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Executive Summary
This report examines the key operational challenges currently faced by Kalori Ltd., a fast-growing consumer electronics retailer with both physical store operations and an online platform. Despite experiencing strong business growth, the company’s reliance on outdated and disconnected information systems has resulted in several inefficiencies. Major concerns include poor inventory accuracy, limitations in customer relationship management, delays in decision-making, and insufficient data security measures (Laudon and Laudon, 2020; Davenport, 1998). These issues have had a negative impact on both organisational performance and overall customer experience.
To overcome these challenges, this report proposes the adoption of a cloud-based Enterprise Resource Planning (ERP) system. An ERP system integrates key business functions into a single platform, allowing for real-time data access and improved coordination across departments (O’Leary, 2000; Monk and Wagner, 2013). Implementing this solution is expected to streamline operations, enhance data reliability, and support more informed decision-making. Although the transition may require initial investment and organisational adjustments, the long-term advantages are likely to outweigh these challenges. Ultimately, the adoption of an ERP system will position Kalori Ltd. for sustainable growth and strengthen its competitive position in the market.
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1. Introduction
In an increasingly digital and competitive retail environment, organisations must rely on effective information systems to support their operations, improve efficiency, and meet evolving customer expectations. Kalori Ltd., a rapidly growing consumer electronics retailer with a network of 30 physical stores alongside an e-commerce platform, has recently experienced a significant increase in sales. While this growth highlights the company’s market success, it has also revealed critical weaknesses in its existing systems and processes.
One of the most pressing challenges facing Kalori Ltd. is its reliance on a manual inventory management system. This outdated approach frequently results in discrepancies between stock levels recorded in physical stores and those displayed online. Consequently, customers often place orders for products that are no longer available, leading to cancellations, refunds, and dissatisfaction. Such issues not only damage customer trust but also increase operational costs and reduce overall efficiency.
In addition to inventory challenges, the company struggles with managing customer data effectively. Customer information is currently stored across multiple disconnected systems, making it difficult to obtain a complete view of customer interactions and purchase history. This lack of integration limits the company’s ability to provide personalised services, conduct targeted marketing campaigns, and deliver efficient customer support.
Furthermore, decision-making processes within Kalori Ltd. are hindered using manually compiled spreadsheets, which are often inaccurate or outdated. This prevents management from accessing real-time insights and responding quickly to market trends. At the same time, the organisation faces increasing risks related to data security and compliance with regulations such as the General Data Protection Regulation (GDPR), as current systems lack adequate safeguards.
Finally, poor integration between departments such as sales, finance, and inventory creates inefficiencies and increases the likelihood of errors. This report examines these challenges in detail and proposes a modern, integrated information system solution to improve operational performance, enhance customer satisfaction, and support future growth.




2. Evaluation of Existing Systems
Kalori Ltd.’s current information systems are fragmented and outdated, making them unsuitable for a business of its size and growth trajectory. The reliance on manual processes and disconnected platforms has created several operational inefficiencies.
2.1 Inventory Management
The company’s inventory management system is one of its most significant weaknesses. It relies heavily on manual data entry and lacks real-time tracking capabilities. As a result, discrepancies between actual stock levels and recorded data are common. Products may appear available online when they are out of stock in stores, leading to order fulfilment issues and customer dissatisfaction.
Additionally, store managers face challenges in maintaining optimal inventory levels. Without accurate, real-time information, it becomes difficult to predict demand and manage stock effectively. This often results in overstocking of slow-moving items and shortages of high-demand products, both of which negatively impact profitability.
2.2 Customer Relationship Management (CRM)
Another major limitation is the absence of a centralised CRM system. Customer data is scattered across various platforms, preventing the organisation from developing a comprehensive understanding of its customers. This fragmentation reduces the effectiveness of marketing efforts and limits the ability to provide personalised experiences.
Customer service teams also face difficulties when handling enquiries or complaints, as they lack access to complete and accurate customer information. In today’s customer-focused market, this represents a significant disadvantage.
2.3 Reporting and Decision-Making
Kalori Ltd. relies on manual spreadsheets for reporting and analysis, which is both time-consuming and error-prone. Reports are often outdated by the time they are completed, reducing their usefulness for decision-making.
Without access to real-time data and advanced analytics, management struggles to identify trends, forecast demand, and make informed strategic decisions. This limits the organisation’s ability to respond quickly to changes in the market and capitalise on new opportunities.
2.4 Data Security and Compliance
The company’s current systems do not fully meet GDPR requirements, particularly in terms of data protection and access control. Sensitive customer information is at risk of unauthorised access, which could lead to legal penalties and reputational damage.
Given the increasing importance of data privacy, addressing these security concerns is essential for maintaining customer trust and ensuring regulatory compliance.
2.5 Lack of Integration
A key issue across the organisation is the lack of integration between different systems. Departments such as sales, finance, and inventory operate using separate software, which does not communicate effectively. This creates data silos and requires employees to manually transfer information between systems.
This approach is inefficient and increases the likelihood of errors. It also hinders collaboration between departments, reducing overall productivity and operational effectiveness.

