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[bookmark: _Toc224495489]1. Introduction 
Kalori Ltd. is a consumer electronics retailer that is expanding rapidly and is engaged in business through 30 physical retail outlets and a web platform. The company has shown a tremendous growth rate in sales in the last one year and has a goal of expanding its operations to control the highly competitive retail market. Nonetheless, efficient development of contemporary retail setting is largely reliant on the employment of credible information system that facilitates business processes, information management, and decision-making process. An information system may be described as a combination of functions that are interdependent to gather, manipulate, store, and disseminate information to facilitate organisational control and decision-making (Laudon, 2021). This report examines the operational issues encountered by Kalori Ltd., appraises the limitation of the current information systems, and gives suitable recommendations to the current systems. Special focus is made on such issues as the manual monitoring of inventory, an incoherent system of customer relationships, slow reporting spreadsheets, the lack of integration of systems between different departments, and possible risks connected to data protection and the GDPR requirements.
[bookmark: _Toc224495490]2. Evaluation of Existing Systems 
[bookmark: _Toc224495491]2.1 Overview of Current Information Systems
Kalori Ltd. is at present operating on a spectrum of out-lived and inadequately integrated information systems that cannot be able to sustain its expanding retail business. Stocks in both the 30 physical stores and the e-commerce platform in the company are mostly managed by manual means and the sales and operations report are generated by spreadsheets. Information on customers is also stored in numerous disconnected databases as opposed to being stored in a centralised database. Consequently, different departments like the sales, inventory management and finance departments utilize different software tools that lack effective communication with each other. Theoretically, organisations have been using the Transaction Processing Systems (TPS) to document the daily operations of the organisation, Customer Relationship Management (CRM) systems to maintain the records of the customers and the Management Information Systems (MIS), to assist the decision-making process through the provision of the timely information. Such systems when not integrated lead to fragmentation of information and create challenges to handle them effectively (Laudon, 2021).
[bookmark: _Toc224495492]2.2 Key Operational Inefficiencies
[bookmark: _Toc224495493]2.2.1 Inventory Management Problems

A significant business problem of Kalori Ltd. is associated with inventory management. Due to such a manual tracking of inventory, it often happens that there are discrepancies between what is counted in brick-and-mortar stores and what is posted as being in stock on the online platform. It results in the occurrence of order situations in which the customer’s order the products that are out of stock. Moreover, there is a problem of the store managers not knowing what products are over-stocked or under-stocked and hence it is hard to keep the inventory levels optimum. Lack of inventory visibility may result in customer dissatisfaction, higher refund, and consequently, lost revenue opportunities coupled with inefficiencies in the operational chain (Ivanov, 2020).
[bookmark: _Toc224495494]2.2.2 Customer Relationship Management Issues
There are also great challenges in customer relationship management. Customers information is being held in various systems instead of in a single CRM system. This means that the employees do not easily get the purchase history of customers or the record of interactions. This restricts the capability of the organisation to create individualised marketing campaigns or offer efficient customer care. The present-day CRM systems are created to centralise the customer information and give a clear picture of customer behaviour so that organisations can improve their relationship and enhance the performance of marketing (Buttle and Maklan, 2022). Kalori Ltd. cannot provide a uniform customer experience without such capabilities.
[bookmark: _Toc224495495]2.2.3 Poor Decision-Making and Reporting
The process of decision-making in the organisation is also limited by the fact that the company uses spreadsheets to generate reports. The sales reports are prepared manually thus making it more probable that there is a possibility of human error and in most cases, the information used in making business decisions is outdated. This is due to the inability of managers to analyse the trend of the sales, predict the demand or react swiftly to market forces due to the absence of real-time data. Successful Management Information Systems are supposed to be there to deliver proper and prompt information related to managerial decisions, which cannot be stated about the current systems used at Kalori Ltd. (O’Brien and Marakas, 2020).
