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[bookmark: _Toc219812694]Introduction
[bookmark: _Toc219812695]Overview of the Business Case
Kalori Ltd. is a rapidly developing consumer electronics retailer company with a network of 30 brick-and-mortar stores and a quickly growing online business. The organisation has been registering high sales growth within the last one year, which is an indication of growing consumer demand and proper market positioning. Nevertheless, the external development has been robust but the internal operations system has not adjusted to it. In contemporary retailing settings, information systems play a crucial role in coordinating organisational operations, decision-making as well as competitive advantage maintenance (Biswas et al., 2024). In the case of a company like Kalori Ltd. that handles a lot of information regarding the availability of stocks, customers, and timely reports, weak information systems will sabotage the effectiveness of the operations and the satisfaction of the customers.
[bookmark: _Toc219812696]Purpose and Scope of the Report
This report is designed to examine the operational issues confronting Kalori Ltd. due to its old and disjointed information systems and to suggest a suitable modern information system to enhance business performance in general. The report also considers the current systems in the organisation to determine the inefficiencies and lapses that are influencing the management of inventory, the management of customer relations, decision-making process, and the security of data. Based on this analysis, an appropriate information system solution is suggested and supported with reference to business requirements, effectiveness, scalability, and compliance with regulations. This report further provides a step by step plan of implementation to make sure that the adoption is successful and value is created over the long run.
[bookmark: _Toc219812697]Identification of Key Organisational Challenges
Kalori Ltd. has a number of interconnected issues that are restricting its performance. The manual system of tracking inventory used by the organisation often causes mismatch between the physical inventory at the store and online availability, which causes order cancellations, refunds, and complaints (Vaka, 2024). Customer information is spread across various dis-integrated systems and therefore it is hard to trace purchase history, customise marketing activities or provide an easy solution to customer concerns. Reporting processes that use spreadsheets are also a limitation of decision making because they are slow, known to have errors, and cannot give real-time information (Frempong et al., 2022). Moreover, the company is vulnerable to the GDPR non-compliance risks and cyberattacks due to weak access controls and poor data governance. Lastly, absence of system integration between departments adds work load on administration and probability of data error (Ren, 2022). These issues show why there is an urgent need to have an integrated information system that is modern to enable further growth and sustainability of Kalori Ltd.
[bookmark: _Toc219812698]Evaluation of Existing Systems
[bookmark: _Toc219812699]Inventory Management System Limitations
The existing inventory management system used by Kalori Ltd. is mainly at the manual stage and stock-related information is recorded at the different stores and subsequently consolidated using the spread sheets. This method does not synchronise the real time data of the physical stores with the e-commerce site, thus creating a high number of discrepancies in stocks (Chowdhury et al., 2025). The correct inventory information must be timely and precise and be found in an omnichannel retail environment to guarantee the efficient fulfilment of orders and customer satisfaction. Lack of automation of the process predisposes an element of human error and delays in updating stock levels, which have resulted in cases where customers make online orders of products that are out of stock (Helm et al., 2024). This does not only bring about operation inefficiencies but also erodes customer confidence and brand image.
[bookmark: _Toc219812700]Fragmented Customer Relationship Management
The customer data at Kalori Ltd. is divided among various systems that are disconnected and include point-of-sale software, email records and customer databases. This situation of fragmentation does not give the organisation an opportunity to create one complete vision of every customer. Customer relationship management is dependent on how the customer data is integrated to monitor the purchasing history, preferences, and interactions as time progresses (Fernando et al., 2023). The marketing team is not able to provide targeted promotions because there is a lack of centralised CRM system, and customer support personnel have had a hard time handling complaints efficiently due to the fact that related purchase records are usually incomplete or unavailable.
[bookmark: _Toc219812701]Inefficient Decision-Making and Reporting Processes
The outdated reporting practices severely limit decision-making in Kalori Ltd. Manual compilation of sales and performance reporting with the use of spreadsheets is time consuming to prepare and subject to errors. The management Information Systems are meant to deliver accurate, relevant and timely information in order to support planning, control and strategy making (Hamdat et al., 2024). Nevertheless, the current reporting systems at the Kalori Ltd. do not provide real-time insights, which restricts the management in analysing sales trends, making precise predictions regarding the demand, and taking proactive actions to the market changes. Consequently, there is a loss of strategic opportunities and there is lack of operational efficiency.
