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Flow Objective
The user flow covers the core journey from an agreed sale in WhatsApp or Instagram to a confirmed order 
that the seller can track. It deliberately starts after purchase intent. Product discovery, negotiation and social 
conversation remain outside the product.

Primary Flow
Step User action / system state Why it matters

1 Buyer says “I want it” in chat Purchase intent already exists.

2 Seller opens dashboard Seller starts a structured order.

3
Seller creates order Adds product, quantity, amount 

and optional note.

4
System generates checkout link One link replaces multiple follow-

up questions.

5
Seller shares link in chat WhatsApp/Instagram remains the 

communication channel.

6
Buyer opens order summary Checks product, quantity and 

total before continuing.

7
Buyer enters fulfilment details Name, phone, address, city/state 

and optional note.

8
Buyer selects payment option Bank transfer or card in the 

prototype.

9
Buyer completes simulated 
payment

Prototype validates the flow 
without live payment integration.

10
Buyer sees confirmation Order reference gives a clear end 

state.

11
Seller sees updated order Order is marked paid/awaiting 

fulfilment.

12
Seller opens order details Product, buyer, payment and 

delivery data are together.

Flow Diagram

AGREED SALE
Buyer says yes

SELLER
Create order

LINK
Share checkout

BUYER
Details + payment

CONFIRMED
Seller tracks order

Agreed sale  →  Create order  →  Share link  →  Buyer completes checkout  →  Confirmed order



Key Decision Points
 The seller does not create a catalogue or storefront before using the MVP.
 The buyer can review the order before entering personal information.
 Payment is simulated in the prototype; the flow is the focus of the assessment.
 The final seller view combines order, customer, payment and delivery information in one record.

Happy Path Success State
The flow is successful when the buyer reaches confirmation and the seller can see the same order as paid 
and ready for fulfilment, with the information required to complete delivery.

Out-of-Scope Flows
 Product discovery and search
 Seller-buyer negotiation
 Returns and disputes
 Live logistics booking
 Inventory deduction
 Refunds
 Loyalty and promotions

Live prototype: https://social-order-checkout-assessment.lovable.app

https://social-order-checkout-assessment.lovable.app/
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