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ABSTRACT

In this report, you can see the construction of the Sunhub Sales Portal, which was built with
the use of the Agile Scrum method. The project was completed to fulfill academic needs and
demonstrating how Scrum could be applied to the real world with Jira as the primary tool
that would be used to plan, do, and monitor the progress. The Sales Portal was designed to
unite all the sales activities and enhance communication and openness in the solar trading

environment.

The project was completed after one month, and four one-week sprints. Sprints had new
features, including onboarding users, providing access to users depending on their role,
creating deals, communicating with sales, negotiating, processing payments, and using Al to
assist buyers in interacting. In order to enhance collaboration, flexibility and the process of
delivery, the team adhered to Scrum practices such as sprint planning, daily stand-up, sprint

review and retrospectives.

Jira proved to be significant in dealing with the backlog, sprint progress, and report creation
such as a burndown chart, burn-up chart, cumulative flow diagram, and velocity report. The
report demonstrates how Agile practices assisted in resolving quality control problems,
workflow visibility and estimation problems. It wraps up by the lessons learned and
recommendations on the way forward. It also demonstrates the effectiveness of Scrum as the

tool in dealing with the contemporary software development projects.
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Chapter 1:

1. Organization Introduction:

1.1. Company Overview & Vision

Objective: Understand the company's strategic identity.

Company Evolution Story:

Sunhub is the result of its sister company Yellow Light that began 17 years back, as a

solar installation company, and became the largest one in Ohio.

17 YEARS AGO
/’//”{/ il \\\\Q\
/',f/ \\‘\\
w p(RAP(E H(ES
) \ & / onll
\ J
LAUNCH LAUNCH B2B SOLAR DIGITAL
YELLOW SUNHUB DISTRIBUTION TRADER ECOSYSTEM
LIGHT MARKETPLACE PLATFORM EXPANSION
® e o 3 3
EUIMPING DROP- DROP-SHIP
EXPONITS SHIP MODEL MODEL

Figure 1 Company Evolution Story
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Sunhub was established as a market due to the need to have a platform to sell and buy used
solar equipment. This increased the company-supplier relationship and employed a sales
department as procurement continued to increase. Then it started concentrating on B2B
distribution. Sunhub developed the Solar Trader Platform which is a first-in-industry tool,
patented, that enables solar professionals to negotiate live and auto-generates contracts in
solar trade language. The reason behind this was due to their perception that there existed a
disparity between the manner in which the traditional e-commerce platforms operated and
the way solar professionals operated. This platform is based on the drop-ship model, meaning
that manufacturers do not need to store stock and can be more flexible. Suntech came to
provide marketing, logistics and custom sales portal solutions over time, making it acomplete

digital ecosystem to the solar industry.

1.2. Vision / Mission / Values

1.2.1. Vision:
To become the largest online B2B distributor of solar industry.

1.2.2. Mission:

To simplify and digitalize the process of buying and distributing solar energy by
offering platforms that facilitate the process of negotiation, order management, marketing,

and logistics.
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1.2.3. Core Values:

e Innovation: Being the first with tech-first solutions, such as Solar Trader and sales
portals.

e Ownership: Team members are in charge and they do a lot simultaneously.

e Customer Commitment: Five stars, no post-sale problems, and after-sales.

o Flexibility: You will drop-ship and rewrite conditions of negotiation to suit you.

e Collaboration: The individuals of various departments collaborate and hold weekly

company-wide meetings.
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CORE VALUES

INNOVATION
Leading with tech-first solutions

OWNERSHIP
Taking initiative, wearring multiple hats

* CUSTOMER COMMITMENT
1 & 6 & & ¢

s

x_/

5-star ratings, full post-sales support

FLEXIBILITY
Drop-ship model, customizable terms

COLLABORATION
Cross-functional teamwork

Figure 2 Company Vision, Mission and Core Values
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| Shoban
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1
Y
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.

j Ops Team |

Marketing

Daniyal

Finance |

| Rehan | =
J Finance Lead

T

Shahgan
SEQ Manager

Marketing Director

| Meeran
|Marketing Manager

[
SEO Team

Marketing Team

Figure 3 Organization/Stakeholder Structure

1.4. Project for implementation:

Project Overview:

Sunhub’s Sales Portal:

‘Tear' '«lember‘ |Team ',lemne-‘ iTeam Member

The Sunhub Sales Portal is a full-blown sales tool that simplifies the processes of solar

suppliers to manage listings, pricing, negotiations, and relationships with customers. The

system allows the users to create public or private entries of clients, submit quotes, negotiate
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deals via a chat interface with more than two parties, and monitor the status of contracts and

payments.

Functioning as a platform, Sunhub can allow the involvement of Sunhub teams,
sellers and buyers according to their roles. It also helps in real-time inventory
synchronization, automatic discounts and markup calculations and enables users to send
email campaign and also dashboards of reporting. The idea of the project is to make the
manual processes a thing of the past, simplify the operations, and enhance direct sales

capabilities of Sunhub by integrating the workflows into a single portal.

Trader Platform (Active Listings):

Sellers are listed on the public Solar Trader market under the category of active
listings. When a new listing is posted to Sunhub, it begins by being pending. The admin
moderator checks the item, puts a markup on it, and opens it to all the people to view it and
place a bid. The buyer/seller exchange is conducted in a moderated chat. With offers that are
made by the buyers, overseen by the moderator, and closed by the deal being agreed upon,
Sunhub closes the deal. As soon as both the parties agree upon this, the system will

automatically generate a contract and it will be signed by both parties.

Unified Features
e Single Sign-On & Access Control: Both sites have the same login to all users.
Sellers achieve Premier (and special profile badges) upon entering a master services
agreement.
© 2025 - DEPARTMENT OF MANAGEMENT SCIENCE,
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e Sales Teams & Permissions: The company account of a seller may also contain
multiple sales-rep logins which are grouped together. Access to certain listings or list
of clients can be given to each salesperson.

e Chat & Negotiation: The portal supports live negotiation - in Sales Portal, direct and
in Trader, moderator-mediated.

e Contract Generation: There is a formal contract of Sunhub on any completed

transaction, irrespective of the platform used.

SALES PORTAL [ SELLER J TRADER PLATFORM

ONBOARDS
PRIVATE CLIENTS SELLER LISTS
LISTING ON TRADER
) | \ i
ADMIN REVIEW
. & MARKUP
J—
SELLER ACTIVE
| SETS PRICING | LISTING
]
SUNHUB-SELLER SgE"I'_"L"é:' MARKUP
ADJUSTMENTS
CONIRACT J CONTRACT
[ CHAT MODULE | CHAT
DIRECT BETWEEN MEDIATED
| SELLER & BUYER |
| | contracT [ CONTRACT |
| GENERATED | GENERATED |

Figure 4 Project Workflow
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1.5. Project Charter:

Section Details

Project Title Sunhub Sales Portal
Project Start Date 20" November 2025

Project Completion Date 22 December 2025

Budget Information To be finalized / As approved by management
Product Owner Ms. Sadia Shabbir
Project Objective The primary objective of the Sales Portal project is to design and

develop a centralized, user-friendly digital platform that enables
efficient management of sales activities. The portal aims to streamline
product management, customer interactions, order processing, and sales
reporting, while improving operational efficiency, transparency, and
decision-making for the sales team and management.

Success Criteria The project will be considered successful when all planned sales portal
features are delivered on time, meet business requirements, and are

actively usable by sales teams with minimal defects.
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Roles & Responsibilities

Project Sponsor

Sign-Off Status

Powered By

Sunhub

Sales Portal

Clear Requirement Definition: All features such as product
listing, order management, customer records, payments, and reports
are defined as user stories in Jira with clear acceptance criteria.
Agile Scrum Implementation: Development is carried out in short,
time-boxed sprints with sprint planning, daily stand-ups, sprint
reviews, and retrospectives managed through Jira.

