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1. Introduction
Overview of the Business Case
Kalori Ltd. is a consumer electronics retailer growing quickly. The company runs 30 physical stores and an online shopping platform. Sales have gone up a over the past year. The company wants to expand even more. However, old information systems are causing big problems to grow.
The company's boss know they need help. They have hired our consultancy firm to look at the problems and suggest solutions. This proposal looks at what is going wrong now. It then recommends a modern information system to fix these issues.
Laudon and Laudon (2020) explain that businesses today need connected information systems to stay competitive. Kalori Ltd. clearly needs this kind of connected system to keep growing.
Key Challenges Faced by Kalori Ltd.
Kalori Ltd. has five main problems that are all connected to each other.
1: The first problem is inventory tracking. The company uses manual methods to track stock. This causes differences between what stores have and what the website shows. Customers order items online. Then they find out the item is not available. This makes customers angry and leads to refunds.
2: The second problem is customer data management. Customer information is stored in many different systems.The marketing team cannot send personalised offers. The support team cannot see what customers bought before. This makes good customer service very hard.
3: The third problem is slow decision making. Staff create sales reports by hand using spreadsheets. These reports often have mistakes. The data is usually old by the time managers see it. Managers cannot see what is selling right now. This means they make poor predictions and miss chances to make money.
4: The fourth problem is data protection compliance. The current systems do not have proper security controls. Anyone might be able to access customer data. This breaks rules like GDPR. The company could face big fines and legal trouble.
5: The fifth problem is lack of connection between departments. Sales, finance, and inventory teams all use different software. These systems do not share information. Staff must copy data by hand from one system to another. This wastes time and causes mistakes.
 

2. Evaluation of Existing Systems
Analysis of Current Information Systems
= Kalori uses a mix of old systems. These systems worked fine when the company was small. Now the company has grown, but the systems have not kept up.
= The inventory system relies on manual tracking. Store managers update stock levels by hand. There is no automatic link between stores and the website. Chaffey and White (2022) state that modern retailers need real time stock visibility. Kalori Ltd. does not have this at all.
= Customer data is spread across many places. Different departments created their own databases which are separate from each other. Buttle and Maklan (2019) say that unified customer data is the foundation of good customer relationship management. Without one place for all customer information, businesses cannot understand their customers properly.
= Financial reporting depends on spreadsheets. Staff pull data from different places by hand. They then build reports manually. Stair and Reynolds (2021) explain that manual data work leads to human errors. It also means information reaches managers late.
= Security is weak. There are not enough controls over who can see what data. This puts customer information at risk. The UK Information Commissioner's Office (2023) has given large fines to companies that fail to protect personal data.
Identification of Inefficiencies and Gaps
Many problems exist in how Kalori handles information.
1: The biggest issue is that systems do not connect. Departments works alone. Data is moved between systems by hand. This creates delays, errors, and double work. Bocij, Greasley and Hickie (2021) explain that disconnected systems create information silos that harm business performance.
2: Stock mistakes directly hurt customers. When online shoppers order products that are not really available, they get upset. O'Brien and Marakas (2021) confirm that accurate inventory is essential for happy customers in retail.
3: Without unified customer data, personalised marketing is impossible. Customers today expect companies to know their preferences. Buttle and Maklan (2019) found that good CRM can keep up to 27% more customers coming back. Kalori Ltd. is missing this chance.
4: On time reporting does not exist. Managers wait for reports that staff create by hand. Sharda, Delen and Turban (2020) state that quick access to data is needed for smart business decisions. Kalori Ltd.'s current way of working fails this test.
5: Compliance is a big issue . GDPR requires companies to use proper technical measures to protect personal data. The current system makes this very hard. If nothing changes, Kalori  could face regulatory fines.
3. Recommended Solution
Proposal of a Suitable Information System
We recommend that Kalori Ltd. adopt an Enterprise Resource Planning (ERP) system with built in Customer Relationship Management (CRM) features. This solution will fix all the identified problems through one connected platform.
We specifically suggest a cloud based ERP system like Microsoft Dynamics 365 or SAP Business One. These platforms combine ERP functions with CRM tools. They also include reporting and analysis features. Monk and Wagner (2021) describe ERP systems as connected software that supports most business activities. This connection is exactly what Kalori Ltd. needs.
The suggested system would have several main parts. The inventory option will show stock levels  in real time. The CRM module would create one complete view of each customer. The finance module would link with sales and inventory data automatically. The reporting module would allow managers to see business information instantly.
We also recommend using cloud technology rather than installing software on company computers. Laudon and Laudon (2020) explain that cloud computing offers flexibility, growth potential, and lower costs. For a growing company like Kalori, this will be very useful.
Justification for the recommendation based on business needs, efficiency, cost, and scalability
Before choosing ERP, we considered other options for Kalori Ltd.
Option 1: Best of Breed Approach
This means buying separate specialist systems for inventory, CRM, and finance. Each system would be the best at its specific job. However, connecting these different systems is complicated and expensive. Galliers and Leidner (2014) note that managing multiple vendor relationships adds complexity.
Option 2: Custom Built Software
This means creating software designed only for Kalori Ltd. It would match requirements perfectly. However, custom software costs much more to build. The company would need to maintain it forever. This approach is very expensive.
Option 3: Upgrade Existing Systems
This means improving the current systems rather than replacing them. Initial costs would be lower. Staff would find it more familiar. However, this does not fix the main problem of disconnected systems. Old systems also have limited ability to grow with the business.
The ERP approach is better than all these alternatives. It provides full integration at a reasonable cost. It can grow with Kalori Ltd. as the company expands.
Cost Benefit of ERP
Implementing an ERP system requires significant investment. However, the benefits outweigh the costs. Wallace and Kremzar (2019) note that cloud ERP usually costs less overall than traditional software. Most ERP projects pay for themselves within two to three years through efficiency gains and increased sales.
How the System Will Improve Operations
The integrated ERP system would change how Kalori Ltd. works in several important ways.
1:  Inventory Management Improvements= Real time stock coordination will eliminate stock differences. When someone buys an item in a store, the website updates immediately.  Heizer, Render and Munson (2020) confirm that accurate inventory management is essential for retail success. Store managers would get automatic alerts when stock runs low.
2: Customer Relationship Improvements= The CRM module will create one record for each customer. This record would contain all purchases, preferences, and communications. Buttle and Maklan (2019) found that this kind of grouping makes marketing campaigns 15-20% more effective. Customer support staff would instantly see complete customer histories. They could solve problems faster. This would make customers happy and increase sales.
3: Decision Making Improvements= Real time dashboards would replace hand made spreadsheet reports. Managers could check current sales data whenever they want. They could spot trends as they happen. Sharda, Delen and Turban (2020) explain that such business intelligence lets managers act before problems grow.Forecasting would become much more accurate.This would help plan staffing, buying, and marketing better.
4: Compliance and Security Improvements=  Modern ERP systems include spcific role based access control. Staff would only see data relevant to their job. The system would track who accessed what information and when. The UK Information Commissioner's Office (2023) recommends such controls as essential for GDPR compliance.Data encryption would protect customer information. his would reduce Kalori Ltd.'s risk of data breaches and fines.
4. Implementation Plan
Successful ERP implementation will need careful planning. We recommend a four phase approach taking about 12 months.
Phase 1: Planning and Preparation (Months 1-2)
This phase builds the foundation for success. The project team gathers detailed requirements from all departments. Current business processes are written down carefully.A project team should include people from each department. Senior managers must show support. Wallace and Kremzar (2019) stress that support from top management is critical for ERP success. Kotter (2012) adds that creating a sense of urgency helps drive change forward.

