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Component 2 - Individual report- Information Systems Improvements
1. Introduction
AKPerog Ltd. is a growing consumer electronics retailer with 30 physical stores and a developing e-commerce platform. Rapid sales growth has exposed operational challenges caused by outdated and inefficient information systems (Stair and Reynolds, 2015). Reliance on manual inventory management and poor departmental integration has led to delays, errors, and financial losses (Relph and Milner, 2015).
Manual stock tracking often causes discrepancies between store inventories and online orders, resulting in refunds, lost sales, and reduced customer satisfaction (Inbound Logistics, 2025). Customer data is fragmented across multiple systems, making personalized marketing and complaint resolution difficult (Buttle and Maklan, 2015; Kumar and Reinartz, 2015).
Spreadsheet-based sales reporting slows decision-making, limiting management’s ability to monitor trends, forecast demand, and respond to market opportunities (Oracle, 2023). Current systems also lack full GDPR compliance, risking unauthorized access to sensitive data (Bocij, Greasley and Hickie, 2015).
Departments operate on disconnected software platforms, requiring manual data transfers that increase errors and bottlenecks (Bradford, 2015). There is an urgent need for an integrated information system to streamline operations and improve efficiency (Pelphrey, 2015; Jordan, 2015).
This proposal recommends implementing a modern Enterprise Resource Planning (ERP) system alongside a centralized Customer Relationship Management (CRM) platform (Salesforce, 2025), which will enhance operational performance, support data-driven decisions, ensure compliance, and position AKPerog Ltd. for sustainable growth (Berman and Evans, 2015; Bragg, 2015).
2. Evaluation of Existing Systems
AKPerog Ltd. depends on manual processes and fragmented software, causing frequent inventory discrepancies between stores and online sales (Stair and Reynolds, 2015; Relph and Milner, 2015; Inbound Logistics, 2025), leading to customer complaints and refunds (Oracle, 2023). Customer data is scattered across multiple systems, hindering personalized marketing and complaint handling (Buttle and Maklan, 2015; Kumar and Reinartz, 2015; Salesforce, 2025).
Sales reporting is manually compiled and often outdated, limiting real-time decision-making, trend analysis, and inventory planning (Bradford, 2015; Bocij, Greasley and Hickie, 2015; Berman and Evans, 2015). Weak security controls increase the risk of GDPR non-compliance and data breaches, threatening both legal compliance and customer trust (Jordan, 2015; Pelphrey, 2015).
3. Recommended Solution
Proposed Information System
To address the operational challenges faced by AKPerog Ltd., it is recommended to implement an integrated Enterprise Resource Planning (ERP) system tailored for retail operations, combined with a centralized Customer Relationship Management (CRM) platform (Bradford, 2015; Buttle and Maklan, 2015). The ERP system will unify inventory management, finance, sales, and reporting into a single, real-time platform, eliminating the inefficiencies caused by manual processes and disparate systems (Pelphrey, 2015). Meanwhile, the CRM solution will centralize customer data, providing a complete view of purchase history, preferences, and interactions, enabling targeted marketing and improved customer service (Kumar and Reinartz, 2015; Salesforce, 2025).
Justification of the Recommendation
Business Needs:
The ERP and CRM systems directly address AKPerog Ltd.’s key challenges. Automated inventory management will reduce stock discrepancies and improve order fulfilment (Relph and Milner, 2015), while a unified CRM will enhance customer engagement and loyalty (Buttle and Maklan, 2015). Integrated reporting and analytics will support informed decision-making, addressing the limitations of manual spreadsheet-based reporting (Bocij, Greasley and Hickie, 2015; Oracle, 2023).
Efficiency:
By automating critical processes such as stock tracking, order processing, and sales reporting, the company will save time, minimize human errors, and improve operational efficiency (Bradford, 2015). Staff will spend less time reconciling data manually and more time on value-added activities, such as customer engagement and strategic planning (Jordan, 2015).
Cost:
Although the initial investment in ERP and CRM systems may be substantial, the long-term benefits—including reduced operational errors, lower inventory holding costs, faster decision-making, and improved customer retention—will outweigh the upfront costs (Bragg, 2015). Cloud-based solutions can also reduce IT infrastructure expenses, as they do not require extensive on-premises hardware (Oracle, 2023).
Scalability:
Modern ERP and CRM platforms are scalable, allowing AKPerog Ltd. to accommodate additional stores, higher transaction volumes, and expanding online sales without compromising performance (Pelphrey, 2015). The systems can also adapt to future business requirements, including integration with e-commerce platforms, mobile applications, and third-party logistics providers (Berman and Evans, 2015).
Improvements to Operations, Data Management, and Decision-Making
Operations:
Real-time inventory tracking ensures accurate stock levels across all stores and online platforms, reducing stockouts and overstock situations (Inbound Logistics, 2025). Integrated workflows between sales, inventory, and finance teams eliminate redundancies, streamline processes, and accelerate order fulfilment (Bradford, 2015).
Data Management:
Centralizing data into the ERP and CRM systems ensures consistency, accuracy, and security (Bocij, Greasley and Hickie, 2015). Access controls and encryption protect sensitive customer and financial data, improving compliance with GDPR and other regulations (Jordan, 2015).
Decision-Making:
The new systems provide real-time dashboards, automated reporting, and predictive analytics, enabling management to monitor sales trends, forecast demand, and make strategic decisions quickly (Oracle, 2023; Berman and Evans, 2015). Enhanced visibility into operations and customer behaviour facilitates proactive management and supports long-term growth (Salesforce, 2025).
In summary, implementing an integrated ERP and CRM system provides a comprehensive solution that addresses inefficiencies, enhances operational performance, improves data management, and supports data-driven decision-making (Bradford, 2015; Buttle and Maklan, 2015). This transformation will position AKPerog Ltd. for sustained success and competitiveness in the evolving retail market.
