged in to his/her account 

2. Customer is in address list page 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1. Create a new 

address with 

valid inputs  

1. Click “Add new 

address” button at 

the bottom of 

address list. 

 

2. Enter all the 

required 

information. 

 

3. Click “Save 

address” button 

 

Full name: 

“Thian Qi Wee” 

 

Phone number: 

“0123456789” 

 

Address line 1: 

“10, Jalan Merah” 

 

Address line 2: 

“Taman Merah” 

 

City: 

New address is created 

successfully and message 

“Address created 

successfully” is displayed. 

Customer is redirected back 

to address list page. 

New address is created 

successfully and message 

“Address created 

successfully” is 

displayed. Customer is 

redirected back to address 

list page. 

Pass 
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“Kajang” 

 

State: 

“Selangor” 

 

Postcode: 

“40000” 

 

2.  Create a new 

address with 

invalid inputs 

(empty value) 

1. Click “Add new 

address” button at 

the bottom of 

address list. 

 

2. Enter all the 

required 

information but 

phone number is 

empty. 

Full name: 

“Thian Qi Wee” 

 

Phone number: 

“” 

 

Address line 1: 

“10, Jalan Merah” 

 

Address line 2: 

Address is not created and 

error message “Please enter 

all the necessary 

information” is displayed.  

Address is not created and 

error message “Please 

enter all the necessary 

information” is displayed. 

Pass 
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3. Click “Save 

address” button 

 

“Taman Merah” 

 

City: 

“Kajang” 

 

State: 

“Selangor” 

 

Postcode: 

“40000” 

 

 

Table 7.24 Unit Test Case - Update Address 

Test Case ID Address-3 Module Name Address 

Test Case Title Update Address Test Priority High 

Pre-conditions 1. Customer has logged in to his/her account 

2. Customer has created at least one address 

3. Customer is in address list page 
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No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1. Update an 

address detail 

with valid input 

1. Click one of the 

addresses from the 

address list. 

 

2. Enter new value 

for the detail of the 

address. (For 

example: phone 

number) 

 

3. Click “Save 

address” button. 

 

New phone number: 

“987654321” 

The address is updated with 

the new phone number and 

message “Address updated 

successfully” is displayed. 

The address is updated 

with the new phone 

number and message 

“Address updated 

successfully” is 

displayed. 

Pass 

2.  Update an 

address detail 

1. Click one of the 

addresses from the 

address list. 

New phone number: 

“” 

The address is not updated 

and error message “Please 

The address is not 

updated and error 

message “Please enter all 

Pass 
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with invalid 

input 

 

2. Remove the 

existing phone 

number from the 

text box. 

 

3. Click “Save 

address” button. 

 

enter all the necessary 

information” is displayed. 

the necessary 

information” is displayed. 

 

Table 7.25 Unit Test Case - Delete Address 

Test Case ID Address-4 Module Name Address 

Test Case Title Delete Address Test Priority High 

Pre-conditions 1. Customer has logged in to his/her account 

2. Customer has created at least one address 

3. Customer is in address list page 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 
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1. Delete an address  1. Click one of the 

addresses from the 

address list. 

 

2. Click “Delete 

address” button. 

 

 The address is deleted 

successfully and message 

“Address deleted 

successfully” is displayed. 

The address is deleted 

successfully and message 

“Address deleted 

successfully” is 

displayed. 

Pass 

 

7.2.2.9   Admin Account Module 

 

Table 7.26 Unit Test Case - Admin Register Account 

Test Case ID AdminAcc-1 Module Name Admin Account 

Test Case Title Admin Register Account Test Priority High 

Pre-conditions N/A 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 
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1. Register admin 

account with 

valid name, 

email, and 

password. 

1. Enter all the 

required 

information at the 

account registration 

page. 

 

2. Click “Register” 

button 

First name: 

“Qi Wee” 

 

Last name: 

“Thian” 

 

Email: 

“admin@gmail.com” 

 

Password: 

“123456789” 

 

Confirm password: 

“123456789” 

 

Registration is successful 

and admin is redirected to 

home page. 

Registration is successful 

and admin is redirected 

to home page. 

Pass 

2.  Register admin 

account with 

valid name and 

1. Enter all the 

required 

information but 

First name: 

“Qi Wee” 

 

Registration failed and error 

message “The email must 

Registration failed and 

error message “The 

email must be a valid 

Pass 
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password but 

invalid email. 

with an invalid 

email at the account 

registration page. 

 

2. Click “Register” 

button. 

Last name: 

“Thian” 

 

Email: 

“admin” 

 

Password: 

“123456789” 

 

Confirm password: 

“123456789” 

 

be a valid email address” is 

displayed. 

email address.” is 

displayed. 

3.  Register admin 

account with 

valid name, 

email, and 

password but the 

email has 

1. Enter all the 

required 

information but 

with an email which 

has already been 

First name: 

“Qi Wee” 

 

Last name: 

“Thian” 

 

Registration failed and error 

message “The email has 

already been taken” is 

displayed. 

Registration failed and 

error message “The 

email has already been 

taken” is displayed. 

Pass 
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already been 

registered in the 

system. 

registered in the 

system. 

 

2. Click “Register” 

button. 

Email: 

“admin@gmail.com” 

 

Password: 

“123456789” 

 

Confirm password: 

“123456789” 

 

4.  Register admin 

account with 

valid email but 

invalid name or 

password. 

1. Enter a valid 

name and email but 

password is empty. 

 

2. Click “Register” 

button 

First name: 

“Qi Wee” 

 

Last name: 

“Thian” 

 

Email: 

“admin@gmail.com” 

 

Registration failed and error 

message “Please fill in this 

field” is displayed. 

Registration failed and 

error message “Please fill 

in this field” is displayed. 

Pass 
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Password: 

“” 

 

Confirm password: 

“” 

 

 

Table 7.27 Unit Test Case - Admin Login Account 

Test Case ID AdminAcc-2 Module Name Admin Account 

Test Case Title Admin Login Account Test Priority High 

Pre-conditions 1. Admin has registered an admin account 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1.  Login admin 

account with 

valid email and 

password. 

1. Enter valid email 

and password. 

 

2. Click “Login” 

button. 

Email: 

“admin@gmail.com” 

 

Password: 

“123456789” 

Login is successful and user 

is redirected to home page. 

Login is successful and 

user is redirected to 

home page. 

Pass 
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2.  Login admin 

account with 

valid email but 

incorrect 

password. 

1. Enter valid email 

and incorrect 

password. 

 

2. Click “Login” 

button. 

Email: 

“admin@gmail.com” 

 

Password: 

“987654321” 

 

Login failed and error 

message “Email address 

and password are wrong” is 

displayed. 

Login failed and error 

message “Email address 

and password are wrong” 

is displayed. 

Pass 

3.  Login admin 

account with 

invalid email and 

password. 

1. Enter invalid 

email and 

password. 

 

2. Click “Login” 

button 

Email: 

“admin00@gmail.com” 

 

Password: 

“123456789” 

 

Login failed and error 

message “Email address 

and password are wrong” is 

displayed. 

Login failed and error 

message “Email address 

and password are wrong” 

is displayed. 

Pass 

 

Table 7.28 Unit Test Case - Admin Reset Password 

Test Case ID AdminAcc-3 Module Name Admin Account 

Test Case Title Admin Reset Password Test Priority High 

Pre-conditions 1. Admin has registered an admin account 
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No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1.  Reset admin 

password with 

valid email 

(Forget 

password). 

