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AKPeroq Ltd is a fast-growing electronics retailer in the United Kingdom, with more than thirty physical stores and an expanding online business. The company has experienced strong growth in recent years, but its internal information systems have not developed at the same speed. Because of this, AKPeroq now faces several operational problems. Many of these problems exist because the company continues to use legacy systems old and outdated processes that are no longer effective for a modern retail organisation.
Important tasks such as inventory control, customer information and sales reporting are still done manually or through disconnected tools. These legacy systems slow down daily work, increase mistakes and create inconsistent data. For example, stock levels in physical stores often do not match the numbers shown online, which leads to cancelled orders and unhappy customers. Customer information is also stored in different systems, making it difficult for staff to provide fast and accurate support. These issues reduce efficiency and limit good decision-making.
As AKPeroq continues to grow, scalability has become a key requirement. A scalable system is one that continues to work well even when the company receives more customers, more sales and more data. In simple terms, a scalable system must continue to work smoothly whether the business handles one customer or one million, it cannot break, slow down or stop as demand increases. AKPeroq’s current systems do not offer this level of scalability, which puts the company at risk as it expands.
The purpose of this report is to evaluate AKPeroq’s current information systems, identify the main weaknesses caused by legacy processes and recommend a modern, integrated solution that can support the company’s future growth. The report will also outline how this new system can be implemented in a practical and efficient way. 
 (Google Books, 2019) 
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AKPergo Ltd. has expanded quickly in recent years, but its information systems have not followed the same path of development. The company continues to use old, manual, and disconnected systems that were acceptable in the early stages of the business but are no longer suitable for a large retail organisation. As the company grew in the number of stores, customers, and online orders, the systems that once supported daily operations became a major limitation. This evaluation explains why these problems exist, how they affect performance, and why the current systems cannot provide the scalability and stability the company now requires.
One of the biggest issues comes from the manual inventory system, which is not connected across all physical stores and the online platform. Each location updates stock numbers separately, which means information is often different across systems. The website frequently displays items as available even when they are not in stock. Customers place orders online and later discover that the product cannot be delivered. This leads to refunds, dissatisfaction, and loss of trust. The root cause of this problem is the absence of real-time data. A manual process cannot update stock levels fast enough, especially for a company that receives many daily orders. The impact is serious: delays in fulfilment, increased operational workload, financial losses, and a negative customer experience.
Another major concern is the fragmented customer information. Customer data is stored across many different tools, including spreadsheets, emails, and small internal systems. Because these systems do not communicate, no department has a complete view of the customer. The marketing team struggles to understand customer behaviour, identify purchase history, or send personalised promotions. The support team cannot see all past interactions, which slows down complaint resolution. This problem exists because the company never implemented a centralised customer information process. The impact is confusion, slow responses, and a poor relationship with customers. While this is technically described as a CRM issue, it is important to emphasise that the current CRM process is weak, disconnected, and needs improvement. However, the specific solution will be presented only in the next section.
Decision-making in the company is also affected by the manual preparation of sales reports. Managers rely on spreadsheets that often contain errors, outdated numbers, or incomplete information. These spreadsheets do not offer real-time visibility of sales trends or customer demand. As a result, decision-making becomes slow and sometimes inaccurate. Managers cannot react quickly to market changes or forecast future results confidently. This problem exists because the systems used today do not generate automatic reports or analytical insights. The impact is reduced competitiveness, lost opportunities, and internal frustration for employees who waste time trying to correct or reorganize data.
A critical issue is the lack of compliance with data protection regulations, including GDPR. Customer data is stored in multiple places with weak access controls. This increases the risk of unauthorized access and potential cyber threats. Outdated systems do not provide the security features required for modern retail operations. This puts the company at legal risk and exposes the brand to reputational damage. If customer data is compromised, the company could face penalties, financial losses and a loss of public trust. This problem exists because security has not kept pace with operational growth. The impact is extremely serious and requires urgent attention.
