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1. Introduction
AKPerog Ltd. is a consumer electronics retailer that owns thirty physical stores and also sells products through an online platform. In the last year the company has grown very fast, mainly because of the increase in customer demand. Even though this growth is positive, it has also made the company’s internal problems more visible. Many of the information systems they use are old, manual, or not suitable for a business that is expanding.
The main difficulties come from the manual inventory system, which often shows different stock levels between the stores and the website. This creates confusion for customers and causes delays and refunds. The company also has problems with customer relationship management, because the data is saved in different places and staff cannot easily access full customer information. Reporting is another challenge, since many sales reports are done manually and sometimes include mistakes or old data. There are also concerns about GDPR compliance because the current systems do not have strong security or proper access control. On top of this, the different departments in the company use separate software that does not connect well, so employees spend a lot of time transferring information by hand.
Because of these issues, AKPerog Ltd. needs a modern and integrated information system that can support its growth, improve daily operations, and offer a better experience for customers. This report will analyse the current problems and recommend a suitable system to help the company improve its performance.
2. Evaluation of Existing Systems
2.1 Overview of Current Information Systems
At the moment, AKPerog Ltd. uses a mix of manual processes and separate software systems across different departments. Most of the key activities, such as inventory tracking and sales reporting, are still done using spreadsheets or paper records. Customer information is stored in different platforms, depending on where the purchase was made. The company does not have one central system that connects sales, inventory, finance, and customer data. Because of this, employees spend a lot of time searching for information or updating it manually.
2.2 Inventory System
The inventory system is one of the biggest weaknesses. Stock levels are updated manually by store staff, and information is not always entered on time. This creates frequent errors and differences between online stock numbers and what is available in stores. When customers order online, they often receive messages later saying the product is actually out of stock, which causes frustration and refunds. The manual system also makes it difficult to predict demand or avoid overstock and understock situations.
2.3 Customer Relationship Management (CRM)
The company does not have a proper CRM system. Customer information is stored in different places, such as the online store database, individual store computers, and old marketing lists. Staff cannot easily access a full customer profile, so customer support is slow and not personalised. The marketing team also struggles to send targeted promotions because they cannot see customers’ purchase history or preferences in one central location.
2.4 Reporting and Decision-Making
Sales reports are created manually using spreadsheets. This process takes a long time, and the data used is sometimes incomplete or outdated. Because of this, managers often make decisions without having a full picture of the company’s performance. The lack of real-time data also affects forecasting, which can lead to missed sales opportunities or poor stock planning.
2.5 Data Security and GDPR Compliance
The current systems do not have strong security features. There are weak access controls, meaning staff might access information that they should not see. Customer data is also stored in multiple locations, which increases the risk of data loss or unauthorized access. This makes the company vulnerable to GDPR violations, which could lead to legal penalties and damage to the company’s reputation.
2.6 Lack of System Integration
Another major problem is the lack of integration between departments. The sales team, finance team, and inventory team all use different systems that do not communicate with each other. This forces employees to transfer data manually from one system to another, which takes time and increases the chance of mistakes. As the company continues to grow, this lack of integration becomes a serious barrier to efficient operations.
3. Recommended Solution
3.1 Overview of the Proposed System
To solve the main problems at AKPerog Ltd., the most suitable solution is to implement an integrated Enterprise Resource Planning (ERP) system with a built-in Inventory Management module, a Customer Relationship Management (CRM) module, and Business Intelligence (BI) tools. An ERP system combines different business functions into one central platform, which helps the company manage its operations more efficiently. By moving to an integrated system, AKPerog Ltd. will replace the many disconnected tools they use now and reduce manual work.
Systems such as SAP Business One, Microsoft Dynamics 365, or Oracle NetSuite are good examples of ERP solutions that suit a medium-sized and growing business. They provide strong inventory tracking, real-time reporting, customer data management, and better security features, including GDPR compliance support. This type of system will give the company the structure and reliability it needs for its next stage of growth.
3.2 Inventory Management Improvements
One of the biggest advantages of an ERP system is that it offers real-time inventory management. All stores and the online platform will be connected, so stock levels update automatically when items are sold, returned, or moved between locations. This will remove the current problems of inconsistent stock information and reduce customer complaints related to unavailable products.
The system will also help the company analyse product demand and identify trends. With stronger forecasting tools, AKPerog Ltd. can avoid overstocking and understocking, which will reduce financial losses and improve order fulfilment times. Automated alerts can notify managers when a product is running low, helping them make faster and more accurate decisions.
3.3 Customer Relationship Management (CRM)
The CRM module inside the ERP system will give the company a central place to store all customer information. Instead of keeping data in different locations, all records will be organised in one secure database. This will make it easier for customer service staff to see customers’ purchase history, previous contacts, and preferences.
With a proper CRM, the marketing team will also be able to create personalised promotions. The system can segment customers based on their behaviour, allowing the company to send targeted emails or offers. This can increase customer loyalty and repeat purchases. A better CRM system also improves the customer experience, because staff can respond faster and with more accurate information when dealing with complaints or questions.
