Proposal for Modern Information System Implementation at Kalori Ltd.
1. Introduction
Kalori Ltd. is a rapidly expanding consumer electronics retailer operating 30 physical stores alongside a growing e‑commerce platform. Despite strong sales performance over the past year, the organisation is experiencing significant operational inefficiencies due to outdated and fragmented information systems. These issues are now constraining growth, reducing customer satisfaction, and increasing operational risk. As the company seeks to scale further, the limitations of its current systems have become increasingly visible.
The most pressing challenge is the company’s manual inventory tracking system, which has resulted in frequent stock discrepancies between physical stores and online orders. Customers often place online orders for items that appear available but are later found to be out of stock, leading to refunds, complaints, and reputational damage. Store managers also struggle to identify overstocked and understocked items, resulting in unnecessary storage costs, missed sales opportunities, and inefficient replenishment cycles.
A second major challenge concerns customer relationship management. Customer data is stored across multiple disconnected systems, making it difficult to track purchase history, manage loyalty programmes, or deliver personalised marketing. The marketing team cannot segment customers effectively, while the customer support team lacks access to complete purchase records, slowing complaint resolution and reducing service quality.
Decision‑making is also hindered by the company’s reliance on manual spreadsheet‑based reporting. Sales reports are often inaccurate, outdated, and inconsistent across departments. Managers lack real‑time visibility of sales trends, making forecasting and strategic planning slow and unreliable. This limits the company’s ability to respond to market changes and optimise stock levels.
Furthermore, Kalori Ltd. is not fully compliant with GDPR requirements (Xero, 2026). The current systems lack secure access controls, increasing the risk of unauthorised access to sensitive customer data. With rising cyber threats and strict regulatory penalties, this represents a significant organisational risk (Cisco (2025)
Finally, the lack of integration across departments has created operational silos. Sales, finance, and inventory teams use separate software systems that do not communicate, forcing employees to manually transfer data. This increases the likelihood of errors, slows operations, and reduces overall productivity.
This proposal recommends the implementation of an integrated Enterprise Resource Planning (ERP) system combined with a modern Customer Relationship Management (CRM) platform. These systems will streamline operations, improve data accuracy, enhance customer satisfaction, and support Kalori Ltd.’s long‑term growth strategy (Davis, J. 2025; Zeshan 2025).
Evaluation of Existing Systems
Manual Inventory Tracking Kalori Ltd.’s inventory management is currently performed manually using spreadsheets and paper‑based processes. This approach is highly prone to human error, lacks real‑time visibility, and cannot support the complexity of multi‑channel retail operations. According to Laudon and Laudon (2020), manual systems are inefficient for modern retail environments because they cannot synchronise stock levels across multiple locations or support automated replenishment. The consequences of this outdated system include Frequent stock discrepancies between online and in‑store inventory, Customer dissatisfaction due to cancelled orders, Overstocking and understocking, Inefficient supply chain operations and Increased labour costs due to manual stock checks These issues directly impact profitability and customer loyalty. 
Fragmented Customer Data Customer information is stored across multiple systems, including point‑of‑sale (POS) terminals, online order databases, and marketing spreadsheets. This fragmentation prevents the company from building a unified customer profile. As O’Brien and Marakas (2019) note, disconnected CRM systems limit an organisation’s ability to deliver personalised marketing, manage customer relationships, and analyse customer behaviour (Davis, J. 2025 ;GeeksforGeeks, 2025).
The lack of a centralised CRM system results in:
•  Inability to track customer purchase history
•  Poor customer service due to missing data
•  Ineffective marketing campaigns
•  Limited customer segmentation
•  Reduced customer retention

Spreadsheet‑Based Reporting
Sales and performance reports are manually compiled using spreadsheets. This process is slow, error‑prone, and lacks real‑time accuracy. Stair and Reynolds (2019) argue that spreadsheet‑based reporting is unsuitable for fast‑growing organisations because it cannot support real‑time analytics or automated data validation (AIS Consulting, 2025; Jacobs, M. 2024).
