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1. Executive Summary
Oriana Energies Pvt. Ltd. is a solar energy company operating across multiple verticals including EPC (Engineering, Procurement & Construction), distribution, and reselling of solar panels and associated products. The organisation currently uses ZOHO CRM for parts of its sales operations and seeks to build a bespoke, unified CRM & ERP platform that can scale across all business verticals.
This document consolidates the Business Requirements Document (BRD), Product Requirements Document (PRD), User Flows, Gap Analysis, and User Stories gathered during the discovery session with the Oriana Energies team. It is intended to serve as the single source of truth for the development team, stakeholders, and reviewers to finalise the scope before engineering commences.

	Metric
	Detail

	Existing Customers
	~5,000 (mapped to sales persons)

	Current CRM Tool
	ZOHO CRM

	Business Verticals
	EPC, Developer, Investor, Reseller, Dealer

	Key Pain Points
	No single source of truth; manual dispatch; GST integration gaps; no customer portal

	Target System
	Custom Multi-Module CRM & ERP with GST/E-Invoice API Integration

	Customer Portal
	Yes – Order tracking, documents, serial numbers




2. Business Requirements Document (BRD)
2.1 Business Background & Context
Oriana Energies operates in the solar energy sector, managing the sale, procurement, dispatch, and delivery of solar panels and related products. The business serves approximately 5,000 customers distributed among multiple sales personnel. Each salesperson is responsible for maintaining their assigned customer portfolio.
The organisation identified the following key business processes that need systematic digital support:
1. Lead capture and lifecycle management from multiple channels (call, WhatsApp, LinkedIn, Facebook, Instagram, Google)
1. Customer relationship management with multi-contact and multi-address support
1. Enquiry and quotation generation with pricing controls and manager approval workflows (rules based approvals)
1. Sales order management with payment tracking and accounts approval
1. Dispatch management with GST E-Invoice and E-way Bill integration (can be part of phase 2)
1. Warehouse operations (inward/outward) with pallet-level and serial-level traceability for solar panels, and similar system for other management (can be part of phase 2 )
1. Purchase order management with vendor-wise tracking
1. Flexible multi-dimensional reporting
1. Self-service customer portal
2.2 Problem Statement
The current ZOHO CRM implementation covers only parts of the sales pipeline. Multiple critical processes—warehouse management, dispatch, purchase orders, GST compliance, and customer portal—are either handled manually or through disconnected tools. This creates:
1. Data silos: Sales, accounts, warehouse, and dispatch teams work with fragmented information
1. Manual errors: Quotation rates, serial numbers, and dispatch documents are managed manually
1. No traceability: Inability to trace a panel's journey from purchase to delivery
1. GST compliance gaps: E-Invoice and E-way Bill generation is partially integrated and error-prone
1. Customer experience deficit: Customers cannot self-serve to check order or delivery status
1. No cross-vertical scalability: The current system cannot be reused across different business verticals
2.3 Business Objectives
1. Build a single, modular CRM & ERP platform usable across all Oriana Energies verticals
1. Digitise the complete lead-to-cash process: from lead capture to payment collection and dispatch
1. Achieve real-time inventory visibility at pallet and serial-number level for solar panels (phase 2)
1. Integrate GST APIs for automated E-Invoice and E-way Bill generation (phase 2)
1. Provide a customer-facing portal for order status, documentation, and history
1. Enable role-based access control so each team sees only their relevant data
1. Deliver configurable reports for management decision-making
2.4 Stakeholders
	Stakeholder
	Role
	System Interaction

	Lead Manager
	Captures and qualifies incoming leads
	Lead Module

	Sales Person
	Manages assigned customers, creates enquiries, quotations
	Lead, Enquiry, Quotation, Customer modules

	Sales Manager
	Approves rates, reviews pipeline
	Quotation, Reports

	Accounts Person
	Approves advance/payment entries, generates invoices
	Quotation, Sales Order, Dispatch

	Dispatch Team
	Generates dispatch documents, shares with customers
	Dispatch Module, Warehouse

	Warehouse Team
	Inward/outward operations, stock management
	Warehouse Module

	Purchase Team
	Raises purchase orders, uploads vendor invoices
	Purchase Module

	System Admin
	Manages users, roles, configurations
	User Mgmt, Roles, Configurations

	Customer
	Self-service portal access
	Customer Portal


2.5 Scope
2.5.1 In Scope
1. Customer Management Module
1. Lead Management Module
1. Enquiry Management Module
1. Quotation Module (with approval workflow)
1. Sales Order Module (with payment tracking)
1. Dispatch Module (with E-Invoice & E-way Bill via GST API)
1. Warehouse Management (Inward & Outward with pallet/serial traceability)
1. Purchase Module
1. Product & Category Management
1. Reporting & Analytics Module
1. Customer Portal
1. Roles & Permissions Management
1. User Management
1. System Configuration
2.5.2 Out of Scope (for Phase 1)
1. Accounting/ERP financial ledger (only payment approval tracking, not full accounting)
1. HR & payroll management
1. Manufacturing or assembly operations
1. Third-party marketplace integrations beyond ZOHO migration
📝 Note: GST API integration is in scope for E-Invoice and E-way Bill generation only
2.6 Current System Assessment (ZOHO CRM)
	Area
	Current State (ZOHO)
	Gap / Pain Point

	Lead Management
	Basic lead capture forms
	No lead-source analytics, no timeline tracking

	Customer Management
	Contact records with basic fields
	No multi-contact per company, no GST details, no category classification

	Quotation
	Custom quotation template in ZOHO
	No system-driven rate approval workflow, watt-to-kW auto-calc present but brittle

	Sales Order
	Partially tracked
	No payment milestone tracking, no accounts approval workflow

	Dispatch
	Manual document generation
	No E-way Bill automation, no serial tracking

	Warehouse
	Not in ZOHO
	Entirely manual – no system of record

	Purchase
	Not in ZOHO
	Managed via spreadsheets / phone

	Customer Portal
	Not available
	Customers call for status updates

	GST Compliance
	Partial via ZOHO Books
	Not unified with CRM data

	Reporting
	Standard ZOHO reports
	Cannot combine sales + warehouse + dispatch data


2.7 Assumptions & Constraints
Assumptions
1. All existing ZOHO data (customers, leads, quotations) will be migrated to the new system manually
1. GST API provider (e.g., government GST portal or a certified ASP/GSP) will be chosen before the dispatch module is built
1. Each business vertical will use the same core system with vertical-specific configurations
1. The solar panel pallet QR/barcode scanning hardware is already available or will be procured
1. Internet connectivity is available at all warehouse locations
Constraints
1. The system must comply with Indian GST regulations including E-Invoice threshold rules
1. Data privacy: Customer PAN/GST details must be stored securely (via encryption)
1. The quotation ID format must allow customer-editable variants for 'offline' or 'informal' quotations
1. Multi-warehouse support is required from day one
2.8 Success Criteria
	Criteria
	Measure

	Lead Response Time
	Lead assigned to salesperson within 24 hours of creation

	Quotation Accuracy
	Rate/watt and KW calculations auto-populated with zero manual errors

	Dispatch Turnaround
	E-Invoice & E-way Bill generated within 1 hour of payment confirmation

	Inventory Accuracy
	Warehouse stock reconciled within 98% accuracy at serial-number level

	Customer Portal Adoption
	50% of repeat customers accessing portal within 3 months of launch

	Data Completeness
	100% of leads, enquiries, and orders traceable end-to-end in the system




3. Product Requirements Document (PRD)
This section details every module, its purpose, form fields, workflows, and business rules required to build the system.
3.1 System Architecture Overview
	Characteristic
	Requirement

	Architecture
	Multi-tenant capable, module-based monolith with API-first design

	Access Control
	Role-based (RBAC) – granular at module and action level

	Multi-Vertical
	Configuration-driven vertical switching (EPC, Reseller, Dealer, etc.)