[bookmark: _Toc224495496]2.3 Security and Compliance Risk
The other issues are security and regulatory compliance. The existing systems do not have a well-established access control and a safe approach to data management, which poses a greater threat of unauthorized access to sensitive customer data. As the challenges of inadequate information security might subject Kalori Ltd. to legal repercussion, reputational harm and customer disbelief due to the introduction of stringent regulations, including the General Data Protection Regulation (GDPR), on the collection and management of personal data (Voigt and Von dem Bussche, 2021).
[bookmark: _Toc224495497]2.4 Lack of System Integration
Lastly, due to the lack of integration of the departmental systems, this generates inefficiencies within an organisation. The sales, finance and inventory departments use different tools that do not necessarily share data, which implies that the employees must move information between systems manually. This will enhance chances of duplicated data, reporting errors and delays in operations. The theory of enterprise integration emphasizes the significance of interdependent systems that will facilitate the exchange of information among the organisational functions and will allow businesses to work more efficiently and make informed decisions (Al-Fedaghi, 2021).
[bookmark: _Toc224495498]3. Recommended Information System Solution 
[bookmark: _Toc224495499]3.1 Recommended System: Integrated Enterprise System 
To mitigate the operational problems encountered by Kalori Ltd., the organisation ought to use a combined enterprise information system that integrates Enterprise Resource Planning (ERP), Customer Relationship Management (CRM) as well as the inventory management features. Instead, ERP systems combine fundamental business processes via various functions into one platform, which allows organisations to handle information in a better manner and enhance coordination of various functions like sales, finance, and inventory management. The current ERP systems like the SAP Business One, Oracle NetSuite and Microsoft Dynamics 365 are integrated modules which enable businesses to operate, store the customer information and generate reports in a single system environment. ERP systems allow organisations to increase their visibility in operations, decrease manual activities, and enhance cross-departmental decision-making because they centralise organisational information, and automate business processes (Monk and Wagner, 2020). In the case of Kalori Ltd, the adoption of an ERP would facilitate the removal of the fragmentation that is currently present in its information systems and develop a more efficient and scalable digital infrastructure that can be used to expand in the future.
[bookmark: _Toc224495500]3.2 Inventory Management System
A unified inventory management system would be very instrumental in enhancing the efficiency of Kalori Ltd. The current inventory solutions enable organisations to track the stock levels at the physical and online stores. Barcode scanning and Radio Frequency Identification (RFID) are some of the technologies that allow automatic provision of stock when products are received, sold, or transported between branches. Such systems also have demand forecasting tools which is used to predict future inventory requirement by analysing past sales. The adoption of these capabilities would greatly minimize the risk of stock mismatch as it currently happens in the operations of Kalori Ltd. The true time viewing of inventory levels would enable the store managers to maintain an optimal level of stocks, prevent stock out and minimize the surplus stocks. Better inventory management also facilitates quicker order filling as well as an improved customer experience in both the physical and online retail setting (Helo and Hao, 2022).
[bookmark: _Toc224495501]3.3 Customer Relationship Management (CRM) System
CRM system should also be put in place at the modern stage to centralise and manage customer information. CRM systems enable organisations to have the customer information, purchasing history or records of interaction in one database that will give an employee a complete picture of customer behaviour. This feature allows companies to create a tailored marketing campaign, suggest appropriate products, and offer more effective customer service. In the case of Kalori Ltd., by incorporating the CRM functionalities as part of the ERP environment, marketing and customer service departments would be able to get a reliable customer information through all the channels. Studies indicate that well-established CRM systems can greatly enhance customer satisfaction and retention of customers in the long-term perspective as it allows organisations to learn more about their customers, needs and preferences (Chatterjee, Rana and Dwivedi, 2021). 
