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Abstract.

Fashion products, which currently dominate the online market in Indonesia as products that are
frequently purchased, are in fact not yet facilitated by an e-commerce system that is capable of
serving pre-order sales of fashion products at the buyer's request. Therefore, most of the ineffective
activities occur in the pre-sales stage because it can lead to long interactions with customers to get
the requested information, and sales quotations cannot be processed immediately. Therefore, the
purpose of this study is to analyze the quality of e-commerce that was developed specifically to serve
these sales through real implementation for Sakinah_id SMEs and buyers who actually want to order
product requests. Based on assessments from buyers and MSME employees, the e-commerce used
can cut time faster in the pre-sales stage, and delivery of sales quotations can be done immediately
to buyers. The durability of shorter service and processing times is felt, especially when the number
of orders coming in is large. So that it can help reduce the burden on the employee concerned
through the implementation of this e-commerce.

Keywords: Effective,E-commerce,Products by request and Pre-sales.

I INTRODUCTION

The proliferation of information technology that occurs in organizations coupled with the melting of
the boundaries between "accounting" and "business" activities has created a world where accounting
(influenced by technology) has truly become part of a technology-based business. This convergence between
accounting and information systems increases the practical implications that are now being felt (Kelton &
Murthy, 2023). Specifically, the presence of e-commerce as a medium or environment that facilitates buying
and selling can occur in the virtual world with accounting information systems that play a role in controlling
activities through data processing and transactions that occur. E-commerce is widely used by companies to
expand their business to an international stage and help developing country markets maintain or increase
their revenues and profitability (King et al., 2016; Kobayashi et al., 2014).In particular, e-commerce
capabilities reflect a company's strategic intent to facilitate transactions and improve customer service. To
some extent, this e-commerce capability should be reflected in the functionality of a company's Web site,
capable of reaching customers and serving as a gateway for connecting with customers and suppliers in the
internet age (Kalakota & Whinston, 1997). E-commerce is used commercially via the internet, enabling the
two-way exchange of real-time information between companies and their customers (Zhu, 2004b). This
reflects the power of internet technology, which is able to facilitate informational, transactional, and
interactive capabilities for customers across time and space (Brown & Lockett, 2004). Within this
environment, resources can be combined and integrated into unique functions that enable specific capabilities
within a company (Teece et al., 1997).

Therefore, companies benefit from the internet when embedding e-commerce capabilities into
business processes, i.e., through the integration of e-commerce capabilities and IT infrastructure, which can
enhance the connectivity and responsiveness of enterprise 1S and connect multiple databases, leading to
efficiency at lower costs (Zhu, 2004a).On the other hand, e-commerce certainly also makes it easier for
buyers, especially in the era of globalization, where many young people like to purchase various types of
products online because it is practical and saves time. Through e-commerce websites, interactions between
consumers and sellers occur through buying and selling transactions without physical contact between the
two parties (Jones & Leonard, 2008; Nilashi et al., 2016). So that effectiveness and efficiency are points of
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excellence that can be felt because they adapt to the lifestyle of today's people, who tend to prefer activities
that are carried out in an instant way, practically including in terms of shopping. The functionality offered by
e-commerce ranges from static information to online order tracking and from digital product catalogs to
personalized features tailored to customer needs (Zhu, 2004a). In an e-commerce environment, it is certainly
necessary to identify and implement the attributes that consumers find important for a website to be
perceived as high quality (Jones & Leonard, 2008; Nilashi et al., 2016). The attributes that make up a high-
quality website are seen mainly in the content and design aspects. Content is defined as all the information,
types of services, and products offered by a website, and design is the form or way in which content is
organized and presented to consumers (Ranganathan & Jha, 2007).

