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Introduction
Kalori Ltd. is a rapidly growing consumer electronics retailer operating across physical stores and an e-commerce platform. However, its current information systems have failed to scale alongside this growth, resulting in operational inefficiencies, poor data management, and reduced organisational performance.
The core problem lies in the company’s reliance on fragmented and outdated systems that lack integration, automation, and real-time capabilities. This has negatively impacted inventory accuracy, customer relationship management, and strategic decision-making.
This report evaluates Kalori Ltd.’s information systems, analyses their limitations, and proposes an integrated ERP-CRM solution to improve operational efficiency, data management, and long-term competitiveness. 
Evaluation of existing systems
Kalori Ltd.’s existing information systems are not only operationally inefficient but also strategically limiting. One significant implication of the company’s fragmented systems is its inability to compete effectively with digitally established retailers such as Amazon and Currys, both of which rely on highly integrated, real-time information systems. These organisations utilise advanced inventory management technologies that synchronise stock levels across warehouses, physical stores, and online platforms, enabling accurate delivery estimates and preventing overselling. In contrast, Kalori Ltd.’s reliance on manual processes creates uncertainty in stock availability, frequently resulting in cancelled orders and diminished customer trust. From a calculated outlook, this places the company at a clear disadvantage, as modern consumers increasingly expect speed, accuracy, and reliability in service delivery.

Furthermore, the lack of system integration prevents Kalori Ltd. from leveraging data as a strategic asset. In contemporary retail environments, data-driven insights are essential for forecasting demand, identifying trends, and augmenting pricing strategies. Integrated systems enable organisations to analyse seasonal purchasing patterns and adjust inventory accordingly. Without such capabilities, Kalori Ltd. risks overstocking low-demand products while understocking high-demand items, leading to lost revenue opportunities and amplified holding costs. This highlights that the issue extends beyond operational inefficiency to include missed opportunities for strategic growth and cost optimisation.

In addition, fragmented systems significantly reduce organisational agility. Companies with real-time, integrated systems can react quickly to market fluctuations, such as sudden demand spikes or supply chain disruptions. However, Kalori Ltd.’s reliance on delayed, manually compiled reports restricts timely decision-making, forcing the organisation into a reactive rather than proactive approach. As Davenport (1998) argues, delayed access to information limits an organisation’s ability to respond effectively to dynamic market conditions, thereby reducing competitiveness.

The reliance on manual inventory tracking further exacerbates these challenges by creating persistent inaccuracies in stock data. This results in instantaneous operational issues such as order fulfilment failures, refunds, and delays, but also has wider implications, including damage to brand reputation and customer loyalty (Monk and Wagner, 2013). Moreover, as the business continues to grow, these manual processes become increasingly unsustainable, creating bottlenecks that hinder scalability and operational efficiency.
Similarly, fragmented Customer Relationship Management (CRM) systems limit the organisation’s ability to fully utilise customer data. While this leads to poor personalisation and ineffective marketing campaigns, the deeper issue is the inability to develop data-driven customer strategies, which are essential for long-term competitive differentiation (Microsoft, 2023). Without a unified view of customer interactions, Kalori Ltd. cannot effectively enhance customer experience or maximise customer lifetime value.
The use of spreadsheet-based reporting further intensifies these inefficiencies. In addition to being prone to human error, such systems lack real-time analytical capabilities, preventing proactive and informed decision-making. This reliance on outdated reporting methods restricts strategic responsiveness and limits the organisation’s ability to identify emerging opportunities.

Moreover, the absence of integration across departments creates organisational silos, increasing operational costs and reducing overall productivity. Employees are required to manually transfer data between systems, which not only increases the possibility of errors but also diverts time away from value-adding activities (O’Brien and Marakas, 2011).

