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 Introduction 
In today’s highly desirable and rapidly growing business environment business must negotiate technology to enhance business growth, enhance accuracy, improve decision making and competitive age. Information system (I.S) play a big part in achieving this role to collect data, process and use data effectively. This idea suggests integrated information system specifically Enterprise resource planning (ERP), customer relation management (CRP) and Business Intelligence (B.I) to improve overall business growth. 
The proposed solution concentrate on streamlining operation, increase customer engagement and enable data driven decision making. This will help business improve productivity and support long term growth.
 Case study of Kalori Ltd according to module LCLM 5004
1. Overview of the business case scenario:
 Company name: Kalori Ltd (a fast-growing consumer electronics retailer with 30 stores and E commerce platform)
The aim of the company: to set up strategy or implement a system to overcome operational challenges.
Identification of key challenges:
identification of issues: Major operational challenges.
cause of issues: outdated and inefficient IT system.
Idendification of issues:  stock discrepancies between physical store and online orders.
Cause of issues: Manuel inventory tracking system.
Identification of issues: customer dissatisfaction as they are not getting their orders.
Cause of issues: backdated IT and poor business management.
Identification of issues: financial losses.
Cause of issues: customer refund due to customer complaint.
Identification of issues: poor customer relationship management (CRM)
cause of issues: Customer data stored in multiple disconnected system.
Identification of issues: The company marketing team is struggling to give promotion to the right employees.
Cause of issues: customer support team cannot efficiently handle complaints due to missing purchase records.
Identification of issues: sales reports are outdated and containing errors.
Cause of issues: sales reports are manually compiled using manual spreadsheets.
Identification of issues: the company lack data complaint regulations like GDPR.
Cause of issues: The current system lacks secure access controls that increase the unauthorised access to customer data.
Identification of issues: lack of integration in the team and wasting of time/ errors.
Cause of issues: Sales, finance and inventory team use different software system that does not communicate properly, forcing employees to manually transform data.
Current challenges face by the business:
Data silos: many organisations use scattered system that creates duplicate and inconsistent data for departments.
Inefficient process: manual process and lack of automation led to delay in decision making and increase operational cost.
Poor customer engagement: without making centralised customer data business struggle to give personalise experience.
Adaptation issues: legacy system may not support business growth and adapt to change current demands.

2. Evaluation of existing system:
Outdated information system that led the business slow down on their business and error leading to customer dissatisfaction. because of this company getting loss as they are paying compensation to the customers as they are not getting their orders.
Manual inventory tracking system that causes stock discrepancy in physical and online orders.
Outdated customer relationship management (CRM). Customer data stored in a multiple disconnected system making it nearly impossible to track data.
The current system lacks secure access control that led to unauthorised access to customer data. It creates concern about cyber threat and legal penalties.
3. recommended solutions:
1. enterprise resource planning (ERP) system.
An enterprise resource planning system integrates core business process such as finance, human resource, inventory management and supply chain operation into single unified platform.
Key feature of the system.
. centralised database.
. real time data processing 
. automation of task.
. cross departmental integration.
Benefits.
Improved efficiency: automation reduce manual works, reduce errors, save time and money.
Enhanced data accuracy: single source of truth eliminate inconsistency.
Better resource management: optimize inventory levels and workforce allocation.
Regulatory compliance: ensure accurate financial reporting and audit alertness.
Customer relationship management (CRM) system.
A CRM system manage interaction with current and potential customers. It centralizes customer data and support sales, marketing and customer service activities.
Key feature:
Customer data management
Sales pipeline tracking
Marketing automation
Customer support tools
Benefits:
Enhanced customer satisfaction: personalised interaction improves satisfaction and loyalty.
Increased sales: better lead tracking and follow ups improve conversation rate.
Improve collaboration: sales and marketing teams share unified customer insight.
Data driven marketing: campaign to be tailored based on customer behaviours.