[bookmark: _Toc224495502]3.4 Business Intelligence and Decision Support Systems
Besides ERP and CRM, Business Intelligence (BI) tools, and decision support systems should also be integrated into Kalori Ltd. to enhance managerial decision-making. BI systems are the tools, which gather and interpret the organisational data to provide information to assist in strategic planning, as well as operational management. The recent analytics applications, like Microsoft Power BI and Tableau enable managers to have access to interactive dashboards where real-time sales data, product performance, and customer trends can be viewed. The existing spreadsheet-based reporting processes within the organisation can be substituted with automated reporting functionalities, which guarantee that the managers do not make mistakes when reporting and that they use the right and updated information. Being provided with real-time analytics, the leadership team at Kalori Ltd. would have an opportunity to see the new sales trends, predict demand more precisely, and make decisions regarding prices, marketing, and inventory management (Davenport and Bean, 2021).
[bookmark: _Toc224495503]3.5 Security and GDPR Compliance Improvements
Lastly, adoption of a contemporary integrated information system would enhance the data security and regulatory compliance at Kalori Ltd. to a great extent. Modern systems of enterprises are equipped with the latest controls of data security like role access control, encrypted databases, secure cloud computing, and automatic audit trails. All these attributes guarantee privacy of delicate customer data to only authorized staff and that all data access activity is monitored to be held responsible. Best information security practices should be implemented by organisations that operate within the digital retail, and especially where there are laws like the General Data Protection Regulation (GDPR) that mandate businesses to safeguard personal information and employ relevant technical controls. With the implementation of safe, cloud, based enterprise services, Kalori Ltd. would decrease the threat of data leaks and enhance transparency and adherence to data protection regulations (Krahel and Titera, 2022). 
[bookmark: _Toc224495504]4. Implementation Plan 
To be adopted successfully, Kalori Ltd. must have a structured implementation process to enable the proposed information system to be implemented successfully. They should be implemented in the most gradual way possible to reduce the rate of disruption and operational risk. The selection of an appropriate enterprise system like Microsoft Dynamics 365, SAP Business One, or Oracle NetSuite is required as the first step depending on several factors like scalability, functionality, and compatibility with the business need of the organisation. After selecting the system, one needs to configure the system and design it to support and facilitate the important business processes like inventory management, sales transactions, and customer relationship management. Pilot implementation should then be carried out to have a comprehensive testing of the system to detect any technical failures before implementation. A gradual process enables the organisation to detect and fix issues in time, which reduces the chances of failure in the working process to a minimum when switching to the new system (Somers and Nelson, 2021).
The other significant aspect of the implementation process is the integration and migration of the existing organisational information to the new system. The Kalori Ltd. needs to integrate the current databases that they have on the customers, sales and stock into one integrated database. At this point the data ought to be cleansed and authenticated to eliminate the duplicate or erroneous entries and create uniformity throughout the system. Nevertheless, there are also threat of data loss or compatibility issues with the old systems with the new platform, which is also a risk of data migration. Their transfer should be therefore carefully planned and tested on the systems to ensure that there is a secure and accurate transfer of information (Alalwan, 2020).
The success of the new system also requires employee training and successful change management. Training of staff like store managers, sales staff and marketing teams to operate on the new platform should also be done using workshops, training and user documentation. This will make employees see the advantages of the new system and minimise resistance to organisational change (Tarhini, Ammar and Tarhini, 2021). 
[bookmark: _Toc224495505]5. Conclusion 
To sum up, the existing information systems of Kalori Ltd. introduce several operational issues, such as improper inventory records, poor customer data consolidation, poor reporting mechanisms and possible risks of data protection. These problems underscore the necessity of having a current integrated information system that can assist the organisation to grow. The adoption of an ERP system that is combined with CRM and Business Intelligence tools would ensure the efficiency of the operations is greatly enhanced. A system like this would allow proper inventory control, improved customer relationship management, and quicker customer-driven decision-making and enhance the compliance with GDPR. Finally, the suggested solution would result in an improved operational performance, profitability, and customer satisfaction of the retail operations at Kalori Ltd.
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