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Creating Use Cases 137

there were only minor differences in recording a new offer versus modifying a previous
offer following an offer rejection. Therefore, use case 3 (Record an offer) was written to
apply to either situation. After a number of and revisions, the team settled on the partial
use cases shown in Figure 4-10. Notice as you look at the examples in Figure 4-10 that
Sarah has opted for a style that is not quite as formal as the use case in Figure 4-3, but also
not quite as casual as the use case in Figure 4-1. Sarah’s style is suitable for her situation
and is sufficient to provide the detail that her team requires.

Use Case Name: Record an offer 1D: UC-3
Actor: Salesperson

Description: This use case describes how the salesperson records a customer offer on a vehicle. The offer may be a new offer or a revision
of a previously rejected offer

Trigger: Customer decides 1o make an offer on a vehicle.
Type: ] External [l Temporal

Preconditions:
1. Salesperson is authenticated.
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Use Case Name: Record an offer | 10:UC3 Priority: High
Actor: Salesperion

Description: This use case describes how the salesperson records a customer offe on a vehicl. The offer may be a new ofer o a revision
of a previously rejected offr.

Trigger: Customer decides to make an ofer on a vehicle.
Type: 2 External ] Temporal
Preconditions:
1. Salesperson is authenticated.
2. Pending Offes datasore s avilable and on-ine.
3. Vehicle Inventory datasiore s avalable and on-line.
. Rejected Offers daastore is vailable and on-line.

Normal Course: Information for Steps:
 Salesperson specifis the offe Vehicle using the Vehicle 1D number
2. The system checks for any pending offers on the veicle.

3. there is an offer pending on the vehicl, the system notifies the salesperson and the use:
case ends.

4.1 there are no pending offers on the vehicl, the system asks ifthis is a new offer or an
ofer revision.

5. 1 this i an offerrevision,
. The salesperson specifis the ID of the previous ofer.
b The system ils the ofer form with the content of the previous offer from the Rejected
Offers datastore.
Otherwise,
. The system fils the offer form with details on the offer vehicle.
6. Salesperson suppliesimodifies additional information for the offer, including customer
information and the specific offer detals (cash plus trade-in value, desired dealer options).
7. The system displays offer summary.
5. The salesperson is asked to obtain customer permission to confirm the offer
. 1 not confirmed, the offr is discarded, otherwise, the confirmed offer s stored as 2
Pending Offer
10. A copy of the Pending Offer i printed fo the customer.
1. A Pending Offr Notice s sent 10 the Sales Manager for evaluation and approral.

Postconditions:
1. Pending Offer is stored.
2. Sales Manager is sent notice of pending offer





image3.png
Use Case Name: Evaluate an offer | 1D UC4 Priority: High
Actor: Sles Manager

Description: This use case describes how the Sales Manager evaluates an offer and accepts i o rejects it with  reason.

Trigger: A Pending Offer is created and the Sales Manager s notified.
e @ terna 1

Preconditions:
1. Sales Manager is authenticated
2. Pending Offer is available in the Pending Offers datasore.

Normal Course: Information for Steps:
1. The Sales Manager retrieves the Pending Offr from the Pencding Offers datastore.
2. The Sales Manager uses the Vehicle ID number to retreve the Vehicle Record on the vehicle.
3. The system prompts the Sales Manager to Accept or Reject the ofer
4. Hthe offer s rejected,
. The system prompis the Sales Manager to provide a reason for the rejection.
. An offr rejection notice including the reason is sen o the salesperson.
. The Pending Offr is removed from the Pending Offes datastore and stored as a Rejected
Offer i the Rejected Offers datastore accessible only to the logged in salesperson.
5. i the offe i accepted,
. The system uses information from the Pending Offer to produce a Sales Contract.
b The Sales Contract i stored in the Pending Sales Contracts datatore.
. Two copies ofthe Sales Contract are printed for the Salesperson and customer.
. The Pending Offr is removed from the Pending Offers datastore and stored inthe Accepted
Offers datastoe.
. The customer deposit i recorded i the Deposits datastore.
1. Any dealer options specified i the offer are used 1o prepare a Shop Work Order, which is
stored in the Shop Work Orders datastore and sent 10 the Shop Manager.

Postconditions:

1. Sales Contract is rcorded in Pending Sales Contract datasore,

2. Pending Offer i removed from Pending Offers and added to Accepied Offes or 1o Rejected Offers.
3. Customer deposit amount is recorded for bookkeeper.

4. Work to be done on the sale vehicle s recorded a5 3 show Work Order and Shop Manager is noifed.





