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Proposal for Modernising AKPerog Ltd.’s Information Systems
1. Introduction
1.1 Overview of the Business Case
AKPerog Ltd. is a quickly developing consumer electronics retailer operating 30 physical stores and an online platform. Over the past year, the company has experienced significant sales growth, demonstrating a strong market presence and customer demand. However, this success has encounter severe operational inefficiencies due to outdated and disconnected information systems. As a result, the company faces inventory flaws, customer dissatisfaction, regulatory compliance issues, and poor decision-making capabilities.
To remain competitive and sustainable in the digital time, AKPerog Ltd. must adopt modern, integrated information systems that increase efficiency, data visibility, and customer experience. This proposal creates a complete plan to replace the current fragmented systems with an integrated Enterprise Resource Planning (ERP) and Customer Relationship Management (CRM) solution. The proposed system will improve operations, streamline communication, support data-driven decisions, and ensure compliance with data protection regulations.
1.2 Key Challenges Faced by the Organization
After reviewing the case, the following key challenges have been identified:
1. Inefficient Inventory Management: Manual inventory tracking causes discrepancies between physical stores and online stock levels, leading to overstocking, understocking, and customer dissatisfaction.
2. Split Customer Data: Customer information is stored across multiple systems, delaying personalized marketing and effective customer service.
3. Manual Reporting and Poor Decision-Making: Sales reports are compiled manually using spreadsheets, resulting in delays, inaccuracies, and limited real-time vision.
4. Regulatory Compliance Risks: Current systems lack secure access controls and fail to meet GDPR compliance requirements, standing potential legal and reputational risks.
5. Lack of System Integration: Sales, finance, and inventory systems operate independently, requiring manual data transfer that wastes time and increases errors.
6. Limited Scalability: The existing IT infrastructure cannot support the company’s growth path, especially with plans for further expansion.
These issues together destabilize AKPerog Ltd.’s efficiency, profitability, and customer satisfaction. Therefore, a complete systems upgrade is both necessary and urgent.

2. Evaluation of Existing Systems
2.1 Analysis of Current Information Systems
Currently, AKPerog Ltd. relies heavily on manual and semi-automated processes. The following components make up its existing information environment:
· Inventory Management: A manually updated spreadsheet-based system maintained by store managers. Inventory understanding between online and physical stores is performed weekly, resulting in frequent data mismatches.
· Sales and Order Processing: Each store uses separate Point of Sale (POS) systems that are not integrated with the e-commerce platform. Online orders are processed through a basic web-based system that depend on email notifications.
· Customer Data Management: Customer information is thrown across marketing, sales, and support systems, with no centralized database. This fragmentation prevents effective tracking of customer interactions or purchase history.
· Financial Management: Accounting is handled through unrelated desktop software (e.g., QuickBooks or Sage) with manual data entry from multiple departments.
· Reporting and Decision-Making: Management reports are created using Excel spreadsheets, compiled manually from various data sources. This process is time-consuming and error liable.
· Security and Compliance: There are no centralized access controls or audit track. Sensitive data is stored locally without encryption, violating GDPR principles of data minimization and protection by design.


2.2 Identification of Inefficiencies and Gaps
A comprehensive analysis reveals the following gaps in AKPerog Ltd.’s current systems:

	Area
	Current State
	Key Inefficiencies

	Inventory Management
	Manual spreadsheets
	Inaccurate stock levels, delayed updates, over/understocking

	Sales Systems
	Separate store and online systems
	Lack of synchronization, duplicate data entry

	Customer Data
	Fragmented across departments
	Poor customer perceptions, limited personalization

	Reporting
	Manual Excel-based
	Time-consuming, error-liable, lacks real-time data

	Compliance
	Weak access control, unencrypted storage
	GDPR non-compliance, security risks

	Integration
	Disconnected systems
	Manual data transfer, delays, high risk of data inconsistency



The current systems cannot scale with business growth and fail to provide management with the real-time insights necessary for strategic decision-making. This ineffectiveness turns directly into lost revenue, wasted labour, and decreased customer trust.








