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Proposal for Improving Information Systems at Kalori Ltd 
Introduction
Kalori Ltd. is a rapidly growing consumer electronics retailer that operates through both physical stores and an online shopping platform. The company currently manages 30 retail stores while also serving many customers through its e-commerce website. Over the past year, the organisation has experienced strong growth in sales, which demonstrates the increasing demand for its products and the success of its business strategy. However, while sales have grown, the company’s information systems have not developed at the same pace. As a result, several operational challenges have started to emerge. 
At present, Kalori Ltd. relies on several outdated and disconnected information systems. Many tasks are still performed manually, and several departments use different software tools that do not communicate with one another. According to Laudon and Laudon (2022), effective information systems are essential for supporting business operations, improving efficiency, and enabling organisations to respond quickly to market changes. When these systems are outdated or poorly integrated, businesses often face operational inefficiencies and reduced performance. 
One of the most significant challenges faced by Kalori Ltd. is related to inventory management. The company currently uses a manual system to track inventory across its physical stores and online platforms. Because inventory updates are not synchronised in real time, discrepancies frequently occur between the stock levels displayed online and the actual products available in stores. This often results in customers placing orders for items that are out of stock. When such situations occur, the company must cancel orders and issue refunds, which can lead to customer dissatisfaction and damage to the company’s reputation. 
Another issue concerns the management of customer data. Customer information is currently stored in multiple separate systems that are not connected. This fragmentation makes it difficult for employees to access complete customer records or track purchase histories. As a result, the marketing team struggles to create targeted promotional campaigns, while the customer support team often lacks the information needed to resolve complaints efficiently. Buttle and Maklan (2019) highlight that organisations that effectively manage customer data through integrated systems are better able to build strong relationships with their customers and improve long-term loyalty. 
In addition to these operational challenges, Kalori Ltd. also faces difficulties when making business decisions. Sales reports are currently compiled manually using spreadsheets, which can lead to errors and outdated information. Without access to accurate and real-time data, management teams may struggle to identify trends or respond quickly to changes in customer demand. Davenport and Harris (2017) argue that organisations that rely on data-driven decision-making are more likely to achieve competitive advantages in modern business environments. 
The company is also exposed to potential risks related to data security and regulatory compliance. In particular, the current systems do not provide strong access controls or centralised security management. This increases the risk of unauthorised access to sensitive customer data and may result in non-compliance with regulations such as the General Data Protection Regulation (GDPR). According to the European Commission (2023), companies that process personal data must implement appropriate technical and organisational measures to protect that information. 
Finally, the lack of integration between different departments creates additional inefficiencies. Sales, finance, and inventory teams all use different systems, which means that employees must manually transfer data between departments. This process is both time-consuming and prone to errors. 
Considering these challenges, Kalori Ltd. needs to modernise its information systems. This report evaluates the company’s current systems and proposes the implementation of an integrated enterprise information system that can improve operational efficiency, support better decision-making, and enhance the overall customer experience. 
Evaluation of Existing Systems  
The current information systems used by Kalori Ltd. have several weaknesses that limit the organisation’s ability to operate efficiently. These problems are mainly caused by outdated technologies, manual processes, and the lack of integration between systems. 
Inventory Management 
Inventory management is one of the most critical areas affected by the company’s outdated systems. At present, stock levels are updated manually by employees in each store. Because these updates are not automatically synchronised with the online platform, the information displayed on the website may not accurately reflect the products available in physical stores. 
This lack of real-time visibility creates significant operational problems. Customers may place online orders for items that are no longer available, which leads to cancelled orders and refunds. Such situations can negatively affect customer satisfaction and reduce trust in the brand. In addition, store managers find it difficult to identify which products need to be restocked or transferred between stores. 
Laudon and Laudon (2022) explain that modern inventory management systems allow organisations to track stock levels in real time and reduce the risk of stockouts or excess inventory. Without such systems, retailers may experience inefficiencies that increase operational costs and reduce profitability. 
Customer Relationship Management 
Another major issue involves the management of customer information. Currently, customer data is stored across several separate systems, including the e-commerce platform, marketing tools, and customer support software. Because these systems are not integrated, employees cannot easily access a complete view of each customer. 
This fragmentation makes it difficult to provide personalised services or resolve customer issues efficiently. For example, a customer service representative may not have access to a customer’s previous purchase history when handling a complaint. As a result, resolving the issue may take longer and require additional communication with the customer. 
Buttle and Maklan (2019) state that effective customer relationship management systems allow companies to centralise customer data and better understand customer behaviour. This information can then be used to improve customer service and develop targeted marketing strategies. 
Reporting and Decision-Making 
The company also faces challenges in relation to business reporting and decision-making. Sales reports are currently created by manually collecting and analysing data using spreadsheets. This process requires significant time and effort, and it increases the risk of errors. 
