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[bookmark: _heading=h.v4cta16prz0v]Introduction
AKPerog Ltd. is a rapidly expanding firm dealing with consumer electronics. It has 30 physical stores and an online store as well, where customers can shop in-store and electronically (Muller, 2024). The company has experienced a high rate of sales over the last one year, and this has resulted in rapid growth. This has been done by AKPerog Ltd. to experience difficulties in operating its activities. The existing information systems exhibited by the company are old and inefficient, resulting in various problems. Among the key issues, the manual system of inventory tracking should be mentioned that tends to lead to a situation when there might be discrepancies between the stocks at the physical stores and on the online orders. This causes customer complaints and refunds of products after ordering online and if they are not available. The other issue is the lack of integration between the Customer Relationship Management (CRM) system (Kumar & Mokha, 2023). The information about the customers is held in different systems and it is hard to monitor their purchase history or send them specific promotions. Moreover, the operational bottlenecks are also being caused by slow decision making, non-adherence to data protection statutes and non-integration of various departments.

[bookmark: _heading=h.w3zn05nfrps3]Evaluation of Existing Systems 
[bookmark: _heading=h.drnrouh6xjoy]Current Information Systems
The information systems that AKPerog Ltd. currently utilises are outdated, hence posing operational issues for the organization. The manual inventory tracking system is one of the key systems. The use of manual monitoring of stock denotes that employees in this system make numerous errors (Rana, 2020). A discrepancy between the records of the inventory in physical stores and the records of stock records will create confusion particularly when customers make orders online. When a product is out of stock in a store, but it seems to be available online, clients will order goods that cannot be delivered. This translates into complaints, refunding, and lost partners.
The Customer Relationship Management (CRM) system of the company is disconnected, as well. The data on customers is distributed in a variety of systems, which implies the absence of a single perspective of each customer (Wahab, 2010) r. This complicates the ability of the company to monitor the history of purchases made by customers or to deliver specific marketing messages. In the absence of an appropriate CRM system, marketing department is unable to connect with the customers on a personal basis, and the customer service department is at a loss when dealing with customer complaints since they cannot get access to all customer details.
[bookmark: _heading=h.j0cyzyzads0h]Gaps Identification
· Inventory Tracking System: Manual inventory system has been known to produce numerous errors. Inventory is not updated in real time, which results in online and in-store disparities of inventory (Sharer, 2024). Customers can place an order in the absence of the item thus resulting in bad customer experience.
· Customer Relationship Management (CRM): The CRM system is not well integrated, and the data of the customers is distributed in various systems (Handayani, 2021). This leaves the company unable to effectively monitor customer buying history and to deliver a targeted marketing message and lessens the effectiveness of marketing and customer service.
· Decision-Making: The company uses manual sales reports that have been developed using spreadsheets. Such reports tend to be obsolete and prone to errors and slow down decision-making processes. In the absence of real-time data, the management team finds it difficult to detect trends, predict sales, and make rushed decisions, and thus opportunities are missed.
· Security and Compliance Problems: The existing system cannot be considered very secure and is not in line with the GDPR requirements. Access controls are weak, and there is more likelihood that sensitive customer data could be accessed unauthorizedly. This exposes the company to legal problems and reputation losses.
· Integration Problems: One of the major problems is the absence of interdepartmental integration. The systems adopted by sales, finance, and inventory teams are not associated with one another (Rana, 2020). This involves tedious data transfers, which waste time and create more errors. This diminishes integration and it becomes difficult to have a scenario where departments can work together.


[bookmark: _heading=h.89p7njikzoz]Recommended Solution 
[bookmark: _heading=h.3nucb5civmqw]Proposed Information System
To deal with the difficulties experienced by AKPerog Ltd., I would suggest a solution that involves the use of a modern cloud-based information system which will encompass a cloud based inventory management system, integrated CRM system and a Business Intelligence (BI) system to make better decisions.


