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1. Introduction
In today’s digital business environment, the quality of information can be just as important as the products or services an organisation provides. Effective information systems help businesses coordinate activities, reduce errors and support faster decision-making. Laudon and Laudon (2025) argue that accurate and timely information improves coordination across business functions. This is particularly relevant to Maldiva Ltd. Maldiva Ltd. is a fast-growing consumer electronics retailer operating 30 physical stores alongside an e-commerce platform. However, its current systems remain fragmented. Manual inventory tracking creates stock discrepancies, while disconnected customer records limit personalised services. Spreadsheet-based reporting also delays management decisions. These problems are interconnected and could become more serious as the company expands. Weak access controls create additional cybersecurity and GDPR risks. Therefore, Maldiva Ltd. requires an integrated and scalable information environment. This report critically evaluates its existing systems and recommends an integrated ERP, CRM and BI solution. The recommendation considers business needs, efficiency, cost and scalability. It also evaluates data management, decision-making, security and implementation challenges.

2. Evaluation of Current Information Systems
Maldiva Ltd.’s current information systems are becoming unsuitable for the scale and complexity of its operations. The main issue is the fragmentation of information across inventory, customer management, sales and reporting activities, which creates data silos and increases dependence on manual processes. Sunyaev et al. (2023) explain that enterprise information systems support cross-functional processes by connecting information across different areas of a business. Greater integration could reduce repeated data entry, improve information consistency and save staff time. The evidence therefore indicates that the underlying problem is not the performance of one individual application, but the lack of connection between the systems supporting the business.
Inventory management demonstrates the impact of this weakness most clearly. Manual stock updates can create differences between actual inventory and the availability shown on the e-commerce platform, which may result in cancelled orders, refunds and customer dissatisfaction. Poor stock visibility also affects financial performance because excessive inventory ties up working capital, while insufficient stock can lead to missed sales opportunities. This is important in consumer electronic where excess stock may quickly lose value. It could strengthen stock control, reduce avoidable costs and support more accurate purchasing decisions.
Fragmented customer records prevent staff from gaining a complete view of purchase history, which limits personalised marketing and can make complaints more difficult to resolve. At the same time, spreadsheet-based reporting requires information to be collected manually from different departments, increasing the risk of errors and outdated reports. Jaradat, Al-Hawamleh and Hamdan (2024) found that integrating ERP and Business Intelligence can improve organisational decision-making when factors such as data quality, security and user capability are properly managed. For Maldiva Ltd., access to more reliable and timely information could improve forecasting, identify changes in sales patterns and support faster inventory decisions. However, the system would only provide these benefits if the underlying data were accurate, meaning that data quality must improve alongside technological integration.
Overall, upgrading separate applications would be unlikely to deliver the improvements Maldiva Ltd. requires. A connected information environment would improve data accuracy, reduce unnecessary manual work and support faster decision-making. It would also provide a more scalable foundation for future growth.

3. Recommended Information Systems Solution
Based on the evaluation, Maldiva Ltd. requires a solution that can improve operational control, customer management and access to timely business information. An integrated cloud-based approach combining Enterprise Resource Planning (ERP), Customer Relationship Management (CRM) and Business Intelligence (BI) is therefore recommended. Each system provides a different business benefit, while their combined use can support greater efficiency, scalability and more informed decision-making.

3.1 Enterprise Resource Planning (ERP)
ERP should form the operational foundation of the proposed solution because it can bring inventory, sales, finance and procurement into one coordinated platform. IBM (2024) notes that ERP integration can improve real-time visibility and provide a more consistent view of business operations. For Maldiva Ltd., the main value would be stronger control over stock and order information across both physical stores and the e-commerce platform. This could reduce the risk of overselling, improve replenishment decisions and help managers respond more quickly to changes in demand. The business benefits would also extend to cost and efficiency. More accurate stock information could reduce unnecessary overstocking, while better coordination between sales and purchasing could limit missed sales caused by shortages. A cloud-based ERP would also support scalability, as new stores, users and business activities could be added without creating another separate system.
However, these benefits must be balanced against implementation costs, data migration and staff training. A large-scale rollout could also disrupt daily operations if introduced too quickly. Therefore, ERP would offer the greatest value if Maldiva Ltd. adopts it in phases, allowing the company to control risk while improving efficiency, inventory performance and future scalability.