Because reports are not generated automatically, the information available to managers is often outdated by the time decisions need to be made. In a competitive retail environment, having access to accurate and timely data is essential for identifying trends and responding to market changes (Davenport and Harris, 2017). 
Data Security and Compliance 
Data protection is another area where the current systems are inadequate. The lack of centralised security controls makes it difficult to monitor who has access to sensitive information. In some cases, employees may have access to data that is not relevant to their job roles. 
This situation increases the risk of unauthorised access and potential data breaches. Furthermore, failing to implement appropriate security measures may result in non-compliance with regulations such as GDPR, which requires organisations to protect personal data and ensure that it is processed responsibly (European Commission, 2023). 
Lack of Integration 
Finally, the use of separate systems across departments creates operational inefficiencies. Employees frequently need to transfer information manually between systems used by different departments. This process not only wastes time but also increases the risk of data inconsistencies. 
O’Brien and Marakas (2018) note that integrated information systems allow organisations to share data across departments more effectively, improving communication and reducing duplication of work. 
Recommended Solutions  
To address these challenges, Kalori Ltd. implement an integrated Enterprise Resource Planning (ERP) system, supported by a Customer Relationship Management (CRM) platform and Business Intelligence (BI) tools. 
Enterprise Resource Planning System 
An ERP system integrates various business functions into a single centralised platform. These functions typically include inventory management, sales, finance, procurement, and supply chain management. According to Monk and Wagner (2013), ERP systems enable organisations to share information across departments and improve coordination between business processes. 
For Kalori Ltd., the implementation of an ERP system would significantly improve inventory management. The system would automatically update stock levels whenever a product is sold in a store or through the online platform. This real-time synchronisation would reduce stock discrepancies and improve the accuracy of product availability information. 
ERP systems also help reduce manual data entry by allowing departments to access the same centralised database. This improves data consistency and reduces the likelihood of errors. Additionally, financial and sales data can be recorded automatically, making accounting and reporting processes more efficient. 
Another advantage of ERP systems is their scalability. As Kalori Ltd. continues to grow, the system can easily accommodate new stores, additional users, and higher transaction volumes. 
Customer Relationship Management System 
Alongside the ERP system, the company should implement a CRM platform to manage customer data more effectively. CRM systems store customer information in a centralised database and allow organisations to track interactions with customers over time. 
Buttle and Maklan (2019) emphasise that CRM systems enable companies to better understand customer preferences and behaviour. This information can be used to provide personalised services and targeted marketing campaigns. 
For Kalori Ltd., a CRM system would allow employees to access detailed customer profiles that include purchase history, contact information, and previous support interactions. This would improve the efficiency of customer service teams and help resolve issues more quickly. 
Business Intelligence Tools 
To support better decision-making, Kalori Ltd. should also implement Business Intelligence tools. BI systems analyse large volumes of data and present the results through dashboards and visual reports. 
Managers would be able to monitor sales performance in real time and identify trends more easily. Predictive analytics features could also help the company forecast future demand and plan inventory levels accordingly (Davenport and Harris, 2017). 
Security Improvements 
Modern ERP and CRM systems include advanced security features such as role-based access controls, encryption, and activity monitoring. These features help ensure that sensitive information is only accessible to authorised users. 
Implementing such systems would help Kalori Ltd. comply with GDPR requirements and reduce the risk of data breaches.
Implementation Plan
Introducing a new information system requires careful planning to minimise disruption to business operations.
The first step is conducting a detailed requirements analysis to understand the needs of different departments. Employees from sales, finance, inventory, and marketing should be involved in this process to ensure that the system meets organisational requirements.
The next stage involves selecting appropriate ERP and CRM vendors. Factors such as system functionality, cost, scalability, and vendor support should be considered during the evaluation process.
Once a system has been selected, the company must configure it according to its business processes. Existing data, including customer records and inventory information, will need to be migrated to the new system.
Employee training is another important aspect of implementation. Staff members must learn how to use the new system effectively to gain the full benefits of technology. Providing training sessions, user guides, and ongoing support can help employees adapt more quickly.
Before full implementation, the system should be tested in a limited environment, such as a small number of stores. This pilot phase allows the company to identify potential technical issues and resolve them before deploying the system across the entire organisation.
Conclusion 
Kalori Ltd. is currently facing several operational challenges caused by outdated and disconnected information systems. Manual inventory tracking, fragmented customer data, inefficient reporting processes, and limited security controls are affecting both operational efficiency and customer satisfaction.
To address these issues, this report recommends the implementation of an integrated ERP system supported by CRM and Business Intelligence tools. These technologies will centralise data, automate key processes, and provide real-time insights that support better decision-making.
By adopting modern information systems, Kalori Ltd. can improve inventory accuracy, enhance customer relationships, strengthen data security, and support the company’s continued growth. With proper planning, training, and implementation, the proposed solution will enable the organisation to operate more efficiently and remain competitive in the rapidly evolving retail industry.
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