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Improving The Information Systems at Kalori Ltd.
1. Introduction
Kalori Ltd. is a rapidly growing retailer of consumer electronics with 30 physical locations and an online site. The organization has seen a notable increase in both revenue and consumer demand over the last year. This growth has exposed a number of inadequacies in the organization's existing information systems, even with its numerous prospects for expansion. These antiquated systems are causing operational challenges that impact data security, customer service, inventory management, and decision-making.
Using a manual inventory monitoring system is one of Kalori Ltd.'s biggest obstacles.
Customers occasionally buy things online that are no longer available because the technology does not automatically update stock levels between stores and the online platform. Order cancellations, refunds, and unhappy customers result from this. Additionally, store managers find it difficult to efficiently control stock levels, which leads to both shortages and overstocking. Ineffective inventory control can lower profitability and raise operating expenses (Laudon and Laudon, 2022). 
Another major issue relates to customer relationship management (CRM). Customer data is currently stored across multiple disconnected systems, making it difficult for staff to access a complete view of a customer’s purchase history. This limits the company’s ability to offer personalised marketing campaigns and provide effective customer support. According to Buttle and Maklan(2019), organisations that fail to manage customer data effectively often struggle to build strong customer relationships.
In addition, Kalori Ltd. relies heavily on manual spreadsheets for reporting and analysis. These reports are time-consuming to produce and often contain outdated or inaccurate information. As a result, the management team cannot easily analyse real-time sales trends or make informed strategic decisions. Businesses that lack real-time data analytics are more likely to miss important market opportunities (Sharda, Delen and Turban, 2020).

Data security is another important issue. The General Data Protection Regulation's (GDPR) criteria are not entirely met by the organization's current systems. Unauthorised access to client data is more likely when access restrictions are lax and data management procedures are substandard. Legal repercussions and reputational harm may result from this (European Commission, 2023).
Furthermore, a lack of departmental integration is a problem for the organization. Teams in charge of sales, finance, and inventory employ separate software programs that are incompatible with one another. Information is being manually transferred between systems by staff members, which consumes time and raises the possibility of mistakes.
This proposal assesses Kalori Ltd.'s existing systems and suggests putting in place a cutting-edge, integrated information system that will boost customer satisfaction, facilitate data-driven decision-making, and increase operational efficiency.
2. Evaluation of Current Systems
Kalori Ltd. currently uses old and disjointed information systems. Although the company uses some digital tools, they are not integrated in a way that allows data to flow smoothly across the organisation.
2.1 Manual Inventory Management
The company currently relies on manual or semi-manual methods to track inventory across its stores and online platform. This approach creates several operational problems.
Firstly, manual systems are prone to human error. Employees may enter incorrect data or fail to update stock levels after sales transactions. As a result, the inventory database often contains inaccurate information.
Secondly, manual inventory tracking does not provide real-time stock visibility. Without accurate inventory information, the company cannot efficiently manage product availability across its stores and online platform. According to Monk and Wagner (2013), organisations that rely on manual inventory management often experience higher costs due to stockouts and excess inventory.
Thirdly, poor inventory management affects the customer experience. Customers expect accurate information when shopping online. When orders are cancelled due to stock shortages, customer trust and loyalty may decrease.
2.2 Fragmented Customer Data
Another major weakness is the way customer data is managed. Customer information is stored across different systems that are not connected to each other. For example, data from online purchases may be stored separately from in-store transactions.
Because of this fragmentation, employees cannot easily access a complete customer profile. This makes it difficult for the company to understand customer behaviour or identify buying patterns.
According to Buttle and Maklan (2019), effective customer relationship management requires a centralised database that stores all customer interactions in one place. Without this, businesses cannot fully benefit from personalised marketing strategies.
2.3 Decision-Making and Reporting Ineffectively
Sales and performance reports are currently developed by Kalori Ltd. using manual spreadsheets. Although spreadsheets are practical tools, they are not suitable for managing large volumes of business data.
Manual reporting processes are time-consuming and often produce outdated information. Managers may receive reports days or weeks after the data is collected, which limits their ability to respond quickly to changing market conditions.
Research by Sharda, Delen and Turban (2020) shows that organisations that use advanced analytics and real-time reporting tools are better able to identify trends and make strategic decisions.
2.4 GDPR Compliance and Data Security Concerns
The absence of robust security measures in the current systems is another issue. Consumer information is kept in several databases with inconsistent access rules.
Organisations are required by the General Data Protection Regulation (GDPR) to safeguard personal data and provide secure information processing. To protect consumer data, businesses must put in place the proper organisational and technical protections (European Commission, 2023).
If Kalori Ltd. fails to meet these requirements, it could face significant fines and legal consequences.
2.5 Lack of System Integration
The company also suffers from poor integration between departments. Different teams use separate software systems for sales, finance, and inventory management.
Because these systems are not connected, employees must manually transfer data between them. This process wastes time and increases the likelihood of errors.
According to Stair and Reynolds (2020), integrated information systems improve organisational efficiency by allowing departments to share information automatically.