3. Recommended Solution
3.1 Proposed System
To address AKPerog Ltd.’s operational challenges, this report recommends the implementation of an integrated Enterprise Resource Planning (ERP) and Customer Relationship Management (CRM) system, such as Microsoft Dynamics 365 or SAP Business One. These modern, cloud-based platforms are created for growing retail businesses and provide a unified solution that integrates key business processes—inventory management, finance, sales, customer service, and reporting—into one centralized system.
The new system will replace the company’s fragmented and manual processes with an automated, real-time environment that enhances visibility, efficiency, and decision-making. By consolidating data from all departments into a single platform, the ERP-CRM solution will enable accurate, consistent, and timely information sharing across the organization, reducing duplication and human error.
Key Components:
1. ERP Module: Manages essential back-office functions such as inventory control, locating, financial accounting, supply chain operations, and reporting. This ensures streamlined workflows, reduced operational costs, and improved accuracy in resource management.
2. CRM Module: Centralizes customer data to manage sales leads, marketing campaigns, and after-sales service. This promotes stronger customer relationships, personalized engagement, and improved satisfaction.
3. Business Intelligence (BI) Tools: Offer real-time insights through interactive dashboards and analytics, enabling management to make informed, data-driven decisions.
4. Cloud-Based Infrastructure: Provides adaptability and flexibility, allowing AKPerog Ltd. to expand easily while minimizing IT maintenance and infrastructure costs. Cloud holding ensures accessibility from any location, supporting both in-store and online operations.
5. Security and Compliance Features: Include advanced encryption, access controls, and GDPR-compliant data handling to protect customer information and maintain regulatory compliance.
Overall, the integrated ERP and CRM solution will create a connected, efficient, and secure business environment that supports AKPerog Ltd.’s growth objectives and enhances overall performance.
3.2 Justification for Recommendation
The recommendation to implement an integrated ERP and CRM system for AKPerog Ltd. is justified by its ability to address key business challenges and support long-term growth. The proposed solution stands with the company’s strategic objectives by improving efficiency, accuracy, scalability, and data compliance. The following table outlines the main criteria and justifications for this recommendation:

	Criteria
	Justification

	Business Needs
	Integrates key operations, ensuring accurate inventory, centralized customer data, and better coordination between departments.

	Efficiency
	Automation minimizes manual work, reduces human error, and improves operational speed and productivity.

	Cost-Effectiveness
	Though initial costs are high, long-term savings result from fewer errors, better forecasting, and reduced labour costs.

	Scalability
	Cloud-based systems allow seamless expansion as new stores or online channels are created.

	Integration
	Unified data flow between sales, finance, and inventory eliminates duplication and ensures real-time accuracy.

	Data Security & Compliance
	Advanced encryption, access control, and GDPR-compliant features protect sensitive customer information.



Overall, the system’s integration, automation, and compliance features make it a sustainable and future-ready investment.



3.3 How the System Improves Operations
The implementation of an integrated ERP and CRM system will significantly improve AKPerog Ltd.’s operations across key business areas.
Inventory Management: The system will provide real-time visibility of stock across all stores and online ways, ensuring accuracy and preventing customer disappointment. Automatic synchronization between POS and online sales, combined with predictive restocking using demand forecasting, will minimize both stockouts and overstock situations.
Customer Relationship Management: A centralized customer database will consolidate all purchase histories, enabling personalized marketing campaigns and loyalty programs. Integrated support tools will enhance complaint handling, improve customer satisfaction and holding.
Data Management and Decision-Making: Business Intelligence dashboards will deliver real-time analytics and automated reporting, eliminating manual errors and delays. Managers will gain accurate insights for forecasting and strategic planning.
Compliance and Security: The system’s role-based access controls and encrypted cloud storage ensure GDPR compliance. Features such as automated consent management and audit trails safeguard data privacy and accountability.
Interdepartmental Integration: Seamless communication between sales, finance, inventory, and customer service teams will streamline workflows, reduce manual data entry, and adopt collaboration. Collectively, these improvements will enhance efficiency, accuracy, and responsiveness, driving AKPerog Ltd. toward data-driven, sustainable growth
4. Implementation Plan
4.1 Implementation Phases
The recommended implementation of the proposed ERP and CRM system will follow a structured five-phase steps, ensuring that the transition is smooth, efficient, and minimally disruptive to AKPerog Ltd.’s day-to-day operations. Each phase will be clearly defined, with specific objectives, deliverables, and timelines to ensure successful operation and adoption.