Feature-Based Development & Tracking: Features are broken
down into epics, stories, and tasks. Progress is tracked using Jira
boards, burndown charts, and sprint reports.

Continuous Testing & Quality Assurance: Functional testing is
performed in each sprint, and bugs are logged, tracked, and resolved
using Jira.

Stakeholder Feedback & Iteration: Regular stakeholder feedback
is incorporated after sprint reviews, and enhancements are
prioritized based on business value.

Timely Delivery & Performance Measurement: Success is
measured through on-time sprint completion, reduced defects,
successful deployment, and user satisfaction.

Product Owner: Sadia Shabbir (sadiashabbir@gmail.com)
Scrum Master: Fatima Ferozi (fatimaferozi@agmail.com)
Frontend Developer: Amina (aminalll@gmail.com)
Backend Developer: Maha (mahal23@gmail.com)

QA Engineer: Muhammad Ali (M.alil45@gmail.com)

Mr. John

Approved

Table 1 Project Charter
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Chapter 2:

2. JIRA (Project Management Tool)

JIRA is a project management and problem tracking tool that Atlassian has made very
popular. It is primarily used to aid the Agile and Scrum practices, which assist the teams in
planning, tracking, and managing the software development projects in a better manner. JIRA
allows businesses to create and manage epics, user stories, tasks and bugs and displays them

the status of their projects in real-time.

JIRA helps software development teams to monitor any issues, plan their work, priorities,
and ensure that project requirements are satisfied within the timeframe. Small and large

businesses can use it since it is flexible and may expand with it.

2.1. Competitors of JIRA

JIRA is one of the most common tools of project management, and a number of other

tools exist on the market that will do the same tasks. Some of the most important

e Trello— A simple, card-based project management tool suitable for small teams

e Asana — A task and workflow management tool focused on productivity

e Monday.com — A visual project management platform with customizable workflows
e ClickUp — An all-in-one productivity and task management tool

e Azure DevOps — Azure DevOps is a Microsoft tool for software development and

DevOps teams.
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o Basecamp — Basecamp is a simple tool for managing projects and working together.

Each of these tools has its own strengths, but they may not have all the advanced features

needed for complicated Agile software development projects.

2.2. Why JIRA Was Chosen for This Project

Jira is the best fit in the Sunhub Sales Portal project since it best suits the project needs
and it is compatible with the Agile Project Management practices. Unlike many other tools,
JIRA has complete support of the Scrum concepts including epics, user stories, sprints,

backlog, and burndown charts.

JIRA allows you to configure workflow, type of issues and fields according to your
project. It has progressed reporting features, such as sprint reports, velocity charts and issues

tracking dashboards that assist you in monitoring progress and performance with precision.

In addition, JIRA can be deployed together with other development tools such as
GitHub, Bitbucket and Confluence and thus it is one of the best tools to use to manage

software development projects.

Chapter 3:

3. Project Planning

Project planning is quite crucial in ensuring that it is carried out in a well-structured
and managed manner. Even technically well-defined project may face such issues as delays,
© 2025 - DEPARTMENT OF MANAGEMENT SCIENCE,
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cost increase or quality problems unless it is well planned. This step is useful in clarifying

what is to be done, how it is to be done and who will head each task.

In the case of the Sunhub Sales Portal project, the planning has been done and then the
development activities initiated. The Agile Scrum standards were adhered to and Jira was the
main tool of project planning, tracking and monitoring. This chapter describes the manner in
which various areas of planning including scope, estimation, scheduling, resources, cost,

quality and risks were managed in the project.

3.1. Product Vision Statement

An intelligent, centralized sales model that would streamline the solar trading
process, improve buyer-seller relationships and automate the process of negotiations between

business and business.

3.2. Product Vision Board
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"A smart, centralized sales platform designed to simplify solar trading,
enhance buyer-seller interactions, and automate complex B2B negotiations."

2, Target Group . Customer Needs Key Benefits

+ Solar Product Sellers: + Digitization: Moving away + Sunhub Sales Portal: A + Operational Velocity: Faster + Market Dominance: Largest
Managing complex inventory from fragmented, manual centralized B2B solar sales through automated B28 solar distribution
and listings spreadeheets ecosystem workflows platfarm

+ Sales Managers: Seeking +» Transparency: Clear, itemized = Solar Trader Integration: « Strategic Alignment: Cross » Efficiency: Standardized SOPs
pipeline visibility and team pricing and real-time chat Patented live negotiation functional visibility via and governance via PMO
control technology JIRA/Confluence

« Security: Safe B2B + Revenue Growth: Higher

+ Buyers (Clients): Solar transactions and automated + Al Engagement: Automated + Scalability: Drop-ship model conversion rates via Al-
professionals requiring contract generation responses to maintain deal eliminates inventory assisted trading
secure procurement momentum bottlenecks

© Core Strategic Values

& © ! () B

Innovation Ownership Customer First Flexibility Collaboration

Figure 5 Product Vision Board

3.3. Scrum Methodology

Here we have adopted the Scrum Methodology in this project. Scrum is an Agile
framework paying attention to development in iterative mode, feedback (continuous), and
adaptable planning. Scrum was used in this project in the development of the Sales Portal to
make sure that the requirements were defined in the epics or user stories, that work was done

in sprints and that the deliverables were regularly reviewed.

3.4. Project Scope Planning

The Sunhub Sales Portal was broad enough to cover all the core features that were

necessary to handle the sales activities online. These were company and user onboarding,
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role-based access, deal creation, offers and sales quotes, chat-based negotiation, Al support,

as well as payment processing.

There are activities that were intentionally excluded as part of the project scope such as
physical inventory, performing logistics, creating mobile applications and long-term support
post-deployment. By keeping these things out of scope, the team was in a position to remain

focused on the delivery of the agreed-upon system in time.

3.5. Work Breakdown Structure (WBS) Planning

To better manage the project, we took up a Work Breakdown Structure which was used to
divide the work into smaller and manageable components. The system was divided into two
major epics, which were further divided into user stories and tasks in Jira. In this manner the

project was not a large-scale undertaking.
Epic 1: Onboarding, Roles, and Deal Creation

Epic 2: Offers, Quotes, Negotiation, and Al Automation

Such disintegration facilitated the allocation of responsibilities, prediction of effort,
and progress. The user stories were a reflection of individual functional need and
corresponding development and testing tasks were developed beneath the user stories. This

would enhance clarity and none of the activities was left out as it was important.

3.6. Project Features:
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These are the following key features have created to breakdown the work further in

User stories.

1. Company & User Onboarding

2. Role-Based Access Control

3. Private Deal Creation

4. Public Deal Creation (Trader Integration)
5. Send Offer

6. Send Sales Quote

7. Chat & Negotiation System

8. Payment Processing & Settlement

These features represent the complete functional scope of the Sales Portal.

. . Sprint .
Sprint/ Sprint User Stories Key

. : Length (=] [o : :
Iteration Duration Delivered Deliverables
(BEVS)

Company

e Story 1: )
onboarding
) Company
Epic 1: ) flow, role-
) Onboarding
: ) Onboarding, based access
S Week 1l  working e Story 2: _
Roles and for Admin,
Days ) Role-Based
Deal Creation Manager,
Access
Salesperson,
Control

and Client
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Epic 1:

Onboarding,

Sjodles Week 2 working
Roles and
Days

Deal Creation

Epic 2:
Offers,

Quotes,

Sjodlpest Week 3 working

Negotiation
and Al

Automation

Days

Epic 2:
Offers,

Quotes,

5

Week 4 working

Sprint 4

Negotiation
and Al
Automation

Days

Story 3:
Private Deal
Creation
Story 4:
Public Deal
Creation
(Trader
Integration)

Story 5: Send
Offer

Story 6: Send
Sales Quote

Story 7: Chat
&
Negotiation
System

Story 8:
Payment

Processing

Table 2 Feature Breakdown into Sprint

3.7. Sprint and Schedule Planning

Powered By

Sunhub

Sales Portal

Private deal
listing, public
deal publishing
through Trader
platform

integration

Offer sharing,
sales quote
creation with
custom price
and quantity,
chat initiation
Buyer—seller
chat,
negotiation
workflow,
contract
generation,
payment

processing

The total time of Sunhub Sales Portal is one month that has been split into four sprints

of one week. Sprint had been planned to provide two user stories, hence 40 story points per
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sprint. This is what we have developed based on Agile work level. We have first an Epics,

then we are broken down into Stories, then Tasks.