3.2 Customer Relationship Management (CRM)
CRM should support Maldiva Ltd. by improving the way customer information is used across sales, marketing and customer service. Microsoft (2025) explains that Dynamics 365 Customer Insights can combine customer data to create unified profiles and support more personalised experiences across marketing, sales and service. For Maldiva Ltd., this could help staff understand customer preferences, previous purchases and past interactions more clearly. As a result, marketing campaigns could become more targeted, customer enquiries could be handled faster and repeat purchases could be encouraged. 
The main business value of CRM is therefore not simply storing customer records but turning those records into useful actions. For example, if a customer purchases a laptop, the system could help identify relevant follow-up offers such as accessories, warranty support or future upgrade promotions. This could improve customer engagement while reducing the cost of sending generic marketing to customers who are unlikely to respond. CRM may also support customer retention by helping service teams resolve complaints with a clearer view of previous interactions.
However, these advantages depend on the quality of the customer data entered the system. Duplicate, incomplete or outdated records could lead to irrelevant promotions and poor customer decisions. Therefore, CRM should be supported by regular data checks and clear data-governance rules. When managed effectively, CRM could improve customer satisfaction, marketing productivity and long-term customer value rather than acting only as a customer database.
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Source: Adapted from Basiura (2025), Marketing Insider Group.

3.3 Business Intelligence (BI)
Business Intelligence would be particularly valuable for Maldiva Ltd. because the company needs faster and more reliable information for management decisions. Its current spreadsheet-based reporting process can delay access to important data and make changes in sales or demand difficult to identify. Mekimah et al. (2024) explain that Business Intelligence can turn organisational data into useful insights that support decision-making. For Maldiva Ltd., the greatest benefit would be the ability to identify problems earlier rather than relying mainly on historical reports.
For example, if sales of a particular electronic product begin to fall while stock levels remain high, BI could highlight this pattern before it develops into a larger financial problem. Management could then reduce future orders, adjust pricing or introduce targeted promotions. This could lower unnecessary stockholding costs and improve forecasting. BI could also support comparisons between the company’s 30 stores, allowing management to identify where performance is strong and where additional action may be required.
However, the value of BI would depend heavily on data quality. Inaccurate information from ERP or CRM systems could lead to misleading dashboards and weaker decisions. This makes reliable data and clear performance measures essential to the success of BI. Overall, BI would provide the greatest value as a decision-support tool that helps management respond more quickly and confidently to changing business conditions.

3.4 Overall Recommendation
A cloud-based solution combining ERP, CRM and BI would provide the strongest overall fit for Maldiva Ltd. because each system addresses a different business need while contributing to one connected information environment. A Microsoft-based platform using Dynamics 365 alongside Power BI would provide a practical option for supporting the company’s existing stores and future expansion. Gartner (2024) highlights the importance of cloud ERP in supporting core business processes while providing the flexibility required for continued innovation and organisational development. For Maldiva Ltd., this strengthens the case for choosing a platform that can grow with the business rather than introducing further stand-alone applications. Operational information from ERP could support customer activities in CRM, while BI could use information from both systems to provide management with a broader view of performance. 
Cost must still be considered, as cloud subscriptions, data migration and employee training require investment. However, these costs should be balanced against potential long-term benefits such as lower administrative effort, stronger stock control, improved customer relationships and faster decision-making. This is particularly important for Maldiva Ltd., as future growth would increase the complexity of managing 30 stores and online operations. On balance, an integrated cloud solution provides a stronger strategic fit by supporting current needs while remaining flexible enough for future growth.

