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Proposal for Improving Business Performance at Kalori Ltd. Through an Integrated Information System

Introduction
With 30 physical locations and an online site, Kalori Ltd. Is a quickly growing retailer of consumer electronics. Even though the company’s sales have increased significantly in the last year, its present information systems have not kept up with the company’s development. Consequently, a number of operational issues are impacting strategic decision-making, operational effectiveness, and customer happiness (Reinartz, Wiegand and Imschloss, 2019). 
The company now uses antiquated and disjointed systems for reporting, interdepartmental communication, inventory management, and customer relationship management. These restrictions have led to inefficiencies that jeopardise competitiveness and future growth.

Key Challenges faced by Kalori Ltd.
These are the main challenges faced by Kalori Ltd: 
1. Inventory Management Problems – Stock inconsistencies result from manual inventory tracking. Products that are out of stock can be bought online. Both understocking and overstocking raise operating expenses.
2. Poor customer relationship administration – Information about customers is kept in several different systems. Restricted access to past purchases made by customers. Unable to offer customised advertising campaigns.
3. Poor Decision-making processes – Spreadsheets are used to manually construct sales reports. Reports frequently include inaccurate and out-of-date information. Real-time business intelligence is not available to management.
4. Data security and GDPR Compliance risks – Unauthorised data access is more likely when access restrictions are weak. GDPR infractions may have financial and legal repercussions.
5. Insufficient System Integration – Different systems are used by the departments of sales, inventory, finance, and customer support. Data is manually transferred between departments by staff members. A higher chance of mistakes and redundant effort.
Kalori Ltd. Needs a cutting-edge integrated information system that can support ongoing expansion while enhancing productivity and customer satisfaction in order to overcome these challenges.


2. Evaluation of Existing Systems
Analysis of Current Information Systems
Manual Inventory Management System
At the moment, Kalori Ltd. Tracks its inventory mostly by hand. There are discrepancies between recorded inventory and real stock levels because retailers and the web platform update inventory data independently.
This strategy poses serious operational hazards, such as:
· Errors in the inventory
· Stock updates that are delayed
· Excessive manual labour
· Inadequate demand projections
According to research, integrated ERP solutions greatly increase inventory accuracy by automating processes and providing real-time supply chain insight (Garg, 2010).

Fragmented Customer Data Systems
Customer data is dispersed over several databases and programs. Employees are unable to get a comprehensive picture of client interactions because of this disjointed approach.
The different consequences are:
· Bad encounters with customer service
· Limited consumer insights
· Unable to carry out focused advertising strategies
· Decreased client loyalty
By centralising client data, modern CRM systems help businesses provide tailored customer experiences and increase marketing efficiency (Buttle and Maklan, 2019)

Spreadsheet based reporting
Currently, management analyses sales performance using manually created spreadsheets.
Issues with this strategy include:
· Human mistakes
· Creating reports takes a lot of time
· Information that is outdated
· Little capacity to forecast
Business intelligence (BI) tools facilitate quicker and more precise decision-making by automating reporting and offering real-time dashboards (Turban, Pollard and Wood, 2021).

Security and Compliance Weaknesses
The current systems don’t have:
· Access restrictions depending on roles
· Centralised administration of security
· Audit trails
· Mechanisms for data governance
These flaws raise the possibility of cyberattacks and GDPR non-compliance (European Union, 2016).

Lack of Integration
Currently, departments employ disparate software systems that are ineffective at communicating.


This results in:
· Duplicate data
· Communication that is delayed
· Decreased output
· Higher operating expenses
According to research, by establishing a single source of organisational data, integrated enterprise systems enhance coordination and decrease operational inefficiencies (Laudon and Laudon, 2024).
	Area
	Current Problem
	Impact

	Inventory management
	Manual tracking
	Stock inaccuracies and lost sales

	CRM
	Disconnected customer data
	Poor customer experience

	Reporting
	Spreadsheet based analysis
	Slow decisions and errors

	Security 
	Weak access controls
	GDPR compliance risks

	Integration 
	Isolated systems
	Operational inefficiencies

	Forecasting 
	Limited analytics
	Poor inventory planning




3. Recommended Solution
Proposed Information System
Implementing a cloud-based enterprise resource planning (ERP) system with business intelligence (BI) and customer relationship management (CRM) features is the suggested remedy (Davenport, 1998).
Suitable platforms include:
Oracle NetSuite SAP S/4HANA Microsoft Dynamics 365
Because they offer integrated ERP, CRM, inventory management, analytics, and cloud scalability within a single ecosystem, Microsoft Dynamics 365 or Oracle NetSuite would be very appropriate for Kalori Ltd.