Sprint planning helped in ensuring that the work was evenly distributed and reviewing
of progress was possible at the end of every week. Such small iteration cycle gave early
feedback and speedy corrections where needed. At the fourth sprint, all the scheduled user

stories were to be finalized.

3.8. Product Roadmap

November 24, 2025 - full calendar
Nov 24-30 Dec1-7 Dec 8-14 Dec 15-21
24 27 28 29 30 Dec 1 3 5 7 8 9 10 12 14 15 16 19 20 21
Nov 24 30 1 14 21
Epic 1: Onboarding, Roles and Deal Creation

Sprint 1 Goal - User & Company Setup

Foundation
30 i z 7 ”
Epic 1: Onboarding, Roles and Deal Creation
Sprint 2 Goal — Deal Management Enablement
5 8 8 : ag s
Epic 2: Offers, Quotes, Negotiation and Al Automation
Sprint 3 Goal - Sales Communication &
Quotation
u L i3 s Epic 2: Offers, Quotes, Negotiation and Automatio
Sprint 4 Goal — Negotiation, Payments &
Automation
17 19 10 15 18
19 30 17 16 21
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3.9. Personas

Persona 1: The Sales Manager

Marcus Sterling

Regional Sales Manager

Analytical and pressed for time. Values efficiency and despises
administrative tasks that slow down selling.

* Hit quarterly revenue targets.
* Reduce new hire ramp-up time.

* Improve forecast accuracy with reliable data.

« Control & Clarity: Knowing pipeline status without chasing people.

» Team Success: Seeing reps earn commissions.

« Efficiency: Eliminating redundant steps.

« Lack of Visibility: Can't see critical deal details until it's too late.

* Disjointed Onboarding: New reps are overwhelmed by too many tools.

« Approval Bottlenecks: Spending too much time manually reviewing
routine quotes.

Logs in to a main dashboard showing real-time team performance.
Identifies a stuck deal, reviews the chat history, and leaves an internal note
for the rep to adjust terms—all in under 5 minutes.

Table 3 Persona 1: The Sales Manager

Persona 2: The Salesperson:
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Sarah Jenkins

Senior Account Executive

Highly motivated by commission and competitive. Tech-savvy but impatient
with tools that slow her down. Time is money.

* Exceed monthly personal quota.
* Be the first to respond to leads.

* Build trust through fast, transparent communication.

« Financial Reward: Commission is the primary driver.
* Winning: Wants to be top of the leaderboard.

« Autonomy: Wants to manage deals her way.

« Context Switching: Hates jumping between multiple tools to send one
quote.

« Slow Quote Generation: Manual assembly of complex quotes takes too
long.

» Losing Track: Struggling to remember who owes a response across many
active deals.

Receives an inquiry, uses Al to generate a quote based on previous
preferences in under 2 minutes. Sends it via the portal and handles follow-up
questions instantly through the integrated chat.

Table 4 Persona 2: The Salesperson:
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Persona 3: The Buyer (Client):

David Chen

Procurement Manager
Pragmatic, budget-conscious, and risk-averse. Values transparency and
security above slick sales pitches.

* Secure the best value (cost vs. quality).

* Mitigate risk and ensure transaction security.

* Streamline the procurement process.

* Reliability: Partners who deliver as promised.

* Transparency: Clear, itemized pricing with no hidden fees.

« Security: Safe handling of large transactions.

» Endless Email Chains: Digging through emails for the latest quote version.

» Opaque Pricing: Feeling like pricing isn't transparent.

» Payment Anxiety: Worrying about the security of wiring large sums to new

suppliers.
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Views a clearly itemized quote securely. Uses the portal's chat to negotiate
shipping terms. Upon agreement, the quote updates in real-time, and he clicks

"Accept & Pay Securely" to complete the transaction instantly.

Table 5 Persona 3: The Buyer (Client)

3.10. Wireframes
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Figure 6 Wireframes 1
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Figure 8 Wireframe 3

3.11. Agile Work Level:
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EPIC 1 EPIC 2
User & Company Management Deal Management
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Figure 9 Agile Work Level:

3.12. Value Based Analysis and Costing:

Our project is doing Value-based analysis. This is one method to prioritize the
features of the project in terms of the value they will add to the business versus the amount
of time and money that they will require to develop. This approach ensures that the high-
value features are provided first and achieve the greatest profit-making (ROI) rather than

considering all the features equally.

3.12.1. Value-Based Decomposition
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We analyzed and breakdown these feature into the business value and implementation

effort.

3.12.2. Value Criteria Used
« Impact on revenue generation
o Improvement in operational efficiency
« Importance for user experience

o Dependency for other features

3.12.3. Effort Criteria Used:

o Development complexity
« Integration requirements

o Testing effort

3.13. Estimation Planning Using Story Points

To determine the amount of work that the project would involve, we relied on story

points, which is a popular agile estimation technique. The reason we preferred story points

over time-based estimates is that we can compare effort and complexity without having to

perform the precise hour calculations.

To simplify and be consistent, 20 story points were assigned to each of the user stories

in the Sunhub Sales Portal project. The project was to have 8 user stories hence the

cumulative number of story points that were anticipated was 160. This homogenous estimate

served to put things in check across sprints and simplified the process of planning sprints.
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0,

Total & Total % Rank
Total

Effort 2{0]

Effort

Company & User
Onboarding 700

Role-Based  Access [N 20 20 12.5 16 20 2
Control

Private Deal Creation 500 15.38 20 12.5 1.23 15.38 3

Public Deal Creation
(Trader Integration)

Send Offer 350 10.77 20 12.5 0.86 10.75 5
Send Sales Quote 300 9.23 20 125 0.74 9.25 6

SINELL & INsrglEen e 7.69 20 125 0.62 7.75 7
System

Payment Processing
& Settlement

Table 6 Estimation Planning Using Story Points

400 12.31 20 12.5 0.98 12.25 4

100 3.08 20 12.5 0.23 2.88 8

3.14. Resource Planning

Resource planning was everything to do with determining the roles required to make
the Sunhub Portal project successful and ensuring that everybody was aware of the roles that
were to be undertaken by whom. The project team consisted of five individuals: a Product

owner, a Scrum master, a Frontend developer, a Backend developer and a QA engineer.
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Every member of the team was assigned to do specific tasks due to his or her competencies.
We did this with Jira to provide people with tasks, monitor their workloads, and check what
each one of them was doing. This served to hold individuals accountable and ensured that

resources were put into good use in the course of the project.

The expected duration of the project is 30 days. The project will involve five individuals

working on it. The following are their hourly rate and hours of availability:

Role Hourly Rate Per Day Cost

3,750 30,000

3,000 24,000
2,500 20,000
2812.5 22,000
2,175 17,400

Table 7 Resource Planning

3.15. Costing of Project with 1 Week Iteration:

The agile cost estimation approach employed by the project was not based on a
determined budget, rather, it was an iterative cost estimation approach. The overall cost of
labor was considered and it comprises the salary, benefits, and project operation expenses of

the project team.

