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1. Introduction
In the modern digital economy, organisations depend greatly on efficient information systems to support daily operations, increase productivity, and maintain a competitive position in the market. Retail businesses especially rely on integrated technological systems to manage key activities such as inventory control, sales transactions, customer information, and business analytics. When these systems are outdated or poorly integrated, organisations may experience operational inefficiencies, inaccurate data management, and reduced customer satisfaction (Laudon and Laudon, 2022).
Kalori Ltd. is a rapidly growing consumer electronics retailer that operates 30 physical stores alongside an online e-commerce platform. In the past year, the company has experienced strong sales growth and plans to continue expanding within the highly competitive electronics market. However, although the organisation has grown quickly, its internal information systems have not developed at the same pace. This gap between business growth and technological capability has started to create several operational challenges that may affect efficiency and customer experience.
One of the most significant issues faced by Kalori Ltd. is its reliance on a manual inventory tracking system. Currently, inventory levels between physical stores and the online platform are not updated or synchronised in real time. This lack of integration often causes discrepancies in stock availability. For example, customers may purchase products online that are already out of stock in stores. When this occurs, the company must cancel orders and process refunds, which can lead to customer dissatisfaction and potentially damage the organisation’s reputation (Stair and Reynolds, 2020).
Another major challenge involves customer relationship management (CRM). Customer data is stored across several separate systems used by the marketing, sales, and customer support departments. Because these systems are not connected, employees are unable to access a complete view of customer interactions and purchasing behaviour. This fragmented approach makes it difficult for the marketing team to design personalised promotional campaigns. At the same time, the customer support team struggles to resolve complaints effectively because important customer records may be missing or difficult to locate (Buttle and Maklan, 2019).
In addition to these challenges, decision-making processes within the organisation are slow and inefficient. Sales reports are currently generated manually using spreadsheets, which increases the likelihood of human error and outdated information. Without access to accurate and real-time data, managers find it difficult to analyse sales trends or forecast future demand. Limited visibility of reliable data restricts strategic decision-making and may result in missed business opportunities (Turban, Pollard and Wood, 2021).
Data security and regulatory compliance are also significant concerns for the company. Kalori Ltd.’s existing systems do not fully comply with the requirements of the General Data Protection Regulation (GDPR). Weak access controls and ineffective data management increase the risk of unauthorised access to sensitive customer information. Failure to meet GDPR requirements could expose the organisation to legal penalties and serious reputational damage (Voigt and Von dem Bussche, 2017).












Given these issues, Kalori Ltd. requires a modern and integrated information system that can improve operational efficiency, strengthen data management, enhance decision-making, and deliver better customer service. This report evaluates the organisation’s current systems and proposes a suitable information system solution to support business growth and performance.

2. Evaluation of Existing Systems
The current information systems used by Kalori Ltd. are outdated and fragmented, leading to several inefficiencies across the organisation. A critical evaluation of these systems highlights weaknesses in inventory management, customer data handling, reporting processes, data security, and overall system integration.
Inventory Management System
Kalori Ltd. currently relies on a manual inventory tracking process. Store managers record stock levels separately, and these records are not automatically updated in the online system. This lack of synchronisation causes discrepancies between physical stock and online availability.
Manual inventory management often results in operational challenges such as stock shortages, overstocking, delayed order fulfilment, and increased operational costs. In the retail sector, real-time inventory visibility is essential to ensure efficient supply chain management and accurate stock control (Laudon and Laudon, 2022).
Because Kalori Ltd. lacks an automated inventory system, employees must frequently verify stock manually. This increases workload and reduces operational efficiency. Additionally, inaccurate inventory data leads to poor customer experiences when online orders cannot be fulfilled.
Customer Relationship Management Issues
Another major limitation within the company is the lack of a centralised CRM system. Customer information is currently stored in different platforms used by marketing, sales, and support teams. These systems do not share data effectively, making it difficult to obtain a complete customer profile.
Without integrated CRM capabilities, the organisation struggles to analyse customer behaviour or purchasing patterns. This limits the marketing team’s ability to create personalised campaigns and targeted promotions. Research shows that companies using CRM systems can significantly improve customer satisfaction and loyalty by understanding customer needs and preferences (Buttle and Maklan, 2019).
Additionally, the customer support team faces difficulties when handling complaints because they cannot easily access customer purchase histories. This results in slower response times and reduced service quality.
Inefficient Reporting and Decision-Making
The organisation’s reporting processes are also inefficient. Sales and performance reports are manually compiled using spreadsheets. This approach is time-consuming and increases the likelihood of errors in calculations and data entry.
Accurate and timely data is essential for effective decision-making. However, Kalori Ltd.’s management team does not have access to real-time sales analytics. As a result, it becomes difficult to identify emerging market trends, monitor store performance, or forecast future demand (Turban, Pollard and Wood, 2021).
Modern organisations rely on business intelligence and data analytics tools to transform raw data into meaningful insights. Without these capabilities, Kalori Ltd. risks making strategic decisions based on incomplete or outdated information.
Data Security and GDPR Compliance
The organisation’s current systems also raise concerns about data protection and regulatory compliance. Sensitive customer data is stored in multiple systems without strong security controls.
Under GDPR regulations, organisations must ensure that personal data is stored securely and accessed only by authorised individuals. Companies must also maintain proper data management processes and security measures to protect customer privacy (Voigt and Von dem Bussche, 2017).
The lack of secure access controls and centralised data storage at Kalori Ltd. increases the risk of data breaches and non-compliance with regulatory requirements.
Lack of Integration Between Departments
Finally, the organisation suffers from poor system integration across departments. Sales, finance, and inventory teams use different software platforms that operate independently. Because these systems are not connected, employees must manually transfer information between them.
This process is inefficient and increases the risk of human errors and data inconsistencies. According to Stair and Reynolds (2020), integrated enterprise systems allow organisations to share information across departments, improving coordination and operational efficiency.
Overall, the evaluation shows that Kalori Ltd.’s existing systems are unable to support the company’s growing operational needs. A modern integrated information system is required to address these challenges.