Business intelligence (BI) system:
A BI system enable business analyse data and generate actionable insights through dashboard, report and visualisation.
Key features:
Data driven tools.
advanced dashboard.
anticipatory analytics
reporting capabilities.
Benefits:
Informed decision making; leaders or management team can make decisions based on data insight that protect them from making mistakes.
Performance monitoring: KPI and Metrics are tracked in advance.
Trend analysis: identify patterns and forecast future outcomes that can help business adaptive suggestions.
Competitive advantage: enable quicker and accurate respond to business environment changes that can helps to identify the area of improvement.
Application of system:
While each system provides individual outcomes, their true is identified when integrated. Applicable ERP, CRM, BI ecosystem ensures seamless data flow across the organisation.
Integration benefits:
Remove data fraud.
Provide 360-degree insight of business operation.
Increase collaboration within the organisation.
Improve decision making   through pros and cons of the situation with a clear view.
Implementation strategy:
A structured application approach is critical to success of the organisation.
Needs assessment:
Identify business requirements.
Analyse existing system and process
Define key performance indicators (KPI)
System selection.
Implement vendor-based functionality, scalability and cost.
Consider cloud base operating system.
Ensure compatibility within the organisation.
Deployment:
gradual implementation to reduce risk.
Data conversion and system integration.
Alteration on business needs.
Training and change management.
Provide employee training programs.
Encourage user adaption through clear communication
Address resistant to change.
Monitoring and evaluation,
Track system performance 
Gather user feedback.
Continuously optimize system usage.
Cost consideration: 
Implementing information system requires significant expenses but longtime benefit often outweigh the cost.
Cost component:
Software licensing or subscription fees.
Hardware 
Implementation and customisation cost.
Training and support.
Maintenance and upgrades.

Benefit:
Reduce operational costs.
Increase revenue through bigger sale.
Enhanced productivity.
Better customer retention.
Good relationship with customers.
Risk and mitigation strategies:
Implementation delays.
Budget overruns.
Data security threat.
Integration challenges 
Less skilled employees.
Mitigation strategies:
Develop clear ideas.
Spread sufficient budget and resources.
Apply robust cyber security measures.
Engage stakeholders effectively throughout the project.
Choose experience vendors and employees.
Expected benefits of business performance:
Operational efficiency.
Automation and integration reduce manual task and streamline workflows and save times.
Financial benefit:
Accurate data and financial forecasting lead to better financial progress.
Customer satisfaction:
Personalized customer interactions and faster customer enquiry enhance customer relationships.
Strategic decision making.
Access to real time insight enables proactive and improved decision.
Scalability:
Modern system supports business growth and adapts to changing needs.
4.Implementation plan:
1.Implement AI in business model to reduce human errors and save times and money.
According to(Leslie et al.2021:8) AI system are algorithmic models that carry out cognitive or perceptual function in the world that were previously reserved for thinking, judging, and reasoning human beings. 
2.Establish a cloud base ERP system to merge core business function.
According to Sengupta (2015) defines “Enterprise Resource Planning is a corporate business analysis and planning software which is typically a module of integrated applications that a company can use to collect, store, manage and interpret data.
3.Adopt a CRM system to enhance customer involvement and sales target.
4.Deploy a BI platform for data evaluation and decision making.
5.Ensure uninterrupted integration into all system.
6.finance in employee training and change management initiatives.
7.Continuously observe system performance and maximise uses.
8. follow the database management system. business use their database management system to keep track of basic transactions such as paying suppliers or emplyees.
Conclusion: In conclusion incorporating a structured information system strategy involving ERP, CRM and BI system is crucial for improving business productivity in today’s digital world. These systems address key hurdles such as effectiveness, data fragmentation and limited visibility while enabling organisations to operate more efficiently and competitively.
A well-planned implementation combined with more leadership and user engagement, will ensure the success of the business; by investing in the right technology, organisation can unlock new scope, enhance customer value and achieve sustainable growth. 
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