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Information Systems Improvements Proposal for AKPerog Ltd
1. Introduction
In the contemporary business environment, Information Systems (IS) play a critical role in enabling organisations to operate efficiently, engage customers effectively, and maintain competitive advantage. Information systems integrate people, processes, data and technology in order to support operational activities, managerial decision-making, and strategic planning. For retail organisations that operate across physical stores and online platforms, information systems are central to maintaining accurate records, managing customer relationships, and responding to changing market demands.
AKPerog Ltd is a rapidly expanding consumer electronics retailer that operates thirty physical retail outlets alongside a growing e-commerce platform. The organisation has benefited from increasing sales demand and strong interest in its products. However, this rapid growth has exposed weaknesses within its internal operations. The company currently relies on outdated systems that are unable to support the scale and complexity of its business activities. Inventory management is largely manual, customer data is stored in disconnected databases, and reporting is completed using spreadsheets. Furthermore, the organisation does not fully comply with data protection regulations, exposing it to legal and reputational risk.
As a result of these limitations, the organisation has experienced a variety of operational challenges. These include inaccurate stock availability, poor coordination between departments, slow customer service responses, limited personalisation in marketing, and weak managerial decision-making. Customers frequently place orders online for products that are unavailable, resulting in complaints and refunds. Employees also spend valuable time manually transferring data between systems, which leads to further errors and inefficiency.
The main challenges faced by AKPerog Ltd include ineffective inventory control, weak customer relationship management, unreliable reporting processes, lack of integration across departments, and insufficient data security measures. These issues restrict the company’s ability to maintain customer satisfaction, operate efficiently, and expand sustainably. If left unresolved, the organisation may struggle to remain competitive in an increasingly digital retail market.
This report evaluates the existing information systems at AKPerog Ltd and proposes a modern integrated system solution to improve overall business performance. The recommended solution focuses on the implementation of an Enterprise Resource Planning (ERP) system, a centralised Customer Relationship Management (CRM) platform, an automated Inventory Management System (IMS), Business Intelligence (BI) and Decision Support Systems (DSS), and strengthened cybersecurity and data protection controls. Together, these systems will improve efficiency, enhance decision-making capability, reduce risk, and improve customer experience.

2. Evaluation of Existing Systems
AKPerog Ltd currently relies on fragmented, outdated systems that no longer meet the functional requirements of a modern retail organisation. Many processes are manual, isolated and vulnerable to error, creating inefficiencies across the business.
Inventory Management
The organisation’s inventory management system is mainly manual and spreadsheet-based. Stock levels from individual stores are not systematically integrated with the e-commerce platform. This means that inventory information is not updated in real time when products are sold or transferred. Consequently, customers often purchase products that appear available online but cannot be fulfilled due to stock shortages.
Poor inventory visibility also affects internal operations. Store managers are unable to accurately assess which products are overstocked or understocked. This results in excessive inventory for slow-moving goods while popular items become unavailable. The absence of automation has created problems such as stock discrepancies, increased operational cost, and loss of customer confidence.
Customer Relationship Management
Customer information is stored across multiple systems including till-based records, online accounts, and fragmented marketing databases. This lack of integration means that employees do not have access to complete customer profiles. Customer service staff cannot view purchase histories or prior complaints easily, leading to inconsistent service quality. Likewise, the marketing team cannot segment customers effectively or deliver personalised email campaigns.
As a result, AKPerog Ltd struggles to retain customers and build long-term loyalty. The inability to analyse customer behaviour limits management’s understanding of buying trends and preferences. The organisation cannot leverage customer data as a strategic asset.
Reporting and Decision-Making
AKPerog Ltd relies heavily on manual spreadsheet reporting to generate sales figures and financial summaries. These reports are often created using data received at different times from multiple departments, leading to inconsistencies and errors. Management does not have access to real-time dashboards or automated financial analysis.
The lack of Business Intelligence tools prevents decision-makers from monitoring performance effectively. Critical indicators such as profit margins by product, sales trends by store, and stock turnover rates are not available in an accessible format. As a result, forecasting and planning rely heavily on managerial judgement rather than evidence-based insight.
The absence of Decision Support Systems also means that the organisation is unable to simulate market scenarios, anticipate product demand accurately, or analyse business risk. Without predictive modelling, strategic planning becomes reactive rather than proactive.
Data Protection and Security
AKPerog Ltd is vulnerable to data breaches due to weak security measures. There are limited access controls restricting who may view customer information, and encryption is not consistently applied across all systems. There is also no formal monitoring of user activity or regular security audits.
As a retailer dealing with customer personal details and payment information, the organisation is legally required to comply with data protection standards. Failure to do so exposes the company to fines, loss of customer trust and reputational damage.
System Integration
Departments within AKPerog Ltd operate independently using different software solutions that do not share data automatically. Sales, finance and inventory staff frequently re-enter information manually into different systems. This duplication increases the risk of error and wastes time that could be spent on value-adding activities.
This lack of integration prevents management from gaining a single, accurate overview of organisational performance. It also limits the ability to scale operations efficiently as the business expands.
Overall, the current information system environment at AKPerog Ltd is reactive rather than strategic. The organisation lacks the digital infrastructure necessary to support its growth and deliver a consistent customer experience.