To calculate the cost of the project; we looked at each sprint individually. This gave the

opportunity to follow and observe the spending amount. The overall project cost was
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calculated as a summation of the cost of each of the four sprints. This approach enabled
monitoring costs and at the same time provided value and made monitoring of finances easier

all through.

e All Employee will work 100% of the time.

e 1 lteration is 5 day long, because will setup the Sprint for 1 week.

e The complete project is divided into 4 Sprints for 4 Weeks.

e Employees will work 8 hours a day.

Fully Adjusted

burdened P - Time on Project .cost per
labor cost iteration

Annual
Salary

Cost per

Product
Owner

400,000 500,000 120,000 100% 120,000
Master
Frontend
300,000 400,000 100,000 100% 100,000
Developer
350,000 450,000 112,500 100% 112,500
Developer
QA
. 280,000 350,000 87,500 100% 87,500
Engineer

Table 8 Costing of Project with 1 Week Iteration

150,000

500,000

600,000 150,000
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3.16. Risk Planning

We did take the risk of planning to identify potential issues that would make the project
slow. Some of the common risks that were identified during planning included changes in

scope, wrong estimates, technical integration and lack of resources.

In order to reduce the impact of these risks, such strategies as regular reviews of sprints,
backlog prioritization, continuous testing, and early feedback of stakeholders were
employed. This initiative approach contributed to correcting issues before they became too

large.

3.17. Quality Planning

Under Quality planning, we made sure that the system developed was functional and
business-oriented. The quality criteria were also upheld through the establishment of clear

acceptance criteria of each user story.

We have also developed the DOD in a bid to ensure that our Quality standard are achieved

in line with requirement.

3.17.1. Definition of Done:

A user story is done when all the functional and quality requirements were met. Under

the Definition of Done of the Sunhub Sales Portal project, the following criteria are present.

e The functionality is fully developed according to the approved user story and

acceptance criteria
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e Code has been reviewed and merged into the main branch

e The feature has been tested and verified by the QA engineer
e No critical or high-priority bugs are open

e The functionality works as expected on the Sales Portal

e Required documentation and comments are completed

The Product Owner has reviewed and accepted the feature
Only when all these conditions are fulfilled is a user story marked as Done in Jira.

Each sprint involved testing activities that were conducted and any defects detected were
registered and followed up with Jira. Only when a user story fulfilled the Definition of Done,
it will be considered complete so that consistency and reliability of delivered features are

ensured.

3.18. Communication and Monitoring Plan

The Jira-based collaboration and the use of agile ceremonies ensured that the
communication remained transparent during the project. Meetings, reviewing, and

discussions of the sprint plan on a regular basis helped keep everyone in the same track.

Scrum Frequency  Planned

Purpose Participants

Ceremony in Sprint Duration

To plan sprint goals,

. - Once (at Product Owner,
Sprint select user stories from
. start of 2 hours Scrum Master,
Planning backlog, and break :
sprint) Development Team

them into tasks
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Daily Stand-
up

Backlog
Refinement

Sprint Review

Sprint

Retrospective

3.18.1.

To discuss progress,
blockers, and next

steps

To review upcoming

user stories,

clarify

requirements, and
update estimates

To demonstrate
completed work to
stakeholders and
gather feedback

To reflect on what
went well, what didn’t,

and identify

improvements

Daily (5
times per
sprint)

Once (mid-

sprint)

Once (end of

sprint)

Once (end of

sprint)

15 minutes per
day (Total: 75
minutes / 1.25
hours)

1 hour

1.5 hours

1 hour

Table 9 Communication and Monitoring Plan

Calendar Settings as per Scrum Ceremonies:
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3.19. Jira Workflow for our Sunhub Sales Portal Project:

Jira Workflow

Fail Testing

gelolelN — DEVINPROGRESS —| QATESTING — CLIENT REVIEW —>m

Task is created Development team Task is under Task is with the client Task is
and added to is a ctively working quality assurancting for review and completed
the backlog on the task approval and closed
\
Fail Testing Rejected

Figure 11 Jira Workflow
Project progress was monitored using Jira boards, sprint reports, and burndown charts. These
tools provided real-time visibility into completed, in-progress, and pending work, making it

easier to track performance and identify potential delays

© 2025 - DEPARTMENT OF MANAGEMENT SCIENCE,
BULC ©BAHRIA UNIVERSITY 2025 - DEPARTMENT OF 43
MANAGEMENT SCIENCE, BULC



Powered By

Sunhub’s Sales Portal S U n h U b

Sales Portal

Chapter 4:

4. Project Execution:

The project had four sprints of one week each. The goals of each sprint were specific and a
list of user stories that was selected in reference to the product backlog. The strategy based
on sprints enabled the team to remain concentrated on little work but could deliver values at

the end of each iteration.

Each sprint began with sprint planning as the goals of the sprint were established, the user
stories were selected and separated into development and testing tasks. We also held a stand-
up meeting every day throughout the sprint to discuss the state of affairs, what was holding
back our progress, and how to proceed with it. This frequent communication ensured that the

team was on the same wavelength and able to solve problems within a short time.

4.1. Sprint-Based Execution Approach:
The project had four sprints of one week each. The objectives of each sprint were very

clear and there is a selected group of user stories in the product backlog.

The sprinting approach to work enabled the team to remain focussed on a small amount of

work and also have value delivered by the end of each iteration.

The planning of the sprint was performed at the beginning of each sprint to define the
objectives of the sprint, select user stories and subdivide them into development and testing

tasks. Daily stand-ups during the sprint were used to discuss progress, identify issues, and
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strategize on the next action. This frequent contact enabled the team to remain on the same

wavelength and address issues in a short period.

4.2. Formation of Scrum Team:

Scrum Team:

A Scrum Team is a cross-functional, self-managing and small team that collaborates in
delivering value in short, repetitive cycles called Sprints that is based on the Scrum

framework.
Core members of the team:

e Product Owner
e Scrum Master
e Developers

e Scrum Roles
Product Owner:

Defined project requirements, created epics and user stories, and prioritized the product

backlog.
Scrum Master:

Facilitated the Scrum process, ensured adherence to Scrum practices, and removed

impediments for the development team.

Development Team:
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Implemented the user stories, executed tasks, and reported progress via Jira sprint boards.

The team members of this project are as follows:

4.3. Scrum Artifacts

Product Backlog:

Complete list of project requirements in Jira, including all epics, user stories, and tasks.
Sprint Backlog:

Subset of user stories and tasks selected for a particular sprint.

Increment:

Deliverable functionality at the end of each sprint, reviewed and ready for stakeholder

validation.
4.4. Prioritized Product Backlog:

In a Scrum project, a Prioritized Backlog is a list of work items that must be done in
an orderly fashion. The tasks will be ordered by their priority (top to bottom) to ensure that

the team will always do what will bring the most value in the first place.
The Prioritized Backlog often refers to the Product Backlog in Scrum.