The detailed implementation plan is outlined below:
	Phase
	Activities
	Duration

	1. Planning & Requirements Gathering
	Conduct stakeholder interviews, analyse existing workflows, map business processes, define system requirements, and select the most suitable ERP-CRM vendor. Establish project timelines, responsibilities, and budget allocation.
	4 weeks

	2. System Design & Customization
	Configure ERP and CRM modules to match AKPerog Ltd.’s operational workflows. Integrate existing POS systems, e-commerce platforms, and financial software. Ensure the design supports adaptability and supports with business objectives.
	6 weeks

	3. Data Migration & Testing
	Clean and validate existing data before migration. Migrate data securely to the new system. Conduct system integration testing and User Acceptance Testing (UAT) to confirm that all modules function correctly and data flows without problems.
	5 weeks

	4. Training & Change Management
	Deliver comprehensive training programs tailored to various user roles. Provide user manuals, e-learning materials, live demonstrations and trainings. Implement a change management strategy focusing on staff engagement, communication, and technical support through a helpdesk.
	3 weeks

	5. Go-Live & Post-Implementation Review
	Officially launch the system across all locations. Monitor performance, identify and resolve technical issues, and gather user feedback. Conduct a post-implementation review to assess performance and plan for ongoing system optimization.
	2 weeks



This structured approach ensures that every stage—from planning to review—is completed efficiently, minimizing risks and maximizing system effectiveness.
Total Implementation Duration: Approximately 20 weeks (5 months).
4.2 Training and Change Management
Transitioning to a new system requires careful management to ensure staff adoption:
· Training Plan:
· Role-specific training sessions for managers, staff, and IT personnel.
· “Train-the-trainer” model to build in-house expertise.
· Continuous learning through e-modules and workshops.
· Change Management Strategy:
· Communicate benefits clearly to reduce resistance.
· Establish a change champion team in each department.
· Offer ongoing support through a helpdesk and feedback channels.
4.3 Integration with Existing Infrastructure
The ERP-CRM system will integrate with:
· Existing POS systems via API connections.
· E-commerce platforms (e.g., Shopify or Magento).
· Financial software and banking systems for automated settlement.
This hybrid integration ensures a smooth transition without major disruption to ongoing operations.









4.4 Potential Challenges and Mitigation Strategies

	Challenge
	Impact
	Mitigation

	Resistance to change
	Low system adoption
	Early communication, user involvement, comprehensive training

	Data migration errors
	Data loss or inconsistency
	Data cleaning, backup, pilot testing before full migration

	System downtime during rollout
	Business disruption
	Phased rollout, testing during off-peak hours

	Budget overruns
	Financial strain
	Detailed planning, fixed-price vendor contracts

	Cybersecurity threats
	Data breaches
	Implement robust access controls, encryption, and monitoring




4.5 Estimated Cost
A high-level cost estimate for the implementation is as follows:

	Cost Component
	Estimated Cost (£)

	ERP-CRM Software Licences (cloud-based, annual)
	80,000

	System Customization and Integration
	40,000

	Data Migration and Testing
	15,000

	Training and Change Management
	10,000

	Maintenance and Support (first year)
	5,000

	Total Estimated Cost
	£150,000



While this represents a substantial initial investment, the system’s long-term benefits—reduced stock errors, fewer refunds, improved marketing ROI, and faster decision-making—will deliver measurable financial returns within 12–18 months.
5. Conclusion
AKPerog Ltd. stands at a critical juncture. Despite its strong market position, operational inefficiencies and data fragmentation threaten its continued growth. Implementing a modern, integrated ERP and CRM system will enable the company to:
· Achieve real-time inventory accuracy and optimized supply chain management.
· Build a centralized customer database for effective CRM and marketing.
· Enable data-driven decision-making through analytics and business intelligence tools.
· Ensure GDPR compliance and enhanced data security.
· Support future scalability as the company expands.
This transformation will not only resolve current operational challenges but also position AKPerog Ltd. as a technologically advanced retailer capable of delivering superior customer experiences and maintaining competitive advantage in the long term.
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