The consequences include:
•  Delayed decision‑making
•  Inaccurate sales forecasts
•  Poor visibility of business performance
•  Inability to respond quickly to market trends
Lack of GDPR Compliance
The company’s current systems lack secure access controls, audit trails, and data‑protection mechanisms. This exposes the organisation to legal and financial risks. According to Whitman and Mattord (2022), organisations must implement secure information systems with role‑based access, encryption, and monitoring to comply with GDPR and protect customer data (Data Privacy Advisory Service, 2025; Xero, 2026).
Lack of System Integration
Sales, finance, inventory, and marketing systems operate independently. This siloed structure forces employees to manually transfer data, increasing the likelihood of errors and slowing operations. Turban, (2018) emphasise that integrated systems are essential for improving organisational efficiency and enabling seamless data flow across departments (Yasar, K. and Ehrens, 2022; AltexSoft Editorial Team (2024).
Recommended Solution
Proposed Information System: ERP + CRM Integration (Microsoft Dynamics 365, 2026) To address the challenges identified, due to the issues identified  this report recommends implementing, a cloud‑based Enterprise Resource Planning (ERP) system, as well as a modern Customer Relationship Management (CRM) platform with Full integration between ERP, CRM, POS, and e‑commerce systems This combination will provide a unified, real‑time view of inventory, sales, customer data, and financial performance. My Justification for ERP Implementation an ERP system integrates core business functions including inventory, finance, sales, and supply chain into a single platform. According to Monk and Wagner (2013), ERP systems improve operational efficiency by automating processes, reducing duplication, and providing real‑time data visibility. For Kalori Ltd., an ERP system will synchronise inventory across all 30 stores and the e‑commerce platform, automate stock replenishment, reduce stock discrepancies, improve supply chain coordination, Provide real‑time sales and inventory dashboards and Support GDPR compliance through secure access controls (Aawoods, 2025; GDPR.eu, 2019).
Justification for CRM Implementation
A CRM system centralises customer data, enabling personalised marketing, improved customer service, and better customer retention. Buttle and Maklan (2019) argue that CRM systems are essential for building long‑term customer relationships and improving customer lifetime value (Sirk C, 2026; Salesforce, (2025).
For Kalori Ltd., a CRM system will:
•  Consolidate customer data into a single database
•  Enable personalised marketing campaigns
•  Improve customer service through access to purchase history
•  Support loyalty programmes
•  Provide analytics on customer behaviour
Benefits of ERP–CRM Integration
Integrating ERP and CRM systems will create a seamless flow of information across the organisation (NeosAlpha 2026). This integration will:
•  Provide real‑time visibility of customer orders and stock availability
•  Improve order fulfilment accuracy
•  Reduce manual data entry
•  Enable data‑driven decision‑making
•  Support scalable growth
Cost and Scalability Considerations
Cloud‑based ERP and CRM systems offer subscription‑based pricing, reducing upfront costs. They also scale easily as the company expands. According to Baltzan (2019), cloud systems provide flexibility, lower maintenance costs, and improved accessibility.
Implementation Plan
Phase 1: Requirements Analysis (Month 1–2)
•  Conduct workshops with all departments
•  Identify functional and technical requirements
•  Map existing processes
•  Define integration needs
Phase 2: System Selection (Month 3)
•  Evaluate ERP vendors (e.g., SAP Business One, Oracle NetSuite, Microsoft Dynamics 365)
•  Evaluate CRM vendors (e.g., Salesforce, HubSpot, Zoho CRM)
•  Assess cost, scalability, and compatibility
Phase 3: System Design (Month 4–5)
•  Configure ERP modules (inventory, finance, sales)
•  Configure CRM modules (customer profiles, marketing automation)
•  Design data‑migration strategy
Develop integration architecture
Phase 4: Data Migration (Month 6–7)
•  Clean existing data
•  Migrate customer, inventory, and sales data
•  Validate data accuracy (Carson, D. 2025)
Phase 5: System Integration (Month 8–9)
•  Integrate ERP with CRM
•  Integrate POS and e‑commerce systems
•  Test data flow across departments (GeeksforGeeks, 2025)
Phase 6: Training and Change Management (Month 10–11)
•  Provide training for store managers, marketing teams, finance teams, and customer support
•  Develop user manuals (Knowledgetrain, 2026)
•  Conduct pilot testing in selected stores
Change management is critical. According to Kotter (2012), successful system adoption requires communication, leadership support, and employee engagement.