Besides that, the quality of e-commerce is also assessed based on the attributes of fulfilling special
needs (Ranganathan & Jha, 2007). Thus, it is very important that e-commerce organizations strive to present
an online environment that has characteristics that are considered relevant, trustworthy, and friendly by
consumers so as to increase interest in shopping through websites (e-commerce). Communities tend to have a
high level of consumption of apparel, so the need to provide apparel commodities is both a demand and an
opportunity (Haryono et al., 2016; Permata et al., 2016). Communities tend to have a high level of
consumption of apparel, so the need to provide apparel commodities is both a demand and an opportunity
(Haryono et al., 2016). According to research initiated by the Indonesian E-commerce Association (idEA),
Google Indonesia, and TNS (Taylor Nelson Sofres) (Erlangga, 2014), fashion products continue to dominate
the online market as the most frequently purchased products. But in reality, currently only 19 percent, or
around 12 million MSMEs, are digitally literate, including convection fashion MSMEs (Lukihardianti, 2021).
Yulius, Deputy for Micro Business at the Ministry of Cooperatives and Small and Medium Enterprises,
stated that after the COVID-19 pandemic caused global economic uncertainty, it demanded that MSMEs be
able to adapt and transform (Kompas.com, 2023). One way is to access and connect with digital ecosystems,
including e-commerce platforms. In 2024, the government is targeting as many as 30 million MSMEs
onboarding (Kompas.com, 2023). But the problem is that the existing e-commerce is not relevant for MSME
convection to use in facilitating the sale of fashion products on a pre-order basis. The unavailability of
facilities for the needs of buyer orders, especially based on requests.

Most of the ineffective activities occur in the pre-sales and sales quotation stages. Because it can
lead to long interactions with customers to get information (Monk & Wagner, 2013), it causes sales orders to
not be processed immediately and has an impact on delaying the next stages in the sales cycle, especially the
production process, which cannot be done immediately. Because product stock is not yet available,
coordination with the production system is needed to adjust the buyer's request model and must consider the
availability of the type and color of cloth that the buyer wants in the seller's warehouse. Like the sale of
ordered products in general, range problems occur in pre-sales with incorrect pricing, excessive calls to
customers for information, impact on order processing delays, missed delivery dates, and so on (Monk &
Wagner, 2013).This condition is the background for the design and development of an e-commerce system
that facilitates the pre-sales and sales quotation stages for buyers for pre-order by request products, making it
easier for many MSMEs to go digital. The object set is Sakinah_id MSME, which is engaged in the fashion
industry, namely the manufacture of clothing and muslim clothing on a pre-order by request basis. These
MSMEs have similar problems with issues that are currently occurring in the pre-sales and sales quotation
stages. Furthermore, an analysis is carried out based on the assessments received from buyers and employees.
The considerations used as an assessment are the features, design, functions, and ease of access of e-
commerce so that it can meet the needs of buyers in conveying the desired by requesting product information
and easy access to information in real time for employees.

Evaluation of website content and design attributes as a basis for assessing website quality. Besides
that, the ease and speed of access to information from buyers by sellers are also considered so that sales
quotations or offers can be immediately followed up when potential buyers are, of course, still thinking about
the offers submitted. So that the sales order is successfully carried out until it continues at the payment stage.
Because it is an important factor in how customers perceive the offer, which is based on product information
sources and trust from various sources (Lynch et al., 2001). In the context of consumer behavior, these two
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factors refer to the concepts of exchange of information and trust (Arnott et al., 2007) and trust becomes
important in e-commerce (Casalo et al., 2011; Chang & Fang, 2013). Web site usability is essential for
exchanges to occur and trust to develop (Casalo et al., 2011; Safari, 2012). In other words, it is necessary to
provide consumers with a platform (e.g., a website) that enhances purchasing activity (Noh et al., 2013).
Therefore, the purpose of this study is to analyze the quality of e-commerce developed for selling pre-order
products based on the results of the implementation and evaluation of buyers and processing employees. So
that it can be seen how the use of e-commerce designed for pre-order products can help buyers in the pre-
sales, order, and payment stages, and SMEs can use e-commerce to solve problems in the process of pre-
ordering products that are considered ineffective. The analysis phase is visualized using business process
management and notation (BPMN) tools to measure e-commerce quality based on effective business process
flow, ease, and speed of access to information.

