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INTRODUCTION
Maldiva Ltd. is a growing consumer electronics retailer with 30 physical stores and an online shop. The company is selling well and wants to expand, but old and poorly connected computer systems are creating serious problems behind the scenes. These issues including tracking stock, managing customer information, making reports, protecting data, and connecting different departments are costing the company money, losing customers' trust, and creating legal risks.
Good computer systems are essential tools that help businesses run their daily operations smoothly and help managers make better decisions (O'Brien and Marakas, 2018). When set up correctly, modern systems can make work faster, improve information quality, and give real-time updates that help companies stay competitive (Laudon and Laudon, 2020). Unfortunately, Maldiva Ltd.'s systems are not doing any of this well.
This proposal explains the five main problems facing Maldiva Ltd., looks at what systems they currently have, and suggests a modern computer system called an Enterprise Resource Planning (ERP) system combined with customer management tools and data analysis features. The proposal also includes a step-by-step plan to put the new system in place, with reasons based on business needs, ability to grow, cost-saving, and legal compliance.



















2. Looking at the Current Systems
2.1 Tracking Stock by Hand
Maldiva Ltd. currently tracks stock manually people write down numbers by hand. This causes problems because store stock numbers do not match online stock numbers. Customers order items online, then find out the item is out of stock. This causes complaints, refunds, and hurts the company's reputation. Store managers cannot see in real time which products have too much stock or not enough stock, which costs money and slows down order delivery.
According to Chopra and Meindl (2019), good stock management needs accurate, live information across the whole supply chain to balance what people want and what the company has. A manual system cannot do this, especially when running 30 stores and an online business at the same time.
2.2 Customer Information in Different Places
Customer information is stored in many separate computer systems that do not talk to each other. The marketing team cannot see what customers have bought before, so they cannot send them special offers. The customer support team cannot handle complaints well because they do not have complete customer records. This separation stops Maldiva Ltd. from building strong, lasting relationships with customers.
Buttle and Maklan (2019) say that customer management systems should show one complete picture of each customer across all places where they interact with the company. Without this in Maldiva Ltd., the company is missing chances to sell more products to existing customers and keep customers coming back both very important in the competitive electronics market.
2.3 Making Sales Reports by Hand Takes Too Long
Sales reports are made manually using spreadsheets. These reports often have mistakes, contain old information, and take a long time to complete. Managers cannot look at current sales patterns or make good forecasts, which leads to poor planning for stock and lost sales opportunities.
Laudon and Laudon (2020) point out that good decision-making in today's businesses depends on information that is quick, correct, and easy to find. Manual report-making is slow and does not work well with fast-moving retail businesses.
2.4 Not Following Data Protection Laws and Security Problems
The current system does not have strong security features like access controls, security logs, or data encryption. This creates a big risk under GDPR (a European data protection law), which says companies must have proper security to protect customer personal information (IT Governance Privacy Team, 2020). If someone unauthorised sees customer data, the company could face large fines and lose customers' trust.
2.5 Departments Using Different Systems That Do Not Connect
The sales, finance, and stock teams each use different computer programs that do not work together. Staff must move information between systems by hand, wasting time and causing mistakes. This lack of connection slows down work and makes it more expensive to run. Davenport (2000) explains that ERP systems are made specifically to solve this problem by connecting all business processes in different departments on one shared system.
3. The Solution We Recommend
3.1 A Cloud-Based System for Managing Everything with Customer Data and Analytics
We suggest using a cloud-based ERP system such as Microsoft Dynamics 365 Business Central or SAP Business One that combines these main parts:
· Stock Management See stock levels in real time across all stores and the online shop.
· Customer Management One central place for all customer information, what they bought, and what they like.
· Data Analysis and Reports Screens that show important information and automatic reports for managers to use.
· Money and Accounts Automatic links between sales, stock, and financial information.
· Security and Access Control Different permission levels for different users, data protection, and full records of who accessed what, following GDPR rules.
3.2 Why These Solution Works
It Solves the Real Problems: The ERP system fixes all five main problems identified. Stock will be updated instantly and accurately. The customer management part will show complete information about each customer, letting the company send personal offers and handle complaints quickly. The data analysis tools will let managers see important information right away, helping them plan better and predict sales.
It Makes Work Faster: By replacing hand work with automatic processes, the ERP system will save huge amounts of time on data entry, creating reports, and moving information between departments. Monk and Wagner (2013) show that ERP systems make businesses work better by making processes standard and removing repeated tasks.
It Saves Money: Although the first cost is high, the company will save money over time through less lost stock, fewer refunds, lower office costs, and staff who can do more work. Cloud-based systems also cost less because the company does not need to buy and look after expensive computer servers.
It Can Grow with the Business: The cloud system can handle new stores, more users, or new features without big changes to the computer setup. As Maldiva Ltd. expands, the system grows easily alongside it (O'Brien and Marakas, 2018).