[bookmark: _Toc219812702]Data Security and Compliance Gaps
The data security and compliance risks are also significant in the current information systems at Kalori Ltd. Customers information is available in a variety of platforms and role-based access controls are not defined well and hence there may be unauthorised access to the information and loss of data (Ugbaja et al., 2023). This exposes Kalori Ltd to regulatory penalties, reputational damage, and reduced customer trust if corrective controls are not implemented promptly. The GDPR regulation compels organisations to adopt suitable technical and organisational controls that ensure the protection of personal data (Fakeyede et al., 2023). The current systems of Kalori Ltd compromises the required security measures and governance systems to guarantee complete adherence and puts the organisation at a risk of being fined and facing negative publicity.
[bookmark: _Toc219812703]Recommended Solution
[bookmark: _Toc219812704]Proposal of a Suitable New or Upgraded Information System
This report recommends an integrated Enterprise Resource Planning (ERP) system with a Customer Relationship Management (CRM) system to ensure operational inefficiencies of Kalori Ltd. are addressed. The ERP system would serve as a central platform whereby important business functions are integrated in one unified database like inventory management, sales, finance and procurement (Al Maruf, 2025). This would supersede the manual and fragmented systems of the organisation with a digitalised solution that can manage both the physical store and the e-commerce platform. Moreover, customer information would be centrally located by the CRM system, which would allow the organisation to deal with customer interactions, purchase histories, and requests of services more efficiently (Kedi et al., 2024). The combination of both the ERP and the CRM systems would equip Kalori Ltd. with a contemporary integrated information system architecture that would be appropriate to its omnichannel retail model.
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Figure 1: Existing vs Proposed Information Systems Architecture at Kalori Ltd.
[bookmark: _Toc219812705]Justification Based on Business Needs, Efficiency, Cost, and Scalability
The suggested ERP-CRM solution best fits the business requirements of Kalori Ltd, as it helps the company to resolve its fundamental problems of inaccurate inventory, customer data mismanagement, and ineffective reporting. Inventory monitoring would be automated and the difference between inventory in stores and online would be greatly reduced (Madamidola et al., 2024). Efficiency-wise, ERP systems minimize task redundancy and enhance the cross-department communication by allowing real-time sharing of data. However, despite the high cost of the initial implementation, cloud-based ERP and CRM solutions have lower operational long-term costs, minimising manual labour, errors, and infrastructure costs (Panigrahi, 2025). Another strength is scalability, since cloud-based systems can help Kalori Ltd. grow and add new locations and increase the volume of transactions without significant redesign of the system, which makes the solution the one that can be used in case of long-term growth.
[bookmark: _Toc219812706]Improvement of Operations, Data Management, and Decision-Making
The suggested system would greatly enhance a better working performance as it would streamline the working processes and improve the integration of the different departments. Inventory visibility Inventory visibility would be enhanced in real-time, making it easier and more accurate to fulfil orders and more personalised marketing and responsive customer service (Mattegunta, 2025). Regarding data management, the ERP-CRM system would guarantee the consistency, accuracy and availability of the data to one source of truth without the use of spreadsheets that are prone to errors. Better reporting and analysis software would give managers real time dashboards and performance indicators to make quicker and more informed decision making. Putra et al.  (2025) cite that integrated information systems are helpful in enriching managerial decisions through provision of timely, relevant, and reliable information. On the whole, the suggested solution would allow Kalori Ltd. to be more efficient in its work, proactively adjust to the changes in the market, and have a competitive edge.
[bookmark: _Toc219812707]Implementation Plan
[bookmark: _Toc219812708]Steps for Implementing the New Information System
The ERP and CRM systems that are to be implemented should be adopted in a staged and systematic way to reduce interference to operations and in order to ensure success in the adopted system (Rahman et al., 2025). The initial phase is to carry out a thorough requirements analysis, through the involvement of the major stakeholders within the inventory, sales, finance, marketing and IT departments. This makes the system fit in business processes and strategic goals. After this, an appropriate ERP-CRM vendor must be identified according to such criteria as functionality, cost, scalability, cloud capability, support by the vendor (Yathiraju, 2022). After the selected system, it would be configured and tailored to match the operational workflows of Kalori Ltd., and then the data in the old systems would be migrated. Information purification at this point is necessary to assure quality and uniformity in the new system.
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Figure 2: ERP–CRM Implementation Roadmap for Kalori Ltd.
[bookmark: _Toc219812709]Implementation Schedule and Responsibilities
Table 1: ERP–CRM Implementation Plan for Kalori Ltd.
	Phase
	Key Activities
	Purpose and Outcome