1. METHODS

This study uses a qualitative method with a case study approach to the analysis of e-commerce
implementation, which is designed to overcome problems in business processes at the pre-sales stage of pre-
ordering products at Sakinah_id MSME. Sakinah_id, which was chosen as a moving object in the Muslim
clothing convection fashion industry. Based on the implementation of trials using e-commerce, an analysis is
carried out to determine the quality of e-commerce and whether it can help overcome pre-sales problems,
namely that the delivery of product request information by buyers does not take long.

So that, based on the limited trial implementation that has been carried out, further questionnaires are
distributed via WhatsApp to each buyer who has used e-commerce to order products. The questionnaire
contains an assessment of questions related to design, performance, and customer satisfaction as indicated by
the fulfillment of pre-order special needs. The questionnaire uses a Likert scale consisting of 5 options,
where for each question or task, the respondent will answer with a choice of strongly agree (SA) with a value
of 5, agree (A) with a value of 4, undecided (U) with a score of 3, disagree (D) is worth 2, and strongly
disagree (SD) is worth 1. The results of the answers from the respondents were then calculated for each
question. The average formula used to calculate the value of each statement is as follows:

Percentage = m x 100%

Information :

P = The percentage value is sought

S = The number of frequencies multiplied by the score that each answer has
Ideal Score = The highest score is multiplied by the number of samples

Besides that, it is also accompanied by three questions asking the duration of the buyer's time in the
pre-sales, checkout, and payment stages. Then | conducted interviews with employees who conducted e-
commerce trials by emphasizing time effectiveness and ease of access to buyer pre-order data information in
real time so that sales quotations or offers can be immediately followed up while the prospective buyer is, of
course, still thinking about the offer submitted so that it can continue at the sales stage order until the
payment process

. RESULT AND DISCUSSION

Developed Pre Order via Request Product Sales E-Commerce System

Based on the problem of pre-order by request sales, it often occurs in the ineffective pre-sales stage,
where the interaction of buyers and sellers at that stage takes a long time because the buyer, of course, still
provides detailed information on the model of the clothing product according to the request. This condition is
not too influential if transactions occur in small quantities, but it will appear ineffective if in a day many
buyers queue to order products by request, causing problems, namely that not all sellers can respond because
of insufficient time, so they can provide an unfavorable domino effect in later stages. This includes sales
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guotations that cannot be made immediately. So an e-commerce system was created with an electronic form
feature that facilitated the pre-sales stage and submission of sales quotations to buyers for pre-order by
request. The following is a display of the electronic form features presented in Figure 1.
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Fig 1. Product Model Forms

Based on these features, buyers can fill in the requested clothing model data. The form is designed to
facilitate and accommodate all requested product information, with the availability of features that facilitate
the delivery of information so that the pre-sales stage is more effective. So that excessive calls to buyers to
get product information can be minimized by the presence of a form in the e-commerce system. Submission
of sales quotations (price offers) can be done immediately. Besides that, the design and form features are
designed to suit the needs of buyers who want to order products uniformly or individually based on each age
category. Consisting of age categories for children (girls) and adults (both boys and girls). As digital
technology has improved significantly over the last decade (Mehta & Hamke, 2019), contemporary digital
sales channels provide a substantially expanded functional scope compared to earlier applications. One of
them can be seen in the development of e-commerce, which has a broader function, namely facilitating
features that facilitate pre-order by request sales. Furthermore, in Figure 1 of the form for each category,
facilities are provided to support product ordering, including the type and color of the fabric and accessories
to choose from, as well as facilitated textboxes that make it easy for buyers to write down. Then there is a
size selection feature that can be selected.