Prioritized Backlog of Sales Portal is provided below:
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= Filters

(@ Dashboards

B confluence [}
® Goals 2]
1 Teams [£]

%5 Customize sidebar

Q Search
es | Sunhub Sales Portal
SP Scrum Board 23
@ summary 2 Timeline [ Backlog (D Activesprints [ Calendar |2 Reports B3 List I Forms (@ Goals
Q Search backlog PODODO 7 veson~  Epicv  Typew  Label v Quickfilters v

~ SPSprint3 19 Aug - 8 Sep (30 work items)

00PIO0OESOQOO " -

SUN-5 Support Shared Clients Across Multiple Companies in Sales Portal
Qaiser Igbal » [SP_Scrum » To Do

(7)56M-326 Add "Attached Contract” File Upload Section in Sales Portal Deal | Add Terms | View Terms
= Production

Muhammad Ali » Backend  Deployed | [Frontend | |SP_Scrum | [SalesPort

By Al work

[ Sun-388 Fix Missing Document Files During Deal Impart via Part No on Sales Portal (Public/Private Listing & Copy from Trader)

Muhammad Ali »  Backend | Deployed | [Frontend | |SP_Scrum | [SalesPorta = Production
SUN-233 Implement SMS Notification Service for Buyers and Sellers on Sales Portal

Sadia Shabbir - Backend |Deployed | |Frontend | SP_Scrum | SalesPos * Production

£ SUN-281 Chat Visibility Logic Based on Manager and Salesperson Reassignment in Deal Workflow
Qaiser Igbal « (SP_Scrum | [SP_Scrum_board « Tech Analysis
[7) §4N-321 Implement “Quote Template Settings” for Persanalized Quote Documents in Sales Portal
Syed Muneeb All « [Admin| (Backend | [Deployed | Frontend | [SP_Scrum | [SP_Scrum boarc  « Proguction
(7 SUN-322 Implement Bulk Import/Expart Feature for Client Listings in Sales Portal

Muhammad Ali « Backend| Frontend | [Import/Export| | SP_Scrum | [SalesPoric = READY FOR STAGING
SuN-323 Add "Profile” Page under Account Section with Manage Profile, SMS Natification, and Email Signature Tabs

Muhammad Ali + Backend | Deployed | [Frontend | [Profile] [SP_Scrum | [SalesPoril » Praduction

SUN-324 Sync Brands, Categories & Sub-Categories from Marketplace Admin to Sales Portal for Deal Creation

4.5. Scrum Events

Sprint Planning:

Selection of user stories from the backlog to include in the sprint.

Daily Scrum:

Short team meetings to track progress and resolve issues.

Sprint Review:

Demonstration of completed work to stakeholders for feedback.

Sprint Retrospective:

Reflection on process improvement for subsequent sprints.
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| @ upgrade || Qaskroe B8 & @

/> Development

SOLAR TRADER SALE...

SOLAR TRADER SALE...

SOLAR TRADER SALE...

SOLAR TRADER SALE.

SOLAR TRADER SALE...

= % 7
“» Code & Releases More 8 +
2 -
o s o Complete sprint
oo -0
oscrione -0
oscrione ~®
oscrione -@
ez -0
PRODUCTION~ = §
READY FOR STAGING « =@
PRODUCTION =0
PRODUCTION . =@ °
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Sprint Planning Meeting:

All about Fitness

11:43 AM | yih-knea-aee

4.6. Jira Issue Types Used in the Project

Jira Epics:

High-level features or themes (e.g., Onboarding, Deals, Offers).

We have divided our Project into 2 Jira Epic:

Epic 1:
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m 2 Jira Q search ate @ pemumuial | B0 @ ¢
-
@ Foryou aitel | & ssp-
paces | [J Sunhub Sales Portal | ¢ SSP-8 5 ® < °
©® Recent >
B Onboarding, Roles, and Deal Creation
W Starred >
89 Apps + ©
S Plans Description
& Spaces + o This epic covers company onboarding, user role activation, hierarchy-based access control, private deal creation, and Trader platform integration for public listings.
Recent
Child work items e+
13 sunhub Sales Portal
100% Done
) sadia Shabbir
o Work Prio... Ass.. Status
= More spaces >
= Browse templates [155P-7 USER STORY 1(Super Admin Onboarding) =m @ s wonew
= Fiers [1 55P-9 USER STORY 2 (Role-Based User Access) =m @ s wonew
(B Dashboards
(7 55P-8 Build company onboarding workflow with full-access Super Admin dashboard. = M. e F  DONEW
-
€ confluence = @ 55P18 Implement RBAC rules for Admin, Manager, Salesperson, and Client onboarding =m OF ooww
82 Teams ]
[ S5P-12 USER STORY 4 (Create Public Deals via Trader Connection) =m @ s wowew
%5 Customise sidebar }
S5P-14 Build Trader connection API validation + “Publish to Trader” functionality. =m OF pones
[1 55P-# USER STORY 3 (Create Private Deals) =m OF oones
@ Give feedback on the n... S5P-13 Develop private deal creation UT + backend for solar products =m @ s wonew s
Epic 2:
-
v Minbox x | [ Googli x | [ sunhu x | M inbox x | [ Feed] x | @ sunhu x @ st x @ Repor X | @ JRAN X | & Qualt X | & quait X | & quait x | + = a 5
&« = C 2% sadiashabbir100.atlassian.net/browse/SSP-15 * g O S k v BB @ ® & % 90D BSOS O
38 [ Q8Aproject [ Others [ Scrum Master [ Client Support () File Upload Form [ Projects [ BCDS [ ISTQB @ Adobe Acrobat [ BULC (@ AskUs|Signin () boltnew » O All Bookmarks
m g Jira | Q search | atdyen | o @ ®
a a ;
® Foryou Spaces / [ Sunhub Sales Portal / ¢ SSP-15 gl < 7
® Recent > A y
Bostarres I EPIC 2: Offers, Quotes, Negotiation & AI Automation
tarre >
+
89 Apps @
D Plans Description
2 spaces TRgEE This epic includes sending offers, sending customized quotes, enabling chat negotiation leading to contract creation, and Al-assisted chat response handling.
Recent
Child work items - M+
13 sunhub Sales Portal
100% Done
) sadia Shabbir
e Work Priority Assignee Status
= More spaces >
= Browse templates [155P-16 USER STORY 5 (Send Offers) | Epic 2 = Medium @ sadia shabbir  [BoNES:
= Filters S5P-47 Create "Send Offer” workflow + email and in-app delivery logic | Story 5 = Medium @ sadia Shabbir  [BoNES:
(B Dashboards
55P-38 Build Sales Quote editor + auto-start chat functionality | Story 6 = Medium ° Sadia Shabbir DONEv.
i 2]
8 confluence [ 55P-38 USER STORY 6 (Send Sales Quote) | Epic 2 = Medium © s:dia Shabbir  [BoNES:
a Loom (&4
% S5P-25 Client does not receive email notification after offer is sent. = Medium e Fatima Ferozi DONEv.
32 Teams [
[1 55P21 USER STORY 8 — Al Auto-Responder for Buyer Engagement = Medium ° Sadia Shabbir DONEv
35 Customise sidebar
.4 [1 55P26 USER STORY 7 — Chat Negotiation & Contract Generation = Medium e Sadia Shabbir DONEv
fesdbackonthen.., 13 55P-24 Sent offer does not appear in the client’s Sales Portal dashboard. = Medium O ratimaFerozi (oNEw

User Stories:

Functional requirements tied to epics (e.g., Super Admin onboarding, sending offers).
I —
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v

Q Search

spaces | [ Sunhub Sales Portal / ¢ SSP-15 / [] SSP-20

USER STORY 7 — Chat Negotiation & Contract Generation
+ ®©

Description

As a Buyer/Seller

I want to negotiate deal terms in chat

So that we can align on price, quantity, logistics, and finalize the deal.
Acceptance Criteria

« Chat starts via quote OR buyer bid.
« Buyer & seller update terms during negotiation.
« When buyer accepts final offer — contract auto-generated.

« Chat saved as part of deal history.

Subtasks

Add subtask

Linked work items

relates to

55P-22 T1: Build chat system with negotiation actions (accept, counter, bid)

Tasks:

Powered By

Sunhub

Sales Portal

1] B0

& ‘Oll<

Detailed implementation steps for each user story (e.g., building onboarding workflows,

implementing RBAC).
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4 ssp-6 / [V ssp-8 § ©

Build company onboarding
workflow with full-access
Super Admin dashboard.

_|_

- 4 3¢ Improve Task

Description

Add a description...

Subtasks

Add subtask

v Linked work items

relates to

[l SsSp-7

Details 3

Assighee

e Fatima Ferozi

Labels
Tast&Story1

Bugs:

&

Powered By

Sunhub

Sales Portal

Defects identified during testing, tracked and prioritized for resolution.

