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BUSINESS PROCESSES MODELLING FOR INFORMATION PRODUCT
SALES

A profit-oriented organization involved in selling a particular type of goods or
services should permanently enhance internal and external business processes to
make them more efficient and lucrative. Business processes improvement
significantly affects profitability, reduces costs, increases revenue, motivates
employees, and enlarges the number of satisfied customers [1].

This paper aims to define and visualize the existing typical business processes
that take place in lot of IT companies which gives an opportunity for their
Improvement and optimization.

Business modeling as a quality management tool that reflects the enterprise's
processes or its intended activities in a simple and formalized way can be applied to
analyze and visualize business processes. The business process model generally
contains information about the set of components of business functions and the
sequence of their implementation. It also describes the control mechanisms,
performers, resources, documentation and parameters that characterize the

performance of business functions and the process as a whole [2].

243



Many business process modeling techniques can include text and graphics
tools. To date, the most common notations of business process modeling are
Integrated Definition for Function Modeling (IDEFO, IDEF3), Data Flow Diagram
(DED), Unified Modeling Language (UML).

IDEFO methodology involves constructing a hierarchical system of diagrams,
which is represented firstly, by the general description of the system and its
connections with the environment followed by a functional decomposition, where the
system is divided into subsystems, each of which is described separately [3].

Sales of an information product can be viewed as a specific type of sales,
consisting of the following stages:

1.  The marketer analyzes the information market, searches potential
customers and, offers information product services to meet their needs. An
advertising campaign, with information displayed on online bulletin boards, social
networks, printing, booklets and business cards is launched.

2. The client attracted through advertising or the marketer efforts gets
acquainted with the business proposal and places an order for information product
development. The manager and the developer together with the client discuss the
primary purpose of an information product development, tasks and objectives of its
operation and prepare technical specification. Project development is divided into
separate tasks that are evaluated through the duration factor and the cost of work.
Project budget is drawn up.

3. The developer develops the site in compliance with the customer
requirements regarding the layout, content, and functionality of the site, adhering to
national and international standards for creating an information product. The manager
records the time for every atomic task completion and submits the report to the
customer.

4, The working prototype of the site is demonstrated to the customer. If
there appears to be any remarks or criticism, adjustments are made to the created

product. When the site's working prototype fully meets the customer requirements, a
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contract of sale and support agreement is drawn up, and terms for technical support
and operation of the product are determined.

5.  The site is uploaded to the hosting, which is rented by the customer. At
the customer's request, a domain name is registered and configured. If necessary,
instructions for system appliance are provided.

6.  Technical support and maintenance of the product is delivered, answers
to customer and system user questions are given, bugfix is carried out.

Figure 1 shows a context diagram of the business process for the sale of
information products in IDEFO notation, the decomposition of which is shown in

figure 2.
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Figure 1 — Context diagram of the business process of information product sale

It seems to be quite challenging to specify the duration of each stage for
information product development as the client’s requirements for the final product
can vary dramatically in different projects. Depending on customer expectations, it
can be a single-page business card site, CRM, or a web-based system with significant
and complex functionality.

On this basis, it can be inferred that business processes for information product
sales have much in common with the standard goods or services sales, e.g. product

advertising, customer search, product development and signing of sales agreements.
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However, the following specific processes regarding this product sales type can be
identified: developing the technical specification, creating an agreement on product

technical support, downloading a website to the hosting.
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Figure 2 — Decomposition of the context diagram of the business process of

information product sale

The represented IDEFO diagram provides an opportunity to visualize an
information product sale's existing business processes, which can be further improved
and optimized. The diagram can be decomposed into several levels through

employing other methodologies, such as IDEF3 and DFD.
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