Finally, weak data security measures and insufficient compliance mechanisms expose Kalori Ltd. to significant regulatory and reputational risks. In the context of the General Data Protection Regulation (GDPR), inadequate data protection is not merely a technical issue but a serious strategic concern, as breaches can result in severe financial penalties and long-term damage to customer trust (European Commission, 2023).
Overall, these issues exhibit that Kalori Ltd.’s current systems are not simply inefficient but fundamentally unsustainable, limiting the organisation’s ability to scale, compete, and operate effectively in a modern, data-driven retail environment.
Recommended solution
The adoption of a cloud-based integrated Enterprise Resource Planning (ERP) and Customer Relationship Management (CRM) system—such as SAP Business One, Microsoft Dynamics 365, or Oracle NetSuite—represents a suitable solution to address Kalori Ltd.’s operational challenges. These systems enable real-time data incorporation across key business functions, including inventory, sales, finance, and customer management, thereby improving organisational visibility, coordination, and decision-making (Laudon and Laudon, 2020). By centralising data within a single platform, the organisation can exclude fragmentation, reduce manual processes, and enhance overall efficiency.
However, while the benefits of ERP–CRM integration are substantial, it is important to critically evaluate this reference, as such systems do not guarantee success. ERP implementation is widely recognised as complex, costly, and high-risk. Davenport (1998) highlights that many ERP projects fail due to inadequate planning, lack of user adoption, or organisational resistance. For a mid-sized organisation such as Kalori Ltd., the financial investment can be significant, encompassing software licensing, system customisation, employee training, and potential operational disruption during the transition period.
Real-world examples further emphasise these risks. A well-documented case is the failed ERP implementation at lLid, where the organisation abandoned a major SAP project after investing substantial financial resources due to misalignment between the system and its business processes. This demonstrates that ERP systems must be carefully adapted to organisational needs rather than forcing the organisation to conform entirely to the system. Similarly, Hershey Company experienced significant operational disruption following a rushed ERP implementation, resulting in supply chain failures and delayed deliveries. These examples highlight that poor planning and insufficient testing can lead to severe financial and reputational consequences.
Another critical consideration is cost. Although cloud-based ERP solutions reduce the need for extensive IT infrastructure, the total cost of ownership remains high, including ongoing subscription fees, maintenance, and support. For Kalori Ltd., this may create short-term financial pressure. However, research such as Hitt et al. (2002) suggests that organisations often achieve long-term productivity gains and improved financial performance following successful ERP adoption. Therefore, the decision to implement such a system should be based on a careful cost–benefit analysis, ensuring that the organisation has both the financial capacity and strategic readiness to support the investment.
Despite these challenges, the long-term benefits can be significant if implementation is managed effectively. The system would enable real-time inventory tracking, reducing stock discrepancies and improving demand forecasting. More importantly, it would support data-driven decision-making, allowing Kalori Ltd. to respond proactively to market trends and maintain competitiveness in a rapidly evolving retail environment.
Furthermore, a centralised CRM system would allow the organisation to transition from transactional interactions to relationship-based customer strategies. By providing a unified view of customer data, Kalori Ltd. can deliver personalised marketing, improve customer service, and enhance customer retention. However, it is important to note that simply implementing a CRM system does not guarantee improved customer engagement; its effectiveness depends on how well the organisation utilises the data generated.
In addition, there is a significant risk of employee resistance, particularly if staff are accustomed to existing processes. Without effective change management, this resistance may result in underutilisation of the system, limiting its overall value. Consequently, the success of the proposed solution depends not only on technological capability but also on organisational culture, leadership, and user engagement.
From a cost–benefit perspective, while short-term financial and operational challenges are inevitable, the long-term gains include improved efficiency, enhanced customer satisfaction, reduced operational costs, and increased revenue potential. Cloud-based solutions also provide scalability, enabling Kalori Ltd. to expand its operations without requiring major system changes.
Therefore, although the implementation of an integrated ERP–CRM system involves considerable risks and investment, it remains strategically justified, as it aligns with Kalori Ltd.’s growth objectives and its need to transition towards a more efficient, data-driven, and competitive business model.
Implementation plan
A structured and phased implementation approach is essential to ensure the successful adoption of the proposed ERP–CRM system at Kalori Ltd., while minimising operational risks and disruption. The process begins with the planning and requirements analysis phase, which is critical, as poor requirements definition is one of the leading causes of ERP failure. Clearly identifying business needs, system requirements, and organisational objectives ensures that the selected solution aligns effectively with operational processes and strategic goals (Laudon and Laudon, 2020).
One of the most significant challenges during implementation is data migration, which is often underestimated. Legacy systems typically contain duplicate, outdated, or inconsistent data, and transferring such data directly into a new system can compromise its effectiveness. For instance, duplicated or incomplete customer records would prevent the CRM system from generating accurate insights, undermining its ability to support decision-making and customer engagement. Therefore, Kalori Ltd. must prioritise data cleansing, confirmation, and standardisation before migration to ensure high data quality and system reliability (Monk and Wagner, 2013).