	Integrations
	GST Portal API (E-Invoice, E-way Bill), WhatsApp Notification, Email/SMS

	Mobile Support
	Responsive web-app; barcode/QR scanning on mobile for warehouse

	Audit Trail
	Every create/update/delete logged with user, timestamp, and delta

	Data Migration
	ZOHO CRM export → import utility for customers, leads, quotations


3.2 Module 1 – Customer Management
The Customer module is the master record for all client entities. It is independent and drives other modules (Enquiry, Quotation, etc.). A customer record represents an organisation or individual with full contact, address, GST, and classification details.
3.2.1 Form Fields
	Field Name
	Type / Options
	Required
	Notes / Validation

	Company Type
	Dropdown
	Yes
	Individual, Business

	Organisation Name
	Text (200 chars)
	Conditional
	Required if Company Type = Business

	Customer Name
	Text (200 chars)
	Yes
	Primary contact name

	Primary Email ID
	Email
	Yes
	Must be unique; used for portal login

	Primary Phone Number
	Phone (10 digits)
	Yes
	India mobile format; duplicate check

	Additional Contacts
	Repeatable Group
	No
	Up to 10 contacts

	  Salutation
	Dropdown
	No
	Mr., Mrs., Miss, Dr., Prof.

	  First Name
	Text
	Yes (in group)
	

	  Last Name
	Text
	No
	

	  Contact Number
	Phone
	Yes (in group)
	

	  Email
	Email
	No
	

	  Designation
	Text
	No
	

	Business Address – Country
	Dropdown
	Yes
	Default: India

	Business Address – State
	Dropdown
	Yes
	Driven by Country selection

	Business Address – District
	Dropdown / Text
	Yes
	

	Business Address – City
	Text
	Yes
	

	Business Address – Region
	Text
	No
	e.g. Baner, Koregaon Park

	Business Address – Pincode
	Text (6 digits)
	Yes
	

	Shipping Address
	Same fields as Business
	No
	'Same as Business' checkbox

	Company Website
	URL
	No
	Multiple entries allowed

	GSTIN
	Text (15 chars)
	Conditional
	Required if Company Type = Business; format validated

	PAN Number
	Text (10 chars)
	No
	Validated against PAN format

	Company Category
	Dropdown
	Yes
	A, B, C, D, E (or 1*, 2* etc. – to be confirmed)

	Company Type (Industry)
	Dropdown
	Yes
	EPC, Developer, Investor, Reseller, Dealer, Other

	Reference
	Text / Customer Lookup
	No
	How the customer was referred

	Lead From (Channel)
	Dropdown + Text
	No
	LinkedIn, Facebook, Instagram, Direct, Google, Indiamart, Other (with free text)

	Default Sales Person
	User Lookup
	Yes
	Assigned from sales team; drives customer ownership

	Customer Status
	Dropdown
	Yes
	Active, Inactive, Blacklisted

	Customer Since
	Date (auto)
	Auto
	System-set on creation

	Internal Notes
	Rich Text
	No
	Internal-only notes not visible in portal


3.2.2 Business Rules
1. Each customer must have a unique combination of Primary Phone + Email OR GSTIN
1. A customer can have only one default sales person but can be re-assigned by a manager
1. Deleting a customer is not allowed if there are open enquiries, quotations, or orders; use 'Inactive' status instead
1. From the customer detail view, a salesperson can directly create an Enquiry or a Quotation
1. Customer import utility must handle ZOHO CSV/Excel export format
3.2.3 Actions from Customer Detail View
1. Create Enquiry
1. Create Quotation
1. View Enquiry History
1. View Order History
1. View Dispatch Documents
1. Edit Customer Details
1. Re-assign Sales Person (Manager only)
1. Send Portal Invite customer URL with username/password
3.3 Module 2 – Lead Management
A lead represents a potential customer who has shown interest but is not yet a customer. Leads are captured from multiple channels and assigned to a salesperson for follow-up. Once qualified, a lead can be converted to a customer record.
3.3.1 Lead Lifecycle
	Status
	Description
	Next Action

	New
	Just captured; basic info only
	Lead Manager calls and qualifies

	In Progress
	Sales person contacted; info being gathered
	Update fields; set follow-up date

	Follow-Up
	Awaiting customer response
	Set next follow-up date

	Qualified
	Full info gathered; ready to convert
	Convert to Customer

	Converted
	Customer record created
	Auto-linked to customer

	Closed – Lost
	Not interested or unreachable
	Provide reason; archive


3.3.2 Form Fields – Lead Capture (Initial)
	Field Name
	Type / Options
	Required
	Notes / Validation

	Lead Source
	Dropdown
	Yes
	Call, WhatsApp, LinkedIn, Facebook, Instagram, Google, Other

	Company Type (Industry)
	Dropdown
	Yes
	EPC, Developer, Investor, Reseller, Dealer, Other

	Contact Name
	Text
	Yes
	

	Contact Phone
	Phone
	Yes
	Duplicate check across existing leads and customers

	Contact Email
	Email
	No
	

	Company Name
	Text
	No
	

	Initial Remarks
	Text Area
	No
	Brief note from the initial interaction

	Product / Service of Interest
	Dropdown (Product Categories)
	No
	

	Purchase Timeline
	Dropdown
	No
	Immediate, 1–3 months, 3–6 months, 6+ months

	Estimated Quantity
	Number
	No
	

	Assign to Sales Person
	User Lookup
	Yes
	Direct assignment; sends notification to salesperson

	Lead Status
	Dropdown (auto)
	Auto
	Set to 'New' on creation

	Lead Date
	Date (auto)
	Auto
	System timestamp

	Follow-Up Date
	Date
	No
	Set by sales person post-first contact

	Notes / Call Log
	Repeatable Rich Text
	No
	Each entry timestamped with user


3.3.3 Lead Conversion Rules
1. Only a Lead in 'Qualified' status can be converted to a Customer
1. On conversion, the system pre-fills Customer form with available Lead data
1. Original Lead record is preserved and linked to the new Customer record
1. If the phone/email already exists as a Customer, the system warns and allows linking instead of creating duplicate
3.4 Module 3 – Enquiry Management
An enquiry is created when an existing customer expresses a specific product interest. Unlike leads, enquiries are always linked to a verified customer. The enquiry drives the quotation process.
3.4.1 Form Fields – Enquiry
	Field Name
	Type / Options
	Required
	Notes / Validation

	Enquiry ID
	Auto-generated
	Auto
	Format: ENQ-YYYY-NNNNNN

	Customer
	Customer Lookup
	Yes
	Search by name, phone, or organisation

	Assigned Sales Person
	User (auto from Customer)
	Auto
	Can be overridden by manager

	Products Selected
	Multi-select Product List
	Yes
	Can select multiple products per enquiry

	Quantity per Product
	Number (per product row)
	Yes
	

	Price Ask (from customer)
	Currency (per product)
	No
	Customer's stated target price