The form is designed in such a way that buyers will not be confused when using the features
available in e-commerce. Chau (2000) explains that the mode of presenting information, or the user interface,
is important in online shopping. Because ordering pre-order products, which are more complex buyer
requests, certainly requires features that suit their needs and don't confuse buyers. Because problems related
to confusing content in website design and technicality are common problems that are often encountered
(Mou et al., 2019). Buyers with complex needs certainly demand that orders be adjusted individually so that
they require consultative sales and special sales media (Bongers et al., 2021). After the form has been
completely filled in according to the buyer's needs, it can be automatically sent to the product design email.
This form is specifically designed to be directly connected with the authorized department, namely the
designer, so that a sales quotation can be immediately calculated and submitted to the buyer. The hope is that
the process carried out can be more effective.

Sales quotations that have been uploaded by designers to the e-commerce system are, of course,
designed taking into account the limited access rights arrangements for the buyer concerned. So that the sales
quotation link and access password are sent to the buyer via WhatsApp. Based on Figure 3, the initial view
of access is seen as providing security and protection functions for the interests of the buyer concerned so as
to avoid being accessed and the checkout process by other buyers. Content features designed must be
personalized, easy to operate, and secure (Lin et al., 2021). So that only the buyer concerned can access
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using the password provided in order to maintain the buyer's privacy and trust. In addition to online vendor
interfaces, customer trust also plays a key role in decision-making at various stages of the buying process
(Chau et al., 2007). Because it is very important now and in the future, the quality of services and systems
must be consistent in business, including e-commerce, to maintain buyer trust (Mou et al., 2019).

Konten ini dilindungi dengan sandi. Masukkan sandi Anda di sini untuk menampilkannya:

Sandi: MASUKKAN

Fig 2. Initial Display of Sales Quotation Requires Password to Access
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Fig 3. Sales Quotations View

Besides that, Figure 3 shows a sales gquotation display that was successfully accessed by the buyer,
which provides down payment information that must be paid as well as an explanation of the description of
the product data that the buyer has input on the previous product's electronic form. At this stage, the buyer
can consider the offers given on the e-commerce display that is accessed. Buyers who agree can immediately
proceed to the product checkout stage, such as the ready-stock product procedure, and payments can be made
immediately. Furthermore, the buyer's data is automatically entered into the sales administration system so
that the sales administration staff can immediately change the "processing" status of the product. Besides that,
the design department can also access data on changes to the order status in the system. Based on the change
in status, it will inform the buyer if the sales quotation submitted by the designer is approved by the buyer
and indicate that the production process can be carried out immediately. If the buyer does not agree to the
sales quotation and wants to cancel, then there is no need to continue the checkout stage. The following is the
flow of business processes from e-commerce that was developed by depicting them using Business Process
Modeling and Notation presented in Figure 4.
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Fig 4. Business Process Design for Ordering Products Pre Order By Request in E- Commerce
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The presence of e-commerce greatly supports the competitiveness of companies and gradually
becomes a mechanism to replace many economic activities carried out within the company, and its functions
in processing effective information are becoming increasingly clear (Skare et al., 2023). Specifically, the
development of this e-commerce model in order to achieve effective time at the pre-sales stage by providing
an electronic product model form feature that can accommodate information input by the buyer, which will
be linked to the design section's email. Submission of information directly to interested parties is an
important point in effective time because it can be accessed immediately and immediately followed up by the
next process. In accordance with the statement of Mou et al., (2019) well-designed e-commerce can certainly
convey information more effectively, increase organizational efficiency, and facilitate indirect activities from
organizational routines. Considering the well-known theory of IS (Information System) effectiveness, the IS
success model proposed by DeLone & McLean (2003), includes information quality, system quality, and
service quality as the three main dimensions that determine user satisfaction, intention to use, and benefits.