© 2025 - DEPARTMENT OF MANAGEMENT SCIENCE,
BULC ©BAHRIA UNIVERSITY 2025 - DEPARTMENT OF

MANAGEMENT SCIENCE, BULC

51



Powered By

Sunhub’s Sales Portal S U n h U b

Sales Portal

e =3 e

Spaces Jira work item L x

EJ Sunhub Sales Portal 23

@ Summary 2 Timeline [ Backlog (D Board [ Calendar €3 Li¢
al 200 Sent offer does not appear in
) the client’s Sales Portal

Epic x _ SPRINT 4-Chat/ 150ec-22 dashboard.
Contract Nego items)
Stories included: Chat Negotiation + Contract General

4 ssp-15 | ¥% ssp-24 6 © <

No epic

v Done 4 %+

[1 SSP-26 USER STORY 7 — Chat Negotii
@ EPIC 2: Offers, S
-~ Description

2 Qulotes; Nagotlatan [] % $SP-24 Sent offer does not appearint
& AI Automation When a seller sends an offer to a client using the

SSP-22 T1: Build chat system with neg  Send Offer feature, the system confirms
successful sending, but the offer is not visible in
the client’s dashboard.

+ Create epic SSP-23 Train AI model using platform

#% SSP-25 Client does not receive email 1 steps to Reproduce:

[1 SSP-21 USER STORY 8 — AI Auto-Res 1. Login as Seller

2. Select an existing deal

=+ Create _
3. Click Send Offer
4. Select a client and send
v Backlog (0 work items) 5. Login as the same client
6. Open dashboard - Offers section
Your b
Expected Result:
+ Create The sent offer should appear in the client’s

dashboard under received offers.

Actual Result:
The offer is missing from the client dashboard.

Subtasks

Add subtask

Linked work items

Add linked work item

Confluence content

Create a document
for this space
without leaving this
work item

B

ACCESS REQUESTED e

4.7. Sprint Setup in Jira:

4.71. Sprint 1 Goal — Establishing the System Foundation:
The goal of Sprint 1 is related to build the foundational structure of the Sunhub Sales Portal.
This sprint focused on enabling company onboarding and implementing role-based access

control so that different users could securely access the system according to their roles. The
I —
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end of the sprint, the basic user and company setup is functional, allowing further

development to be built on a stable foundation.

Starting Sprint:

28 Jira Q Search @ Premumtrial | 0 @ B e

® Foryou Spaces
2 Spaces + .. 3 Sunhub Sales Portal & - IPale
Recent -+ Summary S Timeline & Backiog (D Board [ Calendar @3 List & Forms © Goals [ Allwork <> Development <> Code More 4 +

163 sunhub Sales Portal

‘ Q Search board 20D =it Complete sprint C‘,] Goup v |» %
) sadia Shabbir

= More spaces > T0D0 2 DEV IN PROGRESS 2 QA TESTING SPRINT 1- Company Onboarding DONE v/
e @ Sprint Goal: Establish the
— 'owse templates foundational access-control syste...
USER STORY 2 (Role-Based USER STORY 1 (Super Admin 4 days left
Svkiere User Access) Onboarding) 4
Start date End date
Nov 24,2025  Dec 1, 2025
Story2 0 ssp7 2 @
[ ssp-9 L < )

Build company onboarding

Implement RBAC rules for ;’m""‘;‘" with full-access

Admin, Manager, Salesperson, uper Admin dashboard.

and Client onboarding.
Tast&Storyl

Task2_Story2 @) ssp-8 e
[ ssP-10 e

=+ Create

D Q Quickstart x
¥ Give feedback on the n... -

After Closing:
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Spaces
[ Sunhub Sales Portal & - < 4
@ Summary S Timeline [ Backlog (D Board [ Calendar @ List & Forms (& Allwork ¢ Development More 5 -+
Q Search backio 2@ = Finer v %
Epic X ~ SPRINT 1-Company Onboardin 2 [£Add dates (4 work ftems) 40 o) o Startsprint  ««+
@ No epic [] SSP-11 USER STORY 3 (Create Private = T000v » @
] SSP-12 USER STORY 4 (Create Public (el onsoarom... JRIT 1 » @
@ Onboarding, R d
Deat Creation [2) SSP-13 Develop private deal creation U. [ owsoaroin. BRETEH S ]
Start date 7) SSP-14 Build Trader connection API val. D CIIETe Tooow = °
Non
+ Create
Due date
None 2
S 4 of 4 work items visible | Estimate: 40 of 40
View all details
v Backlog (0 work items) 0 B o o} Createsprint
<+ Create epic
Y jog Is empty
+ Creat Q2 &8

Powered By

Sunhub

Sales Portal

Jira work item ©

wouve v v |- O

~ Description

This epic covers company onboarding, user role activation, hierarchy-
based access control, private deal creation, and Trader platform

integration for public listings.

~ Child work items o 2

Work Pri.. As Status

=m @ ¢ wonew

USERSTORY 1
2] pz U S
557 (super Admin

USER STORY 2

[ ss™9 M -
A (Role-Based Us. ° —
o Build company
650-8 ] P IDONE
i onboarding. L 0 -
Implement
) 66710 M e F DONEw
RBAC rules for.

USER STORY 3

Q sse-n =M < v
As (Create Private. v @< oo
USER STORY 4
SSP-12 ™M s v
A (Create Public. ° —
= . Develop private
SSP-13 ™M ¢ 1000w
deal reaton V. °

o Build Trader
7] SSP-14 M ¢ T0DOw
connection AP. e

4.7.2. Sprint 2 Goal — Enabling Deal Management

Sprint 2 was aimed at providing sellers with an opportunity to create and negotiate

product transactions through Sales Portal. This sprint was focusing on integrating with Trader

platform to enable it to be possible to create a private deal and a public deal. By the

conclusion of this sprint, the users were able to add their product lists and manage the level

of visibility of deals, which is a significant aspect of the sales process.

Setting up Second Sprint:
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Start Sprint
4 work items will be included in this sprint.

Roquired fields aro marked with an astorick =

| SPRINT 2 - Deal Creation ‘

Duration *

[ oot -]

Start dato *

l 01711272025 B8 1513 -] ‘

End date *

Sprint goal
Stories includea:

Create Private Deals

Create Public Deals via Trader Connection

@ Sprint Goal:

Enable companies to create both private and public deals. Bulid the full private

publish public listings. This sprint ensures the system can generate deal listings
for all product types.

« Desired Outcome
Private deal creation functional
Product categories usabie (paneis, batteries, etc.)

Trader account connection established

Public listings can be pushed from Sales Portal (] e

Jira Board While Sprint is executed:
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Spaces
[ Sunhub Sales Portal 23 - < |4 &

<« Summary 2 Timeline [ Backlog 0D Board [ Calendar @3 List = Forms & Allwork <> Development <> Code More 4 +

| Q search board ‘ 2 ’ = Filter ‘ S| Goupv |» %

1000 3 DEV IN PROGRESS 1 QA TESTING SPRINT 2 - Deal Creation DONE 7=
Stories included: Create Private

Deals Create Public Deals via Trade...

USER STORY 3 (Create Private Develop private deal creation 4 davs left
Deals) UI + backend for solar 4
- products. Start date End date
| ONBOARDING, ROLES, AND DEAL CRE... ] Bectp 202 Decs,2025
0 ssp-n » @ e ——
S5P-13 (55

USER STORY 4 (Create Public
Deals via Trader Connection)

ONBOARDING, ROLES, AND DEAL CRE
[ ssp-12 0 @

Build Trader connection API
validation + “Publish to
Trader” functionality.

ONBOARDING, ROLES, AND DEAL CRE

SSP-14

L
-

Sprint Completion:

Complete SPRINT 2 - Deal Creation

This sprint contains 4 completed work items.
That's all of them - well done!

