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Report: Improving Information Systems at AKPerog Ltd.
1. Introduction
AKPerog Ltd. is a company that sells consumer electronics through 30 physical stores and an online shop. Over the past year, business has grown quickly, and sales have gone up a lot. Even though this is good news, the company’s information systems haven’t kept up with the growth. Because of this, the business is now struggling with several day-to-day problems.Some of the biggest issues include inaccurate stock levels, customer information stored in different places, slow reporting, and weak data protection. The company also uses different systems that don’t connect with each other, which leads to mistakes and wasted time. To keep growing, AKPerog Ltd. needs a modern and connected information system that helps staff work faster, gives customers a better experience, and supports better decision-making.This report looks at their current situation and suggests a better system for the future.
2.1 Manual Inventory Tracking
Right now, stock is tracked manually using spreadsheets. Staff have to update stock numbers themselves, and these updates don’t happen in real time. That means the system often shows items as “in stock” even when they’re sold out. This leads to cancelled online orders, refunds, and frustrated customers. Manual systems are slow, inefficient, and very easy to get wrong (Stair and Reynolds, 2020).Another issue with manual stock tracking is that different stores sometimes record the same product differently. For example, one store might use product names, while another uses codes. This inconsistency makes it harder to get a clear picture of what is actually available. It also means that head office can’t rely on the numbers they see, so they often have to call stores directly to confirm stock levels. This wastes time and interrupts staff during busy periods.Manual processes also make it difficult to prepare for sales events, like Black Friday or holiday promotions. Because the company doesn’t have real-time visibility of stock, they may continue selling items online long after they’ve sold out in stores. This creates even more refunds and damages the company’s reputation. Staff also spend valuable time doing stock counts that could easily be automated.Since updates are not synchronised across stores, each location works almost independently. There is no central system that helps the company understand which products are selling fast or which stores are running low. This can lead to overstocking in one store and shortages in another. Overstocking leads to wasted storage space, while shortages lead to missed sales opportunities. All of these issues reduce profits and efficiency.
2.2 Customer Data Stored in Different Places
The company does not have one system that stores all customer information. Instead, data is spread out across the online store, in-store tills, and customer service tools. Because of this, the marketing team can’t personalise offers, and customer support can’t always find past orders or complaints. When customer information is scattered, it becomes harder to understand customers properly (Payne and Frow, 2013).Another problem is that duplicated information often exists in different systems. For example, a customer might be registered with slightly different names or emails in-store and online. Because the systems don’t talk to each other, staff can’t easily combine these records. This leads to confusion and inaccurate customer profiles.For customer support, this is a major challenge. When a customer calls to complain or ask about a previous order, the support team can’t always find the right information quickly. This makes the company look unprofessional and slows down response time. Customers expect quick answers, and when support staff have to switch between multiple systems, it increases waiting times and reduces customer satisfaction.From a marketing point of view, disconnected customer data makes it nearly impossible to send the right offers to the right people. Modern businesses rely heavily on personalised marketing to increase sales and strengthen customer loyalty. Without a joined-up CRM system, AKPerog Ltd. misses opportunities to promote new products to customers who would likely buy them. This puts the company at a disadvantage compared to competitors who already use targeted, personalised marketing.
2.3 Reporting Takes Too Long
Sales results and financial reports are created manually using spreadsheets. This means managers usually work with old information, which slows down decisions. Without real-time data, the company struggles to plan stock levels or spot sales trends quickly (Laudon and Laudon, 2021).Another issue is that spreadsheets are extremely easy to break. A simple mistake like deleting a formula or copying numbers into the wrong cell can lead to inaccurate reports. These errors might not be spotted until much later, which means managers could be making decisions based on wrong information.Because reports take so long to create, staff often rush to finish them at the end of the day or week. This increases the risk of errors. It also means staff have less time for important tasks like checking stock, helping customers, or managing deliveries.The lack of real-time reporting also affects buying decisions. For example, if a product suddenly becomes popular, the company might not notice the spike in demand until the next reporting cycle. By then, it may be too late to reorder stock, and the company misses out on sales. In fast-moving retail industries, timing is everything, and slow reporting puts AKPerog Ltd. at a disadvantage.
2.4 Data Protection Problems
Customer data is not stored in one secure system, and access control is weak.This increases the risk of unauthorised access and makes it harder to meet GDPR rules, which require strict protection of personal information (European Parliament, 2018).Because information is spread across several systems, it is harder to keep track of who can access what.Some staff may have access to data that they don’t actually need for their job, which increases the risk of data misuse. If the company were to face a data breach or customer complaint, it would be difficult to prove compliance without proper logs or a central system.Another problem is that storing data in multiple places increases the chances of losing or misplacing information. Some staff might save customer details locally on computers or spreadsheets, which is unsafe and harder to monitor.This also makes it difficult for the company to respond to GDPR “right to access” or “right to be forgotten” requests because data has to be searched for manually in several locations.If the company fails to meet GDPR requirements, it could face heavy fines and legal consequences.More importantly, customers may lose trust in the business if they feel their personal details are not being protected properly.
2.5 Systems That Don’t Connect
Each department uses different software, and the systems don’t communicate with each other. Staff often have to copy and paste data from one place to another, which takes time and increases the chance of errors.According to Raisinghani (2025), modern information systems work best when all parts of the business are connected, because this reduces errors and improves efficiency.This lack of integration also slows down the entire order process. For example, when an online order is placed, staff have to manually check stock, process payment information, update the spreadsheet, and then notify the warehouse.All of these steps could be automated if the systems were connected.Because systems don’t share information, each department ends up working in isolation. Sales, finance, inventory, and customer service all have their own version of the truth.This leads to confusion, delays, and extra work. For the finance team, for example, collecting data from different departments takes much longer and increases the likelihood of mistakes when closing monthly accounts.Finally, disconnected systems make it difficult for management to understand the bigger picture. They can’t easily see how sales, stock, and customer behaviour connect with each other, which limits strategic planning.
3.2 How This System Helps
	Problem / Area
	How ERP + CRM Solves It
	Source