1. Click “Forgot 

password” label in 

login page. 

 

2. Enter valid email. 

 

3. Click ‘Send 

Password Reset 

Link’ button. 

 

Email: 

“admin@gmail.com” 

Send reset password email 

successfully and message 

“We have emailed your 

password reset link” is 

displayed. 

Send reset password 

email successfully and 

message “We have 

emailed your password 

reset link!” is displayed. 

Pass 

2.  Reset admin 

password with 

invalid email 

(Forget 

password). 

1. Click “Forgot 

password” label in 

login page. 

 

2. Enter invalid 

email. 

Email: 

“admin00@gmail.com” 

Send reset password email 

failed and message “We 

can't find a user with that 

email address” is displayed. 

Send reset password 

email failed and message 

“We can't find a user 

with that email address” 

is displayed. 

Pass 
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3. Click ‘Send 

Password Reset 

Link’ button. 

 

 

7.2.2.10   Product Management Module 

 

Table 7.29 Unit Test Case - Create Single Product 

Test Case ID ProductMgt-1 Module Name Product Management 

Test Case Title Create Single Product Test Priority High 

Pre-conditions 1. Admin has logged in to his/her account 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1.  Add new single 

product with 

valid input 

1. Click “Product” 

label at navigation 

bar. 

 

Name: 

“Book” 

 

Description: 

Product added successfully 

and message “Product added 

successfully” is displayed. 

Product added 

successfully and 

message “Product added 

Pass 
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2. Click “Add new 

product” button. 

 

3. Enter all the 

necessary 

information. 

 

4. Click “Save” 

button. 

 

“This is a book” 

 

Category: 

“Book & Stationery” 

 

Price: 

20.00 

 

Quantity: 

1 

 

Weight(kg): 

0.2 

 

Length(cm): 

20 

 

Width(cm): 

successfully” is 

displayed. 
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20 

 

Height(cm): 

20 

 

Offer able: 

true 

 

Shippable: 

true 

 

Preloved tag: 

true 

 

Location: 

“IOI Mall, Puchong” 

 

Images: 
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(Three image files in 

jpg format) 

 

2.  Add new single 

product with 

invalid input 

1. Click “Product” 

label at navigation 

bar. 

 

2. Click “Add new 

product” button. 

 

3. Enter all the 

necessary 

information but 

some required 

fields are empty. 

(For example: price 

and quantity) 

 

Name: 

“Book” 

 

Description: 

“This is a book” 

 

Category: 

“Book & Stationery” 

 

Price: 

 

 

Quantity: 

 

 

Product added failed and 

error messages “The price 

field is required” and “The 

quantity field is required” 

are displayed. 

Product added failed and 

error messages “The 

price field is required” 

and “The quantity field is 

required” are displayed. 

Pass 
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4. Click “Save” 

button. 

 

Location: 

“IOI Mall, Puchong” 

 

Images: 

(Three image files in 

jpg format) 

 

 

Table 7.30 Unit Test Case - Admin View Product 

Test Case ID ProductMgt-2 Module Name Product Management 

Test Case Title Admin View Product Test Priority High 

Pre-conditions 1. Admin has logged in to his/her account 

2. Admin has created at least one product 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1.  View products 1. Click “Product” 

label at navigation 

bar. 

 A list of products is 

displayed. 

A list of products is 

displayed. 

Pass 
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2.  Search products 

by name 

1. Click “Product” 

label at navigation 

bar. 

 

2. Enter product 

name as keyword in 

search bar. 

 

3. Click “Enter” 

button. 

 

Keyword: 

“vase” 

All products with “vase” in 

the product name are 

displayed. 

All products with “vase” 

in the product name are 

displayed. 

Pass 

3.  View product 

details 

1. Click “Product” 

label at navigation 

bar. 

 

 Admin is redirected to 

product details page and the 

product detail is displayed. 

Admin is redirected to 

product details page and 

the product detail is 

displayed. 

Pass 
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2. Click “View” 

button of a product 

from the list. 

 

 

Table 7.31 Unit Test Case - Update Product 

Test Case ID ProductMgt-3 Module Name Product Management 

Test Case Title Update Product Test Priority High 

Pre-conditions 1. Admin has logged in to his/her account 

2. Admin is in product details page 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1.  Update a product 

with valid input 

1. Click “Edit” 

button at product 

details page 

 

2. Enter new value 

for the detail of the 

New price: 

85 

The product is updated with 

the latest price and message 

“Product updated 

successfully” is displayed. 

The product is updated 

with the latest price and 

message “Product 

updated successfully” is 

displayed. 

Pass 
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product. (For 

example: price) 

 

3. Click “Save” 

button. 

 

 

2.  Update a product 

with invalid 

input 

1. Click “Edit” 

button at product 

details page 

 

2. Enter an invalid 

value for the detail 

of the product. (For 

example: price) 

 

3. Click “Save” 

button. 

New price: 

“abc” 

The product is not updated 

and error message “The 

price must be a number” is 

displayed. 

The product is not 

updated and error 

message “The price must 

be a number” is 

displayed. 

Pass 
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Table 7.32 Unit Test Case - Delete Product 

Test Case ID ProductMgt-4 Module Name Product Management 

Test Case Title Delete Product Test Priority High 

Pre-conditions 1. Admin has logged in to his/her account 

2. Admin has created at least one product 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1.  Delete a product 1. Click “Delete” of 

a product from the 

list. 

 

2. Click “OK” for 

the confirmation 

message. 

 

 The product is deleted and 

message “Product deleted 

successfully” is displayed. 

The product is deleted 

and message “Product 

deleted successfully” is 

displayed. 

Pass 
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Table 7.33 Unit Test Case - Import Product with Excel File 

Test Case ID ProductMgt-5 Module Name Product Management 

Test Case Title Import Product with Excel File Test Priority High 

Pre-conditions 1. Admin has logged in to his/her account 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1.  Import product 

data from an 

Excel file 

1. Click “Product” 

label at navigation 

bar. 

 

2. Click “Import” 

button. 

 

3. Click “Choose 

file” button and 

upload an excel file. 

 

Excel file that contains 

formatted product data. 

Products are imported and 

message “Products are 

imported successfully” is 

displayed. 

Products are imported 

and message “Products 

are imported 

successfully” is 

displayed. 

Pass 
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4. Click “Import” 

button. 

 

  

2.  Import product 

data from an 

Excel file that 

contains invalid 

values 

1. Click “Product” 

label at navigation 

bar. 

 

2. Click “Import” 

button. 

 

3. Click “Choose 

file” button and 

upload an excel file. 

 

4. Click “Import” 

button. 

 

Excel file that contains 

formatted product data 

but there are some 

product data is invalid 

value. (For example: 

Published not equal to 

1 and Stock less than 1) 

Products are imported with 

the invalid product data 

filtered and message 

“Products are imported 

successfully” is displayed. 

Products are imported 

with the invalid product 

data filtered and message 

“Products are imported 

successfully” is 

displayed. 

Pass 
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Table 7.34 Unit Test Case - Export Product to Excel File 

Test Case ID ProductMgt-6 Module Name Product Management 

Test Case Title Export Product to Excel File Test Priority High 

Pre-conditions 1. Admin has logged in to his/her account 

2. Admin has created at least one product 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1.  Export product 

data to an Excel 

file 

1. Click “Product” 

label at navigation 

bar. 