Recommended System Components
ERP Module
The ERP system would incorporate: 
· Sales management
· Inventory management
· Accounting and finance Procurement
· Management of the supply chain

ERP systems provide a centralised database that makes consistent, up-to-date information available to all departments (Monk and Wagner, 2013).
CRM Module
The CRM system would:
· Keep client data in one place
· Keep track of past purchases
· Control how you engage with customers
· Make customised marketing efforts possible.
CRM solutions increase customer insights and retention in retail settings, according to research.
BI Module
The BI system would offer:
· Dashboards in real time
· Reporting that is automated
· Examination of sales trends
· Predicting demand
· Analytics that are predictive.
Business Intelligence technologies enable businesses to use real-time data to make choices more quickly and accurately.



Justification for the Recommendation
Alignment with business needs
	Challenge
	Solution

	Inventory discrepancies
	Real-time inventory tracking

	Customer data fragmentation
	Centralised CRM database

	Slow reporting
	Automated BI dashboards

	GDPR concerns
	Enhanced security methods

	Departmental silos
	Integrated enterprise platform




Improved Efficiency
Many of the manual tasks presently completed by employees would be eliminated by automation.
Advantages consist of:
· Quicker processing of orders
· Less data input
· Reduced rates of mistake
· Increased productivity among employees.
ERP systems have continuously shown increases in process automation and operational efficiency.

Scalability
Scalability for future growth is offered by a cloud-based system.
The system can handle higher transaction volumes when Kalori Ltd. Expands into new markets or locations without requiring a large infrastructure investment. 
It is well acknowledged that cloud ERP solutions facilitate corporate expansion and digital transformation endeavours.


Cost Effectiveness
Long-term advantages of adoption, notwithstanding the substantial upfront costs, include:
· Reduced running expenses
· Decreased losses from inventories
· Enhanced prediction
· Improved client retention
· Improved use of resources. 
Profitability and return on investment are enhanced by these advantages.

How the System Improves Operations
Inventory Management
Inventory changes in real-time would sync:
· Physical retailers
· Storage facilities
· Channels on the internet
Advantages consist of:
· Precise stock visibility
· Less stockouts
· Improved planning for replenishment
· Quicker completion
Customer Relationship Management
A comprehensive client profile would be provided by the CRM system, comprising:
· Past purchases
· Client preferences
· Encounters with services
This would make it possible to:
· achieve customised advertising
· enhanced client service
· a rise in client loyalty
Decision-Making
the following would be accessible to management:
· dashboards in real time
· automated KPIs
· analytics that are predictive
· tools for anticipating sales
The ability to make strategic decisions is greatly enhanced by integrated analytics in corporate systems.
Security and Compliance
Contemporary ERP systems facilitate:
· access restrictions depending on roles
· encryption.
· Logs of audits
· GDPR-compliant data administration
This enhances regulatory compliance and lowers security concerns.


4. Implementation Plan
Phase 1: Requirements Analysis
Activities: 
· Compile the needs of the stakeholders
· Evaluate the existing procedures.
· Determine the needs for integration
· Establish the project’s goals.
Duration: 4-6 weeks.
Phase 2: Vendor Selection
Activities:
· Examine the ERP suppliers
· Compare the prices and usefulness
· Make demos
· Choose your chosen option.
Duration: 4 weeks.
Phase 3: System Design and Configuration
Activities:
· Set up the ERP modules
· Set up the CRM features
· Make dashboards for Business Intelligence
· Create security guidelines.
Duration: 8-12 weeks.
Phase 4: Data Migration
Activities:
· Clean up the information that already exists
· Eliminate the duplicates
· Verify the records
· Move information around to new systems
Duration: 4-6 weeks.
Phase 5: Integration Testing
Activities:
· Test adjustments to the inventory
· Test the functioning of CRM
· Check financial transactions
· Verify the correctness of the reports
Duration: 4 weeks.
Phase 6: Employee Training
Training must include:
· ERP navigation
· CRM application
· Interpretation of Business Intelligence dashboards
· Knowledge about security
For implementation to be effective, employee adoption is crucia;.
Techniques for training:
· Workshops 
· Modules for online training
· Instructions for users
· Practical simulations
Phase 7: Go-Live Deployment
Activities:
· Install the system
· Keep an eye on performance
· Address problems as soon as possible
· Offer resources for assistance
To reduce disturbance, a staggered deployment starting with pilot stores is advised.

