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Information Systems Improvements for AKPerog Ltd. 
1. Introduction
AKPerog Ltd. is a well-established consumer electronics retailer operating thirty physical stores across the UK and supporting a rapidly expanding e-commerce platform. Over the last year, the company has experienced a sharp increase in sales, which has encouraged management to plan for further growth and investment. Although this rising demand signals a strong market position, the organisation is struggling internally due to outdated and inefficient information systems. As highlighted in the scenario, these weaknesses have begun to affect stock management, customer satisfaction, regulatory compliance, and overall operational performance. According to Laudon and Laudon (2022), information systems have become increasingly important as businesses grow because larger operations require higher accuracy, stronger integration, and faster data flows. AKPerog Ltd. is now reaching a stage where its existing systems can no longer support its expansion ambitions.
One major issue identified is the manual inventory management system used across stores. Because staff record inventory levels by hand, mistakes occur frequently, and these errors lead to significant discrepancies between what is shown on the website and what is physically available in stores. Such inconsistencies result in customers ordering products that are out of stock, which damages trust, increases refund rates, and harms the company’s reputation. Manual systems are widely recognised as prone to human error and unsuitable for retailers who manage thousands of fast-moving items (Stair and Reynolds, 2020). For a business competing in the electronics market, real-time and accurate inventory data are essential.
Customer relationship management is also a problem area because customer information is stored across multiple disconnected systems, including spreadsheets and small in-store databases. This makes it nearly impossible to develop a single, accurate view of the customer. As Buttle and Maklan (2019) argue, fragmented customer data prevents effective relationship management, as companies cannot understand purchasing patterns, personal preferences, or long-term behaviors. Without this insight, AKPerog Ltd. cannot deliver personalised marketing, loyalty communications, or fast problem resolution. Customer service staff struggle to access complete records, leading to slower response times, while the marketing team cannot design targeted campaigns because they lack access to reliable data.
A further weakness concerns sales reporting and decision-making. Management teams rely on spreadsheets that are manually compiled, often containing inaccuracies and outdated figures. Monk and Wagner (2013) note that manual reporting slows down decision-making and increases the likelihood of errors. In a fast-moving industry where new electronics are released frequently, relying on slow reporting methods limits a company’s ability to react to market changes. Without timely insights, the business risks overstocking unpopular products, under-ordering popular items, and missing opportunities to increase revenue.
Another concern is data protection. The Information Commissioner’s Office (ICO, 2023) emphasises that companies must store personal data securely, with proper access controls and clear data-handling procedures. AKPerog Ltd.’s current approach, where data is stored in different places with minimal oversight, increases the risk of data breaches and non-compliance with GDPR. A breach could lead to heavy fines, legal consequences, and reputational damage.
Finally, the lack of integration between different departments makes internal processes slow and inefficient. Sales, finance, and inventory teams all use separate systems that do not communicate with each other. As a result, employees waste time manually transferring information between systems, increasing errors and contributing to operational bottlenecks. Turban, Pollard and Wood (2021) explain that integrated systems allow businesses to share data in real time, improve workflow efficiency, and reduce duplication.
Because of these issues, AKPerog Ltd. requires a modern, integrated information system capable of supporting its growth. This report evaluates the current weaknesses, recommends a suitable solution, and outlines a structured implementation plan supported by credible academic evidence and real-world business examples.
2. Evaluation of Existing Systems
A close evaluation of the company’s current information systems shows several significant weaknesses that affect performance. The most obvious problem is the manual inventory system. Because stock updates depend on staff input, data is often inaccurate, delayed, or inconsistent. This leads to poor customer experiences, higher refund volumes, and missed sales opportunities. Studies show that manual inventory tracking is unreliable and inefficient for businesses that sell large volumes of products (Laudon and Laudon, 2022). The electronics retail sector requires constant monitoring of product availability, making automated systems essential.
Another weakness relates to customer data. Customer information is stored across small independent systems, which prevents AKPerog Ltd. from accessing a complete and consistent customer profile. Without a centralised database, staff struggle to locate accurate records. Buttle and Maklan (2019) emphasise that CRM success depends on integrated and up-to-date customer information, which allows staff to provide better support and marketers to design effective campaigns. The current system limits personalisation, slows down complaints handling, and restricts targeted communication.