Therefore, developed e-commerce is slightly different from e-commerce in general because it
includes the design part of granting access rights. The aim is to simplify the flow of business processes by
conveying information directly to the authorities so that the selling price calculation can be done
immediately. Because organizations that want to focus on service orientation must face change, and
importantly, when business services are adapted due to changing business needs, business processes must
also be adapted (Plugge et al., 2020). In accordance with the statement of Zwass (2003) which highlights the
importance of e-commerce in organizational innovation, for example, business process transformation, The
model designed is important to highlight the resources offered on their website to help users get the
information they want (Daries et al., 2021). The adoption of e-commerce in terms of the use of business
activities provides convenience in exchanging business information, purchasing and selling products,
services, or information, and delivery and marketing through Internet applications (Daniel & Wilson, 2016;
Lertwongsatien, Wongpinunwatana, 2017; Rao, Metts, & Mora, 2014; Raymond, 2015).

Buyer's Assessment of the Implementation of By Request Product Purchases through E-
Commerce

Based on the limited trial implementation that has been carried out, 50 questionnaires have been
filled out by buyers who have purchased pre-ordered or requested products through e-commerce as a form of
assessment that is felt during the purchasing process. Data from the buyer's questionnaire as an acceptance
test were analyzed based on existing indicators and scales.

Table 1. User Test Results by Buyers

Test Type

Application view

Number Statement SA A U D SD

scorel | score2 | score3 | score4 | scoreb5

1 Attractive e-commerce display and design 50

2 Menus or features available in e- 50
commerce are easy to understand

Application performance

3 The existence of e-commerce makes it 50
easier to access the product information
needed

4 The application that is run is easy to use 2 48
(user friendly), especially with the facility
of a clothing model form

Testing user satisfaction with the application

5 The application already supports the 1 49
purchase of goods

6 The use of the system is effective and 9 41
easy to run starting from the stage of
filling out the clothing model form,
checkout to paying for pre-order products

7 Then intend to buy Sakinah_Id clothes 16 34
using this application
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Rating on the type of display, namely 100% of buyers said they strongly agreed for an attractive
design statement and available features that were easy to understand. The electronic form of the product
model is designed in such a way as to make it more attractive to buyers. Where design and appearance will
influence consumer shopping behavior so that it raises the intention to shop. Because when buying and
selling transactions occur through e-commerce, buyers cannot see the physical appearance of the product,
they cannot make an assessment, so instead of being offered, buyers can only evaluate the features and
design of the e-commerce. In their research, Ranganathan & Jha (2007) show that consumers pay attention to
the important attributes of websites, especially in relation to the attributes of quality, design, and content, as
evidenced in a study by (Jones & Leonard, 2008). So that the appearance of the design and features is one of
the prerequisites considered by the buyer. Assessment of application performance for point 3: 100% of
buyers said they strongly agreed to the statement that the existence of e-commerce makes it easier to access
the required product information. That is, the sub-menus on the electronic form are, of course, accompanied
by information or explanations that make it easier for the buyer to determine which option to choose. This
information is particularly relevant because of the inability to physically evaluate and touch products as
purchases are made online, and in this way it fulfills the information needs of online purchasing consumers
(Fiore et al., 2005).

The product area usually contains visual and textual information (Chocarro et al., 2022). It can be
seen if this application meets the quality of information needed by the buyer so that the buyer is able to
convey the requested product model information. Then point 4, namely 99.2% of buyers, said they
strongly agreed with an application statement that was easy to use (user-friendly), especially with the
clothing model form facility. Ease of access to the information needed as well as the existence of
facilities that support activities or transactions and ease of use are important things that are sought after
and needed by today's buyers, who want everything practical, fast, and as expected. According to
Thongpapanl & Ashraf (2011), Wang et al (2015) it is very important that e-commerce organizations
strive to present an online environment that has characteristics that consumers consider relevant and
friendly so as to increase interest in continuing to explore the website so that it can influence purchase
intentions and decisions. Rating on user satisfaction with the application for point 5, namely 99.6% of
buyers said they strongly agreed that the application had supported the purchase of goods. Where the
application has been facilitated by features that facilitate the pre-sales stage, the stages of submitting
sales quotations, the product checkout menu and payment, accompanied by a description of information
that makes it easy for each stage. Then point 6, namely 96.4% of buyers said the use of the system was
effective and easy to run starting from the stage of filling out the clothing model form, checkout to
paying for pre-order products.