3. Recommended Solution
Proposed Information System Upgrade- To address these operational problems, Kalori Ltd. should introduce a modern integrated information system that connects different business functions and allows data to be shared across the organisation in real time. An integrated system helps companies improve efficiency, reduce manual work, and support better decision-making (Laudon and Laudon, 2022). The recommended solution for Kalori Ltd. combines three important technologies: 
Tools for business intelligence (BI), customer relationship management (CRM), and enterprise resource planning (ERP).
Inventory management, sales, finance, and procurement are all integrated into a single central platform by the Enterprise Resource Planning System (ERP). This reduces stock disparities and enhances order fulfilment by enabling the business to monitor stock levels in real time across both physical stores and the online platform (Monk and Wagner, 2013).
The Customer Relationship Management System, (CRM) helps the organisation to manage customer information in a single database. This enables the marketing team to analyse customer behaviour and send personalised promotions while allowing customer support staff to quickly access purchase histories when resolving issues (Buttle and Maklan, 2019).
Finally, the Business Intellingence Tolols (BI) and analytics help managers analyse large volumes of data and identify sales trends. These insights support better forecasting and more informed business decisions (Sharda, Delen and Turban, 2020).
Together, these systems will help the organisation manage its operations more efficiently and support better decision-making.
3.1 Enterprise Resource Planning (ERP) System
The ERP system integrates multiple business functions into a single digital platform. This includes inventory management, finance, procurement, and order processing.
ERP systems provide real-time data that can be shared across departments. This allows employees to access accurate information and coordinate their activities more effectively.
One major advantage of ERP systems is improved inventory management. Stock levels are automatically updated whenever a product is sold or received. This reduces inventory errors and helps businesses maintain optimal stock levels (Monk and Wagner, 2013).
ERP systems also improve financial management by automatically recording transactions and generating financial reports.

3.2 Customer Relationship Management (CRM) System
In addition to ERP, Kalori Ltd. should implement a CRM system to manage customer data more effectively.
CRM systems store all customer interactions in a central database. This allows employees to access customer information quickly and provide better service.
For example, customer service representatives can view purchase histories and previous support requests when assisting customers. This helps them resolve problems more efficiently.
CRM systems also support personalised marketing strategies. By analysing customer data, marketing teams can send targeted promotions based on customer preferences.
According to Buttle and Maklan (2019), effective CRM systems improve customer satisfaction and increase customer loyalty.
3.3 Business Intelligence (BI) and Data Analytics
Kalori Ltd. should also adopt BI tools to support data-driven decision-making. BI systems collect data from different sources and present it through dashboards and visual reports.
These tools allow managers to monitor sales performance, identify trends, and forecast demand more accurately.
Davenport and Harris (2017) explain that organisations that use data analytics effectively can gain a competitive advantage by making faster and better decisions.
3.4 Cost and Scalability
Although implementing new information systems requires an initial investment, cloud-based solutions reduce infrastructure costs because the company does not need to maintain their own servers.
These systems are also scalable, meaning they can support business growth without requiring major system upgrades.
3.5 Benefits of Upgrading Kalori Ltd.’s business Information System 
The upgrade will significantly enhance operational efficiency by automating routine processes, improving workflow integration, and reducing manual errors, leading to cost savings and increased productivity (Target Integration, 2023; NI Business Info, 2024). It will strengthen data management through centralized databases, ensuring data accuracy, security, and accessibility across departments (CBSL Group, 2024).
Furthermore, advanced analytics and real-time reporting will enable managers to make faster, evidence-based decisions, improving strategic planning and responsiveness to market changes (AEANET, 2024; CILIP, 2023).
4. Implementation Plan
Implementing a new information system is a complex process that requires careful planning and coordination. The timeframe for the implementation of this Recommendation process should be weeks.
4.1 Needs Assessment
The first step is to conduct a detailed analysis of the organisation’s business processes and identify system requirements.
This stage involves consulting employees, reviewing existing systems, and evaluating potential software vendors. (Bambang Widjanarko Susilo and Susanto, 2024)
4.2 System Design and Configuration
Once a system is selected, it must be configured to match the company’s operational processes. This includes setting up inventory modules, customer databases, and reporting dashboards. (Laudon and Laudon, 2022; Smith, 2020)
4.3 Data Migration
Existing data from spreadsheets and legacy systems must be transferred into the new system. This process requires careful data cleaning to remove errors and duplicate records. (O’Brien and Marakas, 2019)
4.4 Integration with Existing Infrastructure
The new systems must integrate with Kalori Ltd.’s e-commerce platform, payment systems, and logistics providers.
This ensures that information flows smoothly between different business processes.
4.5 Security and Data Protection
Role-based access controls, multi-factor authentication, and encryption are examples of robust security features found in contemporary cloud-based systems.
These solutions assist in safeguarding private client information and guarantee adherence to data protection laws like GDPR (European Commission, 2023).

4.6 Employee Training
Employee training is essential for successful system implementation. Staff members must learn how to use the new systems effectively.
Training sessions should include workshops, tutorials, and ongoing support. And the Timeframe for Employee Training should be On-going (Zhang, Xu and Ma, 2023)
4.7 Testing and Deployment
Before full deployment, the system should be tested in selected stores. This pilot phase helps identify technical problems and allows adjustments before company-wide implementation. (Zhang, Xu and Ma, 2023)
4.8 Continuous Monitoring
After the system is implemented, the company should regularly evaluate and review its performance every month and make improvements when necessary. 
5. Conclusion
Despite its robust commercial expansion, Kalori Ltd. is facing significant operational issues due to its outdated information systems. Customer happiness and efficiency are being negatively impacted by manual inventory tracking, fragmented customer data, ineffective reporting procedures, and lax security measures.
This proposal suggests putting in place an integrated information system including business intelligence, CRM, and ERP technology. These tools will provide real-time insights into organisational performance, centralise company data, and automate key procedures.
· By implementing these technologies, Kalori Ltd. can boost data security, assist data-driven decision-making, improve customer relations, and manage inventories more effectively. Improved productivity, increased customer satisfaction, and an increased competitive advantage are the long-term advantages, despite the implementation process requiring careful planning and investment. (Hamdat et al., 2024)
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