 

2. Click “Export” 

button. 

 

3. Click “OK” for 

the confirmation 

message. 

 All product data is exported 

to an Excel file and 

downloaded successfully. 

All product data is 

exported to an Excel file 

and downloaded 

successfully. 

Pass 
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7.2.2.11   Offer Management Module 

 

Table 7.35 Unit Test Case - Admin View Offer 

Test Case ID OfferMgt-1 Module Name Offer Management 

Test Case Title Admin View Offer Test Priority High 

Pre-conditions 1. Admin has logged in to his/her account 

2. Customer has made at least one offer 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1. View offers 1. Click “Offers” 

label at navigation 

bar. 

 

 Admin is redirected to offer 

list page and all offers made 

by customers are displayed 

in a list. 

Admin is redirected to 

offer list page and all 

offers made by customers 

are displayed in a list. 

 

Pass 
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Table 7.36 Unit Test Case - Admin Update Offer 

Test Case ID OfferMgt-2 Module Name Offer Management 

Test Case Title Admin Update Offer Test Priority High 

Pre-conditions 1. Admin has logged in to his/her account 

2. Customer has made at least one offer 

3. Admin is in offer list page 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1. Accept an 

ongoing offer 

which status is 

“Pending” 

1. Click “Accept” 

button at an ongoing 

offer item which 

status is “Pending”. 

 

2. Click “OK” for 

the confirmation 

message. 

 

 The ongoing offer is 

accepted by admin, and the 

offer status is updated to 

“Accepted”. 

The ongoing offer is 

accepted by admin, and 

the offer status is updated 

to “Accepted”. 

Pass 
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2.  Reject an 

ongoing offer 

which status is 

“Pending” 

1. Click “Reject” 

button at an ongoing 

offer item which 

status is “Pending”. 

 

2. Click “OK” for 

the confirmation 

message. 

 

 The ongoing offer is rejected 

by admin, and the offer 

status is updated to 

“Rejected”. 

The ongoing offer is 

rejected by admin, and 

the offer status is updated 

to “Rejected”. 

Pass 

3.  Make a 

counteroffer to 

customer's offer 

with a valid 

counteroffer 

price 

1. Click 

“Counteroffer” 

button at an ongoing 

offer item which 

status is “Pending”. 

 

2. Enter a valid 

counteroffer price. 

 

Counteroffer price: 

45 

The offer is updated with the 

counteroffer price submit by 

admin and message “Offer 

updated successfully” is 

displayed. 

The offer is updated with 

the counteroffer price 

submit by admin and 

message “Offer updated 

successfully” is 

displayed. 

Pass 
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3. Click “Confirm” 

button. 

 

4.  Make a 

counteroffer to 

customer’s offer 

with an invalid 

counteroffer 

price 

1. Click 

“Counteroffer” 

button at an ongoing 

offer item which 

status is “Pending”. 

 

2. Click “Confirm” 

button. 

 

New offer price: 

“” 

The offer update is failed and 

error message “Please enter 

a valid offer price” is 

displayed. 

The offer update is failed 

and error message 

“Please enter a valid offer 

price” is displayed. 

Pass 

 

7.2.2.12   Order Management Module 

 

Table 7.37 Unit Test Case - Admin View Order 

Test Case ID OrderMgt-1 Module Name Order Management 

Test Case Title Admin View Order Test Priority High 
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Pre-conditions 1. Admin has logged in to his/her account 

2. Customer has created at least one order 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1. View orders 1. Click “Orders” 

label at navigation 

bar. 

 

 Admin is redirected to order 

list page and all orders 

created by customers are 

displayed in a list. 

Admin is redirected to 

order list page and all 

orders created by 

customers are displayed 

in a list. 

 

Pass 

2.  View order 

details 

1. Click “Orders” 

label at navigation 

bar. 

 

2. Click “View” 

button of an order 

from the list. 

 

 Admin is redirected to order 

details page and the order 

detail is displayed. 

Admin is redirected to 

order details page and the 

order detail is displayed. 

Pass 
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Table 7.38 Unit Test Case - Admin Update Order 

Test Case ID OrderMgt-2 Module Name Order Management 

Test Case Title Admin Update Order Test Priority High 

Pre-conditions 1. Admin has logged in to his/her account 

2. Admin is in order details page 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1. Update status of 

an order 

1. Click “Update 

status” button. 

 

2. Select a new 

status from the 

dropdown list. 

 

3. Click “Update” 

button. 

 

New order status: 

“Shipped” 

The order status is updated to 

“Shipped” and message 

“Order status updated 

successfully” is displayed. 

The order status is 

updated to “Shipped” and 

message “Order status 

updated successfully” is 

displayed. 

Pass 
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7.2.2.13   Reporting Module 

 

Table 7.39 Unit Test Case - View Sales Report 

Test Case ID Reporting-1 Module Name Reporting 

Test Case Title View Sales Report Test Priority High 

Pre-conditions 1. Admin has logged in to his/her account 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1. View sales report 

of current year 

1. Click “Sales 

Report” label at 

navigation bar. 

 

2. Click “Year” tab 

at the sales report 

page. 

 

 The sales report from first 

day to last day of the current 

year is displayed. 

The sales report from first 

day to last day of the 

current year is displayed. 

Pass 
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2. View sales report 

of last month 

1. Click “Sales 

Report” label at 

navigation bar. 

 

2. Click “Last 

month” tab at the 

sales report page. 

 

 The sales report from first 

day to last day of last month 

is displayed. 

The sales report from first 

day to last day of last 

month is displayed. 

Pass 

3. View sales report 

of this month 

1. Click “Sales 

Report” label at 

navigation bar. 

 

2. Click “This 

month” tab at the 

sales report page. 

 

 The sales report from first 

day to last day of this month 

is displayed. 

The sales report from first 

day to last day of this 

month is displayed. 

Pass 
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4. View sales report 

of last 7 days 

1. Click “Sales 

Report” label at 

navigation bar. 

 

2. Click “Last 7 

days” tab at the sales 

report page. 

 

 The sales report of the last 7 

days is displayed. 

The sales report of the last 

7 days is displayed. 

Pass 

5. View sales report 

by customizing 

the date range 

1. Click “Sales 

Report” label at 

navigation bar. 

 

2. Click “Custom” 

tab at the sales 

report page. 

 

3. Select the start 

date and end date. 

Start date: 

01/07/2022 

 

End date: 

15/07/2022 

The sales report from 

01/07/2022 to 15/07/2022 is 

displayed. 

The sales report from 

01/07/2022 to 15/07/2022 

is displayed. 

Pass 
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4. Click “Confirm” 

button. 

 

 

Table 7.40 Unit Test Case - View Inventory Report 

Test Case ID Reporting-2 Module Name Reporting 

Test Case Title View Inventory Report Test Priority High 

Pre-conditions 1. Admin has logged in to his/her account 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1. View inventory 

summary report 

1. Click “Inventory 

Report” label at 

navigation bar. 

 

2. Click 

“Dashboard” tab at 

 The inventory summary 

report is displayed. 

The inventory summary 

report is displayed. 

Pass 
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the inventory report 

page. 