Cloud-based Inventory Management System


CRM Unified System


Business Intelligence (BI) System

Figure 1: Proposed Information System (Olanrewaju et al., 2021).
· Cloud-based Inventory Management System: This is going to assist in maintenance of the stock levels in real time (Olanrewaju et al., 2021). It will synchronize inventory in physical location and online stores automatically minimize errors and inventory discrepancies.
· CRM Unified System: CRM unified system will be a system that will hold all the customer information under one system. The system will enable AKPerog Ltd. to monitor the customer interaction, purchase history, and preference. It will assist the marketing team to offer customers personalized offers and enhance customer service by giving customer information easily to the staff.
· Business Intelligence (BI) System: A BI system will enable the management team to be data-driven (Brijs, 2016). It will offer real-time sales analysis, trend tracking as well as facilitate accurate sales forecasting. This will facilitate the planning and assist the company in discovering opportunities.
[bookmark: _heading=h.o486x4jh0b3r]Justification for the Recommendation
· Business Needs: The suggested systems will address the business needs of the company in several ways. The inventory system based on the cloud will eliminate the difference in inventory between the orders placed online and the physical stores (Sharer, 2024). CRM system will enable the company to address customers with personal offers, which will enhance customer loyalty. 
· Productivity: These systems will do very well in enhancing productivity. Manual work will be minimized using automation, and real-time data will mean that all people will be using the most current information. The inventory management system will eliminate inventory problems, and the unified CRM system will facilitate communication with the customers. The BI system will provide the management with instantaneous sales information that will help the management to respond faster.
· Cost and Scalability: Cloud-based systems are economical in nature since they eliminate the use of costly hardware and in-house IT services (Zoni & Galimberti, 2022). They can also be scaled down, that is, AKPerog Ltd. can readily extend the system as the business develops. With the system, any expansion of the company in terms of opening new stores or online sales can be expanded without necessitating significant upgrades.
· Security and Compliance: The new systems will be in line with the data protection laws such as GDPR. The cloud systems will offer secure access controls and only the authorized employees will have access to the sensitive data. It will minimize the possibility of data breach and legal problems.
[bookmark: _heading=h.sii30zr035e0]How the System Will Improve Operations
· Inventory Management: through the cloud-based inventory management system, the stock levels will be updated in real-time (Olanrewaju et al., 2021). This will provide proper inventory information in all stores and the e-commerce site that will minimize stock variances and enhance orders fulfilment.
· Customer Data: Customer information will be put under a single CRM system. This will enable the marketing department to make personal offers, and the customer care department will be able to deal with complaints effectively as they will be in a position to access full records of the customer.
· Decision-Making: The BI system will give real-time data and trends of sales (Brijs, 2016). This will allow the management team to make faster and more effective decisions related to product offering, sales strategies and projections.
· Integration: The new systems will combine sales, finance and inventory units and lessen the process of data transfer manually. This will make the operations smooth and less prone to mistakes causing the departments to work together smoothly.


[bookmark: _heading=h.3wqohsgevw9r]Implementation Plan 
To effectively carry out the new systems in AKPerog Ltd., there must be a proper plan in which steps are laid down. This segment provides the most essential steps that should be undertaken towards the adoption of the inventory management and CRM systems.
[bookmark: _heading=h.9m0a9w3xkzqq]Steps for Implementation
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Figure 2: Steps for Implementation (Sidorov, 2025).
1. Evaluation of the current infrastructure: The initial move is to analyze the IT infrastructure of AKPerog Ltd. This involves verification of existing hardware and software used to ascertain that it can support the new stockpile and CRM systems (McBay & Mickovski, 2021). In case of any upgrades or new equipment, then they must be known at this point.
2. System Selection and Procurement: After the infrastructure is in place, one should then select the most suitable software and service vendors for the inventory management system and the CRM system. This entails research into the available systems and aligning with the needs of the company, and finding providers of reliable, secure and scalable solutions.
3. System Integration: The next step after the selection of the systems is to plan how they are going to be integrated with the existing infrastructure of AKPerog Ltd (Sidorov, 2025). This also involves the connection of the new systems to existing sales, finance and inventory programs to facilitate the flow of data and communication between departments.
4. Customization: After integrating the systems, they are to be customized to address the needs of AKPerog Ltd. Indicatively, the CRM system might require modification to monitor customers’ preference and purchase history. The stock management needs of the company should also be tailored in the inventory system.
5. Testing and Pilot Run: Pilot Run Before full implementation, it is advisable to do a pilot run where the new systems are tested. This will enable AKPerog Ltd. to detect any problems or glitches and correct these prior to the launch of the system (Dolle, 2021). The pilot run will require a small number of users of various departments to provide assurance that everything is functioning as planned.
6. Go Live: Once the pilot run is successful, the system can be implemented at the company in phases. This should be done in one or two stores and then gradually to all the stores and departments. This will see any problems resolved prior to full-scale implementation.
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Training will be done for all the departments involved in the application of the new systems as well as sales, inventory and customer service departments. These seminars will involve the use of the new inventory management and CRM systems (Erasmus, 2010). Appropriate training will enable the staff to familiarize themselves with the systems, alleviate confusion and make the transition to the new processes smooth, ultimately resulting in an improved adoption of the system and efficient work processes.
[bookmark: _heading=h.tdrba1qgspmv]Potential Challenges
There are several issues that might emerge in the process of implementing the new systems. Resistance to change among the employees who are used to the previous methods of operation is one of the central problems (Ma et al., 2024). This will have to be overcome through proper communication on the advantages of change of systems. There are also chances of technical glitches in the integration, hence it is desirable to have a given support team to address issues. Lastly, the transfer of data between the old system and the new one might pose challenges particularly where there is a discontinuity between the data.
Conclusion 
The main threats to AKPerog Ltd. are the use of old inventory management, detached CRM, and the slowness of decision making. The above challenges will be resolved through the proposed solution, which includes cloud-based inventory management, a unified CRM system, and Business Intelligence (BI) tools, as they will guarantee timely updating of data, centralize customer information, and enhance the decision-making process (Olanrewaju et al., 2021). The new systems will also blend the departments and enhance cooperation and minimize mistakes. The suggested systems will be efficient as they will automate work and include access to real-time data. Personalized marketing will enhance customer relations, and the decision-making process will be swifter and more precise. Also, the systems will guarantee enhanced data security and compliance.