The lack of integration between departments is another important weakness. Sales, finance, inventory and customer support each use different systems that do not communicate with one another. Employees must manually transfer information from one department to another. This creates delays, mistakes, repeated work, and inefficiency. Departments cannot coordinate easily and often work with different versions of the same information. This problem exists because the organisation grew without connecting its systems. The impact is slow operational flow, reduced productivity, and higher labour costs.
When all these issues are combined, a deeper problem becomes clear: AKPergo lacks scalability. Scalability means that a system continues to work well even as the volume of customers, orders and data increases. The company’s current systems cannot support this growth. They break under pressure, cause delays, and make the organisation less able to compete in a fast retail environment. The business has evolved, but the systems have remained in the past.“The company grew, but its systems remained small.”
This evaluation demonstrates that AKPergo’s information environment is outdated, inefficient, and unable to support modern operations. A new, integrated and secure system is necessary to handle real-time data, improve customer experience, reduce errors, increase efficiency, and support future expansion. The next section will recommend a suitable technology solution that addresses these weaknesses and aligns with the company’s long-term goals.
 (Google Books, 2025) and (GOV.UK,n.d.)
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Based on the problems identified in the evaluation, it is clear that AKPergo Ltd. needs a modern, integrated and secure information system that can support the company’s growth, improve daily operations and reduce the risks created by outdated tools. The best solution for the organisation is to implement a combined ERP (Enterprise Resource Planning) system with an improved CRM (Customer Relationship Management) module. Together, these systems can solve the main issues identified and prepare the company for future expansion. (Adepoju et al., 2024)
An ERP system would bring all key departments together into one platform. Inventory, sales, finance and customer support would no longer use separate tools. Instead, all teams would share the same real-time information. This directly addresses the lack of integration and the manual transfer of data identified in the evaluation. With an ERP, stock levels update automatically across all physical stores and the online shop. This removes stock discrepancies, prevents out-of-stock orders and reduces customer complaints. It also improves financial accuracy, because the system tracks movements and numbers without human error. For a growing retail company, an ERP provides stability, efficiency and lower operational costs.
The system would also automate sales reporting and improve decision-making. Instead of preparing spreadsheets manually, managers would receive real-time dashboards showing sales trends, product performance and customer demand. This supports faster and more accurate decisions, solves the problem of outdated data and reduces lost revenue opportunities. Automation also frees employees from repetitive tasks, allowing them to focus on customer service and strategic activities.
The second part of the solution is an updated and centralised CRM module inside the ERP system. This directly responds to the problem of customer data being stored across disconnected systems. With a unified CRM, all customer information is organised in one place. The marketing team can easily send personalised promotions based on purchase history, while the support team can quickly access complete customer records. This improves communication, increases customer satisfaction and strengthens loyalty. A unified CRM also prevents lost information, repeated work and delays in complaints management.
Security and compliance are also improved with this solution. Modern ERP and CRM systems include strong access controls, encryption and GDPR-compliant architecture. This significantly reduces the risk of unauthorised access and protects customer data. With cyber threats increasing, a secure system is essential to protect the company’s reputation and avoid legal penalties. This directly addresses the GDPR concerns identified in the evaluation.  (Tupkalo and Cherepkov, 2022)

One of the most important benefits of implementing ERP with a CRM module is scalability. The company will be able to handle a higher number of orders, customers and data without slowing down. A scalable system ensures that AKPergo does not face the same operational problems again as it continues to grow. The system can process large volumes of information, support new stores and integrate online channels more efficiently. For a business planning long-term expansion, scalability is essential. (Zaman, 2024)
Finally, this solution improves overall business efficiency. It reduces errors, speeds up operations, lowers operational costs and creates a consistent flow of information across the organisation. It also improves customer experience, because customers receive accurate information, faster support and personalised communication.
In conclusion, a combined ERP system with an integrated CRM module is the most suitable solution for AKPergo Ltd. It directly addresses all the weaknesses identified in the evaluation and prepares the company for stable and scalable growth. This system improves operations, enhances data management, supports better decision-making and ensures full compliance with modern security standards.
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This chart illustrates the impact of integrated ERP and CRM implementation on key aspects of company performance.
