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[bookmark: _Toc227340039]1. Introduction
Kalori Ltd. is a rapidly growing consumer electronics retailer company that runs 30 physical stores and a fast-evolving online company. Although such an expansion is an indication of high demand and success of a business, the same has been a great strain to the current information systems of the company. Its organisation met with old-fashioned and mostly manual procedures which are no longer efficient to sustain its levels of business.
This has led to a number of key challenges. The manual inventory system also often results in stock making, which makes customers unhappy in the case that their online orders cannot be made (Prabatha and Handoyo, 2022). Existing customer relationship management is disjointed with the information being held in various systems hence leading to ineffective service and little personalisation. On top of this, the procedures of reporting are manual and slow, which limit efficient decision-making. The absence of cross-functional collaboration can also make the company less efficient, and poor data security can make people question the compliance with GDPR.
This report provides an analysis of the current systems at Kalori Ltd and suggests new modern integrated information systems to enhance operational efficiency, data management and decision making.
[bookmark: _Toc227340040]2. Evaluation of Existing Systems
2.1 Inventory Management Issues
Kalori Ltd. is currently working with a traditional inventory tracking system that will not provide visibility real-time of the stock levels. In this case, it is hard to keep track of inventory both in the offline shops and online establishments. This leads to a disproportion of stock as per declaration and the actual stock available. These issues have a direct impact on customer satisfaction (Setiawan, 2023). Customers tend to place orders through the internet because a product is usually not available and it leads to cancellation or refunds and customer complaints. Moreover, store managers are not able to keep the stock levels at the optimum level which culminates in over stocking and understocking (Rahul et al., 2022). Excessive stocking up consumes capital and raises storage expenses whereas understocking results into lost sales. Generally, ineffective or lack of supply chain management (good inventory) translates into losses of money and operations inefficiencies.
2.2 Customer Relationship Management (CRM) Issues
The existing CRM strategy is extremely disjointed, with the data about customers being in numerous non-linked systems. No single perspective of customer information exists and therefore, it is hard to trace purchase history or interactions. This absence of integration has a huge impact on customer service (Hossain et al., 2024). The employees are unable to access comprehensive details of the customer and this limits them to effectively respond to any queries or complaints (Wynn et al., 2016). In addition, the marketing team cannot make any specific campaigns due to the impossibility of getting consolidated data, reduced advertising efficiency (Adewusi et al., 2024). The modern CRM model should consolidate the customer records it has so as to provide enhanced relationship management capabilities but the current system at Kalori failed to do so.
2.3 Reporting and Decision-Making Problems
Kalori Ltd. relies on a spreadsheet-powered reporting on a substantial level to examine the business performance and sales. Such reports are normally time consuming to produce, and are also prone to human errors. In addition, the statistics that it is based on are usually already obsolete. This poses great management challenges (Wang et al., 2022). The low and inefficient decision-making process is due to inaccessibility of real time and accurate information. Demand is an aspect that is quite hard to foretell and as such, results in inadequate planning and the wasted opportunities. The lack of reliability of reporting tools deprives the company of an opportunity to respond to the market processes and customer needs, quickly.
2.4 Lack of Integration Across Systems
Another large issue is lack of integration of the different departments. The systems (sales, finance and inventory) are independent and as such transfer of data among the systems has to be done manually. This detached environment brings about redundancy of the information, increased work and increased chances of making mistakes (Jawabreh et al., 2022). It also hampers free flowing communication among the departments and delays order fulfilment processes and financial reporting. Lack of an integrated system diminishes the overall efficiency and also makes the company unable to scale properly.
2.5 Data Security and GDPR Issues
The current systems at Kalori Ltd. have a high level of issues concerning data security as well. Good access controls are not easily available, increasing the risk of unauthorised access of sensitive customer data. This puts the company in the risk of a data breach and violation of GDPR requirements. Legal fines, loss of reputation and loss of customer trust are some of the repercussions of such issues. With data protection emerging as a crucial aspect, the organisation will need to tackle these weaknesses to guarantee compliance and protect its operations.
[bookmark: _Toc227340041]3. Recommended Solution
3.1 Overview of Proposed System
In order to overcome the challenges identified, it is advisable that Kalori Ltd. adopts an integrated enterprise system. This should integrate Enterprise Resource Planning (ERP), Customer Relationship Management (CRM), inventory management and Business Intelligence (BI) software into one, cohesive platform (Adesina et al., 2024). Hybrid applications like SAP business one, Microsoft dynamics 365, or Oracle NetSuite can offer a complete solution that can be used to meet the needs of the company. Such an integrated system will allow the entire department to exchange data with ease, enhance the efficiency of operations, and deliver real-time intelligence on which to base decisions.
3.2 ERP System (Core Solution)
The proposed solution will be the main component of the ERP system, allowing the integration of the main business areas, such as finance, sales, inventory, and operations. This centralised strategy makes sure all departments work with a consistent and up to date information. Real-time data sharing is one of the primary advantages of an ERP system, as it does not need any manual input of data and leads to fewer mistakes. It also enhances coordination among the departments allowing more efficient workflows. In the case of Kalori Ltd., this will eliminate the problem of fragmentation of the systems and greatly improve efficiency in operations.
