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ABSTRACT 

 
Toko Rahma is a business unit engaged in the sale of office stationery products in Jepara. This store still uses 

the conventional buying and selling transaction process in marketing office stationery products and processing 

sales transaction data. Store employees are required to write conventionally on a note to process sales 

transactions. Conventional writing often causes problems because the writing of the price of goods is not in 

accordance with the goods and the loss of the recap of the note so that an error occurs during the process of 

making sales reports, purchase reports and monthly cash flow reports. This results in losses due to errors in the 

profit and loss calculation process. With the problems faced by Toko Rahma, a sales information system is 

needed to support and help smooth the process of selling transactions and when making reports. This 

information system can help provide information about office stationery products and product prices that can 

change at any time. Therefore, the existence of an information system will be able to minimize loss of goods, 

errors in reporting and simplify the sales process and report generation at Toko Rahma. 
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