4. Implementation Plan
Steps for Implementing the New System
Implementing the proposed ERP and CRM systems at AKPerog Ltd. requires a structured, phased approach to ensure minimal disruption to operations and maximum adoption across all departments (Bradford, 2015; Pelphrey, 2015). The following steps are recommended:
1. Needs Assessment and Requirements Gathering:
Conduct a detailed analysis of current business processes, workflows, and departmental requirements. This phase involves interviews with stakeholders from sales, inventory, finance, and customer service teams to understand pain points and desired features (Bocij, Greasley and Hickie, 2015).
2. Vendor Evaluation and Selection:
Identify ERP and CRM vendors with proven expertise in the retail sector. Evaluate potential solutions based on features, scalability, ease of integration, support services, and total cost of ownership (Jordan, 2015). Vendor demonstrations and reference checks should be conducted to ensure the chosen system meets the company’s operational needs (Bradford, 2015).
3. System Design and Customization:
Collaborate with the vendor to configure the ERP and CRM platforms according to AKPerog Ltd.’s processes. Customizations may include inventory workflows, automated notifications, dashboards for management, and integration with the e-commerce platform (Relph and Milner, 2015; Buttle and Maklan, 2015).
4. Data Migration:
Migrate existing data from legacy systems into the new platforms. This step requires careful data cleansing to remove duplicates, correct errors, and ensure consistency. Maintaining secure backups is essential to safeguard against data loss (Stair and Reynolds, 2015; Pelphrey, 2015).
5. Testing:
Conduct comprehensive system testing, including unit testing, integration testing, and user acceptance testing (UAT). Testing ensures that all processes function correctly and align with the company’s operational requirements (Bradford, 2015; Jordan, 2015).
6. Training and Change Management:
Provide structured training programs for employees across all departments. Training should include hands-on sessions, user manuals, and ongoing support to ensure staff are confident using the new system (Kumar and Reinartz, 2015). Additionally, a change management strategy should be implemented to address resistance and encourage adoption (Jordan, 2015).
7. Go-Live and Post-Implementation Support:
Launch the ERP and CRM systems in phases to manage risk and minimize disruptions. Continuous monitoring should be conducted during the initial rollout to resolve issues promptly. Vendor support and internal IT teams must be available for troubleshooting, system optimization, and updates (Pelphrey, 2015).
Considerations for Integration, Training, and Challenges
Integration:
The new systems must seamlessly integrate with existing infrastructure, including POS systems, e-commerce platforms, and third-party logistics providers. API-based integration can ensure smooth data flow across departments (Oracle, 2023; Bocij, Greasley and Hickie, 2015).
Training:
Employees require tailored training based on their roles. Managers may need advanced reporting and analytics training, while operational staff require guidance on inventory management and order processing workflows (Salesforce, 2025; Buttle and Maklan, 2015).
Potential Challenges:
Common implementation challenges include resistance to change, data migration errors, customization delays, and temporary operational disruptions (Pelphrey, 2015; Jordan, 2015). These risks can be mitigated through thorough planning, clear communication, and phased deployment strategies (Bradford, 2015).
By following this structured implementation plan, AKPerog Ltd. can ensure a smooth transition to the new ERP and CRM systems, minimizing disruptions while maximizing operational efficiency, data accuracy, and employee adoption (Kumar and Reinartz, 2015; Berman and Evans, 2015).
5. Conclusion
In summary, AKPerog Ltd. faces significant operational challenges due to outdated and inefficient information systems (Bocij, Greasley and Hickie, 2015; Stair and Reynolds, 2015). Manual inventory tracking has led to stock discrepancies and order fulfilment issues, while fragmented customer data has hindered personalized marketing and effective complaint resolution (Oracle, 2023; Buttle and Maklan, 2015). Furthermore, reliance on spreadsheet-based reporting has slowed decision-making and limited analytical capability, while the lack of integration across departments has created redundancies and inefficiencies (Inbound Logistics, 2025; Relph and Milner, 2015). These factors have not only affected operational performance but also customer satisfaction and compliance with data protection regulations such as GDPR (Berman and Evans, 2015).
The recommended solution involves implementing a modern, integrated Enterprise Resource Planning (ERP) system combined with a centralized Customer Relationship Management (CRM) platform (Bradford, 2015; Kumar and Reinartz, 2015). This approach directly addresses the identified inefficiencies by automating inventory management, centralizing customer data, streamlining workflows, and enabling real-time analytics and reporting (Salesforce, 2025; Pelphrey, 2015). By adopting these technologies, AKPerog Ltd. can significantly improve operational efficiency, data accuracy, and decision-making, while ensuring compliance with GDPR and strengthening overall customer trust (Jordan, 2015).
A phased and carefully planned implementation strategy—encompassing needs assessment, vendor selection, system customization, data migration, testing, training, and post-implementation support—will ensure a smooth transition with minimal disruption (Bradford, 2015; Pelphrey, 2015). Emphasis on employee training and structured change management will encourage user adoption and reduce resistance (Kumar and Reinartz, 2015). Likewise, effective integration with existing platforms and third-party logistics systems will preserve business continuity (Oracle, 2023).
Overall, adopting an integrated ERP and CRM system positions AKPerog Ltd. for sustainable growth and long-term competitiveness (Berman and Evans, 2015). The organization will be able to optimize stock levels, strengthen customer relationships, respond rapidly to market changes, and make informed strategic decisions based on real-time, accurate data. This digital transformation not only resolves current inefficiencies but also builds a scalable technological foundation to support future expansion in the consumer electronics market (Jordan, 2015).
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