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[bookmark: _Toc222850150]1. Introduction
[bookmark: _dkcy8o7y4th2][bookmark: _Toc222850151]1.1 Overview of the business case/scenario
Kalori Ltd. is an expanding retailer in the consumer electronics that functions in online and offline stores. Global retail experience is becoming more based on digitalisation, real-time analytics, and omni channels. Retailers are becoming successful in channel integration through the establishment of digital systems. This showcases impressive success compared to other organisations based on revenue expansion and efficiency. Dutta (2024) denoted that the adoption of omnichannel applications in retail has significantly increased in the past few years. However, Kalori Ltd. suffers as the company is using the old systems through which it has been recording high sales growth, but is manual, disconnected, and not in tandem with the current retail operational needs.
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Figure 1: Omnichannel adoption in retail
(Source: Dutta, 2024)
[bookmark: _j3o9psuhsw1r][bookmark: _Toc222850152]1.2 Identification of key challenges faced by the organisation
There are several operational and strategic issues in Kalori Ltd. where the use of manual inventory tracking led to the presence of stock inaccuracies in both stores and online platforms. This exacerbated the probability of stock outs and oversupply of goods. As per the case study, scattered customer databases do not allow building of a single customer view to facilitate personalised marketing and responsiveness to service. The reporting in spreadsheet form slows down the decision making as well increases the risk of errors (Precise Business Solutions, 2025). This amplified the issues in Kalori Ltd. diminishing its market competitiveness as well as reliability. Moreover, ineffective system integration within the departments lowers the efficiency and consistency of data. All these obstacles pose a threat to the performance of operations, customer satisfaction and scalability in the long run.
[bookmark: _Toc222850153]2. Evaluation of Existing Systems
[bookmark: _orztg33l5gey][bookmark: _Toc222850154]2.1 Analysis of the current information systems in place
The current system used by Kalori Ltd. relies on the old-fashioned manual systems used to monitor inventory, which results in the stock inconsistency between in-store inventory and online order. Such variances result in inaccurate inventory amounts and slow orders among others. The company is operating disconnected CRM systems whereby customer data is stored in different platforms which makes them incomplete and fragmented customer profiles (Case study). This does not contribute towards personalised marketing and effective customer support. Sales reporting too is done manually with spread sheets continuously having previous information and mistakes. The process causes the delay in decision making and decreases the responsiveness of the company to the changes in the market. Besides, the systems at Kalori Ltd. are not quite in line with GDPR, which puts the threat of information leaks and unauthorised access at a higher risk. The inability to integrate the different departments of sales, inventory and finance makes employees manually move data, constraining the use of valuable time and opening avenues to errors. Such disjointed information management greatly affects operational efficiency of the company, customer satisfaction as well as its ability to effectively scale. 
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Figure 2: Difference between ERP & CRM
(Source: Self -Developed)
[bookmark: _rwzla4rzkumu][bookmark: _Toc222850155]2.2 Identification of inefficiencies and gaps
The present inventory creates major inefficiencies including the variance between physical stores inventory and population in the virtual orders. The use of manual inventory tracking usually presents oversupply or undersupply, thus causing losses of finances. The separate CRM systems hold fragmented data about the customers that makes it hard to have personalised marketing and customer service (Case study). This incomprehension is a negative aspect when it comes to effective monitoring and capture of customer interactions and history. Another area of inefficiency is sales reporting since manual processes tend to use outdated or wrong data and postpones the decision-making process. Moreover, non-centralization of the system decreases the efficiency of the operation and the speed of the processes. Another gap is the configuration of data protection since the current system is not entirely aligned with GDPR and this presents the company with legal and security threats. The resulting manual data transfers across departments will also add to inefficiencies and wastage of time besides risk of human error. The lack of real-time access to data can reduce the responsiveness of the company to respond to the market tendencies.
[bookmark: _b8k1dcmle2pj][bookmark: _Toc222850156]3. Recommended Solution
[bookmark: _aq2xflbndbns][bookmark: _Toc222850157]3.1 Proposal of a suitable new or upgraded information system
Kalori Ltd. ought to adopt an ERP (Enterprise Resource Planning) which is combined with a CRM and inventory management application. The inventory, sales, and customer information will be centralised in the ERP system and updated in real time and with accuracy (Emma, 2024). The ERP system is also going to automate the sales reporting, which will require no manual data entry mistakes and it will also make the decision faster (Mhaskey, 2024). This solution will help to improve data management, increase efficiency of operations and increase better forecasting. The ERP system is also scalable, which gives it the ability to adjust to the future business expansion. It will make life work less manual, communication flow between departments more efficient, and the data available in real-time. 
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Figure 3: ERP and CRM differences and similarities
(Source: Self -Developed)
[bookmark: _73u6hhvup234][bookmark: _Toc222850158]3.2 Justification for the recommendation based on business needs, efficiency, cost, and scalability
The proposed ERP is a rational choice due to the business requirement of Kalori Ltd. to have efficient and real-time data and inventory management. This system will be accurate as it will automate inventory control and get rid of human error. The ERP system overcomes customer and inventory fragmentation through the combination of CRM and inventory management, improving the customer service and marketing (Kowsar and Rahman, 2022). Automation increases cost efficacy by cutting on manual labour, errors and the cost of running the operations. The scaling of the system will facilitate its future growth as it will allow the Kalori Ltd. to continue its business through a smooth process. The ERP system will easily multiply in terms of storing more stores and e-commerce sites as the company expands, without incurring tremendous extra expenses (Stepanov, 2025). The returns in the long term are high and this will involve a high level of operational efficiency, winning decisions and satisfaction on the part of the customer. 