 

2. View product 

upload history 

1. Click “Inventory 

Report” label at 

navigation bar. 

 

2. Click “Upload 

history” tab at the 

inventory report 

page. 

 

 The product upload history 

is displayed. 

The product upload 

history is displayed. 

Pass 

3. View product 

performance 

report 

1. Click “Inventory 

Report” label at 

navigation bar. 

 

2. Click 

“Performance” tab 

 The product performance 

report is displayed. 

The product performance 

report is displayed. 

Pass 
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at the inventory 

report page. 

 

 

7.2.2.14   Customer Management Module 

 

Table 7.41 Unit Test Case - View Customer 

Test Case ID CustomerMgt-1 Module Name Customer Management 

Test Case Title View Customer Test Priority High 

Pre-conditions 1. Admin has logged in to his/her account 

2. Has at least one customer registered an account 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1. View customers 1. Click 

“Customers” label at 

navigation bar. 

 

 Admin is redirected to 

customer list page and all 

customers data is displayed. 

Admin is redirected to 

customer list page and all 

customers data is 

displayed. 

Pass 
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Table 7.42 Unit Test Case - Customer Service 

Test Case ID CustomerMgt-2 Module Name Customer Management 

Test Case Title Customer Service Test Priority High 

Pre-conditions 1. Admin has logged in to his/her account 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1. Reply to 

customer’s 

enquiries with 

valid text 

message 

1. Click “Customer 

Service” label at 

navigation bar. 

 

2. Click one of the 

customers from the 

list. 

 

3. Enter text 

message. 

 

Text message: 

“Hi there” 

The text message is sent to 

customer and the chat box is 

updated. 

The text message is sent 

to customer and the chat 

box is updated. 

Pass 
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4. Click “Send” 

button. 

 

2. Reply to 

customer’s 

enquiries with 

invalid text 

message 

1. Click “Customer 

Service” label at 

navigation bar. 

 

2. Click one of the 

customers from the 

list. 

 

3. Click “Send” 

button 

 

Text message: 

“” 

Error message “Please type a 

message” is displayed. 

Error message “Please 

type a message” is 

displayed. 

Pass 

3.  Reply to 

customer’s 

enquiries with 

image 

1. Click “Customer 

Service” label at 

navigation bar. 

 

An image The image is sent to 

customer and the chat box is 

updated. 

The image is sent to 

customer and the chat box 

is updated. 

Pass 
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2. Click one of the 

customers from the 

list. 

 

3. Click “Paper clip” 

label. 

 

4. Select an image to 

send. 

 

5. Click “Send” 

button. 

 

 

7.2.2.15   Review Management Module 

 

Table 7.43 Unit Test Case - Admin View Review 

Test Case ID ReviewMgt-1 Module Name Review Management 
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Test Case Title Admin View Review Test Priority High 

Pre-conditions 1. Admin has logged in to his/her account 

2. Customer has submitted at least one review 

No. Test Case 

Summary 

Test Steps Test Data Expected Result Actual Result Status 

1. View reviews 1. Click “Reviews” 

label at navigation 

bar. 

 

 Admin is redirected to 

review list page and all 

reviews data is displayed. 

Admin is redirected to 

review list page and all 

reviews data is displayed. 

Pass 

 

7.2.3 Unit Testing Result 

As a result, a total of 42 unit test cases that covered all 15 modules were designed and executed, the system successfully passed all the test cases. 

 

7.3 Integration Testing 

The integration testing was executed after all 42 unit test cases has been carried out. 

 

7.3.1 Integration Test Cases 

7.3.1.1   Customer Account Module 
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Table 7.44 Integration Test Case - Customer Account Module 

Test Case Test Steps Expected Result Actual Result Status 

Register new account and 

login using the account.  

1. User enter login page. 

 

2. User click “Sign up” 

button. 

 

3. User enters all required 

information. 

 

4. User click “Create 

account” button. 

 

5. User click “Logout” 

button at profile page. 

 

New customer account is 

created, and user can login 

using the email and 

password. 

New customer account is 

created, and user can login 

using the email and 

password. 

Pass 
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6. User enter email and 

password of the newly 

created account. 

 

7. User click “Login” 

button. 

 

Update profile details. 1. User click “Profile” 

button at the navigation 

bar. 

 

2. User click “Edit Profile” 

label. 

 

3. User enter new phone 

number and click “Save 

profile” button. 

 

The user profile is updated 

and shown in profile page. 

The user profile is updated 

and shown in profile page. 

Pass 
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7.3.1.2   Product Module 

 

Table 7.45 Integration Test Case - Product Module 

Test Case Test Steps Expected Result Actual Result Status 

Search products by name 

and category 

1. User enter keyword in 

the search bar at home 

page. 

 

2. User press “Enter”. 

 

3. User click the 

“Category” button. 

 

4. User select one of the 

categories and click 

“Apply” button. 

A list of products which 

the product name is 

matches with the keyword 

and from the selected 

category are displayed in a 

list. 

A list of products which 

the product name is 

matches with the keyword 

and from the selected 

category are displayed in a 

list. 

Pass 
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Filter and sort the product 

searching result 

1. User click “Filter” 

button. 

 

2. User select one of the 

sorting methods. 

 

3. User enter the price 

range. 

 

4. User click “Apply” 

button. 

 

The product searching 

result is filtered by the 

price range and sort by the 

selected method. 

The product searching 

result is filtered by the 

price range and sort by the 

selected method. 

Pass 

Share product to social 

media 

1. User click on a product 

from the product list. 

 

2. User click “Share” icon 

in the product details page. 

The product detail is sent 

to the receiver through the 

social media. 

The product detail is sent 

to the receiver through the 

social media. 

Pass 
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3. User select one of the 

social media applications 

from the list. 

 

4. User choose the receiver 

and click “Send” button. 

 

 

7.3.1.3   Shopping Cart Module 

 

Table 7.46 Integration Test Case - Shopping Cart Module 

Test Case Test Steps Expected Result Actual Result Status 

Add a product to shopping 

cart 

1. User click on a product 

from the product list. 

 

2. User click “Add to cart” 

button. 

The product is shown in 

the shopping cart. 

The product is shown in 

the shopping cart. 

Pass 
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3. User click “Cart” icon. 

 

Update cart item quantity 1. User click “Cart” icon at 

the navigation bar. 

 

2. User click the “+” icon 

of a cart item 

 

The quantity of the cart 

item is added by one. 

The quantity of the cart 

item is added by one. 

Pass 

Remove item from cart 1. User click “Cart” icon at 

the navigation bar. 

 

2. User click “Trash bin” 

icon of a cart item. 

 

The cart item is removed 

from the shopping cart. 

The cart item is removed 

from the shopping cart. 

Pass 

 

7.3.1.4   Favourite Module 
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Table 7.47 Integration Test Case - Favourite Module 

Test Case Test Steps Expected Result Actual Result Status 

Add a product to favourite 1. User click on a product 

from the product list. 

 

2. User click “Favourite” 

icon at the bottom of 

product details page. 

 

3. User click “Back” icon. 

 

4. User click “Favourite” 

icon at the home page. 

 

The product is added to 

favourite and is shown in 

the favourite list. 

The product is added to 

favourite and is shown in 

the favourite list. 

Pass 

Remove a product from 

favourite 

1. User click on a product 

from the favourite list. 