Because the e-commerce system is designed to overcome problems in the pre-sales stage and
include designers in the e-commerce system to adjust the business processes of selling products by
request. In ideal conditions, effective communication is very important in organizational collaboration,
where selling by request requires interaction with the production department so that it involves the
designer. The effect of information sharing, which is used to increase competitive advantage in the
context of commercial firms (Fowler & Pryke, 2003). Then point 7, namely 93.6% of buyers said they
strongly agreed to the next statement intending to buy Sakinah_ld clothes using this application. It can be
seen that based on an attractive design, features that can meet needs and are user friendly are very
important in providing satisfaction for buyers and it can be seen that after buyers make purchases on e-
commerce, 93.6% of 100% answered intending to buy clothes by request at Sakinah_ld because of the
available electronic form features. So that buyers can save their time without having to do a lot of
interactions in delivering product data information to sellers via chat because they have been able to fill
in the features that have been provided. Therefore, for businesses to operate in an online environment, we
need to identify and implement attributes that consumers think are important for a website to be
perceived as high quality (Nilashi et al., 2016).

Besides that, based on the short answer questions from the questionnaire, most of the respondents
answered that the time needed to fill out the clothing model form ranged from 10 minutes to 15 minutes.
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This designed e-commerce system is able to streamline the pre-sales stage and does not require a lot of
interaction between the buyer and the designer in conveying the requested clothing model information
because it has facilitated the needs of the buyer. Then the waiting time required to receive information on
the selling price (sales quotation) of the product based on the submitted clothing model form data ranges
from 15 to 20 minutes. So it seems that it doesn't take long for buyers to wait for a sales quotation for the
selling price offered; most likely, the buyer will certainly consider and accept the selling price offered.
Then it will proceed to ordering products by checking out products and making payments. Then the time
required from checkout to payment transfer takes 5-7 minutes. With the implementation of e-commerce,
it assists buyers in conveying information on the design of the desired clothing model, namely by
providing electronic form features so that the pre-sales stage will run more effectively and efficiently.

Designer and Sales Administration Staff Assessment of the Implementation of By-Request
Product Purchases through E-Commerce

Then the data from the assessment results that have been collected through interviews with sales
administration staff and designers as parties who directly process pre-order products through e-commerce
can be concluded:
1. Eliminate duplication

In the analysis of system implementation, the new business process is proven to be able to eliminate

duplication of information delivery in the pre-sales stage. Here are excerpts from the statements from the
administration staff and the design departments:

"Yes, | feel that having an e-commerce system like this helps when the buyer submits the requested clothing
model. In the past, | still informed the designer about the model the buyer wanted. through my intermediary
to convey to the buyer. Then my position as an intermediary connecting buyers and designers will continue
until a selling price is decided.” If there is a form feature, it makes it easier because the information goes
directly to the designer's email, so it doesn't take long for the submission of this information. If the buyer
feels that they are suitable, they can immediately checkout and pay the down payment." (sales administration

staff)

""So having this e-commerce system makes it easier for me to quickly find out what kind of clothes the buyer
requests so that | can quickly determine prices without going through a sales administration staff. The
previous system needed a long time to wait for product model data because the pre-sales interaction between
the sales administration staff and the buyer was carried out via WhatsApp or Instagram direct messages. So
there are several steps that must be followed when calculating the selling price because initially the
information was received by the sales administration staff first and then forwarded to me. So it's not effective,
especially since there are still consulting services if the buyer is confused about the model and material."
(designer)