3.4 Real-Time Reporting and Decision Support
The current reporting process is slow and unreliable. An integrated ERP system comes with Business Intelligence (BI) tools that allow managers to see real-time data on sales, stock levels, and financial performance. Dashboards and automatic reports will replace manual spreadsheets, reducing errors and saving time.
The BI tools can help management identify patterns and make more confident decisions. For example, the system can show which products sell better in specific stores, which periods have the highest demand, or which promotions generate more revenue. With this information, AKPerog Ltd. can plan more effectively and react quickly to market changes. This will help the company stay competitive and avoid missed opportunities.
3.5 Data Security and GDPR Compliance
The new ERP system will also improve data protection and help the company meet GDPR requirements. Modern ERP platforms have built-in security features such as user access controls, data encryption, and activity logs. This ensures that only authorised staff can view or edit customer data.
Since all information will be stored in one central system instead of many different locations, it also becomes easier to manage data privacy requests and monitor how personal information is handled. This reduces the risk of data breaches and potential legal penalties. The company will be able to demonstrate compliance more clearly, which is important for trust and reputation.
3.6 Integration Across Departments
The most important benefit of the ERP system is that it connects all departments—sales, finance, inventory, marketing, and customer service. Instead of working separately, teams will share the same information and can coordinate tasks faster. Data will move automatically between modules, so employees will no longer need to update or transfer information manually.
This improves overall efficiency and reduces mistakes. For example, when an online sale is made, the system will automatically update stock, generate the invoice, and record the transaction for financial reporting. This level of integration is essential for a company that wants to continue expanding and maintaining a professional and organised operation.
3.7 Cost, Scalability, and Suitability
Although implementing an ERP system involves investment, it is cost-effective in the long run. The company will save money by reducing errors, avoiding excess stock, improving customer satisfaction, and increasing operational efficiency. Cloud-based ERP solutions, such as Microsoft Dynamics 365 or Oracle NetSuite, also allow the company to pay through monthly subscriptions instead of high upfront costs.
Another important point is scalability. An ERP system can grow with the company. New stores, more employees, and new sales channels can be added without needing to change the system completely. This makes it a long-term solution that supports the company’s expansion plans.
Overall, an integrated ERP system with CRM and BI features directly addresses the biggest challenges AKPerog Ltd. is currently experiencing. It offers a modern, efficient, and secure way for the company to manage its operations and continue growing successfully.
4. Implementation Plan 
4.1 Overview
Introducing an ERP system is a major change for AKPerog Ltd., so the implementation needs to be organised in clear steps. A simple and structured plan will help the company avoid disruption and make sure employees understand how to use the new system.
4.2 Step 1: System Selection
The first step is choosing the right ERP provider. The company should compare options like Microsoft Dynamics 365, SAP Business One, or Oracle NetSuite. The selection should be based on cost, ease of use, integration with online sales, and future scalability. Each department should be consulted so the chosen system meets their specific needs.
4.3 Step 2: System Setup and Customisation
After selecting the system, the IT team and the vendor will configure basic settings. This includes inventory rules, user permissions, CRM fields, and standard reports. Only small customisations should be made to keep the process simple and reduce cost.
4.4 Step 3: Data Migration
The company must transfer product lists, stock data, and customer records into the new system. Before migration, the data should be cleaned to remove mistakes or duplicates. This ensures the new system starts with accurate information.
4.5 Step 4: Integration
The ERP system must connect with the online store, point-of-sale systems, and finance software. Once integrated, every sale will automatically update stock and financial records, reducing manual work.
4.6 Step 5: Employee Training
Training is essential for successful adoption. Staff in each department will learn the functions relevant to their role. Store staff will focus on inventory features, customer service will focus on CRM, and managers will learn how to use dashboards and reports.
4.7 Step 6: Testing and Pilot Launch
Before going live, the company should test the system and then run a pilot in one or two stores. This helps identify issues early and gives staff a chance to practise before full deployment.
4.8 Step 7: Full Deployment
After a successful pilot, the system can be rolled out across all stores and the online platform. The IT team should provide support during the first weeks to help staff with any problems.

5. Conclusion
AKPerog Ltd. is facing several operational problems because its current information systems are outdated and disconnected. The manual processes used for inventory, reporting, and customer data are no longer suitable for a company that is growing quickly and operating through both physical stores and an online platform. These issues create stock errors, delays in customer service, weak decision-making, and risks related to GDPR compliance.
The recommended solution is to introduce an integrated ERP system with inventory management, CRM, and reporting tools. This type of system allows the company to manage all departments in one place, reducing manual work and improving accuracy. Real-time stock updates will improve order fulfilment, while a central CRM will give staff better access to customer information. Managers will also benefit from clearer and faster reporting, helping them plan more effectively. In addition, the new system will offer stronger security features, which support GDPR requirements and protect customer data.
A structured implementation plan, including system selection, data migration, integration, training, and a pilot launch, will help the company introduce the system smoothly. Overall, the ERP solution will improve efficiency, support future growth, and offer a better experience for both customers and employees.
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