Phase 7: Go‑Live and Monitoring (Month 12)
•  Launch system across all stores
•  Monitor performance
•  Provide technical support
•  Conduct post‑implementation review
Conclusion
The analysis of Kalori Ltd.’s operational challenges demonstrates that the organisation has reached a critical point where its outdated and fragmented information systems can no longer support its rapid growth, expanding customer base, or increasingly complex retail operations. The company’s reliance on manual inventory tracking, disconnected customer data repositories, spreadsheet‑based reporting, and non‑integrated departmental systems has created inefficiencies that undermine performance, profitability, and customer satisfaction. These issues are not isolated technical problems but systemic barriers that restrict the company’s ability to scale, innovate, and compete effectively in a digital retail environment. As Laudon and Laudon (2020) emphasise, modern organisations must adopt integrated, data‑driven information systems to maintain operational excellence and strategic agility.
The proposed solution implementing a cloud‑based Enterprise Resource Planning (ERP) system integrated with a modern Customer Relationship Management (CRM) platform directly addresses the root causes of Kalori Ltd.’s challenges. ERP systems consolidate core business functions such as inventory, finance, sales, and supply chain management into a unified platform, enabling real‑time visibility and automated workflows. This will eliminate the stock discrepancies that currently frustrate customers and store managers, while also improving replenishment accuracy and reducing financial losses associated with overstocking and understocking. As Monk and Wagner (2013) argue, ERP systems are essential for organisations seeking to streamline operations and enhance data accuracy across multiple business units.
Similarly, the introduction of a CRM system will transform the way Kalori Ltd. manages customer relationships. By centralising customer data, the company will be able to track purchase histories, personalise marketing campaigns, and improve customer service responsiveness. Buttle and Maklan (2019) highlight that CRM systems are fundamental for building long‑term customer loyalty and enabling targeted, data‑driven marketing strategies. For Kalori Ltd., this shift will not only enhance customer satisfaction but also increase repeat purchases and overall customer lifetime value.
The integration of ERP and CRM systems will create a seamless flow of information across the organisation, eliminating the departmental silos that currently hinder efficiency. This integration will support faster decision‑making, more accurate forecasting, and improved cross‑departmental collaboration. Stair and Reynolds (2019) note that integrated systems reduce duplication, minimise human error, and enable organisations to operate with greater coherence and strategic alignment. For Kalori Ltd., this means that sales, finance, marketing, and inventory teams will finally be able to work from a single source of truth.
The proposed systems will also significantly strengthen the company’s data protection posture. With GDPR compliance becoming increasingly important, the implementation of secure access controls, audit trails, and data‑governance mechanisms will reduce the risk of unauthorised access and potential legal penalties. Whitman and Mattord (2022) emphasise that modern information systems must embed security at their core to protect sensitive customer data and maintain regulatory compliance. By adopting secure, cloud‑based platforms, Kalori Ltd. will be better positioned to safeguard its information assets and maintain customer trust.
The implementation plan outlined in the report provides a structured, phased approach that minimises disruption while ensuring successful system adoption. From requirements analysis and vendor selection to data migration, integration, training, and go‑live, each stage is designed to support a smooth transition to the new systems. Kotter’s (2012) principles of change management reinforce the importance of communication, leadership support, and employee engagement throughout the implementation process. By following this structured approach, Kalori Ltd. can mitigate risks, build organisational readiness, and ensure that employees are confident and competent in using the new systems.
In summary, the adoption of an integrated ERP and CRM solution represents a transformative opportunity for Kalori Ltd. These systems will modernise the company’s operations, enhance customer satisfaction, improve data accuracy, and support strategic decision‑making. They will also provide the scalability needed to support future expansion, ensuring that the organisation remains competitive in a fast‑evolving retail landscape. By investing in modern information systems, Kalori Ltd. is not only addressing its current operational challenges but also laying the foundation for sustainable growth, improved performance, and long‑term success (Harvey, G. 2026; Lanoue, S.2024).
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