It can be seen from the excerpt from the statement of the sales administration staff and the designer
section that previously the buyer conveyed information on the clothing model requested via WhatsApp or
Instagram direct message to the sales administration. Furthermore, the sales administration staff forwards the
buyer's information to the design section, where the design section will provide recommendations on several
types and colors of fabric that are recommended to the sales administration staff to be conveyed to the buyer.
Then the type and color that the buyer has decided to inform the sales administration staff. Furthermore, the
sales administration staff will forward this information to the designer to calculate the selling price and
submit a sales quotation. However, with the availability of an electronic form feature, buyers can directly fill
in the desired clothing model data and connect to the designer's email without going through sales
administration staff intermediaries. The duplication of submitting buyer information can be eliminated so
that the sales quotation process can be made immediately and sent to the buyer. Sales administration staff
and the designer department agree with the elimination of duplication of information delivery in this pre-
sales stage.
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2. Simplification

In the analysis of system implementation, based on the administrator's statement and the design section
explaining that e-commerce can simplify several stages of activity, Here are excerpts from the statements
from the administration and the design departments:

"Yes, because this system helps eliminate duplication in conveying information in the pre-sales stage, of
course it also automatically helps simplify the stages to make them more concise because there are parts that
are removed and to the point of conveying information on clothing models to designers, so | just check the
proof of the transaction that was sent without creating a form manually for the model the buyer wants to
submit to the design department.” (sales administration staff)

"l agree that in the process that was tested yesterday, there is a process of simplification while at the same
time eliminating repeated delivery of buyer information, so electronic forms, besides eliminating duplication,
also simplify the pre-sales stage." (designer)

This simplification of pre-order products includes reducing the activity of conveying information
that should be directed directly to interested parties and also simplifying sales administration staff activities,
namely the need to make clothing model forms to be submitted to designers. Besides that, it also removes
product order interaction activities between buyers and sales administration staff because e-commerce has
facilitated these orders.

3. Large scale repair
In the analysis of system implementation, based on the sales administration’s statement and the design
section explained that e-commerce can improve MSME business processes on a large scale.

"Because previously the process was carried out on a manual basis in processing buyer orders for pre-orders,
and sales were still via WhatsApp or Instagram direct messages, there was no menu feature that accelerated
the process or special templates, resulting in an unorganized, ineffective, and time-consuming process. Then
switching to e-commerce-based, it feels like if the process flow has been structured, the pre-order sales
process flow has also changed to be more effective and can cut the time to not be too long." (sales
administration staff)

"For pre-order products, it is clear that there are many improvements. | see there is a simplification of the
process when the buyer conveys the desired model information; that is, it is no longer through the sales
administration staff but directly to me by filling out the form provided, and | also don't need to send data on
the type and color of the fabric because buyers can already choose through the website. So I only calculate
the selling price and inform the buyer. So the process has been carried out more effectively and quickly."
(designer)

With the change from business processes that were carried out manually to system-based, of course,
there were large-scale improvements, namely the elimination of activities that caused duplicate information
to be eliminated, the simplification of stages by eliminating unnecessary stages, several changes to the stages
of business processes, and reducing cycle times. It can be seen that there has been a large-scale improvement,
namely a change in the pre-order product business process, which has become more effective by simplifying
the pre-sales section. The Following is a Trial of the E-Commerce Application by Sakinah_Id Employees,
Presented In Figure 5.
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Fig 5. Trial of the E-Commerce Application by Employess

V. CONCLUSION

This research contributes to the development of web services designed to solve problems in the pre-
sales stage, which are often ineffective in selling pre-ordered products at the buyer's request. So a pre-order
by request feature is needed in e-commerce that facilitates the delivery of buyer information at the pre-sales
stage because most e-commerce sites in Indonesia do not yet provide this feature. Based on the assessment of
the questionnaire received from the buyer, it was found that the electronic form feature provided was able to
facilitate the delivery of the desired product model information and, according to the needs of each buyer,
there were features that were designed in such a way and supported it. Broader benefits will be felt by
MSMEs, namely the durability of service time and shorter processing times, especially when the number of
orders coming in is large. So that it can help reduce the workload of sales administration staff and designers
through the implementation of this e-commerce.
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