	Remarks / Notes
	Rich Text
	No
	

	Follow-Up Date
	Date
	No
	

	Overall Remarks
	Text Area
	No
	Running summary of the enquiry

	Status
	Dropdown
	Yes
	Created, In Progress, Follow-Up, Closed Won (Quotation), Closed Lost (with reason)

	Lost Reason
	Dropdown + Text
	Conditional
	Required if Status = Closed Lost

	Created By
	User (auto)
	Auto
	

	Created At
	Datetime (auto)
	Auto
	


3.4.2 Enquiry Follow-Up Log
Each enquiry maintains a follow-up log where sales persons can add dated entries with remarks and a next-action date. This replaces sticky notes and email threads.
	Field Name
	Type / Options
	Required
	Notes / Validation

	Log Date
	Datetime (auto)
	Auto
	

	Logged By
	User (auto)
	Auto
	

	Interaction Type
	Dropdown
	Yes
	Call, WhatsApp, Email, Meeting, Visit

	Remarks
	Text Area
	Yes
	

	Next Follow-Up Date
	Date
	No
	


3.5 Module 4 – Quotation Management
The quotation module allows sales persons to generate price proposals for customers. It includes auto-calculations for watt-based pricing, optional manager approval for rate deviations, and links to the payment and sales-order process.
3.5.1 Form Fields – Quotation Header
	Field Name
	Type / Options
	Required
	Notes / Validation

	Quotation ID
	Auto-generated + Editable
	Auto
	System generates; salesperson can modify for informal quotes

	Quotation Date
	Date (auto)
	Auto
	

	Valid Until
	Date
	Yes
	Default: 7 days from creation (configurable)

	Linked Customer
	Customer Lookup
	Yes
	

	Linked Enquiry
	Enquiry Lookup
	No
	Optional back-reference

	Sales Person
	User (auto from customer)
	Auto
	

	Terms & Conditions
	Rich Text (template)
	No
	Pre-filled from configuration; editable

	Additional Notes
	Text Area
	No
	

	Approval Status
	Dropdown (auto)
	Auto
	Not Required, Pending Approval, Approved, Rejected

	Approval Remarks
	Text
	No
	Filled by approving manager


3.5.2 Form Fields – Quotation Line Items (Repeatable)
Primarily the Quotation fileds will be generic, we will modify those later in coming phases
	Field Name
	Type / Options
	Required
	Notes / Validation

	Product
	Product Lookup
	Yes
	From Product Master; auto-fills wattage

	Quantity (Panels)
	Number (integer)
	Yes
	

	Wattage per Panel (Wp)
	Number (auto from product)
	Auto
	Pulled from product master; editable if product has variable wattage

	Quantity in kW
	Calculated (auto)
	Auto
	Formula: (Wattage × Quantity) / 1000

	Rate / Watt (₹)
	Currency (2 decimals)
	Yes
	Entered by sales person; triggers approval if below floor price

	Rate / Panel (₹)
	Calculated (auto)
	Auto
	Formula: Rate/Watt × Wattage per Panel

	Total Line Value (₹)
	Calculated (auto)
	Auto
	Formula: Rate/Panel × Quantity

	GST % (CGST + SGST or IGST)
	Dropdown (auto)
	Auto
	Based on customer state vs company state

	Line Discount %
	Number
	No
	

	Net Line Value
	Calculated
	Auto
	After discount and before GST


3.5.3 Quotation Totals (Auto-Calculated)
1. Sub-total (sum of all net line values)
1. Total GST (CGST + SGST or IGST)
1. Grand Total (Sub-total + GST)
1. Total kW
1. Total Panels
3.5.4 Approval Workflow
	Trigger
	Action
	Actor

	Rate/Watt below configured floor price
	Quotation locked; approval request sent to manager
	System (auto)

	Material unavailable at requested delivery date
	Optional approval flag raised
	Sales Person (manual)

	Manager receives notification
	Reviews rate and approves / rejects with remarks
	Sales Manager

	On Approval
	Sales person notified; quotation unlocked for sending to customer
	System

	On Rejection
	Sales person notified with manager remarks; can revise and resubmit
	System


3.5.5 Post-Quotation Actions
1. Send quotation to customer via email / WhatsApp PDF
1. Download quotation as PDF
1. Convert quotation to Sales Order (on advance payment receipt)(rules based - on accountant approval)
1. Revise quotation (creates new version; old versions preserved)
1. Mark as Accepted / Rejected / Expired
3.6 Module 5 – Sales Order Management
A Sales Order (SO) is created after a quotation is accepted and advance payment is received and approved. The SO is the central record that drives dispatch and delivery.
3.6.1 Sales Order Fields
	Field Name
	Type / Options
	Required
	Notes / Validation

	SO ID
	Auto-generated
	Auto
	Format: SO-YYYY-NNNNNN

	SO Date
	Date (auto)
	Auto
	

	Linked Quotation
	Quotation Reference
	Yes
	Products and pricing pulled from approved quotation

	Customer
	Auto from Quotation
	Auto
	

	Sales Person
	Auto from Quotation
	Auto
	

	Payment Milestones
	Repeatable Group
	Yes
	Advance, Balance, Final – amounts and due dates

	Advance Amount Received
	Currency
	Yes
	Triggers accounts approval

	Advance Payment Mode
	Dropdown
	Yes
	NEFT, RTGS, Cheque, Cash, UPI

	Advance Payment Reference
	Text
	Yes
	Transaction ID / Cheque No.

	Accounts Approval Status
	Dropdown (auto)
	Auto
	Pending, Approved, Rejected

	Product Allocation Status
	Dropdown (auto)
	Auto
	Pending Stock, Allocated, Partially Allocated

	Balance Amount Due
	Calculated
	Auto
	

	Balance Payment Status
	Dropdown
	Auto
	Pending, Received, Approved

	Expected Delivery Date
	Date
	No
	

	SO Status
	Dropdown
	Auto
	Draft, Active, Dispatched, Completed, Cancelled

	SO Remarks
	Text Area
	No
	


3.6.2 Payment Approval Flow
1. Sales person records advance payment details and submits for accounts approval
1. Accounts person receives notification and reviews payment proof
1. On approval: SO status updated to 'Active'; products booked against customer
1. Warehouse team is notified of new booking to begin stock reservation
1. For balance payment: same flow repeated; on final approval, dispatch process begins
3.7 Module 6 – Dispatch Management
The dispatch module manages the generation and tracking of all dispatch-related documents including tax invoices, E-Invoices, and E-way Bills. It is triggered after the Sales Order balance payment is approved.
3.7.1 Dispatch Initiation
1. Triggered by Accounts approving balance payment on SO
1. Sales person notified; dispatch team also notified
1. Dispatch team verifies stock availability and serial numbers against the SO
3.7.2 Document Generation
	Document
	Source
	Integration Required

	Tax Invoice
	Generated from SO line items + GST config
	Internal calculation

	E-Invoice (IRN)
	Posted to GST IRP via GST API
	GST Portal API / ASP-GSP

	E-way Bill
	Generated against E-Invoice IRN
	GST Portal API

	Delivery Challan
	Internal dispatch document
	No external integration

	Packing List
	Serial numbers + pallet details from warehouse
	Warehouse Module

	LR (Lorry Receipt)
	Vehicle and transporter details
	Manual entry + upload


3.7.3 Dispatch Form Fields
	Field Name
	Type / Options
	Required
	Notes / Validation

	Dispatch ID
	Auto-generated
	Auto
	Format: DIS-YYYY-NNNNNN

	Linked SO
	SO Reference
	Yes
	

	Invoice Number
	Auto-generated + Editable
	Yes
	

	Invoice Date
	Date
	Yes
	

	Consignee Details
	Auto from Customer / Shipping Address
	Auto
	

	Serial Numbers Dispatched
	Multi-select from Allocated Stock
	Yes
	Pulled from warehouse allocation