 

The product is removed 

from the favourite list. 

The product is removed 

from the favourite list. 

Pass 
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2. User click “Favourite” 

icon at the bottom of 

product details page. 

 

3. User click “Back” icon. 

 

Remove item from cart 1. User click “Cart” icon at 

the navigation bar. 

 

2. User click “Trash bin” 

icon of a cart item. 

 

The cart item is removed 

from the shopping cart. 

The cart item is removed 

from the shopping cart. 

Pass 

 

7.3.1.5   Offer Module 

 

Table 7.48 Integration Test Case - Offer Module 

Test Case Test Steps Expected Result Actual Result Status 
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Make a new offer 1. User click on a product 

from the product list. 

 

2. User click “Make offer” 

button. 

 

3. User enter an offer price 

and click “Make offer” 

button. 

 

4. User click “Back” icon. 

 

5. User click “Offer” icon 

at the navigation bar. 

 

 

The new offer is shown in 

the offer list. 

The new offer is shown in 

the offer list. 

Pass 
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Cancel an ongoing offer 1. User click “Offer” icon 

at the navigation bar. 

 

2. User click “Cancel” 

button of an offer item. 

 

The offer status is updated 

to “Cancelled” in the offer 

list. 

The offer status is updated 

to “Cancelled” in the offer 

list. 

Pass 

Make a counteroffer to 

seller’s offer 

1. User click “Offer” icon 

at the navigation bar. 

 

2. User click “Update 

offer” button of an offer 

item. 

 

3. User enter a new offer 

price and click “Update 

offer” button. 

 

The offer item is updated 

with the latest offer price 

in the offer list. 

The offer item is updated 

with the latest offer price 

in the offer list. 

Pass 
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Accept an offer from seller 1. User click “Offer” icon 

at the navigation bar. 

 

2. User click “Accept” 

button of an offer item. 

 

The offer status is updated 

to “Accepted” in the offer 

list. 

The offer status is updated 

to “Accepted” in the offer 

list. 

Pass 

Add an accepted offer 

product to shopping cart 

1. User click “Offer” icon 

at the navigation bar. 

 

2. User click “Add to cart” 

button of an accepted offer 

item. 

 

3. User click “Cart” icon at 

the navigation bar. 

 

The offer status is updated 

to “Used” in the offer list. 

The product is shown in 

the shopping cart with the 

offered price. 

The offer status is updated 

to “Used” in the offer list. 

The product is shown in 

the shopping cart with the 

offered price. 

Pass 

 

7.3.1.6   Order Module 
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Table 7.49 Integration Test Case - Order Module 

Test Case Test Steps Expected Result Actual Result Status 

Create a new order with 

“Self-pick-up” as delivery 

method 

1. User click “Cart” icon at 

the navigation bar. 

 

2. User click “Check out” 

button. 

 

3. User select “Self-pick-

up” from delivery method 

options at checkout page. 

 

4. User click “Place order” 

button. 

 

The order is created and is 

shown in the order list. 

The order details are 

displayed when user click 

on the order from the list. 

A notification email is sent 

to all admins. 

The order is created and is 

shown in the order list. 

The order details are 

displayed when user click 

on the order from the list. 

A notification email is sent 

to all admins. 

Pass 
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5. User click the newly 

created order from the 

order list. 

 

Create a new order with 

“Standard shipping” as 

delivery method 

1. User click “Cart” icon at 

the navigation bar. 

 

2. User click “Check out” 

button. 

 

3. User select “Standard 

shipping” from delivery 

method options at 

checkout page. 

 

4. User click “Select 

address” label. 

 

The order is created and is 

shown in the order list. 

The order details are 

displayed when user click 

on the order from the list. 

A notification email is sent 

to all admins. 

The order is created and is 

shown in the order list. 

The order details are 

displayed when user click 

on the order from the list. 

A notification email is sent 

to all admins. 

Pass 
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5. User select one address 

from the list. 

 

6. User click “Place order” 

button. 

 

7. User click the newly 

created order from the 

order list. 

 

Review and rate on a 

completed order 

1. User click “Profile” icon 

at the navigation bar. 

 

2. User click “My orders” 

label. 

 

The review and rating on 

the order is submitted. 

The review is shown at the 

bottom of the home page 

after user relaunch the app. 

The review and rating on 

the order is submitted. 

The review is shown at the 

bottom of the home page 

after user relaunch the app. 

Pass 
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3. User click on a 

completed order from the 

order list. 

 

4. User click “Review” 

button. 

 

5. User click “Star” icons 

to rate order based on 

different categories. 

 

6. User enter review 

comment. 

 

7. User click “Submit” 

button. 
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8. User relaunch the app 

and go to the home page. 

 

 

7.3.1.7   Contact Seller Module 

 

Table 7.50 Integration Test Case - Contact Seller Module 

Test Case Test Steps Expected Result Actual Result Status 

Contact seller from 

product details page 

1. User click on a product 

from the product list. 

 

2. User click “Chat” icon 

at the product details page. 

 

3. User continue to enter 

the text message in the text 

box. 

 

The text message is sent to 

seller. 

The chat box is updated 

with the new message. 

The text message is sent to 

seller. 

The chat box is updated 

with the new message. 

Pass 
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4. User click “Send” 

button. 

 

Contact seller from 

product profile page 

1. User click “Profile” icon 

at the navigation bar. 

 

2. User click “Contact us” 

label at profile page. 

 

3. User enter the text 

message in the text box. 

 

4. User click “Send” 

button. 

 

The text message is sent to 

seller. 

The chat box is updated 

with the new message. 

The text message is sent to 

seller. 

The chat box is updated 

with the new message. 

Pass 

 

7.3.1.8   Address Module 
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Table 7.51 Integration Test Case - Address Module 

Test Case Test Steps Expected Result Actual Result Status 

Create a new address 1. User click “Profile” icon 

at the navigation bar. 

 

2. User click “My 

addresses” label at profile 

page. 

 

3. User click “Add new 

address” button at the 

bottom of address list. 

 

4. User enter all the 

required information. 

 

3. User click “Save 

address” button 

The new address is created 

and is shown in the address 

list. 

The new address is created 

and is shown in the address 

list. 

Pass 
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Update an address detail 1. User click “Profile” icon 

at the navigation bar. 

 

2. User click “My 

addresses” label at profile 

page. 

 

3. User click one of the 

addresses from the address 

list. 

 

4. User enter new value for 

the detail of the address. 

 

5. Click “Save address” 

button. 

 

The address is updated 

with the new details and is 

shown in the address list. 

The address is updated 

with the new details and is 

shown in the address list. 

Pass 
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Delete an address 1. User click “Profile” icon 

at the navigation bar. 

 

2. User click “My 

addresses” label at profile 

page. 

 

3. User click one of the 

addresses from the address 

list. 

 

4. User click “Delete 

address” button. 

 

The address is deleted and 

removed from the address 

list. 

The address is deleted and 

removed from the address 

list. 

Pass 

 

7.3.1.9   Admin Account Module 

 

Table 7.52 Integration Test Case - Admin Account Module 
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Test Case Test Steps Expected Result Actual Result Status 

Register new account and 

login using the account.  

1. User enter login page. 

 

2. User click “Register” 

label. 

 

3. User enters all required 

information. 

 

4. User click “Register” 

button. 

 

5. User click “Logout” 

button at home. 