3. Recommended Solution
To address these challenges, it is recommended that Kalori Ltd. adopts an integrated information system that combines Enterprise Resource Planning (ERP), Customer Relationship Management (CRM), and Business Intelligence (BI) tools, supported by a cloud-based infrastructure.
3.1 Enterprise Resource Planning (ERP)
An ERP system will integrate key business functions, including inventory management, sales, finance, and supply chain operations, into a single platform. This will enable real-time data sharing across departments and eliminate data silos.
With an ERP system in place, inventory levels can be automatically updated across all stores and online channels, reducing discrepancies and improving order accuracy. The system will also support better stock control, helping managers maintain optimal inventory levels and reduce costs.
3.2 Customer Relationship Management (CRM)
A CRM system will centralise customer data, providing a complete view of customer interactions and purchase history. This will enable the company to deliver more personalised services and targeted marketing campaigns.
Customer service teams will also benefit from improved access to information, allowing them to resolve issues more efficiently and enhance the overall customer experience.
3.3 Business Intelligence (BI) Tools
BI tools will provide real-time analytics and reporting capabilities, allowing management to make data-driven decisions. These tools will enable the company to monitor performance, identify trends, and improve forecasting accuracy.
By leveraging data effectively, Kalori Ltd. can enhance its strategic planning and respond more quickly to changes in the market.
3.4 Cloud-Based Infrastructure
Implementing these systems in the cloud will provide flexibility, scalability, and cost efficiency. Cloud solutions allow the company to expand its operations without significant investment in physical infrastructure.
They also offer enhanced security features, helping to ensure compliance with GDPR and protect sensitive customer data.
3.5 Justification
The proposed solution addresses the key challenges identified in the evaluation of existing systems. It will improve efficiency by automating processes, enhance data accuracy through integration, and support better decision-making with real-time insights.
Although the initial implementation cost may be significant, the long-term benefits including improved operational performance, increased customer satisfaction, and higher profitability make it a valuable investment.


4. Implementation Plan
A structured implementation approach is essential to ensure the success of the proposed system.
4.1 Requirements Analysis
The first step is to identify the organisations specific needs and define system requirements. Input from all departments is essential to ensure the system meets business objectives.
4.2 System Selection
Kalori Ltd. should evaluate different software vendors and select a solution that offers the best combination of functionality, scalability, and cost-effectiveness.
4.3 Data Migration
Existing data must be carefully transferred to the new system. This process involves cleaning and validating data to ensure accuracy and consistency.
4.4 Integration
The new system should be integrated with existing platforms, including the e-commerce website and point-of-sale systems, to ensure seamless data flow.
4.5 Training and Change Management
Employees must be trained to use the new system effectively. Change management strategies should be implemented to minimise resistance and ensure a smooth transition.
4.6 Testing
Before full deployment, the system should be thoroughly tested to identify and resolve any issues.
4.7 Deployment
A phased implementation approach is recommended to minimise disruption. A pilot phase can help identify potential issues before full rollout.
4.8 Monitoring and Support
Ongoing monitoring and support are necessary to ensure the system continues to perform effectively and to address any issues that arise.
4.9 Potential Challenges
Challenges may include resistance to change, high initial costs, and technical complexities. However, these can be mitigated through careful planning, effective communication, and strong leadership.


 5 Literature Review
Information systems are important for helping businesses work more efficiently and make better decisions. In modern retail, companies need systems that connect different departments and provide accurate, real-time data. This helps reduce errors and improves communication within the organisation (Laudon and Laudon, 2020).
One key system used by businesses is Enterprise Resource Planning (ERP). ERP systems combine different business functions, such as inventory, sales, and finance, into one system. This makes it easier to manage operations and improves data accuracy. It also helps managers make faster and better decisions.
Customer Relationship Management (CRM) systems are also important. They allow businesses to store customer information in one place, making it easier to understand customer needs and improve service. This can increase customer satisfaction and loyalty.
However, introducing new systems can be difficult. It may require training, high costs, and changes in how employees work. Davenport (1998) explains that organisations often face challenges such as resistance to change when implementing new systems.
Overall, systems like ERP and CRM help businesses improve efficiency, support decision-making, and provide better customer service.



Conclusion 
Kalori Ltd. is facing several problems because it is using old and unconnected information systems. Issues such as incorrect stock information, scattered customer data, slow reporting, and poor communication between departments have made it harder for the company to work efficiently. These problems also affect customer satisfaction and may slow down the company’s future growth if they are not fixed.
This report has suggested using a modern system that combines ERP, CRM, and BI tools in a cloud-based environment. This type of system will help the company keep all its data in one place, improve accuracy, and allow different departments to share information easily. It will also help managers make quicker and better decisions using real time data. In addition, customer service can improve because staff will have better access to customer information.
Although introducing a new system may cost money and require staff training, these challenges can be managed with good planning. In the long term, the benefits are much greater. Kalori Ltd. will be able to work more efficiently, grow its business, and stay competitive in the market.
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