	Requirements Analysis
	Stakeholder consultation, process mapping
	Aligns system with business needs

	Vendor Selection
	Evaluation of ERP–CRM providers
	Ensures cost-effective and scalable solution

	System Configuration
	Customisation and system setup
	Supports operational efficiency

	Data Migration
	Cleansing and transferring legacy data
	Ensures data accuracy and integrity

	Training
	Staff training and user support
	Improves system adoption

	Deployment & Review
	System launch and performance monitoring
	Ensures smooth transition and optimisation



[bookmark: _Toc219812710]Training, Integration, and Change Management
The most important success factor in the implementation process is employee training. Role-specific training should be provided to the staff so that they can know how the new system can facilitate their everyday activities and enhance the overall performance. Proper training minimizes resistance to change and boosts user confidence needed to accept the system (Xue et al., 2024). Moreover, the integration with such existing infrastructure like point of sale and e-commerce platform need to be well managed to prevent loss of data or system failure. Mwamba (2023) notes that effective communication between the organisational leadership and employee engagement is essential in the management of the organisational change.
[bookmark: _Toc219812711]Potential Challenges and Risk Mitigation
The possible barriers are the resistance of employees, delays in implementation, and technical integration. Such risks can be averted by effectively communicating the benefits of the system, staged implementation, and piloting the implementation prior to complete roll out (Vogel et al., 2023). Monitoring and evaluation should be done continuously in order to detect problems so early and facilitate constant improvement. This implementation plan based on the steps will help Kalori Ltd. make a successful transition to a new ERP-CRM system and reap the benefits of its long-term operational and strategic advantages to the maximum extent.
[bookmark: _Toc219812712]Conclusion
[bookmark: _Toc219812713]Summary of Key Findings
This report has discussed the operational issues that Kalori Ltd. encounters due to its old and disjointed information systems. This evaluation revealed that the company has been experiencing a lot of inefficiency in inventory management, customer relationship management, decision-making procedures, and data security. The inefficiencies in the operational efficiency, low customer satisfaction and high compliance risks have been caused by manual systems, disconnected databases, and spreadsheet-based reporting, which is why a modern and integrated information system solution is needed.
[bookmark: _Toc219812714]Expected Benefits 
The report suggested that an integrated ERP and CRM system should be implemented to achieve these issues and enable the Kalori Ltd to grow further. The suggested solution would facilitate the operations, increase the quality of data, customer engagement, and facilitate real-time decision-making. Also, higher security would enhance compliance with GDPR and minimize the chances of cyber-attacks. Kalori Ltd. can effectively modernise its information systems and attain sustainable operational and competitive advantage by adopting a well-planned implementation strategy to focus on training, integration of systems and change management.
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