[bookmark: _e1c87tswmf1c][bookmark: _Toc222850159]3.3 Explanation of the way the system will improve operations, data management, and decision-making
Operations will be enhanced because the ERP solution will automate the inventory monitoring process, maintain correct stock quantities, and minimise time lag during order fulfilment. It also brings together CRM and inventory management centering customer and stock data which can be used to manage it better (El Hail and El Koraichi, 2024). Such a system improves the management of data by giving updates in real time and removes the difference of the data between the disconnected platforms. The system will also enhance forecasting as there will be an insight into demand trends as well as customer preferences resulting in improved inventory control and reduced stockouts (Amosu et al. 2024). The solution is efficient in helping to increase operations, improve data management, and aid in making decisions based on the data.
[bookmark: _tm72tb3xscld][bookmark: _Toc222850160]4. Implementation Plan
[bookmark: _h61l1v1t6axl][bookmark: _Toc222850161]4.1 Steps for implementing the new system
System Selection
The process starts with Kalori Ltd. choosing the most appropriate ERP system according to such primary parameters as cost, scalability, and functionality. An evaluation of the existing ERP solutions available is thoroughly analysed with the aim of finding to suit the company (Mishra and Alzoubi, 2023). It is also a period when the overall system deployment is planned, project timelines are established and the budget necessary is obtained. A project team is assigned with the role of selecting and ensuring that the system is in line with the strategic objectives of the firm.
Customization and Integration
The choice of the ERP system is followed by customization to the operational needs of Kalori Ltd. It will be integrated and implemented along with the existing e-commerce platform and software. This guarantees smooth increase and decrease in data between sales, finance and inventory departments. Bespoke modules are developed to meet defined requirements such as CRM, automatic inventory monitoring and sales reporting (Kaur, 2023). 
Testing and Feedback
Comprehensive testing is done to make sure that the system is working as intended and only then deployed fully. The pilot run of the ERP system takes place in the selected stores to mimic the real world and they are able to detect possible problems. The main functions such as stock management, CRM integration and sales reporting are strictly tested (Abaddi, 2025). The users submit feedback to find out whether the system has limitations or user experience difficulties. Based on this feedback, necessary changes are applied in the system in order to ensure that it is within the operating and performance standards of Kalori Ltd.
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Figure 4: WORLDWIDE ERP SOFTWARE MARKET FORECAST 2024 - 2029
(Source: Appsruntheworld, 2025)
Training and Knowledge Transfer
Kalori Ltd. conducts education on the employees who will interface with the new
 ERP system which will include store managers, customer support teams and marketing personnel. The main functions of the system have been included in the training which include; real-time updates on inventory status, accessing customer relationship management, and the ability to produce the sales report (Venkataramanan et al. 2024). Workshops are interactive where users can receive user manuals and online tutorials that will guide them to effectively use the system. 
Full Deployment and Post-Implementation Support
After the testing and training, the ERP system is implemented into all the stores, and incorporated in the e-commerce platform of the company. Migration of data is done making sure that there is smooth transition of data on customers and the inventory to the new system (Indurthy, 2025). A post implementation support plan is created to resolve the problems in the early stages of using the system. It has technical support therefore when the run of the system is smooth, performance monitoring of the system is observed periodically. Constant feedback loops are made to ensure constant improvements and changes whenever it is required.
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Figure 5: Implementation Timeline
(Source: Self -Developed)
[bookmark: _vo2q1f8rxqmx][bookmark: _Toc222850162]4.2 Consideration of training, integration with existing infrastructure, and potential challenges
Training
Kalori Ltd. offers extensive training to every employee so that they become aware of the new ERP system. Employees receive training on the major functions, which include inventory management, CRM and sales reporting (Dey, 2024). The training involves practical training workshops, training materials, and materials on continuity learning, which are available online. Tailor-made training is given to the store managers, customer support staff, as well as marketing staff. An effective training plan will guarantee the lowest level of interference with day-to-day work (Gera et al. 2024). Post-training support is given continuously such as troubleshooting manuals and a special helpdesk to serve users and their problems.
Integration with Existing Infrastructure
The latest ERP is being seamlessly incorporated with the existing platform of Kalori Ltd., such as e-commerce as well as the financial software. The integration ensures that there is a non-break in the transfer of data across the sales, inventory and finance departments thus there is no manual data transfer necessary. The system will be compatible with the current hardware like barcode scanners and POS terminals (Mahathir et al. 2025). The IT department monitors integration processes, which makes the system compatible with the existing business processes. Migration of data of the old systems into the new ERP is done with accuracy to maintain uniformity and reliability.
Potential Challenges
The challenges that Kalori Ltd. can encounter during implementation include employee resistance to changes in the system and learning curve. Comprehensive training and change management plans are used to solve this. Integration with other existing systems can also be a challenging issue especially on data migration and software compatibility (Ruiz, 2024). Moreover, it is possible that the deployment phase will be interrupted in the early stages, which will result in the disruption of the regular tasks (Ugwueze and Chukwunweike, 2024). A strong support plan will help to take care of such challenges in a fast and efficient manner without much operational effect.
[bookmark: _2hg2ohxgcs6s][bookmark: _Toc222850163]5. Conclusion
The operation problems being faced by Kalori ltd. include old systems, malfunctioning inventory control systems, fragmentation of customer data, and delayed decision making. An ERP system that is integrated with CRM and inventory management is one way of solving these inefficiencies. The new system will ensure that the accuracy of stocks is enhanced, the management of data is enhanced, and the decisions made are made in real-time. It is also GDPR compliant which reduces security risk. The ERP system will help Kalori Ltd. to improve efficiency, boost profitability, and consolidate the competitive advantage since it will help simplify the operations.
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