3. Recommended Information System Solution
To address the weaknesses identified, a modern integrated information system architecture is recommended. The proposed solution centres on the implementation of Enterprise Resource Planning (ERP), supported by Customer Relationship Management, Inventory Management Systems, Business Intelligence and Decision Support tools, and improved cybersecurity controls.
Enterprise Resource Planning (ERP)
An ERP system such as Microsoft Dynamics 365 or SAP S/4HANA should be implemented to integrate all major business functions into a single platform. This will provide a centralised data repository that supports finance, inventory, sales, procurement and human resources.
ERP will eliminate duplicate data entry and ensure consistent information across departments. When a product is sold online or in-store, inventory levels will update automatically across all channels. Sales transactions will flow directly into finance systems, improving accounting accuracy and cash flow visibility.
By standardising processes across locations, ERP will increase productivity and reduce administrative cost. The system is scalable and flexible, allowing AKPerog Ltd to open new stores or expand product lines without restructuring its information systems.
From a strategic perspective, ERP also provides management with an integrated view of performance. Decision-makers can analyse financial health, store productivity and inventory efficiency within a single environment.
Inventory Management System (IMS)
An automated IMS should be implemented and fully integrated with the ERP system. Barcode scanning and RFID technology will facilitate real-time tracking of stock movement as goods are received, transferred and sold.
The IMS will enable low-stock alerts, demand forecasting and automatic replenishment. These features will reduce both stock shortages and excess inventory. Employees will spend less time on manual stock checks and more time on customer service.
Customer satisfaction will improve because the e-commerce platform will display accurate product availability at all times. This will result in fewer cancelled orders and refunds.
Customer Relationship Management (CRM)
A cloud-based CRM platform such as Salesforce is recommended to centralise all customer data. This will provide a single customer profile for each individual, including purchase history, customer service interactions and preferences.
CRM will support personalised marketing and enable targeted communication campaigns. Customer service staff will be able to respond more quickly to queries with improved access to customer information. CRM analytics will also help management identify patterns in customer behaviour and predict future buying trends.
Although CRM systems involve initial implementation and licensing costs, the long-term benefits include increased customer retention, improved communication and higher customer lifetime value.
Business Intelligence and Decision Support Systems
Business Intelligence tools such as Power BI or Tableau should be implemented to convert transactional data into meaningful visual dashboards. Managers will be able to track sales trends, financial performance and inventory status in real time.
Decision Support Systems will further enhance forecasting capability through predictive modelling. These systems can anticipate changes in demand based on historical sales patterns and seasonal trends. This allows management to planning stock purchases more accurately and reduce financial risk.
Data-driven decision-making will replace reliance on spreadsheets and intuition. This will result in better strategic planning and faster response to change.
Cybersecurity and GDPR Compliance
Data protection must form a core component of the redesigned system. Access to information should be controlled through user roles, with all sensitive data encrypted both in storage and during transmission. Two-factor authentication should be implemented for all staff accessing systems remotely.
Compliance frameworks such as ISO 27001 should be adopted to establish formal data governance procedures. Regular audits will ensure the organisation remains compliant and secure.
Employee training is also essential. Staff must understand data privacy rules and ethical responsibilities. By strengthening its approach to security, AKPerog Ltd will reduce risk and build customer trust.

4. Implementation Plan
A phased implementation approach is recommended:
Phase 1: System Analysis (1–2 months)
Business processes will be mapped and inefficiencies identified. Requirements from all departments will be collected. Vendors will be selected based on features, cost and scalability.
Phase 2: System Design (2 months)
The technical architecture will be defined. Data models and integration workflows will be created. Cybersecurity procedures will be planned alongside system setup.
Phase 3: Development and Testing (3 months)
Software will be configured, and data migrated into the new systems. Testing will identify issues before full deployment.
Phase 4: Training and Deployment (2 months)
Employees will receive training and support materials. A pilot group of stores will go live first. The full rollout will follow.
Phase 5: Evaluation and Maintenance
System performance will be reviewed continuously. Feedback will be gathered and improvements made where necessary.
Potential difficulties include resistance to change and financial investment. These risks can be reduced through communication and training.










5. Conclusion
AKPerog Ltd urgently requires modern information systems to support its continued growth and to meet the expectations of customers in a competitive retail environment. The current reliance on manual inventory processes, fragmented customer data, spreadsheet-based reporting, and weak data protection has led to operational inefficiencies, poor decision-making, and increased exposure to legal and cyber risks.
This report has evaluated the existing weaknesses and proposed an integrated solution based on ERP, IMS, CRM, BI/DSS, and improved cybersecurity and GDPR compliance. Implementing an ERP-centred architecture will provide a single, accurate view of the organisation’s operations, while an automated IMS will improve stock accuracy and product availability. A robust CRM platform such as Salesforce will enable AKPerog Ltd to build stronger customer relationships through personalisation and targeted marketing. Business Intelligence and Decision Support tools will support faster and more informed management decisions, and strengthened security controls will protect customer data and safeguard the company’s reputation.
Although the implementation requires investment, careful planning, and effective change management, the long-term benefits include higher operational efficiency, increased customer satisfaction, better strategic decision-making, and enhanced competitiveness. By modernising its information systems, AKPerog Ltd will be better positioned to achieve sustainable growth and to respond effectively to future changes in the retail sector.
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