	Stock issues
	Updates inventory automatically in real time for both in-store and online sales, preventing stock-outs
	According to Stair and Reynolds (2020)

	Customer data management
	Consolidates all customer information into a single profile including purchase history, support interactions, and marketing preferences
	According to Payne and Frow (2013)

	Decision-making & reporting
	Generates real-time dashboards and reports, allowing managers to monitor sales, stock, and performance instantly
	According to Laudon and Laudon (2021)

	Data protection
	Implements secure access controls and logs all actions, ensuring GDPR compliance
	According to European Parliament (2018)

	Department integration
	Links sales, finance, inventory, and customer service in one system, reducing manual errors and saving time
	According to Monk and Wagner (2008)

	Scalability & future growth
	Cloud-based system can grow with the business, supporting expansion and adding new features easily
	According to O’Leary (2020)



An ERP system with a built-in CRM brings everything together into one place, which solves many of the problems AKPerog Ltd. is currently dealing with.For example, it fixes stock issues by updating inventory automatically every time a sale is made, both in-store and online.This means the system always shows the correct stock levels, which helps avoid selling items that are already out of stock. According to Stair and Reynolds (2020), real-time inventory updates are one of the biggest advantages of modern information systems because they reduce errors and improve customer satisfaction.Customer information also becomes much easier to manage. Instead of having data in different locations, the CRM creates a single customer profile that includes past purchases, support history, and marketing preferences.According to Payne and Frow (2013), having all customer information in one place helps companies understand their customers better and communicate with them more effectively.This makes it possible for AKPerog Ltd. to send personalised promotions and handle complaints faster.Managers also benefit because the ERP system generates real-time reports and dashboards. So instead of waiting for spreadsheets to be updated, they can check live sales, stock levels, and performance at any time. According to Laudon and Laudon (2021), real-time reporting leads to faster, more accurate decision-making.The ERP also strengthens data protection. It controls who can access customer information and logs every action taken in the system. This makes it easier to follow GDPR rules.According to the European Parliament (2018), organisations must have strong controls to protect personal data, and a modern ERP system supports this requirement.Finally, the biggest advantage is integration.An ERP connects sales, finance, inventory, and customer service into one system.According to Monk and Wagner (2008), integrated systems reduce mistakes and save time because staff no longer have to move data manually between departments.This also prepares the company for the future, as a cloud-based ERP can grow as the business grows.According to O’Leary (2020) cloud solutions are flexible, scalable, and ideal for expanding companies.
4. Implementation Plan
Phase 1: Pick the Right System (1–2 Months)
· Gather requirements from all departments
· Compare ERP options
· Choose based on features, cost, and scalability
Phase 2: Prepare Data and Configure the System (2–4 Months)
· Clean up customer and product data
· Set up workflows and permissions
· Connect ERP with the online store and payment systems
Phase 3: Train Staff (1 Month)
· Provide training sessions
· Create easy-to-follow guides
· Assign “super users” who can help others
Phase 4: Pilot Test (1 Month)
· Test the system in a couple of stores
· Fix any problems before the full rollout
Phase 5: Full Rollout (1–2 Months)
· Install the system everywhere
· Monitor how things are working and adjust as needed
5. Conclusion
AKPerog Ltd.’s current systems are outdated and no longer suitable for the company’s growing size.Manual stock tracking, messy customer data, outdated reporting, and disconnected systems all cause major problems.A cloud-based ERP system with a built-in CRM will solve these issues by improving accuracy, speeding up decision-making, keeping customer information organised, and helping the business run more smoothly. With the right training and planning, the new system will give AKPerog Ltd. the tools it needs to grow successfully and serve customers better.In addition to fixing current issues, the new system will also help the company prepare for future challenges. As AKPerog Ltd. continues to expand, the amount of data it handles will only increase. A modern ERP can easily manage larger volumes of sales, customer information, and stock data without slowing down. This means the company won’t need another major system change for many years. The system will also make it easier to introduce new features or connect to other tools, such as advanced analytics, loyalty programmes, or automated marketing systems.Another important benefit is improved customer experience. With accurate stock information and faster customer support, customers will feel more confident buying from the company. They will also receive more relevant promotions and better service because staff will have access to complete customer profiles.Overall, investing in a cloud-based ERP with CRM is not just about fixing current problems; it's also about building a strong foundation for long-term growth. By improving efficiency, strengthening communication between departments, and providing better access to information, the new system will support AKPerog Ltd. in becoming a more competitive and customer-focused business.
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