	Vehicle Number
	Text
	Conditional
	Required for EX-Works delivery

	Driver Name
	Text
	Conditional
	

	Driver Contact
	Phone
	Conditional
	

	Transporter Name
	Text
	No
	

	LR Number
	Text
	No
	

	LR Document Upload
	File Upload (PDF/Image)
	No
	

	E-Invoice IRN
	Auto from GST API
	Auto
	

	E-way Bill Number
	Auto from GST API
	Auto
	

	Dispatch Status
	Dropdown
	Auto
	Prepared, Dispatched, In Transit, Delivered

	Delivered Date
	Date
	Conditional
	Required when status = Delivered

	Delivery Proof Upload
	File Upload
	No
	POD document


3.7.4 FOR Delivery (Vendor-Arranged Transport)
When the vendor (e.g., Waaree) arranges transport and delivers directly to the end customer, the following special flow applies:
1. Purchase team uploads vendor invoice for the 'FOR' batch
1. Dispatch person receives the vendor documents in system
1. Dispatch person shares documents with customer via system (email/portal)
1. Dispatch person updates delivery status once confirmed
📝 Note: FOR delivery does not require vehicle/driver entry from Oriana side; vendor documents are uploaded and forwarded
3.8 Module 7 – Warehouse Management
Warehouse Management covers all inward and outward stock movements across Oriana's warehouses. Solar panels use pallet-level (mother serial) and individual panel-level (child serial) tracking via QR/barcode scanning.
3.8.1 Warehouse Master
	Field Name
	Type / Options
	Required
	Notes / Validation

	Warehouse Name
	Text
	Yes
	

	Warehouse Code
	Text (auto)
	Auto
	

	Address
	Full Address
	Yes
	

	Warehouse Manager
	User Lookup
	Yes
	

	Active Status
	Toggle
	Yes
	


3.8.2 Stock Position Formula
Closing Stock = Opening Stock + Total Inward – Total Outward
This formula is maintained per product SKU, per warehouse, in real-time.
3.8.3 Inward Transactions (Sources)
	Inward Type
	Source Document
	Solar Panel Serial Requirement

	Purchase Invoice – EX Works (Oriana arranges transport)
	Linked Purchase Order + Vendor Invoice
	Mother serial (pallet) + individual panel serials; scanning required

	Purchase Invoice – FOR (Vendor delivers to Oriana WH)
	Vendor Invoice uploaded by purchase team
	Same serial scanning; vehicle & driver details

	Stock Transfer from Another Warehouse
	Internal Transfer Note
	Serial list carried over

	Vendor Replacement (against damaged panels)
	Replacement Advice from Vendor
	New serials in; damaged serials out

	Customer Return – Full
	Credit Note reference
	Returned serials re-stocked

	Customer Return – Partial
	Credit Note reference
	Partial serials re-stocked; condition noted


3.8.4 Inward Form Fields – Solar Panel (EX Works)
	Field Name
	Type / Options
	Required
	Notes / Validation

	Inward ID
	Auto-generated
	Auto
	Format: INW-YYYY-NNNNNN

	Inward Type
	Dropdown
	Yes
	See 3.8.3 types above

	Warehouse
	Warehouse Lookup
	Yes
	

	Linked Purchase Order
	PO Reference
	Conditional
	Required for purchase inward types

	Vendor Invoice Number
	Text
	Yes
	

	Vendor Invoice Date
	Date
	Yes
	

	Vendor Invoice Upload
	File Upload (PDF)
	Yes
	

	Product
	Product Lookup
	Yes
	

	Total Quantity Expected
	Number (from PO)
	Auto
	

	Total Quantity Received
	Number
	Yes
	May differ from expected; triggers discrepancy flag

	Number of Pallets
	Number
	Yes
	For solar panels

	Pallet Entries (Repeatable)
	Group
	Yes
	One row per pallet

	  Mother Serial (Pallet QR)
	Scan / Text
	Yes
	Scanning pallet QR auto-reads all child serials if supported

	  Panels per Pallet
	Number (auto)
	Auto
	Usually 30; configurable per product

	  Child Panel Serials
	Scan / Bulk Text (CSV)
	Yes
	Individual panel serial numbers

	  Physical Condition
	Dropdown
	Yes
	Good, Minor Damage, Major Damage

	  Damage Notes
	Text
	Conditional
	Required if condition is not Good

	Vehicle Number
	Text
	Yes
	

	Driver Name
	Text
	No
	

	Driver Contact
	Phone
	No
	

	Receiving Person
	User (auto-login)
	Auto
	

	Received Date & Time
	Datetime (auto)
	Auto
	

	Documents Collected
	Checklist
	Yes
	Vendor Invoice, LR/GRN, Packing List (mark as received)

	GRN Remarks
	Text Area
	No
	


3.8.5 Outward Transactions (Sources)
	Outward Type
	Source Document
	Notes

	Sale / Dispatch against Invoice
	Linked Dispatch + Tax Invoice
	Serials reserved on SO booking; dispatched on invoice generation

	Stock Transfer to Another Warehouse
	Internal Transfer Note
	Serials move between warehouses; no revenue entry

	Damaged / Stolen Module Entry
	Damage Report
	Serials permanently removed from stock; insurance / vendor claim logged

	Customer Replacement from Our Stock
	Replacement Order reference
	Outward against specific customer SO; new serials issued


3.8.6 Outward Form Fields
	Field Name
	Type / Options
	Required
	Notes / Validation

	Outward ID
	Auto-generated
	Auto
	Format: OUT-YYYY-NNNNNN

	Outward Type
	Dropdown
	Yes
	See 3.8.5 above

	Warehouse (From)
	Warehouse Lookup
	Yes
	

	Target Warehouse (To)
	Warehouse Lookup
	Conditional
	Required for inter-warehouse transfer

	Linked Document
	Reference (Dispatch/SO/Transfer Note)
	Yes
	Drives the serial number selection

	Serial Numbers Selected
	Multi-select from stock
	Yes
	Can scan serials; validated against allocated stock

	Quantity
	Number (auto from serials)
	Auto
	

	Reason (for damage/loss)
	Text Area
	Conditional
	Required for Damaged/Stolen type

	Authorized By
	User Lookup
	Yes
	Manager approval for outward

	Outward Date
	Datetime (auto)
	Auto
	


3.9 Module 8 – Purchase Management
The purchase module enables the purchase team to raise Purchase Orders (POs) against vendors, track fulfillment, and link received stock to warehouse inward records.
3.9.1 Purchase Order Fields
	Field Name
	Type / Options
	Required
	Notes / Validation

	PO ID
	Auto-generated
	Auto
	Format: PO-YYYY-NNNNNN

	PO Date
	Date (auto)
	Auto
	

	Vendor Name
	Vendor Lookup / Text
	Yes
	From vendor master

	Vendor GSTIN
	Text (auto from vendor)
	Auto
	

	Delivery Type
	Dropdown
	Yes
	EX Works (Oriana arranges), FOR (Vendor arranges)

	Delivery Destination
	Warehouse Lookup / Customer Address
	Yes
	FOR type: can deliver directly to end customer