Create a retrospective for this sprint

Finish off your sprint with a Confi P to your

team's culture and improve how you work.

(&L Complete sprint
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4.7.3. Sprint 3 Goal — Improving Sales Communication

Sprint Started:

Start Sprint

& work fems will be mncluded in this sprint.
WO s A kR WA a1 SSTOrI *

Sprint name *

[BPRINT 5 - Sending Offers &

Duration
1woek

Start gate
w2208 B N4

€na aate~

Sprint go
Storles included:

Send Offers to Cllents

Seng Saies Quotes (Custom Price + Quantity]

@ Spont Goal:

Allow seders to communicate deals to chents diectty. This sprnt enables
sending standard offers, sending custom saies quotes, and Irggenng chat
Initiakzaton for quote -based deals.

v Dessed Outcome

Seflers con 5600 private offers to cllents

Clients receive email + in-app deal notification

Sellers can wdit price/quantty & send quotes

Chat tnggers automatically when quote is sent
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Sprint In-progress:

@ Foryou Spaces
© nocent , [} Sunhub Sales Portal & - kAl
# Starred ) o« Summary D Timeline [ Backlog (D Board [ Calendar B Ust £ Forms & Allwork % Development % Code More 4 +
oo Apps
o+
‘ Q Search board 2 ’ = Fllter Complete sprint E Groupv [# &
2 Pians =
© spaces h %% T000 2 DEVINPROGRESS 2 QATESTING SPRINT 3 - Sending Offers & DONE 4=
Facent Stories included: Send Offers to
Clients Send Sales Quotes (Custom...
1§3 suntiub Sales Porta USER STORY 6 (Send Sales USER STORY 5 (Send Offers) | A
- Quote) | Epic 2 Eplc2 deys: s
#§ Sadia Shabbir " . Start date End date
2 SRR QTR WAL FeR RS Dec8 2025 Dec 15,2025
= More spaces > [ ssp-18 %0 ‘ [ ssp-18 2 °
= Browse templates
= Filters Build Sales Quote editor + Create "Send Offer” workflow
auto-start chat functionality | + email and In-app delivery
(B Dashboards Story 6 logic | Story 5
EPIC 2: OFFERS, QUOTES, NEGOTIATL... EPIC 2; OFFERS, QUOTES, NEGOTIATL. .
a Confluence “
ssp-19 ’ Tastl_StoryS
8 Teams ]
SSP-7 [ss]
+ Create

& Customize sidebar

@ Give feedback on the n... D

Sprint Completion:

Complete SPRINT 3 - Sending Offers &

This sprint contains 4 completed work items.
That's all of them - well done!

@ Create a retrospective for this sprint
Finish off your sprint with a Conf P ! Contribute to your

Cancel ESGIEEENL

team's culture and improve how yol work.
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4.7.4. Sprint 4 Goal — Completing the Sales Lifecycle

Sprint 4 was aimed at completing the entire sales process by introducing negotiation,
payment, and automation functionality. The primary objectives of this sprint were to ensure
that it was possible to conduct chat-based negotiations, create contracts, request payments
and settles. In addition, an auto-response option based on Al was also introduced, allowing
the buyer to communicate with the system even in the cases when the sellers were not online.
This ensured that the system never had gaps and that the individuals were in a constant state

of interaction with the system.

Sprint Started:

Start Sprint X

8 work items will be included in this sprint.

Required flelds are marked with an asterisk *
Sprint name *

SPRINT 4 - Chat/ Contract Nego

Duration *
1week
Start date *

151212025 B o (]

Planned start date: 15/12/2025, 11:43
Asprint’s start date impacts velocity and scope in reports. Leatn mare, [

End date*

Sprint goal
Stories included: o

Chat Negotiation + Contract Generation

Al Auto-Responder for Buyer Engagement

@ Spnnt Goal;

Deliver the compiete real-time negotiation experience through chat, letting
buyers/sellers modify terms and finalize deals with auto-generated contracts,

Add AL A to maintain buyer when seilers are
offfine,

<# Nasiead Nitrama:

Sprint Inprogress:
I —
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@ Foryou Spaces
® Recent & [ Sunhub Sales Portal 22
¢ Starred > @ Summary B Timeiine [ Bocklog (D Board [J Calendar @3 List B Forms @, All work
39 Apps —————————
o Q Search board 200 =rier
= Plans
& Spicas T TODO § DEV IN PROGRESS 3 QATESTING
fiocent
103 Sunhub Sales Portal USER STORY 8 — Al Auto- USER STORY 7 —Chat
Responder for Buyer Negotiation & Contract
{7} sadia Shabbir Engagement Generation
= More spaces > EPIC2: OFFERS, GUOTES, NEGOTIATL.. ERIC2: OFFERS, QUOTES; NEGOTIATL..
= Browse templates 0 sse1 (-] 0 ssp20 (=]
= Filters
Train Al model using platform T1: Build chat system with
(B Dashboards & deal knowledgebase negotiation actions (accept,
£PIC 2: CFFERS, QUOTES, NEGOTIATL.. counter, bid)
B3 confiuence e Taska_Siory08 EP2C 2 OFFERS, QUOTES, NEGOTIATL...
Teams © Task1,Story7
" sse23 . oy

s6p-22

25 Customise sidebar @ e
Client does not receive emall
notification after offer is sent, Sent offer does not appear In

the client’s Sales Portal

EPIC 2: GFFERS, QUOTES, NEGOTIATL..

dgashboard.
Moz o EPIC 2: OFFERS, QUOTES, NEGOTIATL. .
+ Create £ s5pP-24 0

& Give feedback onthe n...

Powered By

Sunhub

Sales Portal

“/» Development ¢/, Code [§ Archived work ttems Pages More 2 4

2%

cusenrae  SPRINT 4~ Chat/ Contract Nego
Storles inciuded: Chat Negatiation +
Contract Generation Al Auto-.
4 days left

Start date nd date
Dec 15,2025  Dec 22, 2025

Sprint Completion:

Complete SPRINT 4 - Chat/ Contract Nego

This sptint containg 6 completed work items.
That’s all of them - well done!

@ Create a retrospective for this sprint
Finish off your sprint with a Confluence retrospective! Contribute ta your
team's culture and improve how you work.
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4.8. Sprint Reports

The sprint reports provided by Jira provided a complete view of the amount of work
completed as well as the amount of work remaining to be completed per sprint. Such reports

contained such information as:

e Stories done vs. stories intended.
e Tasks in progress and completed.
e Burndown charts of remaining effort in the sprint.

e Team performance velocity measures.

The implementation of both Epic 1 and Epic 2 stories, the process of overcoming issues, and
the efficiency of the team were tracked using Sprint reports when the process was carried out

iteratively.

4.8.1. Burnup report
Sprint 1:

In the burn-up report of Sprint 1, | can deduce that the work which was completed in
the sprint increased gradually over time. The final work line is highly adherent to the
guideline which is that work was completed at a constant pace. The scope of the work
remained the same, and it demonstrates that the planning in the form of the sprint was high-

quality and there were no significant changes in the scope. All the work items planned were
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completed successfully at the end of the sprint, which indicated that the sprint goal was

achieved.

Sprint 1 — Foundation/ Onboarding

Sprint Estimation field

SPRINT 1 - Foundation / Onboard v Work item count v

Date - 24 November 2025 ~ 01 December 2025

Sprint Goal: Establish Company Onboarding & Role-Based Access: Enable secure company onboarding and implement role-based
access control with permissions for Super Admin, Manager, Salesperson, and Client. «

Desired Outcome: Functional company setup flow with access levels tailored to user roles. ¢

<. Completed work e Guideline Work Scope

Number of work itemscopleted this sprint ideal burn rate Number of work items to be completed this sprint

Viouk count
o

W
|

Sprint 4:
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According to the Sprint 4 burn-up report, there was a slow start in work and a rapid
ending of the sprint. It implies that even more challenging responsibilities such as chat
negotiation, contract generation, and Al auto-responder were completed at a later stage of
the sprint. The total scope line illustrates the total work planned to be completed upon the
completion of the work. Generally the sprint turned out to be successful, although work was

completed nearer to.