3.3 Will these improvements work for the business?
We believe that if these plans are implemented, the business will benefit exponentially. We shall carry out the plans as follows:
Daily Operations: Real-time stock updates will stop the company from selling things it does not have, reduce times when items are out of stock, and balance stock across all channels. Automatic order processing will deliver orders faster.
Information Management: One central database will end situations where information is spread across different systems. All customer, stock, and money information will be correct, complete, and available to the right people.
Making Decisions: Analysis screens with live sales information, trend spotting, and sales prediction tools will help managers make decisions based on real facts. Melville, Kraemer and Gurbaxani (2004) show that computer systems work best when they match how the business works and how managers make choices.
Following Laws: User permission levels, data protection, and automatic security logs will make sure the company follows GDPR rules. The IT Governance Privacy Team (2020) says that data protection must be built into systems from the start this new system does this.
Better for Customers: With the customer management system connected, the marketing team can group customers by what they bought and send them special offers that match their interests. The support team can see all purchase information instantly, so they can help customers faster and better. Kumar and Reinartz (2018) show that customer management systems help companies build strong relationships with customers.















4. How to Put the System in Place
The company will set up this new system in stages over about 6–9 months so that day-to-day work is not disrupted too much.
	Phase 1: Planning and Choosing a Vendor
	Weeks 1–4
	• Talk to all key people in the company (stores, online team, finance, marketing, support) about their needs
• Compare different cloud ERP options (Microsoft Dynamics 365, SAP Business One, Oracle NetSuite)
• Choose a vendor and agree on scope, timeline, and cost
• Appoint a project leader and form a cross-department team

	Phase 2: Setting Up the System and Connecting It
	Weeks 5–12
	• Set up the ERP system to match Maldiva Ltd.'s business processes
• Move customer, stock, and financial information into the new system and clean up the data
• Connect the ERP to the online shop, store till systems, and the company's bank
• Set up user permissions, data protection, and security logs

	Phase 3: Testing
	Weeks 13–16
	• Test individual parts, test how all parts work together, and have users test the system
• Run old and new systems at the same time to check data is correct and work flows smoothly
• Fix any problems found during testing

	Phase 4: Training
	Weeks 12–16 (overlaps with Phase 3)
	• Create training guides for different groups (store managers, support staff, finance team, marketing team)
• Run hands-on training classes (Peelen and Beltman, 2014 show good training helps staff use the system properly)
• Continue to support staff and offer extra training after the system starts

	Phase 5: Going Live and Support After
	Weeks 17–20
	• Turn on the ERP system gradually (by department or location)
• Have company and vendor staff ready to help if problems happen
• Monitor how the system works, listen to staff feedback, and fix issues quickly
• Review progress at 3 months and 6 months to check if the system is working as planned



NB: Phase 4 (Training) overlaps with Phase 3 (Testing) to save time during implementation.

4.2 What are the Potential Challenges and Mitigations?
	Challenge
	Mitigation

	Staff resistance to change  
	Engage staff early, communicate benefits clearly, and involve them in testing.

	Data migration errors  

	Perform thorough data cleansing and validation before migration

	Integration complexity  

	Work closely with the vendor's technical team; use APIs and middleware where needed. 


	Cost overruns  
	Maintain a contingency budget (10–15%) and closely track expenditure against milestones.

	Disruption during go-live  
	Use a phased rollout and run parallel systems during the transition.



Conclusion
Maldiva Ltd. is facing a turning point. The company has grown quickly, but this fast growth has shown that its old, separate, and hand-run computer systems do not work anymore. The five main problems, poor stock tracking, customer information scattered everywhere, weak reports, not following data protection laws, and departments not connected, are not separate issues. They are all signs that the company needs one main computer system to run everything.
A cloud-based ERP system that includes customer management and data analysis tools is the right answer. It is complete, can grow as the business grows, and saves money. This system will update stock information instantly across all stores, show a complete picture of each customer in one place, create reports automatically, make customer data safer and follow legal rules, and connect all departments so they work together smoothly. The step-by-step plan we described above shows a clear and practical way to make all this happen without causing too much disruption to how the company works day to day.
The company can expect to see real benefits: less wasted stock, happier customers who stay with the company longer, better choices made by managers using live information, full follow-up with data protection laws, and a computer system that can handle growth as more stores open. As experts Davenport (2000) and Laudon and Laudon (2020) have explained, ERP systems are not just new computer technology they are important investments that change how a company runs and how it competes with others. For Maldiva Ltd., making this change is both urgent and something the company can do.
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