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Implementation Plan
The successful implementation of the new CRM and ERP systems requires a structured, flexible and realistic approach. Because AKPergo Ltd. is moving from manual and disconnected tools to a modern, integrated platform, the transition must be carefully managed. “To implement a strong CRM solution, the business needs unified data, connected systems and a clear view of the custom.” (Emerald.com, 2025) The goal is not only to introduce new technology, but to make sure that the system fits the way the company works and continues to support future changes.
The first stage of implementation involves preparing the system and aligning the internal team. With the support of the software provider, the company will set up the CRM and ERP environments, create user profiles and define access levels for each department. Clear communication is essential at this point. Employees need to understand that the purpose of the new system is to make daily work easier, reduce mistakes and improve customer experience. Sharing this message early helps reduce resistance and builds confidence in the project.
Before any migration, AKPergo must clean and organise its data. Because the current system uses spreadsheets, emails and disconnected records, many entries contain errors or outdated information. Clean data is the foundation for a healthy system. After removing duplicates and correcting mistakes, the company can safely migrate customer, sales and inventory information into the CRM and ERP. This step reduces future failures and improves the accuracy of reports.
Integration between the CRM and ERP is crucial. The systems must communicate smoothly so that customer orders, stock levels and financial updates appear in real time. This integration directly replaces the manual processes described in the evaluation. During this stage, the IT team should test the system to confirm that information is being transferred correctly and that users can complete tasks without errors.
A pilot phase is recommended before the full rollout. Testing the system in a few departments allows the company to observe real behaviour, identify technical issues and understand how employees adapt. Feedback collected during this stage is extremely valuable. It helps the company adjust the system settings, correct workflows and ensure that the final version supports all operational needs. A pilot also gives staff time to build confidence with the new tools.
Training is central to the success of the implementation. Different teams need different types of training. Customer support should learn how to access customer history in the CRM and how to record complaints. Inventory staff need to understand how stock movements are updated in the ERP. Sales and management teams must learn how to read dashboards and use the system to support decision-making. Training should be simple, practical and continuous, with easy guides and ongoing support to reduce mistakes.
A key part of real-world implementation is ongoing monitoring. New systems do not work perfectly on the first day. AKPergo must assign a responsible person or a small support team to monitor system performance, answer employee questions and communicate with the software provider when issues appear. This monitoring ensures that errors are corrected quickly and prevents problems from growing. It also helps the company understand if the system continues to meet business needs. “If the organisation continues with a legacy system, it will face increasing financial loss and operational challenges.” (Avendata.uk, 2025)
Flexibility is essential. Even though CRM and ERP are standard systems used by many companies, they do not work in exactly the same way everywhere. Every business has its own culture, customer behaviour and internal processes. For this reason, AKPergo must stay open to adjusting the system, changing workflows and adapting settings when something does not work as expected. Implementing a system is not a final step but the beginning of a continuous process of learning, testing and improving. A company that remains adaptable can avoid repeating old mistakes and can adjust quickly as the business grows or customer expectations change. (Raden, Rinaldy and Juarna, 2022)
The new CRM and ERP will also need to connect with the company’s existing infrastructure, such as the e-commerce platform, payment tools and communication systems. Ensuring compatibility helps maintain stable operations and avoids interruptions during the transition. Technical support will be necessary, especially during the first months, as employees learn the new routines.
With careful preparation, continuous monitoring and a flexible mindset, the new system will help AKPergo achieve real-time accuracy, stronger data protection, better customer service and improved operational efficiency. More importantly, it will give the company the ability to evolve and innovate as the market changes.
(Owadigital.co.uk,2025)  [image: A diagram of a system
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Conclusion
In conclusion, this report showed that AKPergo Ltd. is facing serious problems because its current systems are outdated, manual and not integrated. These weaknesses affect inventory control, customer service, data protection and decision-making. The recommended solution, an integrated ERP with a centralised CRM module, responds directly to these issues by improving accuracy, communication, security and scalability. The implementation plan highlights the need for data cleaning, training, pilot testing and continuous monitoring to make the transition successful. With this approach, AKPergo can reduce errors, improve efficiency and prepare the organisation for future growth. The new system will not only solve current challenges but also give the company a stable and flexible foundation to support long-term development.
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