Phase 2: System Configuration (Months 3-5)
During this phase, the chosen system is set up to match Kalori Ltd.'s needs. Standard processes should be used where possible. This reduces complexity compared to heavy customisation. Data migration needs careful planning. Customer records must be cleaned and duplicates removed. Monk and Wagner (2021) identify data migration as one of the riskiest parts of ERP projects.
Phase 3: Testing and Training (Months 6-8)
Complete testing must done before the system goes live. This includes testing individual functions. It also includes testing complete business processes from start to finish.staff should test the system doing realistic tasks. Training is essential for success. All staff who will use the system need proper training. Stair and Reynolds (2021) note that poor training often causes ERP projects to fail.
Phase 4: Deployment and Stabilisation (Months 9-12)
We recommend starting with a few trial stores first. Lessons learned would guide the complete rollout. This is safer than launching everywhere at once. Support must be available immediately after launch. The first weeks usually bring many questions from staff. Quick answers keep people confident in the new system.
Potential Challanges/Risks
Every major project has risks. The table below shows main challenges and how to manage them at Kalori. 
	Challenge
	Likelihood
	Impact                                
	How to Manage It

	Staff resist the change
	High
	Medium
	Involve staff early, train well, communicate clearly


	Data migration error
	Medium
	High
	Clean data thoroughly, run old and new systems together briefly


	Budget overrun
	Medium
	Medium
	Use fixed price contracts, keep scope

	System downtime during switch
	Low
	High
	Roll out in phases, implement during quiet periods



Kotter (2012) emphasises that managing change requires both urgency and a clear vision of benefits.

Training Considerations
Different staff need different training. Store managers need to learn inventory management and basic reporting. Marketing staff need CRM and campaign tools. Finance teams need accounting and reporting functions.Training will be needed with multiple methods. Classroom sessions introduce ideas and allow questions. Online modules let people learn at their own speed.
Super users should be chosen in each department. These people get extra training. They then help their colleagues with daily questions. Laudon and Laudon (2020) say super users are important for keeping system use going well.
Critical Success Factors
For this project to succeed, several things must go right:
1: Leadership support =  The CEO must publicly back the project
2: Enough budget =         Proper funding for software, setup, and training
3: Realistic timing =         Do not rush phases to meet arbitrary deadlines
4: Staff involvement =     People from all departments help design and test
5: Change management =  A structured approach to helping people adapt
6: Data quality focus =  Invest time in fixing data before moving it
Key Performance Indicators: After implementation, success should be measured. The below table image shows how current and after implementaion will make difference at kalori.[image: ]
5. Conclusion
Summary of Key Points
Kalori Ltd. faces serious operational problems because of outdated information systems. Manual inventory tracking causes stock mistakes and unhappy customers. Scattered customer data prevents effective marketing. Hand made reports slow down decisions and contain errors. Weak security creates compliance dangers. Disconnected departments waste time and cause mistakes.
We recommend implementing a cloud based ERP system with CRM capabilities. This solution addresses all problems through one connected platform. Real time data sharing between departments removes barriers. Automated processes improve speed and accuracy. Modern security features meet compliance requirements.
The implementation should follow four phases over 12 months. Careful planning, thorough testing, and proper training are essential. Risks can be managed through good preparation and change management.
Expected Benefits
Putting in the recommended system would bring major benefits. Customer satisfaction would improve through accurate stock and better service. Marketing would work better through personalised data driven campaigns. Managers would make smarter decisions with real time information.
Daily operations would become more efficient through automation. Compliance risks would drop through improved security. The business would be ready for continued growth with a flexible platform.
The investment needed is large but worthwhile. Better efficiency, fewer errors, and happier customers would improve financial performance. Continuing with current systems creates unacceptable risks for Kalori Ltd.'s future growth.
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