@ Foryou Burnup report How to read this report | <&

SPRINT 4 - Chat/ Contract... v Work item count

Date - 15 December 2025 - 22 December 2025

onder for Buyer Engagement @ Sprint Goal: Deliver the complete r
o uhen sellers are offline. v Desired Outcome: Reat

letting buyers/sellers modify terms and
jons available (bid, counter, accept) Contract

amum onthen..

4.8.2. Burndown Report:
Sprint 1:

Sprint 1 burndown chart indicates that the remaining amount of work to be done
gradually and steadily gets reduced during the sprint. The team was very adherent to the set

guideline, which represents that they thought through the sprint and evenly allocated tasks.
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There were not any significant issues and delays, and the work was completed continuously

during the sprint. All the planned activities were accomplished at the end of the sprint, which

demonstrated that the sprint goal was achieved.

Sprint burndown chart

Siapred Sprint Estimation field
Apps SPRINT 1 - Foundation / Onboart - Work item count
Pian
Spaces Date - 24 Novemnber 2025 - 01 December 2025
Sprint Goal - Establish Company Onboarding & Role-Based Access: Enable secure company onboarding and implement role-cadied acastaats sre casuc rebuarding
ISunnub Sales Portal access aadint pmmistions of Super pizstion Of Auehunamae, Salesperson, and Client. «
‘ S3aa Shador Desired Outcome: Functional company setup flow with access levels tatlered to user roles.
More spaces
= Remaining work Guideline
Browse templates
Nunnber of items left 10 complete this sprnt Ideal burn rate

Fiters
Dashboards
Confluence —l—
Tear =

3

S
Customi ¥

S

=

L—‘
l No Dow 3( Dec 01
Sprint4:
print4:

Sprint 4 burndown chart indicates that the remaining work was carried out during the

second half of the sprint. This trend signifies how difficult it was to incorporate such features

as chat negotiation, the creation of contracts, and an Al auto-responder that required

additional effort and integration. Although initially it was a slow process, the remainder of

the work proceeded very rapidly towards the end. All the planned activities had been
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completed before the sprint ended and this demonstrated that the sprint objective had been

achieved.

Sprint burndown chart low 1o read this report | <&

nder for Buyer Engagement @ Sprint Goal: Deliver the complete real-time negotiation exparience through chat, letting buyers/sellers modiy terms and
t when sell ation actior counter, acc

ment sellers are offline. v Desired Outcome: Real-time chat system functional Negoti tions available (bid, counter, accept) Contract

= More

= Browse templates

= Fiers

[B Dashboards
183 confiuence
0 Loom

42 Teams

4.8.3. Cumulative Flow Diagram:

The cumulative flow diagram is used to demonstrate the way work items have passed
through the various phases of the workflow throughout the project. The gradual increase of
the Done section indicates that the tasks are completed gradually. The dimensions of the
intermediate processes, such as Dev In-Progress, QA Testing and Client Review, remain
relatively flat, which implies the flow of work is fluent and the work-in-progress under
control. The bottlenecks are nonexistent, however, small alterations indicate usual task
movement between phases. As illustrated in the diagram, the overall flow of the execution

process of the project is stable and well-managed.
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% Customise sidebar

0
Nov 24

4.8.4. Velocity Diagram:

According to the velocity report project fared well in all the four sprints. The team
accepted to accomplish 40 story points per sprint and they completed all the 40 points, a
reflection of the fact they made correct estimates and had planned their sprints. The average
speed remains constant during the project that is, delivery can be anticipated and productivity
of the team remains high. Overall, the report indicates that the team had a consistent speed

and never missed their spring commitments.
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Chapter 5:

5. Project Conclusion and Lessons Learned

5.1. Project Summary

The objective of the Sunhub Sales Portal project was to establish a central location
where the sales activities could be established and controlled in an efficient and orderly
manner. The project was planned and implemented with the Agile Scrum method and
primarily Jira was employed to plan, implement, and monitor the progress of the project.
Four one-week sprints enabled the team to provide features in small steps, and at the same

time, maintain a focus on progress.
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5.2. Achievement of Project Objectives

The project achieved all its objectives. We were in a position to incorporate the major
features that we had planned at the beginning of the project. These were onboarding new
companies, providing access to people depending on their position, making deals, handling
offers and sales quotes, negotiating on a chat, and payment processing. The sprints were
contributing working pieces to the system and this helped ensure that the system remained

on track to meet the business requirements.

Sprint 1 Achievement:

Add Company

Sprint 2 Achievement:
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Create Solar Panels Deals Create Solar Inverters Deals Create Solar Batteries Deals Create Other Component Deals
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Create from Existing
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Sprint 3 Achievement:
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Sprint 4 Achievement:
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5.3. Scrum and Jira Implementation

We have used the Scrum practices throughout the entire project. The daily stand-up meetings
ensured that the team discussed with one another on a regular basis, and the sprint planning
was used to establish clear goals. Sprints reviews provided an opportunity to present
completed work and receive feedback, and retrospectives made the team reflect on the ways

in which they could improve.

Jira would make it difficult to manage the project. It was applied to track the backlog of the
product, scheduling the sprints, monitoring the progress of the tasks, and correcting bugs.
Jira made the status of the project at any given time easier to view due to the reports and

boards.
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5.4. Value Delivered by the Project

The Sunhub Sales Portal is practical since it simplifies the process of sales and allows
buyers and sellers to communicate more effectively. Deal management, quotes and
negotiations are digitized in the system making them easy. This reduces manpower and
simplifies things. The weekly release of features ensured that the product continued to

improve rather than at the point of the project termination

5.5. Challenges Faced During the Project

The following are the problems that we have encountered when working on the project.
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One could hardly properly estimate the amount of work required initially, particularly
on features requiring integrations and responses based on Al. Features also had dependencies
which had to be strategically planned. Periodically refining the backlog, open communication
amongst the team and frequent meetings with the Product Owner assisted the team in

resolving these issues.

5.6. Lessons Learned

During the process of working on this project, there were many useful things that we
learned that made the sprints run smoother and the entire project turn out to be a success.
These lessons demonstrate the value of planning, communicating with one another and doing

the right thing in an Agile environment.

o Pre-sprint planning before planning the sprint, be sure the backlog is clear.

e  Majorly enhanced accuracy of estimates.

e  The short sprints ensured that feedback is easier to receive and the problems are
identified at an earlier stage.

e A well-defined Definition of Done was useful in ensuring the quality of user stories
remained the same.

o Frequent interaction in the group was instrumental in resolving issues fast.

o The constant cooperation of the team members enhanced the performance of the sprint.

5.7. Future Enhancements
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The original objectives of the project were achieved, yet it can be improved and
developed even further. The existing system can be improved through addition of features,
simplicity in use, and scaling down with the addition of more features in the future.

Installation of sophisticated reporting and analytics.

o Creation of a mobile version of Sales Portal.
o Improvement of Al-based suggestions and automatization.
o Interconnection with other third-party platforms and services.

e More optimizing the performance of the system and the user experience.

5.8. Final Conclusion

The Sunhub Sales Portal project demonstrates that the Agile Scrum method could be
applied in the reality of software development project. The milestones and timelines enabled
the completion of the project on time through proper planning and execution as well as
constant collaboration. The experience of the project demonstrates the value of applying
iterative development, engaging stakeholders, and continuing to learn to achieve good

outcomes.

THANK YOU ©
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