Reporting and decision-making also suffer due to outdated systems. Managers rely heavily on spreadsheets that must be compiled by hand. Manual spreadsheets are time-consuming and often include mistakes because they depend on human accuracy. Stair and Reynolds (2020) argue that manual data processing reduces organisational agility because it prevents businesses from accessing real-time insights. AKPerog Ltd. requires modern reporting capabilities to forecast trends more accurately, manage stock levels, and plan strategic decisions.
Data protection weaknesses add further risk. Because customer information is stored in separate systems, the organisation lacks strong access controls and consistent protection measures. The Information Commissioner’s Office (ICO, 2023) explains that companies must implement secure storage, encryption, and controlled access to comply with GDPR. AKPerog Ltd.'s current system does not meet these requirements, increasing the possibility of data breaches and non-compliance fines.
Another issue is the lack of integration between departments. Internal communication is slow because staff must manually transfer information between systems. According to Turban, Pollard and Wood (2021), integrated information systems reduce duplication of work, improve accuracy, and create smoother workflows. Without integration, AKPerog Ltd. will continue to experience inefficiencies that limit productivity.
Overall, the evaluation clearly shows that AKPerog Ltd.’s existing systems are outdated, disconnected, insecure, and inefficient. These issues now threaten business performance and competitiveness. The company must adopt a modern integrated information system to address these problems and support future expansion.

3. Recommended Solution
Based on the weaknesses identified, the most suitable solution for AKPerog Ltd. is to implement a cloud-based Enterprise Resource Planning (ERP) system with an integrated Customer Relationship Management (CRM) module. This type of system replaces manual processes, centralises information, and automates key business functions.
An ERP system links core business areas including inventory, finance, sales, supply chain, and customer service to one central platform. Monk and Wagner (2013) state that ERP systems reduce duplication of effort and improve data accuracy by creating a single source of truth. For AKPerog Ltd., this means that inventory updates will occur automatically across all stores and online platforms, eliminating the stock discrepancies that currently frustrate customers.
The CRM module helps organisations manage customer interactions, store information securely, and design personalised marketing. Chaffey (2022) explains that CRM systems support customer engagement and improve long-term loyalty by giving businesses access to complete customer profiles. For AKPerog Ltd., this would improve both marketing effectiveness and customer service speed.
The ERP-CRM system will also significantly improve reporting capabilities. Rather than depending on manual spreadsheets, managers will access real-time dashboards that show sales trends, stock levels, and financial data instantly. Laudon and Laudon (2022) argue that decision-support tools improve forecasting accuracy and strategic planning, making them essential for competitive industries.
Security features will also improve. Cloud-based ERP systems include encryption, secure login processes, and role-based access controls. These features help organisations comply with GDPR requirements and reduce the risk of cyberattacks (ICO, 2023). Because AKPerog Ltd. works with large volumes of customer data, increased security will provide important legal and reputational protection.
Finally, cloud-based ERP systems are more scalable and cost-effective. Deloitte (2023) highlights that cloud platforms reduce hardware costs and allow businesses to expand their system usage as they grow. AKPerog Ltd. can start with the most essential modules and add more features later without major investment.
For these reasons, a cloud-based ERP-CRM system is the most appropriate and future-proof solution for AKPerog Ltd.

4. Implementation Plan
4.1 Implementation steps
To ensure a successful transition, AKPerog Ltd. must follow a structured implementation plan made up of nine stages. Each stage reduces risk and prepares the organisation for the next step.
The process begins with a needs assessment, where managers identify and prioritise the modules needed. Since AKPerog Ltd. struggles mainly with inventory, CRM, and reporting, these modules should be implemented first. This stage ensures that the system matches real business needs.
The second stage is vendor selection. AKPerog Ltd. must compare different ERP-CRM providers by examining costs, features, security levels, vendor reputation, and long-term scalability. Choosing a reliable vendor is essential because the system will support the organisation for many years.
The third stage is system configuration. This involves adjusting the system to match the organisation’s structure, product categories, store procedures, and financial reporting needs. This stage must be done carefully to ensure the system is user-friendly and fits AKPerog Ltd.’s workflow.