Another critical factor is training and change management. Employee resistance is widely recognised as one of the most common causes of ERP implementation failure (Finney and Corbett, 2007). Staff may perceive the new system as multifaceted or fear that automation could replace their roles, leading to reluctance in adoption. To mitigate this, Kalori Ltd. should implement a proactive change management strategy that contains clear communication, employee involvement in the implementation process, and continuous training. This method helps build user confidence, reduces resistance, and ensures that employees are able to utilise the system effectively (O’Brien and Marakas, 2011).
System testing also plays a crucial role, not only as a technical requirement but as a key risk mitigation strategy. Comprehensive testing—including unit testing, integration testing, and user acceptance testing—ensures that potential issues are identified and resolved before full deployment. This reduces the likelihood of system failure and lessens disruption to business operations.
Additionally, system downtime during implementation presents a potential risk. If not carefully managed, the transition could interrupt daily operations, leading to lost sales and reduced customer satisfaction. To address this, a phased rollout approach should be adopted, beginning with a pilot programme. This allows the organisation to test the system on a smaller scale, identify potential issues, and make needed adjustments before full implementation. Such an approach reduces operational risk and improves overall system reliability.
Ultimately, the success of the implementation depends not only on the technical capabilities of the system but also on organisational readiness. Without effective planning, user engagement, and change management, even the most cutting-edge system may fail to deliver its intended benefits. Therefore, Kalori Ltd. must adopt a holistic approach that balances technology, people, and processes to ensure long-term success.
Conclusion
In a progressively digital and competitive retail environment, the ability to effectively manage and utilise data has become a key factor of organisational success. Kalori Ltd.’s current reliance on fragmented and outdated information systems is no longer sustainable, as it not only limits operational efficiency but also restricts the company’s ability to compete with more technologically advanced retailers. These limitations hinder scalability, reduce responsiveness to market changes, and ultimately weaken the organisation’s competitive position.
If Kalori Ltd. fails to implement an integrated system, these inefficiencies are likely to strengthen as the business continues to grow. This may lead to increased operational costs, declining customer satisfaction, and a gradual loss of market share. In contrast, the successful implementation of an integrated ERP–CRM system would enable the organisation to transition from a reactive to a proactive business model, where decisions are driven by real-time data and strategic insights.
The proposed ERP–CRM solution offers significant advantages, including improved data visibility, enhanced decision-making, streamlined operations, and stronger customer engagement. While the implementation involves considerable costs and risks, these challenges can be mitigated through careful planning, effective change management, and a phased rollout strategy. Importantly, the long-term benefits—such as increased efficiency, improved customer retention, and greater revenue potential—outweigh the initial investment when managed effectively.
Therefore, the adoption of an integrated information system should not be viewed merely as a technological upgrade, but as a strategic transformation essential for long-term sustainability and competitive advantage. Without such transformation, Kalori Ltd. risks falling behind in an increasingly data-driven retail landscape.
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