	Product Line Items (Repeatable)
	Group
	Yes
	

	  Product
	Product Lookup
	Yes
	

	  Quantity
	Number
	Yes
	

	  Rate / Unit (₹)
	Currency
	Yes
	

	  GST %
	Dropdown
	Yes
	

	  Line Total
	Calculated
	Auto
	

	PO Total (₹)
	Calculated
	Auto
	

	Payment Terms
	Text / Dropdown
	No
	

	Expected Delivery Date
	Date
	No
	

	PO Status
	Dropdown
	Auto
	Draft, Sent, Partially Received, Fully Received, Closed

	Linked Inward Records
	INW References (auto)
	Auto
	Auto-linked when warehouse records inward against this PO

	Remarks
	Text Area
	No
	


3.10 Module 9 – Product & Category Management
Products are the core catalogue used across quotation, purchase, and warehouse modules. Products must be structured in a flexible hierarchy to support multiple product types beyond solar panels.
3.10.1 Product Hierarchy
1. Category (e.g., Solar Panels, Inverters, Mounting Structures, Cables)
1.   Sub-Category (e.g., Mono PERC, Bifacial, HJT under Solar Panels)
1.     Product Type (e.g., 540Wp Mono PERC)
1.       Product SKU (specific model with brand, wattage, dimensions)
3.10.2 Product Master Fields
	Field Name
	Type / Options
	Required
	Notes / Validation

	Product SKU
	Auto-generated
	Auto
	

	Product Name
	Text
	Yes
	

	Category
	Dropdown (from Category Master)
	Yes
	

	Sub-Category
	Dropdown (driven by Category)
	No
	

	Brand / Manufacturer
	Text / Lookup
	No
	

	Wattage (Wp)
	Number
	Conditional
	Required for solar panels; used in kW calculation

	Unit of Measure
	Dropdown
	Yes
	Piece, kW, Meter, Set

	Floor Price / Watt (₹)
	Currency
	No
	If set, triggers approval when quotation rate is below this

	HSN Code
	Text
	Yes
	For GST compliance

	GST Rate (%)
	Dropdown
	Yes
	5%, 12%, 18%, 28%

	Is Serial Tracked
	Toggle
	Yes
	Yes for solar panels; No for cables, accessories

	Is Pallet Tracked
	Toggle
	Conditional
	Yes if serial tracked and uses pallets

	Panels per Pallet (default)
	Number
	Conditional
	Default pallet size; overridable at inward

	Active Status
	Toggle
	Yes
	

	Product Image
	File Upload
	No
	

	Product Specifications
	Rich Text / Key-Value
	No
	


3.11 Module 10 – Reports & Analytics
The reports module provides pre-built and configurable views across all modules. Filters must support multiple simultaneous dimensions.
	Report Name
	Module
	Key Dimensions / Filters

	Lead Pipeline Report
	Lead
	Date range, Source, Sales Person, Status, Company Type

	Lead Conversion Rate
	Lead + Customer
	Date range, Sales Person, Lead Source

	Enquiry Funnel
	Enquiry
	Date range, Sales Person, Status, Product

	Quotation Summary
	Quotation
	Date, Sales Person, Customer, Product, Status, Value range

	Sales Order Book
	SO
	Date, Sales Person, Customer, Product, Payment Status

	Revenue Report
	SO + Payment
	Month/Quarter/Year, Sales Person, Customer, Product Category

	Outstanding Payments
	SO
	Customer, SO, Due Date, Amount Outstanding

	Dispatch Status Report
	Dispatch
	Date, Customer, SO, Status

	Inventory Position
	Warehouse
	Warehouse, Product, Category, Date range

	Stock Movement Register
	Warehouse
	Inward/Outward type, Date range, Product, Warehouse

	Serial Number Traceability
	Warehouse + Dispatch
	Serial number → purchase → customer → dispatch

	Purchase Order Tracker
	Purchase
	Vendor, Date, Status, Product

	Vendor Performance
	Purchase + Warehouse
	Vendor, Delivery accuracy, Quality rejection rate

	Customer Order History
	Customer + SO
	Customer, Date range, Product

	Salesperson Performance
	Lead + SO + Enquiry
	Sales Person, Month, Revenue, Leads, Conversions

	Product-wise Sales
	SO + Quotation
	Product, Category, Date range, Volume, Value


📝 Note: All reports must support export to Excel and PDF. Reports with time dimensions should support day/week/month/quarter/year grouping.
3.12 Module 11 – Customer Portal
The customer portal is a self-service interface for existing Oriana customers. Access is invite-based; the portal login uses the customer's registered email ID.
3.12.1 Portal Features
	Feature
	Description
	Documents / Data Visible

	Order History
	List of all past and current SOs
	SO ID, Date, Products, Total Value, Status

	Active Order Status
	Track current order progress
	Payment status, Dispatch status, Expected delivery

	Dispatch Documents
	Download dispatch-related documents
	Tax Invoice, E-Invoice, E-way Bill, Delivery Challan, Packing List

	Serial Numbers
	View panel serials shipped against each order
	Serial list per SO / Invoice

	Payment Summary
	View payment history
	Advance, balance, receipts

	Upcoming Orders
	Orders in pipeline
	SO ID, Products, Expected dispatch date

	Raise a Request
	Simple contact / support form
	Message sent to assigned salesperson

	Profile Management
	Update contact info
	Edit email, phone, contacts (approval required for GSTIN change)


3.12.2 Portal Access Rules
1. Access granted only after salesperson sends portal invite from the Customer module
1. Login via OTP on registered email/mobile (no password; OTP-based auth)
1. Customer can only see their own data
1. Documents are read-only; no editing of orders through the portal
1. All portal visits logged for audit
3.13 Module 12 – Roles & Permissions
	Role
	Key Permissions

	Super Admin
	Full access to all modules including system configuration and user management

	Sales Manager
	View all team data; approve/reject quotations and payments; reassign customers; all reports

	Sales Person
	Create/edit own leads, enquiries, quotations; view own customers; create SO; request dispatch

	Accounts Person
	View quotations; approve/reject payment entries; view financial reports; generate invoices

	Dispatch Executive
	View approved SOs; generate dispatch documents; update dispatch status; access warehouse stock view

	Warehouse Executive
	Record inward/outward; manage stock; scan serials; view POs

	Purchase Executive
	Create and manage POs; upload vendor invoices; view warehouse stock

	Customer Portal User
	Self-service portal only; read-only access to own orders and documents


📝 Note: Permissions should be configurable at a granular level (Create, Read, Update, Delete) per module per role from the admin interface.
3.14 Module 13 – User Management & System Configuration
3.14.1 User Management
	Field Name
	Type / Options
	Required
	Notes / Validation

	Full Name
	Text
	Yes
	

	Email ID
	Email (unique)
	Yes
	Used for login

	Mobile Number
	Phone
	Yes
	

	Role
	Dropdown (from Role Master)
	Yes
	

	Department
	Dropdown
	No
	Sales, Accounts, Warehouse, Dispatch, Purchase

	Reporting Manager
	User Lookup
	No
	

	Assigned Vertical
	Multi-select
	No
	Which business verticals this user can access

	Status
	Toggle (Active/Inactive)
	Yes
	Inactive users cannot log in but data is preserved