 

6. User enter email and 

password of the newly 

created account. 

New admin account is 

created, and user can login 

using the email and 

password. 

New admin account is 

created, and user can login 

using the email and 

password. 

Pass 
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7. User click “Login” 

button. 

 

 

7.3.1.10   Product Management Module 

 

Table 7.53 Integration Test Case - Product Management Module 

Test Case Test Steps Expected Result Actual Result Status 

Create a new product   1. User click “Product” 

label at navigation bar. 

 

2. User click “Add new 

product” button. 

 

3. User enter all the 

necessary information. 

 

New product is created and 

shown in the product list. 

The product detail is 

displayed in the product 

details page. 

New product is created and 

shown in the product list. 

The product detail is 

displayed in the product 

details page. 

Pass 
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4. User click “Save” 

button. 

 

5. User search for the 

newly created product 

from product list. 

 

6. User click “View” 

button of the product from 

product list. 

 

Update a product 1. User click “Product” 

label at navigation bar. 

 

2. User click “View” 

button of a product from 

product list. 

 

The product is updated 

with the latest detail and is 

shown in the product 

details page. 

The product is updated 

with the latest detail and is 

shown in the product 

details page. 

Pass 
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3. User enter new value for 

the detail of the product. 

 

4. User click “Save” 

button. 

 

Delete a product 1. User click “Product” 

label at navigation bar. 

 

2. User click “Delete” of a 

product from the list. 

 

3. User click “OK” for the 

confirmation message. 

 

The product is deleted and 

removed from the product 

list. 

The product is deleted and 

removed from the product 

list. 

Pass 

Import product data from 

an Excel file 

1. User click “Product” 

label at navigation bar. 

 

The product data is 

imported to the database. 

The product data is 

imported to the database. 

Pass 
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2. User click “Import” 

button. 

 

3. User click “Choose file” 

button and upload an excel 

file. 

 

4. User click “Import” 

button. 

 

All imported products are 

shown in the product list. 

All imported products are 

shown in the product list. 

Export product data to an 

Excel file 

1. User click “Product” 

label at navigation bar. 

 

2. User click “Export” 

button. 

 

3. User click “OK” for the 

confirmation message. 

All product data in the 

database are exported to an 

Excel file. 

 

  

All product data in the 

database are exported to an 

Excel file. 

 

Pass 
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7.3.1.11   Offer Management Module 

 

Table 7.54 Integration Test Case - Offer Management Module 

Test Case Test Steps Expected Result Actual Result Status 

Accept an offer from 

customer 

1. User click “Offers” label 

at navigation bar. 

 

2. User click “Accept” 

button at an ongoing offer 

item which status is 

“Pending”. 

 

3. User click “OK” for the 

confirmation message. 

 

The offer status is updated 

to “Accepted” and is 

shown in the offer list. 

The offer status is updated 

to “Accepted” and is 

shown in the offer list. 

Pass 
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Reject an offer from 

customer 

1. User click “Offers” label 

at navigation bar. 

 

2. User click “Reject” 

button at an ongoing offer 

item which status is 

“Pending”. 

 

3. User click “OK” for the 

confirmation message. 

 

The offer status is updated 

to “Cancelled” and is 

shown in the offer list. 

The offer status is updated 

to “Cancelled” and is 

shown in the offer list. 

Pass 

Make a counteroffer to 

customer's offer 

1. User click “Offers” label 

at navigation bar. 

 

2. User click 

“Counteroffer” button at 

an ongoing offer item 

which status is “Pending”. 

The offer is updated with 

the new counteroffer price 

and is shown in the offer 

list. 

The offer is updated with 

the new counteroffer price 

and is shown in the offer 

list. 

Pass 
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3. User enter a 

counteroffer price. 

 

4. User click “Confirm” 

button. 

 

 

7.3.1.12   Order Management Module 

 

Table 7.55 Integration Test Case - Order Management Module 

Test Case Test Steps Expected Result Actual Result Status 

Update status of an order  1. User click “Orders” 

label at navigation bar. 

 

2. User click “View” 

button of an order from the 

order list. 

The order is updated with 

the new status and is 

shown in the order details 

page. 

The order is updated with 

the new status and is 

shown in the order details 

page. 

Pass 
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3. User click “Update 

status” button at the order 

details page. 

 

4. User select a new status 

from the dropdown list. 

 

5. User click “Update” 

button. 

 

 

7.3.1.13   Reporting Module 

 

Table 7.56 Integration Test Case - Reporting Module 

Test Case Test Steps Expected Result Actual Result Status 
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View sales report of 

current year 

1. User click “Sales 

Report” label at navigation 

bar. 

 

2. User click “Year” tab at 

the sales report page. 

 

The sales report from first 

day to last day of the 

current year is displayed. 

The sales report from first 

day to last day of the 

current year is displayed. 

Pass 

View sales report of last 

month 

1. User click “Sales 

Report” label at navigation 

bar. 

 

2. User click “Last month” 

tab at the sales report page. 

 

The sales report from first 

day to last day of last 

month is displayed. 

The sales report from first 

day to last day of last 

month is displayed. 

Pass 

View sales report of this 

month 

1. User click “Sales 

Report” label at navigation 

bar. 

 

The sales report from first 

day to last day of this 

month is displayed. 

The sales report from first 

day to last day of this 

month is displayed. 

Pass 
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2. User click “This month” 

tab at the sales report page. 

 

View sales report of last 7 

days 

1. User click “Sales 

Report” label at navigation 

bar. 

 

2. User click “Last 7 days” 

tab at the sales report page. 

 

The sales report from first 

day to last day of last 7 

days is displayed. 

The sales report from first 

day to last day of last 7 

days is displayed. 

Pass 

View sales report by 

customizing the date range 

1. User click “Sales 

Report” label at navigation 

bar. 

 

2. User click “Custom” tab 

at the sales report page. 

 

The sales report between 

the custom date range is 

displayed. 

The sales report between 

the custom date range is 

displayed. 

Pass 
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3. User select the start date 

and end date. 

 

4. User click “Confirm” 

button. 

 

View inventory summary 

report 

1. User click “Inventory 

Report” label at navigation 

bar. 

 

2. User click “Dashboard” 

tab at the inventory report 

page. 

 

The inventory summary 

report is displayed. 

The inventory summary 

report is displayed. 

Pass 

View product upload 

history 

1. User click “Inventory 

Report” label at navigation 

bar. 

 

The product upload history 

is displayed. 

The product upload history 

is displayed. 

Pass 
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2. User click “Upload 

history” tab at the 

inventory report page. 

 

View product performance 

report 

1. User click “Inventory 

Report” label at navigation 

bar. 

 

2. User click 

“Performance” tab at the 

inventory report page. 

 

The product performance 

report is displayed. 

The product performance 

report is displayed. 

Pass 

 

7.3.1.14   Customer Management Module 

 

Table 7.57 Integration Test Case - Customer Management Module 

Test Case Test Steps Expected Result Actual Result Status 
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View customers 1. User click “Customers” 

label at navigation bar. 

 

The customer data is 

shown in a list. 

The customer data is 

shown in a list. 

Pass 

Reply to customer’s 

enquiries with text 

message 

1. User click “Customer 

Service” label at 

navigation bar. 

 

2. User click one of the 

customers from the list. 