3.3 Inventory Management System
A modern inventory management system should be implemented as part of the integrated solution. This system will offer real time monitoring of stocks at every point or store, be it at the physical stores or the online platform. The stock update is to be automated so that the stock data is never out of date, that is, there is less variation. It will be connected to the e-commerce platform and will not allow the customers to order the out-of-stock items (Purnama and Manalu, 2024). The system will also facilitate the demand forecasting, which will enable the company to maintain optimum stock levels. This solution will directly solve the inventory problems that Kalori is facing due to accuracy improvement, minimised losses, and increased customer satisfaction.
3.4 CRM System
Kalori Ltd. will be able to implement an effective CRM system where all the customer data will be centralised in a single database. This system will monitor the customer interaction, purchase history, and preferences that will give a full picture on each customer. This information will enable the company to provide personal marketing campaigns as well as enhance customer service. Complete customer records will be available to the staff and therefore they will be in a position to deal with enquiries and complaints. A unified CRM system will also turn the marketing more efficient since it can result in target promotions because of the behaviour of the customers. All in all, it will enhance customer retention and close relationships.
3.5 Business Intelligence (BI) Tools
The introduction of Business Intelligence tools should be included to help in data analysis and reporting. The tools have real-time dashboards and automated reports as well as sophisticated analytics. With the help of the BI tools the management will be able to access right and immediate information. This will make it easy to make decisions, make predictions and identify the trends in the sales. Effective data analysis will be a competitive advantage to Kalori Ltd. in the market on an ability basis.
3.6 Data Security and GDPR Compliance
The system proposed should encompass robust data protection policies that would warrant the compliance with GDPR policies (Hossain et al., 2024). These are the role-based access control that limits access of data to authorised users and data encryption that secures sensitive data. Frequent security audits and checks will also mitigate chances of data breach. Such controls will allow Kalori Ltd. to safeguard the customer data, uphold trust, and prevent legal fines.
3.7 Justification of Recommendation
The proposed comprehensive system has a number of advantages. Automation will decrease manual operations and errors in terms of efficiency. The initial investment can be substantial, but the savings in the cost and better productivity can be considered worth the investment in the long run. The scalability of the system is also very significant as the system will enable Kalori Ltd. to accommodate future expansion without considerable changes in the system. Most importantly, departments integration will do away with data silos and enhance broader business performance. This solution will help Kalori Ltd. to improve customer satisfaction, streamline operations and sustainable growth.
[bookmark: _Toc227340042]4. Implementation Plan
4.1 Implementation Approach
One suggestion is that Kalori Ltd. should implement the new integrated information system in a gradual manner. The method minimises operational risk and enables the organisation to have time to properly adapt to the new system. The initial process is to pick up the most appropriate system as per the requirement of business and then system design and planning.
After systems have been configured, the migration of data between existing systems should be done well to be accurate and consistent. This must be replaced by intensive testing which will help in fixing any problems and completely deploying it (Fernando et al., 2023). The system can then be implemented over time by the department and there should be constant monitoring to determine performance and stability. The use of stage wise implementation rather than a big bang implementation would be ideal as it will cause minimal disturbance and give room to corrections.
4.2 Staff Training
The new system cannot be successful unless there is effective staff training. The employees will be trained on ways to utilise the system efficiently and supplementary support given during and after implementation. Programmes that are designed must be specific to the various roles so as to be relevant and effective.
Continual support will make employees change towards the new processes more easily and contrast the resistance to change (Naslednikov, 2024). Educated employees would tend to operate the system appropriately and this will enhance company efficiency as well as makes sure that the organisation reaps maximum out of the investment.
4.3 Integration with Existing Systems
The new system should be integrated with any remaining existing systems using application programming interfaces (APIs) or middleware. This will allow seamless data exchange between systems and ensure continuity of operations during the transition period.
A gradual transition is recommended to avoid disruption, allowing the organisation to phase out legacy systems over time while maintaining business continuity.
4.4 Potential Challenges
It might not be implemented without various difficulties and challenges such as high initial cost, staff resistance to change, and data migration associated risks. When these pitfalls are not dealt with properly, these challenges can affect the success of the project.
In order to overcome these problems, a good project management is required. Frequent communication with employees will assist in dealing with expectations and lessen opposition. The gradual implementation will also reduce risks as the problems can be detected and eliminated at the initial stages of the work.
4.5 Change Management
Effective change management is important in accomplishing successful implementation. This should be done early in the process to get employees to accept and be involved. People, processes, and technology are important in bringing alignment to affect a balanced transition.
With a combination of these factors, Kalori Ltd. can be in a position to ensure that the new system has been fully implemented and achieves the desired outcomes.
[bookmark: _Toc227340043]5. Conclusion
The company’s old and ineffective information systems especially in terms of inventory management, customer relationship management, reporting and integration of systems are causing Kalori ltd. a lot of operating problems (Maaitah, 2023). These problems are suppressing productivity, decreasing consumer satisfaction, and impairing making important decisions.
It is suggested that the company needs to adopt the use of an integrated solution, which involves the use of ERP, CRM and Business Intelligence tools to respond to these challenges. The solution will enhance efficiency of operations, consolidation of data and delivery of real-time insight within the organisation.
The anticipated outcome of this is better operational efficiency, customer experience, decision making faster and more accurate and higher profitability. Overall, the use of contemporary information systems will enable scalability and business expansion in the long run.
Kalori Ltd. needs to invest in integrated information systems in order to stay competitive as well as realise sustainable success in an ever-changing competitive market.
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