The fourth stage is data migration, where the company collects, cleans, and transfers customer, stock, and sales data into the new system. Data must be reviewed for accuracy because any errors may affect long-term system performance.
The fifth stage is staff training. Employees must receive training on how to use the new system through workshops, manuals, and ongoing support. Staff confidence is essential because even the best system is ineffective if employees do not use it correctly.
The sixth stage is system integration, ensuring that the new ERP-CRM system can communicate with the e-commerce platform, payment systems, barcode scanners, and other digital tools.
The seventh stage is pilot testing, where the system is tested in a few selected stores to identify any issues before the full rollout.
The eighth stage is full rollout, where the system is launched across all thirty stores. Technical support should be available throughout this stage.
The final stage is the post-implementation review to evaluate performance and identify future improvements.
4.2 Case Studies
To make the implementation plan stronger, AKPerog Ltd. can look at how other companies carried out similar ERP-CRM projects. These examples show what works well and what should be avoided.
Needs Assessment - Nike
 Nike rushed into an ERP project in 2001 without properly checking whether the system matched their supply chain needs. Because of this, the company experienced major forecasting mistakes that cost over $100 million (Koch, 2004). This shows why AKPerog Ltd. must take its time to understand how its stock, sales, and customer processes work before choosing any system.
Vendor Selection - Whitbread (Premier Inn)
 Whitbread selected Microsoft Dynamics 365 mainly because it worked smoothly with their existing software and was easy for staff to use (Microsoft, 2018). This example shows AKPerog Ltd. that user-friendliness, integration, and long-term support are just as important as price when choosing a vendor.
System Configuration - Decathlon
 Decathlon successfully implemented SAP S/4HANA by keeping customisation to a minimum. They focused only on essential adjustments, so the system remained easy to maintain and scale (SAP, 2020). AKPerog Ltd. should follow the same idea and avoid changing too many default features.
Data Migration - Sainsbury’s
 In 2004, Sainsbury’s suffered a major supply-chain breakdown because incorrect and poorly prepared data was transferred into their new system (Simpson, 2005). This highlights how important it is for AKPerog Ltd. to clean all customer and product data carefully before moving it into the new ERP- CRM.
Staff Training - John Lewis
 John Lewis introduced “Digital Champions” in each store when upgrading their CRM. These trained staff members supported their colleagues and helped everyone adapt faster (John Lewis Partnership, 2019). AKPerog Ltd. could use the same system by selecting a few employees in each store to help others during the rollout.
System Integration - Tesco
 Tesco faced issues when integrating new software with their warehouse operations. To avoid full disruption, they ran both old and new systems at the same time until everything was stable (Wood, 2014). AKPerog Ltd. can reduce risks by using this “parallel running” method too.
Pilot Testing - Zara
 Zara usually tests new digital tools in a few stores before rolling them out across the whole company (Ferdows, 2020). This small-scale trial helps identify problems early. AKPerog Ltd. should test the ERP - CRM in 2-3 medium-sized stores for the same reason.
Rollout - IKEA
 IKEA prefers rolling out new systems gradually, starting with bigger stores and expanding slowly (Inter IKEA Group, 2021). This helps manage support and reduces mistakes. AKPerog Ltd. can follow a similar step-by-step approach for its rollout.
Post-Implementation Review - British Airways
 British Airways regularly reviews its IT changes after each upgrade to check performance, user experience, and any issues that need fixing (British Airways, 2020). AKPerog should run a similar review about three months after implementation.
Overall, using these real-world case studies gives AKPerog a clearer understanding of what to expect during implementation and helps reduce risks throughout the ERP-CRM project.
5. Conclusion
In conclusion, AKPerog Ltd. is experiencing major operational challenges due to its outdated and disconnected information systems. Manual stock updates, fragmented customer data, slow reporting, poor GDPR compliance, and a lack of system integration all limit the organisation’s efficiency and customer satisfaction. After evaluating these issues, this report recommends the adoption of a cloud-based ERP system with an integrated CRM module. This modern solution will centralise data, support real-time reporting, enhance customer service, improve decision-making, and increase security. The structured implementation plan provides a clear roadmap for a smooth transition. If followed effectively, the new ERP-CRM system will enable AKPerog Ltd. to improve efficiency, strengthen customer loyalty, and prepare for sustainable long-term growth.
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