[bookmark: _heading=h.xyq5s077tqyp]References
Brijs, B. (2016) ‘Bi and financial management’, Business Analysis for Business Intelligence, pp. 111–123. doi:10.1201/b13096-8. 
Dölle, K. (2021) ‘Blotting paper for bench type testing - a 48-inch pilot paper machine production run’, Journal of Engineering Research and Reports, pp. 59–69. doi:10.9734/jerr/2021/v21i1117507. 
Erasmus, A. (2010) ‘Customer service in appliance sales departments of selected prominent retail outlets: Store manager, sales personnel and Customer Perspectives’, Journal of Family Ecology and Consumer Sciences /Tydskrif vir Gesinsekologie en Verbruikerswetenskappe, 38(1). doi:10.4314/jfecs.v38i1.59996. 
Handayani, R. (2021) ‘The effect of company characteristics and sales growth on Sustainability Report’, Journal of Scientific Research and Reports, pp. 21–31. doi:10.9734/jsrr/2021/v27i1230473. 
Kumar, P. and Mokha, A.K. (2023) ‘Linking electronic customer relationship management (E-CRM) and customer loyalty through serial mediation of customer experience and customer satisfaction’, International Journal of Electronic Customer Relationship Management, 1(1). doi:10.1504/ijecrm.2023.10059220. 
Ma, R., Yin, J. and Peng, Y. (2024) ‘The research on the multi-stage influence mechanism of new user behavior during the implementation of Digital Transformation Systems’, Lecture Notes in Business Information Processing, pp. 189–200. doi:10.1007/978-3-031-60260-3_16. 
McBay, D. and Mickovski, S.B. (2021) ‘Challenges in implementing current track standards into the existing ageing infrastructure’, International Conference on Road and Rail Infrastructure, 6, pp. 85–92. doi:10.5592/co/cetra.2020.1048. 
Müller, H.D. (2024) ‘Grundlagen des Customer Relationship Management (crm)-ansatzes’, Einsatz von Customer Relationship Management-Systemen, pp. 67–145. doi:10.1007/978-3-322-81839-3_3. 
Olanrewaju, R.F., Irham Dollah, A. and Ajayi, B.A. (2021) ‘Cloud-based inventory system for effective management of under and over-stock hazards’, 2021 8th International Conference on Computer and Communication Engineering (ICCCE), pp. 274–278. doi:10.1109/iccce50029.2021.9467138. 
Rana, M.E. (2020) ‘Recommendations for implementing an IOT based inventory tracking and Monitoring System’, International Journal of Psychosocial Rehabilitation, 24(5), pp. 3908–3917. doi:10.37200/ijpr/v24i5/pr202099. 
Sharer, E. (2024) Inventory control (known demand): Choosing an inventory model for Industrial Security System Components [Preprint]. doi:10.4135/9781071974438. 
Sidorov, P. (2025) ‘Challenges and solutions in the integration of robotic systems into existing infrastructure’, The American Journal of Engineering and Technology, 7(2), pp. 37–43. doi:10.37547/tajet/volume07issue02-07. 
Wahab, S. (2010) ‘The evolution of Relationship Marketing (RM) towards customer relationship management (CRM): A step towards company sustainability’, Information Management and Business Review, 1(2), pp. 88–96. doi:10.22610/imbr.v1i2.875. 
Zoni, D. and Galimberti, A. (2022) ‘Cost-effective fixed-point hardware support for RISC-V embedded systems’, Journal of Systems Architecture, 126, p. 102476. doi:10.1016/j.sysarc.2022.102476. 



1 | Page

image3.png




image4.png




image5.png




image6.png




image1.png




image2.png