 

3. User enter text message. 

 

4. User click “Send” 

button. 

 

The text message is sent to 

customer and the chat box 

is updated with the new 

text message. 

The text message is sent to 

customer and the chat box 

is updated with the new 

text message. 

Pass 

Reply to customer’s 

enquiries with image 

1. User click “Customer 

Service” label at 

navigation bar. 

The image is sent to 

customer and the chat box 

The image is sent to 

customer and the chat box 

Pass 
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2. User click one of the 

customers from the list. 

 

3. User click “Paper clip” 

label. 

 

4. User select an image to 

send. 

 

5. User click “Send” 

button. 

 

is updated with the new 

image. 

is updated with the new 

image. 

 

7.3.1.15   Review Management Module 

 

Table 7.58 Integration Test Case - Review Management Module 

Test Case Test Steps Expected Result Actual Result Status 
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View reviews 1. User click “Reviews” 

label at navigation bar. 

 

The review data is shown 

in a list. 

The review data is shown 

in a list. 

Pass 

 

7.3.2 Integration Testing Result 

As a result, a total of 46 integration test cases that covered all 15 modules were designed and executed, the system successfully passed all the test 

cases. 

 

7.4 User Acceptance Testing 

12 users were selected to participate in the user acceptance test to evaluate both the mobile app and the web app. The test cases for each system 

modules were prepared for the users to perform the tests. The results of the UAT were attached to Appendix C, and the results collected from all 

12 testers were tabulated as follows. 

 

Table 7.59 User Acceptance Test Result - Customer 

Test Module Name Number of Test Performed Number of Test Passes Comments 

Customer Account 12 12 - 

Product 12 12 - 

Shopping Cart 12 12 - 
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Favourite 12 12 - 

Offer 12 12 - 

Order 12 12 - 

Contact Seller 12 12 - 

Address 12 12 - 

 

Table 7.60 User Acceptance Test Result - Admin 

Test Module Name Number of Test Performed Number of Test Passes Comments 

Admin Account 12 12 - 

Product Management 12 12 - 

Offer Management 12 12 - 

Order Management 12 12 - 

Reporting 12 12 - 

Customer Management 12 12 - 

Review Management 12 12 - 

 

7.4.1 User Acceptance Test Cases for Customer 

7.4.1.1   Customer Account Module 
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Test Case ID UAT-001 

Tester’s Name  

Testing Date  

Testing Start Time  Testing End Time  

Module Name Customer Account 

Test Description Status (Pass/Fail) Comments 

Able to register a new customer account.   

Able to display error message if the input for the account registration is invalid.   

Able to log out of the account.   

Able to re-login with the registered account after logout.   

Able to view the profile details   

Able to update the profile details   

Able to display error message if the input for the profile update is invalid.   

 

7.4.1.2   Product Module 
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Test Case ID UAT-002 

Tester’s Name  

Testing Date  

Testing Start Time  Testing End Time  

Module Name Product 

Test Description Status (Pass/Fail) Comments 

Able to view a list of products.   

Able to search products by name.   

Able to filter products by category.   

Able to sort the product searching result.   

Able to filter the product searching result by price range.   

Able to view the detail of a product.   

Able to share a product to social media.   

 

7.4.1.3   Shopping Cart Module 

 

Test Case ID UAT-003 
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Tester’s Name  

Testing Date  

Testing Start Time  Testing End Time  

Module Name Shopping Cart 

Test Description Status (Pass/Fail) Comments 

Able to add a product to shopping cart.   

Able to display error message when try to add a product that has already in the 

cart. 

  

Able to view items in the shopping cart.   

Able to update a cart item’s quantity.   

Able to display error message when the cart item quantity has reached maximum 

number. 

  

Able to remove a cart item from the shopping cart.   

 

7.4.1.4   Favourite Module 

 

Test Case ID UAT-004 
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Tester’s Name  

Testing Date  

Testing Start Time  Testing End Time  

Module Name Favourite 

Test Description Status (Pass/Fail) Comments 

Able to add a product to favourite.   

Able to view products in the favourite list.   

Able to remove a product from the favourite list.   

 

7.4.1.5   Offer Module 

 

Test Case ID UAT-005 

Tester’s Name  

Testing Date  

Testing Start Time  Testing End Time  

Module Name Offer 

Test Description Status (Pass/Fail) Comments 
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Able to make a new offer.   

Able to display error message if the input for the offer price is invalid.   

Able to view offer items in the offer list.   

Able to cancel an offer.   

Able to update an offer.   

Able to display error message if the input for the new offer price is invalid.   

Able to accept an offer from seller.   

Able to add an accepted offer product to shopping cart.   

 

7.4.1.6   Order Module 

 

Test Case ID UAT-006 

Tester’s Name  

Testing Date  

Testing Start Time  Testing End Time  

Module Name Order 

Test Description Status (Pass/Fail) Comments 
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Able to create a new order.   

Able to display error message if the cart item is not available.   

Able to view orders in the order list.   

Able to view the detail of an order.   

Able to review and rate on a completed order.   

 

7.4.1.7   Contact Seller Module 

 

Test Case ID UAT-007 

Tester’s Name  

Testing Date  

Testing Start Time  Testing End Time  

Module Name Contact Seller 

Test Description Status (Pass/Fail) Comments 

Able to send a text message to seller.   

Able to display error message if empty message is sent.   

 

7.4.1.8   Address Module 
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Test Case ID UAT-008 

Tester’s Name  

Testing Date  

Testing Start Time  Testing End Time  

Module Name Address 

Test Description Status (Pass/Fail) Comments 

Able to create a new address.   

Able to display error message if the input for the address creation is invalid.   

Able to view addresses in the address list.   

Able to view the detail of an address.   

Able to update an address.   

Able to display error message if the input for the address update is invalid.   

Able to delete an address.   

 

7.4.2 User Acceptance Test Cases for Admin 

7.4.2.1   Admin Account Module 
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Test Case ID UAT-009 

Tester’s Name  

Testing Date  

Testing Start Time  Testing End Time  

Module Name Admin Account 

Test Description Status (Pass/Fail) Comments 

Able to register a new admin account.   

Able to display error message if the input for the account registration is invalid.   

Able to log out of the account.   

Able to re-login with the registered account after logout.   

 

7.4.2.2   Product Management Module 

 

Test Case ID UAT-010 

Tester’s Name  

Testing Date  

Testing Start Time  Testing End Time  
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Module Name Product Management 

Test Description Status (Pass/Fail) Comments 

Able to create a new product.   

Able to display error message if the input for the product creation is invalid.   

Able to view products in the product list.   

Able to search products by name.   

Able to view the detail of a product.   

Able to update a product.   

Able to display error message if the input for the product update is invalid.   

Able to delete a product.   

Able to import product data from an Excel file.   

Able to export product data to an Excel file.   

 

7.4.2.3   Offer Management Module 

 

Test Case ID UAT-011 

Tester’s Name  
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Testing Date  

Testing Start Time  Testing End Time  

Module Name Offer Management 

Test Description Status (Pass/Fail) Comments 

Able to view offers in the offer list.   

Able to make a counteroffer to a customer’s offer.   

Able to display error message if the input for the counteroffer price is invalid.   

Able to accept an offer from customer.   

Able to reject an offer from customer.   