3. Recommended Solution
To overcome the operational challenges faced by Kalori Ltd., it is recommended that the organisation implement an integrated information system consisting of an Enterprise Resource Planning (ERP) system, a Customer Relationship Management (CRM) system, and Business Intelligence (BI) tools.
Enterprise Resource Planning (ERP)
An ERP system integrates various business functions into a single platform, enabling departments to share information and coordinate activities efficiently. ERP systems centralise data and automate many business processes, reducing manual work and improving accuracy (Monk and Wagner, 2013).
For Kalori Ltd., an ERP system would include modules for:
· Inventory management
· Sales and order processing
· Finance and accounting
· Supply chain management
By implementing an ERP system, the company would gain real-time visibility into inventory levels across all stores and the online platform. This would eliminate stock discrepancies and ensure that customers only purchase products that are available.
ERP systems also improve operational efficiency by automating routine processes such as order processing, inventory updates, and financial reporting.
Customer Relationship Management (CRM)
A CRM system would allow Kalori Ltd. to centralise customer data and track all customer interactions within a single platform. This would enable employees to access customer profiles, purchase histories, and communication records easily.
CRM systems help organisations develop stronger relationships with customers by supporting personalised marketing campaigns and improved customer service (Buttle and Maklan, 2019).
For example, Kalori Ltd. could use CRM data to send targeted promotions based on customers’ previous purchases. This would increase marketing effectiveness and encourage repeat purchases.
Business Intelligence and Data Analytics
Business Intelligence (BI) tools would enable Kalori Ltd. to analyse sales data and generate real-time performance reports. BI dashboards could provide management with insights into sales trends, product performance, and customer behaviour.
These insights would support data-driven decision-making and help the organisation identify new business opportunities. According to Turban, Pollard and Wood (2021), BI systems allow managers to transform complex data into actionable insights that improve strategic planning.
Security and Compliance
Modern ERP and CRM systems include advanced security features such as data encryption, user authentication, and role-based access control. These features help organisations protect sensitive information and comply with data protection regulations.
By implementing secure systems, Kalori Ltd. would significantly reduce the risk of data breaches and improve compliance with GDPR requirements.
Scalability and Future Growth
Cloud-based ERP solutions such as SAP, Microsoft Dynamics, or Oracle NetSuite offer scalable infrastructure that can grow with the organisation. Cloud systems also reduce hardware costs and allow employees to access data remotely (Gartner, 2023).
This scalability is particularly important for Kalori Ltd. as the company plans to expand its operations in the future.

4. Implementation Plan
Implementing a new information system requires a structured approach to ensure successful adoption.
Needs Assessment
The organisation should first conduct a detailed analysis of business requirements across all departments.
System Selection
The company should evaluate ERP and CRM vendors based on cost, functionality, security, and scalability.
System Integration
The selected system must be integrated with the existing e-commerce platform and other software tools used by the organisation.
Employee Training
Employees should receive comprehensive training to ensure they understand how to use the new system effectively.
Pilot Testing
The system should initially be tested in a few stores before being deployed across the entire organisation.
Full Deployment
Once testing is successful, the system can be implemented company-wide.
Monitoring and Continuous Improvement
The organisation should continuously monitor system performance and gather feedback from employees to improve processes (Stair and Reynolds, 2020).








5. Conclusion
Kalori Ltd. is currently experiencing a number of operational difficulties due to its outdated and poorly integrated information systems. Issues such as manual inventory management, scattered customer data, slow reporting procedures, limited security controls, and weak integration between systems are restricting the organisation’s efficiency and overall performance.
To overcome these challenges, this report recommends implementing an integrated system that combines Enterprise Resource Planning (ERP), Customer Relationship Management (CRM), and Business Intelligence (BI) technologies. Integrating these systems would allow the company to centralise its business data, automate important operational processes, and provide real-time information to support more effective decision-making.
Adopting modern information systems would enable Kalori Ltd. to significantly improve its inventory control, strengthen customer relationship management, enhance data security, and increase overall operational efficiency. In the long term, these improvements would help the organisation deliver a better customer experience while also supporting sustainable business growth and competitiveness in the electronics retail market.
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