	Last Login
	Datetime (auto)
	Auto
	


3.14.2 System Configuration Options
1. Company details (name, GSTIN, logo, address, bank details for invoices)
1. Multiple company/vertical configurations (for multi-vertical usage)
1. Quotation validity period (default days)
1. Approval threshold (floor price % deviation for quotation approval trigger)
1. GST API credentials (ASP/GSP integration settings)
1. Email & SMS / WhatsApp notification templates and triggers
1. Product category master management
1. Warehouse master management
1. Customer category definitions (A, B, C, D, E definitions and criteria)
1. Number series configuration (prefix, starting number for SO, PO, INW, etc.)
1. Lead source master (add/remove channels)
1. Terms & Conditions template library


4. User Flows & Journey Maps
4.1 Flow 1 – Lead to Customer Conversion
	Step
	Actor
	Action
	System Behaviour

	1
	Lead Manager
	Receives inquiry from any channel (call, WhatsApp, LinkedIn, etc.)
	Lead form opens

	2
	Lead Manager
	Fills initial lead form: Source, Contact Info, Company Type, rough interest
	Lead created with status 'New'; Sales Person notified

	3
	Sales Person
	Receives notification; contacts lead; updates remaining fields + remarks
	Status moves to 'In Progress'

	4
	Sales Person
	Updates follow-up logs over multiple interactions
	Each log timestamped; next follow-up reminders set

	5
	Sales Person
	Marks lead as 'Qualified' after full info gathered
	System enables 'Convert to Customer' action

	6
	Sales Person
	Clicks 'Convert'; reviews pre-filled customer form; submits
	Customer record created; Lead linked; status → 'Converted'

	7
	System
	Checks for duplicate phone/email/GSTIN
	Warns if duplicate found; offers to link to existing customer


4.2 Flow 2 – Enquiry to Quotation
	Step
	Actor
	Action
	System Behaviour

	1
	Sales Person
	From Customer detail view, clicks 'Create Enquiry'
	Enquiry form opens with customer pre-filled

	2
	Sales Person
	Selects products, quantities, customer's price ask, adds remarks
	Enquiry saved; status 'Created'

	3
	Sales Person
	Updates enquiry after follow-up interactions
	Follow-up log entries added with dates

	4
	Sales Person
	Creates Quotation from Enquiry (or directly from Customer)
	Quotation form opens; line items from enquiry pre-filled

	5
	Sales Person
	Enters Rate/Watt for each product
	Rate/Panel and totals auto-calculated; kW calculated

	6
	System
	Checks if Rate/Watt < floor price
	If yes: locks quotation; sends approval request to Sales Manager

	6a
	Sales Manager
	Reviews rate deviation; approves or rejects with remarks
	On approval: quotation unlocked; Sales Person notified

	7
	Sales Person
	Sends quotation to customer (PDF via email/WhatsApp)
	Quotation status → 'Sent'

	8
	Customer
	Accepts quotation verbally / in writing
	Sales Person updates status to 'Accepted'


4.3 Flow 3 – Sales Order & Payment Approval
	Step
	Actor
	Action
	System Behaviour

	1
	Sales Person
	Customer pays advance; records payment details in SO creation form
	SO created from quotation; payment entry submitted for accounts approval

	2
	Accounts Person
	Reviews advance payment; verifies transaction reference
	Approves or rejects with remarks

	3
	System (on approval)
	SO status → 'Active'; products booked against customer
	Warehouse team notified of new booking

	4
	Sales Person
	Customer pays balance; records balance payment details
	Balance payment submitted for accounts approval

	5
	Accounts Person
	Approves balance payment
	SO payment status → 'Fully Paid'; Dispatch process triggered


4.4 Flow 4 – Dispatch Process
	Step
	Actor
	Action
	System Behaviour

	1
	System
	Balance payment approved
	Dispatch team notified; dispatch record created

	2
	Dispatch Exec
	Verifies stock availability and allocated serial numbers
	Stock reservation confirmed from warehouse module

	3
	Dispatch Exec / Accounts
	Generates Tax Invoice in system
	Invoice number auto-assigned; GST computed

	4
	System
	Pushes invoice to GST IRP via API
	E-Invoice IRN generated; QR code received

	5
	System
	Generates E-way Bill using IRN
	E-way Bill number assigned

	6
	Dispatch Exec
	Enters vehicle, driver, transporter details; prints LR
	Dispatch record updated

	7
	Dispatch Exec
	Triggers dispatch; outward recorded in warehouse
	Serials moved from 'In Stock' to 'Dispatched'

	8
	Dispatch Exec
	Shares all documents with customer via system (portal / email)
	Documents visible in customer portal

	9
	Dispatch Exec
	Updates delivery status when confirmed
	SO status → 'Delivered'


4.5 Flow 5 – Warehouse Inward (EX Works)
	Step
	Actor
	Action
	System Behaviour

	1
	Purchase Exec
	Raises PO in system against Waaree for 1000 panels (EX Works)
	PO created; vendor notified (optional)

	2
	Warehouse Exec
	Vehicle arrives with 600 panels (Invoice A)
	Creates new Inward record; links PO

	3
	Warehouse Exec
	Scans mother QR on each pallet (e.g., 20 pallets × 30 panels)
	System reads or accepts 30 child serials per pallet

	4
	Warehouse Exec
	Verifies physical count; marks condition per pallet
	Any discrepancy or damage flagged for purchase team

	5
	Warehouse Exec
	Uploads vendor invoice; records vehicle / driver details; submits
	GRN created; stock updated in real-time; PO partially fulfilled

	6
	Purchase Exec
	Vendor dispatches remaining 400 (Invoice B – FOR to customer)
	Purchase Exec uploads Invoice B in PO; links to customer SO

	7
	Dispatch Exec
	Shares Invoice B documents with customer via system
	Delivery status tracked by dispatch team




5. Gap Analysis – ZOHO CRM vs New System
	Module
	ZOHO Current Capability
	Gap / Missing
	New System Requirement

	Lead Management
	Basic lead records with standard fields
	No source channel analytics; no auto-assignment rules; no follow-up log
	Full lead lifecycle with log, channel analytics, salesperson assignment notification

	Customer Management
	Contact and account records
	No multi-contact per company; no GST fields; no category grading; no portal invite
	Rich company profile with GST, multi-contact, grading, portal access management

	Enquiry
	Not distinctly separated from leads
	No separate enquiry flow for existing customers
	Dedicated enquiry module linked to customer; independent of lead flow

	Quotation
	Custom template; basic line items
	Manual kW calculation; no floor-price approval; no version history
	Auto-calculated kW, rate/panel; floor-price approval workflow; version control

	Sales Order
	Partial – no payment milestones
	No accounts approval workflow; no product booking logic
	Full SO with payment milestones, accounts approval, stock booking

	Dispatch
	Manual PDF generation
	No E-Invoice/E-way Bill automation; no serial tracking in dispatch
	GST API integration for E-Invoice/E-way Bill; serial numbers in dispatch

	Warehouse
	Not in ZOHO
	Entire function missing
	Full inward/outward with pallet/serial tracking, multi-warehouse

	Purchase
	Not in ZOHO
	Entire function missing
	PO creation, vendor management, GRN linking

	Products
	Basic product catalogue
	No wattage field; no serial tracking flag; no floor price; no HSN
	Rich product master with wattage, HSN, GST rate, serial/pallet flags

	Reporting
	Standard ZOHO reports
	Cannot cross-module report (e.g., serial → customer → dispatch)
	Unified cross-module reports with multi-dimension filters

	Customer Portal
	Not in ZOHO
	Entire function missing
	OTP-based self-service portal: orders, documents, serial numbers