 

7.4.2.4   Order Management Module 

 

Test Case ID UAT-012 

Tester’s Name  

Testing Date  

Testing Start Time  Testing End Time  

Module Name Order Management 
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Test Description Status (Pass/Fail) Comments 

Able to view orders in the order list.   

Able to view the detail of an order.   

Able to update an order.   

 

7.4.2.5   Reporting Module 

 

Test Case ID UAT-013 

Tester’s Name  

Testing Date  

Testing Start Time  Testing End Time  

Module Name Reporting 

Test Description Status (Pass/Fail) Comments 

Able to view sales report of current year.   

Able to view sales report of last month.   

Able to view sales report of this month.   

Able to view sales report of last 7 days.   
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Able to view sales report by customizing the date range.   

Able to view inventory summary report.   

Able to view product upload history.   

Able to view product performance report.   

 

7.4.2.6   Customer Management Module 

 

Test Case ID UAT-014 

Tester’s Name  

Testing Date  

Testing Start Time  Testing End Time  

Module Name Customer Management 

Test Description Status (Pass/Fail) Comments 

Able to view customers in the customer list.   

Able to reply to customer’s enquiries with a text message.   

Able to display error message if the text message is empty.   

Able to reply to customer’s enquiries with an image.   
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7.4.2.7   Review Management Module 

 

Test Case ID UAT-015 

Tester’s Name  

Testing Date  

Testing Start Time  Testing End Time  

Module Name Review Management 

Test Description Status (Pass/Fail) Comments 

Able to view reviews in the review list.   

 

7.5 Usability Testing 

After the testers finished their user acceptance tests, they were required to fill out a user satisfaction survey form. The usability test results were 

attached to Appendix D, and the results collected from all 12 testers were tabulated as follows. As a result, the mobile application for customers 

use achieved 90% of the SUS score. 

 

Table 7.61 Usability Test Result 

Tester Score by Question Total Score SUS Score 

1 2 3 4 5 6 7 8 9 10 
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1 4 4 3 2 4 4 3 4 4 4 36 90 

2 4 4 4 3 1 2 3 1 3 3 28 70 

3 3 3 3 4 4 3 2 2 3 3 30 75 

4 4 4 4 3 4 3 4 2 4 3 35 87.5 

5 4 3 4 3 4 3 4 3 4 3 35 87.5 

6 4 4 4 4 4 4 4 4 4 4 40 100 

7 4 4 4 4 4 4 4 4 4 4 40 100 

8 4 4 4 4 4 4 3 4 4 4 39 97.5 

9 4 4 4 3 4 4 4 4 4 4 39 97.5 

10 4 4 4 4 4 4 4 4 4 4 40 100 

11 3 3 3 3 4 4 4 3 4 3 34 85 

12 4 4 4 4 4 4 4 4 4 4 40 100 

Average 3.83 3.75 3.75 3.42 3.75 3.58 3.58 3.25 3.83 3.58 36.33 90.83 
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CHAPTER 8 

 

8 CONCLUSION AND RECOMMENDATIONS 

 

8.1 Conclusion 

In this project, a cross-platforms online retail shop application was developed 

to support Bargain Basement project. The software development methodology 

adopted in this project is the evolutionary prototyping model which involves 

planning phase, requirement gathering phase, prototype implementation phase, 

and testing phase in the SDLC. 

 At the early phase of this project, an interview was conducted with the 

staff of Bargain Basement to understand their daily operations in order to 

identify their current potential problem and also understand the requirement. A 

questionnaire was also prepared and distributed to public for requirement 

gathering. 

 After the requirements were gathered and documented, the prototype 

implementation phase was started with the development of the use case diagram, 

use case description, activity diagram, as well as the entity relationship diagram 

to represent the functionalities of the system and how the users will interact with 

the system. Next, the development of the online shop system that includes a 

web-based application and a mobile application was carried on. 

 The mobile application is for customers to browse and purchase the 

preloved items from Bargain Basement. It provides features such as allowing 

the customers to make an offer on a product, share a product to social media, 

and contact seller for any enquiries. The web-based application is for the staffs 

of Bargain Basement to manage the online shop by allowing them to manage 

the products, offers, orders, and also handle the enquiries from the customers. 

Other than that, the web-based application is support for the product import and 

export by using Excel files, and it also provides auto reporting feature for the 

staffs to better analyse the performance of the online shop. 

 When the development of the system has completed, both the web-

based app and mobile app were tested by several software testing mechanisms 

such as unit testing, integration testing, user acceptance testing, and usability 



330 

 

testing. For the user acceptance testing and usability testing, 12 users were 

selected to perform the test. As a result, the mobile application has achieved 90% 

of the SUS score. 

 In conclusion, a cross-platforms online retail shop application was 

developed at the end of this project and all the objectives were achieved: 

 

i. To analyse user requirements by conducting interview and LR on 

existing pre-loved platform-bases business and applications. 

ii. To develop a cross-platforms online retail shop application to support 

Bargain Basement project. 

- Web-based management system for the Bargain Basement 

staffs to manage the online shop. 

- Mobile-based application that serves as a platform for people 

to browse and purchase the second-hand goods. 

iii. To evaluate the usability of the application by scoring 80 out of 100 in 

System Usability Scale (SUS) test. 

 

8.2 Recommendations for Future Work 

The current system developed has several limitations and the recommendations 

were suggested for future improvements. 

 

Table 8.1 Limitations and Recommendations 

No. Limitation Recommendation 

1 The current system does not 

support actual payment 

transactions between customers 

and sellers. 

The actual payment transactions 

can be implemented by connecting 

to a payment gateway in order for 

the customer to pay for their order. 

2 The current system does not 

support shipping fees 

calculation. 

The shipping fees calculation can 

be implemented by calculating the 

total weight of the order items and 

the shipping rate of the delivery 

area. 
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3 The current system does not 

support products with variations 

The product variation can be 

implemented by allowing the 

admin to add a product that has 

different attributes, such as size 

and colour.  

4 The current system does not 

notify the users when there is an 

update on the offers or when they 

received a new message.  

The notification system can be 

implemented by sending a 

notification when there is an 

update on the offers or when they 

received a new message. 

5 Customers cannot send images 

to sellers 

The chat system can be enhanced 

by allowing the customer to send 

images instead of only text 

messages. 
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Appendix A: Result of Questionnaire 
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Based on your experience, what are your biggest challenges when shopping online 

second-hand marketplace? 

30 responses 

I am not sure if the product is in a good condition a not 

Not sure whether the item is in good condition as stated by seller 

Cant f ind the things i want 

price 

no sure the quality 

The condition of the item. 

Uncertain of the product's quality 

i dont like the layout. it make me hard to shop. 

Unable to gauge the exact conditions of second-hand items 

Scammer everywhere 

Negotiate price 

unsure 

Hard to f ind my fav piece 

having to trust the seller 

Scared to be scam 

Knowing the quality of the product 

N/ A 

Find the trustworthy seller 

Unable to assess the quality 

quality of the product and the credibility of the sellers 

The website is very confusing 

Not sure if the quality is well-kept 

Worry about the real condition about the products 

That the quality of the item will be worse than in the picture 

the quality 

fear of authenticity and being scammed 

authenticity 

how to ensure the quality of the item 

encountering scammers 

- 
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Appendix B: Interview Questions 
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Appendix C: User Acceptance Test Results 
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Appendix D: User Satisfaction Survey Results 
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