4. Security, GDPR and Ethical Considerations
The proposed systems would increase the amount of customer and operational data available across Maldiva Ltd., making security and data protection an essential part of the solution. The ICO states that organisations must apply appropriate technical and organisational measures to protect personal data under the UK GDPR (ICO, 2026). For Maldiva Ltd., this means security should be built into the system from the beginning rather than added after implementation. Role-based access control could limit employees to the information required for their responsibilities, while multi-factor authentication and encryption could reduce the risk of unauthorised access and data breaches. 
The benefits are not limited to legal compliance. Stronger security could protect customer trust, reduce the financial and reputational impact of a breach and make the wider ERP, CRM and BI environment more reliable. Customer data should also be accurate, necessary for a clear purpose and retained only for as long as required, reflecting the UK GDPR principles of data minimisation, accuracy and storage limitation. 
Ethical use of data is equally important. CRM and BI may allow Maldiva Ltd. to personalise marketing, but customer information should not be collected or used simply because the technology allows it. Transparent and proportionate use of data would provide a stronger balance between commercial value and customer privacy. Therefore, cybersecurity and responsible data governance should be treated as business requirements rather than only technical controls.

5. Implementation Plan
A six-month phased implementation is recommended for Maldiva Ltd. because introducing ERP, CRM and BI across all 30 stores and the e-commerce platform at the same time could create unnecessary operational disruption. The Project Management Institute (2025) emphasises that project approaches should be adapted to organisational needs and focused on delivering business value. For Maldiva Ltd., this supports a gradual rollout that allows technical and operational problems to be identified before full deployment.
As shown in Figure 2, the project would begin with requirements analysis in Month 1, while system selection would continue through Months 1 and 2. Data cleaning and migration would take place during Months 2 and 3, alongside system configuration and integration from Months 2 to 4. Pilot testing would begin in Month 4, followed by employee training during Months 4 and 5. This would allow technical issues and staff difficulties to be addressed before the phased rollout across Months 5 and 6.
Potential challenges include data migration errors, employee resistance, implementation costs and temporary disruption to daily operations. These risks could be reduced through pilot testing, practical training, backup procedures and phased deployment. Monitoring and evaluation should begin during the pilot stage and continue until the end of Month 6. Inventory accuracy, order-processing time, customer satisfaction and reporting speed could be used as performance indicators to determine whether the new systems are delivering the expected business benefits.





Figure 2: Proposed Six-Month Implementation Gantt Chart for Maldiva Ltd.

	Activity
	M1
	M2
	M3
	M4
	M5
	M6

	Requirement Analysis
	     ✔ 
	
	
	
	
	

	System Selection
	     ✔ 
	     ✔ 
	
	
	
	

	Data Cleaning & Migration
	
	     ✔ 
	     ✔ 
	
	
	

	System Configuration & Integration
	
	     ✔ 
	     ✔ 
	     ✔ 
	
	

	Pilot Testing
	
	
	
	     ✔ 
	
	

	Employee Training
	
	
	
	     ✔ 
	     ✔ 
	

	Phased Rollout
	
	
	
	
	     ✔ 
	         ✔ 

	Monitoring & Evaluation
	
	
	
	     ✔ 
	     ✔ 
	         ✔ 




6. Conclusion

Maldiva Ltd. requires more than a simple technology upgrade. The proposed combination of ERP, CRM and BI provides a stronger long-term solution because it can improve operational control, customer management and the quality of business decisions within one connected environment. However, the success of the investment will also depend on whether employees are willing and able to use the new systems effectively.
The Technology Acceptance Model (TAM) provides a useful way to evaluate this issue. Davis and Granić (2023) identify perceived usefulness and perceived ease of use as central factors influencing technology acceptance. For Maldiva Ltd., this suggests that employee training, practical system design and clear communication of business benefits should be treated as essential parts of implementation. A technically advanced system would provide limited value if employees found it difficult or unnecessary to use.
Overall, the proposed solution offers a scalable foundation for future growth, but sustainable benefits will depend on combining suitable technology with strong data governance, employee acceptance and continuous performance monitoring.
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