Change Management and Post-Implementation Support
Installing new software is only one aspect of a successful information system installation; another is successfully managing organisational change. Because they are used to the current procedures, employees at Kalori Ltd. Could be reluctant to embrace new technology. Therefore, in order to promote acceptance and reduce disruption, management should put in place a planned change management approach. Kotter (2012) asserts that a clear vision, good benefit communication, and employee involvement throughout the transition process are all necessary for organisational change to be successful.
Key personnel from every department should be designated as “system champions” to aid colleagues and offer input throughout installation in order to promote acceptance. Employees will be better able to comprehend how the new ERP, CRM, and BI tools will enhance their everyday job activities with regular communication through meetings, workshops, and progress reports.


Ongoing technical assistance should be offered after system deployment to guarantee that any problems are promptly fixed. A specialised support staff should keep an eye on system performance, respond to user issues, and offer more training as needed. In order to determine whether the system is accomplishing its goals - such as increasing customer service, decreasing reporting times, and improving inventory accuracy – performance evaluations should also be carried out on a regular basis.
Kalori Ltd. Will be able to maximise its return on investment while preserving operational effectiveness and fostering future business expansion thanks to ongoing monitoring and system improvement.

Potential Challenges and Mitigation Strategies
Challenge – Mitigation Strategy
Employee resistance – Training and communication
Data migration issues – data cleansing and testing
Budget overruns – careful project management
System downtime – Phased implementation
Integration complexity – Use experienced consultants

Conclusion
Due of its quick expansion, Kalori Ltd.’s current information systems have serious flaws. Operational performance and customer satisfaction are being hampered by manual inventory management, fragmented customer data, spreadsheet-based reporting, security flaws, and disjointed departmental systems.
The implementation of an integrated cloud-based ERP system with CRM and business intelligence features is suggested by this concept. Real-time inventory visibility, centralised customer data, automated reporting, better decision-making, increased security, and smooth departmental interaction are all possible with this kind of technology.
By reducing operational inefficiencies, enhancing customer experiences, supporting GDPR compliance, and building a scalable digital basis for future expansion, the proposed solution would assist Kalori Ltd. Kalori Ltd. May effectively alter its operations and improve its competitive position in the retail market by investing in staff training and change management, as well as by adhering to a defined implementation strategy.
In addition, the suggested solution has long-term strategic advantages that go beyond resolving Kalori Ltd.’s present operating difficulties. Organisations must be able to react swiftly to shifting consumer needs and market conditions as the retail sector becomes more digitally driven and competitive. Kalori Ltd. Will have the flexibility and insight required to stay competitive while enabling future development plans thanks to an integrated ERP, CRM, and business intelligence solution.
By guaranteeing that all staff members have access to correct and current information, the deployment of a centralised information system will help improve departmental cooperation. As a result, there will be less job duplication, better collaboration, and quicker solutions to business problems. Modern corporate systems’ enhanced security features and compliance controls will also assist safeguard consumer data and lower the possibility of legal repercussions for GDPR non-compliance.
Customers will gain from more accurate stock information, better order fulfilment, and tailored marketing initiatives that improve the entire shopping experience. Stronger brand recognition and more consumer loyalty may result from these enhancements. In the end, Kalori Ltd. Will be in a better position to attain sustainable development, boost profitability, and build a strong technical foundation that can support its business objectives for many years to come by investing in cutting-edge information systems and embracing digital transformation.
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