	GST Compliance
	Partial via ZOHO Books (separate)
	Not unified with CRM; manual reconciliation needed
	Integrated within the dispatch module; auto E-Invoice and E-way Bill

	Roles & Permissions
	ZOHO standard roles
	Not customizable enough for multi-role operations
	Granular RBAC per module per action; configurable from admin




6. User Stories
User stories follow the format: As a [role], I want to [action], so that [benefit]. Acceptance criteria define the 'definition of done' for each story.
6.1 Customer Management
	ID
	As a...
	I want to...
	So that...
	Priority
	Acceptance Criteria

	CUS-01
	Sales Person
	Create a new customer record with full company and contact details
	the customer is in the system and I can create enquiries for them
	High
	Customer saved with all mandatory fields; duplicate phone/GST check runs on save

	CUS-02
	Sales Person
	Add multiple contacts to a customer record
	I can manage all decision-makers for a single organisation
	High
	Up to 10 contacts can be added; each has salutation, name, phone, email, designation

	CUS-03
	Sales Manager
	Re-assign a customer to a different sales person
	customer ownership is always accurate in the system
	High
	Only manager can reassign; log entry created; both old and new sales person notified

	CUS-04
	Sales Person
	Send a portal invite to a customer from their profile
	the customer can self-serve and check their order status
	Medium
	Invite email sent with OTP-based login link; portal invite status visible on customer profile

	CUS-05
	System Admin
	Import existing customer data from ZOHO export
	migration to the new system is seamless
	High
	CSV/Excel upload with field mapping; duplicate detection; error report for failed rows


6.2 Lead Management
	ID
	As a...
	I want to...
	So that...
	Priority
	Acceptance Criteria

	LEM-01
	Lead Manager
	Capture a new lead with basic contact and source information
	no lead is lost even before all details are available
	High
	Lead created with minimum: Source, Contact Name, Phone; status set to 'New' automatically

	LEM-02
	Sales Person
	Add follow-up log entries with date and interaction type to a lead
	I can track all my communication history with the potential customer
	High
	Each log entry shows: date, user, interaction type, remarks; sorted newest first

	LEM-03
	Sales Person
	Convert a qualified lead to a customer
	I don't have to re-enter all the data I've already collected
	High
	Customer form pre-filled from lead data; duplicate check runs; lead status → Converted; linked to new customer

	LEM-04
	Sales Manager
	View the lead pipeline by source and status
	I can identify which channels generate the best leads
	Medium
	Report shows count and conversion rate by source, filtered by date range and sales person

	LEM-05
	Lead Manager
	Assign a lead directly to a specific sales person
	the right person follows up immediately
	High
	Sales person receives in-app + email notification on assignment; lead appears in their dashboard


6.3 Enquiry Management
	ID
	As a...
	I want to...
	So that...
	Priority
	Acceptance Criteria

	ENQ-01
	Sales Person
	Create an enquiry for an existing customer with multiple products
	I can track the customer's specific purchase intent
	High
	Customer pre-selected; multiple products with quantity and price-ask can be added; enquiry ID auto-generated

	ENQ-02
	Sales Person
	Add follow-up entries to an enquiry
	the entire sales conversation is recorded in one place
	High
	Follow-up log with date, type, remarks, next-date; visible timeline on enquiry detail

	ENQ-03
	Sales Person
	Mark an enquiry as Closed Lost with a reason
	lost opportunities are tracked and can be analysed
	Medium
	Lost reason is mandatory when closing as lost; reason stored for reporting


6.4 Quotation Management
	ID
	As a...
	I want to...
	So that...
	Priority
	Acceptance Criteria

	QUO-01
	Sales Person
	Generate a quotation with automatic kW and rate-per-panel calculations
	I never make calculation errors in proposals
	High
	Entering Rate/Watt and Quantity auto-populates kW and Rate/Panel; Grand Total sums correctly

	QUO-02
	System
	Trigger an approval request when Rate/Watt is below floor price
	discounted rates are always reviewed by a manager before reaching the customer
	High
	Quotation locked on save if rate < floor; approval request sent to manager with deviation %age shown

	QUO-03
	Sales Manager
	Approve or reject a quotation with remarks
	sales persons get clear guidance on pricing decisions
	High
	Manager sees deviation; enters remarks; approves/rejects; sales person notified; quotation unlocked or blocked

	QUO-04
	Sales Person
	Download and send quotation as a branded PDF
	the customer receives a professional proposal
	High
	PDF includes company logo, quotation table, T&C, totals; can be emailed or shared via WhatsApp from system

	QUO-05
	Sales Person
	Edit the Quotation ID before sending
	I can use custom numbering for informal or customer-specific quotes
	Medium
	Quotation ID editable by sales person before 'Sent' status; audit log records original and modified ID


6.5 Sales Order & Payment
	ID
	As a...
	I want to...
	So that...
	Priority
	Acceptance Criteria

	SO-01
	Sales Person
	Create a Sales Order from an accepted quotation
	all product and pricing details are automatically carried over
	High
	SO created with quotation data; payment milestone fields available; status = Draft until advance approved

	SO-02
	Sales Person
	Record an advance payment and request accounts approval
	the order can be officially activated after payment verification
	High
	Payment details (mode, reference, amount) entered; submitted to accounts; accounts receives notification

	SO-03
	Accounts Person
	Review and approve or reject payment entries
	only verified payments activate the order
	High
	Accounts can view payment details; approve with remark or reject with reason; sales person notified; SO status changes

	SO-04
	System
	Book products against the customer once advance is approved
	the same stock is not double-allocated to another customer
	High
	On accounts approval: SO status → Active; product quantities reserved in warehouse; booking log created


6.6 Dispatch & GST
	ID
	As a...
	I want to...
	So that...
	Priority
	Acceptance Criteria

	DIS-01
	Dispatch Executive
	Generate a Tax Invoice linked to the Sales Order
	the customer has a valid invoice for their purchase
	High
	Invoice auto-populated from SO; GST computed (IGST or CGST+SGST based on state); invoice number sequential

	DIS-02
	System
	Generate an E-Invoice IRN via GST API
	invoices are GST compliant and avoid manual IRP portal uploads
	High
	Invoice data posted to IRP; IRN returned and stored; QR code generated; failure handled with retry and alert

	DIS-03
	System
	Generate E-way Bill using the E-Invoice IRN
	goods movement is legally compliant
	High
	E-way Bill generated post-IRN; E-way Bill number stored; accessible for download in dispatch record

	DIS-04
	Dispatch Executive
	Share all dispatch documents with the customer via system
	customers receive their documents instantly without manual email
	High
	Documents sent via email and visible in customer portal; system logs sharing event with timestamp

	DIS-05
	Dispatch Executive
	Update delivery status and upload POD when goods are delivered
	the order lifecycle is closed with a delivery confirmation
	Medium
	Status updated to 'Delivered'; delivered date recorded; POD upload optional; customer portal updated


6.7 Warehouse Management
	ID
	As a...
	I want to...
	So that...
	Priority
	Acceptance Criteria

	WH-01
	Warehouse Executive
	Record inward stock with pallet and individual panel serial scanning
	every panel's journey from receipt to delivery is fully traceable
	High
	Scan or enter mother pallet QR; child serials captured; quantity validated against PO; GRN created

	WH-02
	Warehouse Executive
	Flag damaged panels during inward with condition notes
	damaged stock is not allocated to customer orders
	High
	Damage flag per pallet; damaged panels quarantined in stock; purchase team notified for vendor claim

	WH-03
	System
	Maintain real-time stock position per warehouse per product
	dispatch and sales teams always see accurate availability
	High
	Stock = Opening + Inward – Outward; updated in real-time; visible to dispatch and sales with read-only access

	WH-04
	Warehouse Executive
	Record a stock transfer between two warehouses with serial tracking
	inter-warehouse movements are fully traceable
	Medium
	Transfer note created; serials move from source to destination warehouse; both stock records updated

	WH-05
	Warehouse Executive
	Record damaged or stolen panel entries to remove from stock
	physical stock matches system stock
	High
	Outward entry with type 'Damaged/Stolen'; serials permanently flagged; authorized by manager; audit trail


6.8 Customer Portal
	ID
	As a...
	I want to...
	So that...
	Priority
	Acceptance Criteria

	PRT-01
	Customer
	Log in to the portal using OTP on my registered email or phone
	I don't need a password and access is secure
	High
	OTP sent within 30 seconds; valid for 10 minutes; login session expires after 4 hours of inactivity

	PRT-02
	Customer
	View all my past and current orders with status
	I can track my purchases without calling the sales team
	High
	Order list shows SO ID, date, products, value, payment status, dispatch status; sorted newest first

	PRT-03
	Customer
	Download my invoice, E-Invoice, E-way Bill, and packing list
	I have all compliance documents readily available
	High
	Documents available as PDF download per order; available as soon as dispatch generates them

	PRT-04
	Customer
	View the serial numbers of panels shipped to me
	I can verify warranty and traceability of my installation
	Medium
	Serial list visible per invoice; can be exported as CSV




7. Open Questions & Clarifications Needed
The following items require confirmation from Oriana Energies before final requirement sign-off. These must be resolved before detailed design and development begins.
	#
	Question
	Module Affected
	Priority

	Q1
	What is the exact definition of Company Category levels (A, B, C, D, E or 1*, 2* etc.)? What criteria determine each level?
	Customer
	High

	Q2
	Should the system support multiple companies (business verticals) as separate entities with separate number series and GST registrations, or a single company with vertical tagging?
	All Modules
	High

	Q3
	Which GST API provider (ASP/GSP) will be used for E-Invoice and E-way Bill? Have API credentials been obtained?
	Dispatch
	High

	Q4
	Is the pallet mother-QR scan linked to a vendor system (e.g., Waaree) that provides child serials automatically, or does the warehouse team manually enter/scan all child serials?
	Warehouse
	High

	Q5
	What is the floor price mechanism? Is it a fixed ₹/watt per product, or a percentage-based discount limit? Who can configure it?
	Quotation, Configuration
	High

	Q6
	How many warehouses does Oriana currently operate? Are they in different states (affects inter-state GST for stock transfers)?
	Warehouse
	High

	Q7
	What are the exact document templates required for quotations and invoices? Please share the ZOHO template or printed samples.
	Quotation, Dispatch
	High

	Q8
	For the customer portal, is OTP-only authentication acceptable or do customers require a traditional email/password login?
	Customer Portal
	Medium

	Q9
	What is the threshold for E-Invoice applicability? (Currently ₹5 Cr turnover in India). Does Oriana cross this threshold?
	Dispatch
	High

	Q10
	For credit notes (customer return), what is the approval process? Does accounts need to approve credit notes before stock is re-inward?
	Warehouse, Dispatch
	Medium

	Q11
	Should salespersons be able to see other salesperson's customers, or is it strictly siloed? Can a manager override a salesperson's assigned customer?
	Customer, Lead
	High

	Q12
	Is there a requirement for multi-language support (e.g., Hindi) in the customer portal or internal system?
	All Modules
	Low

	Q13
	What is the expected data migration scope from ZOHO? How many historical records (leads, customers, quotations, SOs) need to be migrated?
	Data Migration
	High

	Q14
	Are there any integration requirements with Tally or any accounting software for journal entries, payment reconciliation, etc.?
	Accounts / Finance
	Medium

	Q15
	What notification channels are required: email only, or also SMS and WhatsApp Business API? If WhatsApp, has the business API been set up?
	All Modules (Notifications)
	Medium




8. Appendix
8.1 Module Dependency Map
	Module
	Depends On
	Feeds Into

	Customer Management
	User Management, Configuration
	Lead, Enquiry, Quotation, SO, Customer Portal

	Lead Management
	User Management, Product Management
	Customer Management

	Enquiry Management
	Customer, Product Management
	Quotation

	Quotation Management
	Customer, Enquiry, Product, User (Approval)
	Sales Order

	Sales Order
	Quotation, Customer, Warehouse
	Dispatch, Customer Portal

	Dispatch
	Sales Order, Warehouse, GST API
	Customer Portal, Warehouse (Outward)

	Warehouse Management
	Purchase, Product, Sales Order
	Dispatch, Reports

	Purchase Management
	Vendor Master, Product, Warehouse
	Warehouse (Inward)

	Product Management
	Configuration
	Quotation, Warehouse, Purchase, Enquiry

	Reports
	All modules
	None (read-only)

	Customer Portal
	Customer, SO, Dispatch
	None (read-only for customer)

	Roles & Permissions
	User Management
	All modules

	Configuration
	None
	All modules


8.2 Suggested Development Phases
	Phase
	Modules
	Estimated Scope

	Phase 1 – Core CRM
	Customer, Lead, Enquiry, Quotation, User Mgmt, Roles, Configuration, Product
	Foundation; enables sales team to operate

	Phase 2 – Order to Cash
	Sales Order, Dispatch (without GST API), Basic Reporting
	End-to-end order tracking

	Phase 3 – GST & Compliance
	E-Invoice + E-way Bill API Integration, Invoice PDF generation
	Full GST compliance

	Phase 4 – Operations
	[bookmark: _GoBack]Warehouse Management, Purchase Module, Advanced Reports
	Operational visibility

	Phase 5 – Portal & Analytics
	Customer Portal, Advanced Reporting, Dashboard
	Customer self-service and leadership insights


8.3 Glossary
	Term
	Definition

	BRD
	Business Requirements Document – captures the business need and objectives

	PRD
	Product Requirements Document – defines what the system must do

	EPC
	Engineering, Procurement & Construction – type of solar project company

	SO
	Sales Order – confirmed purchase order from a customer

	PO
	Purchase Order – order placed by Oriana to a vendor

	GRN
	Goods Receipt Note – warehouse confirmation of received goods

	IRN
	Invoice Reference Number – unique identifier for E-Invoice from GST IRP

	IRP
	Invoice Registration Portal – government GST E-Invoice portal

	ASP/GSP
	Application Service Provider / GST Suvidha Provider – third-party GST API middleware

	E-way Bill
	Electronic Way Bill – GST-mandated document for goods movement above ₹50,000

	Wp
	Watt-peak – the rated maximum output of a solar panel under standard test conditions

	RBAC
	Role-Based Access Control – permission system where access is tied to a user's role

	SKU
	Stock Keeping Unit – unique product identifier

	FOR
	Free on Road – delivery terms where vendor arranges and pays for transport

	EX Works
	Delivery terms where buyer arranges pickup from vendor's facility

	POD
	Proof of Delivery – signed document confirming goods received by customer

	Mother Serial
	The QR/barcode on a solar panel pallet representing all panels inside

	Child Serial
	Individual panel-level serial number; 30 per pallet typically
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