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AKPerog Ltd. is a consumer electronics retailer that has thirty physical outlets and a web-based platform, which is expanding rapidly. The company sells a wide range of modern electronic products in different markets and aims to expand this range. Despite the great sales increase, the organization is now facing several serious complications in its operations because of using outdated information systems. The current manual operations and fragmented systems have been a serious source of management and performance problems in the business environment (Pinto, 2007). The purpose of this report is to propose a good information system that would improve the overall business operations. The report will critically examine the current systems, pinpoint the major areas of inefficiency and propose a new technological solution that can be used in the future as the organization grows. The key objective is to assist AKPerog Ltd. to become more efficient, create better customer experience, and guarantee proper data management in all departments. The organization is facing several critical challenges that are impacting its performance of the organization. The stock errors and delay in order fulfilment are common in the manual process of inventory tracking (Chernev, 2019). Without a customer relationship management system in place, it becomes hard to keep adequate records or send customized promotions. Spreadsheet-based sales reporting is time-consuming and inaccurate, and this influences managerial decision-making. Also, the issue of data protection vulnerability is a concern in terms of the implementation of the GDPR regulations. Moreover, there is no integration of the systems between departments, which adds operational tasks and risks of mistakes.
[bookmark: _Toc213234107]Analysis of Existing Systems
All the existing information systems employed by AKPerog Ltd. are obsolete and mostly manual. The company relies on the old system of inventory tracking, in which information is registered by hand by employees in the stores. The level of inventory is usually updated on the spreadsheet sheet which is exchanged on an interdepartmental basis by e-mail. These manual records are often inaccurate and fail to show actual stock positions. Consequently, the products are seen on the web, where the stores do not stock them (Kerzner, 2018). This causes dissatisfaction among customers, refund claims, and losses. The store managers also have difficulties in recognizing overstocked and understocked products and this results in wastage and storage expenses throughout the business.
The use of spreadsheets is also vital in sales reporting in the organization. At the close of the week, sales information is gathered by the employees working in stores and web-based systems manually. The reports that are compiled are usually not accurate due to duplication of data and input errors. Managers cannot have real-time information on sales trends or product performance. Such sluggishness decreases the capacity of the company to make quick and effective business decisions (Bezrukova et al., 2016). The management is also struggling with planning seasonal promotions or supply chain operations due to a lack of data or old data.
The other weakness is customer relationship management. The database is archived in different and disconnected databases, and this implies that the personnel cannot maintain a record of the purchase history or complaint history. The absence or incomplete information about customers prevents the marketing personnel execute the targeted campaigns (White and Weiner, 2004). The customer care departments also have difficulty reviewing the previous transactions and this slows down the delivery of service and damages the brand image. This will reduce customer loyalty and eliminate the chances of returning sales due to a lack of integrated CRM.
Another important problem is departmental disconnection. There are distinct software systems in use by the sales, finance, and inventory teams, which are not in communication with each other. This is because data transfer between departments is often done manually, and this consumes portions of valuable time and heightens chances of human error (Kogetsidis, Kokkinaki & Soteriou, 2008). Such isolated systems also delay coordination and internal communication.
Security and compliance problems also add more risks to AKPerog Ltd. The existing system does not include appropriate access control and encryption that would protect sensitive customer data against being breached (Pineda, 2010). Failure to comply with the rules of GDPR might lead to legal fines and loss of client loyalty. Consequently, the current systems at AKPerog Ltd. are very inefficient and unreliable, and they hinder the business from attaining operational excellence and sustainable growth.
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[bookmark: _Toc213234109]Proposed Information System
An integrated Enterprise Resource Planning (ERP) system is the best intervention that can be applied to AKPerog Ltd. A system like SAP Business One, Oracle NetSuite or Microsoft Dynamics will assist in linking all departments to a common platform. The ERP system will be used to handle inventory, sales, customer relations, finance and supply chain operations in real time. This integration will eliminate manual spreadsheets and disjointed databases to establish one trustworthy source of business information. The ERP system will also have real-time inventory tracking, which will automatically update stock levels both in the stores and online platform (Al Maruf, 2025). This will decrease discrepancies in stock and enhance accuracy in orders. An inbuilt Customer Relationship Management (CRM) module will aid in storing and sorting customer information to enable the marketing and customer service teams to give more personalized services. The sales analysis option will provide managers with fast insights into the performance and demand trends of products. Moreover, data security and access controls will be developed to the highest level so that they will adhere to the rules of GDPR and minimize the possibility of data leakage. The adoption of this updated ERP system will assist AKPerog Ltd. in attaining operational efficiency, enhancing communication, and increasing the reliability of data within all departments.
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ERP system is the solution of choice as it provides AKPerog Ltd. with an efficient, cost-effective, and scalable solution to its problems. It will make the company operations smooth as it will integrate inventory, finance and sales into a single system. This effectiveness will minimize the error caused by manuals, time loss and redundancy of data entry. The savings will be made in terms of the cost of administration, stock loss, and speed in fulfilling online and in-store orders (Kadadakatti et al., 2023). This system will also be scalable, implying that the system can be easily expanded with the addition of new stores or online sales, which the company plans to make.
A unified ERP system is in line with the growth ambitions of AKPerog Ltd. as it facilitates real-time business analytics. Dashboards and reports will allow managers to see updated performance data and improve forecasting and resource allocation. The system will also enable improved planning as the trends and preferences of customers will be highlighted. Such insight will help the company to respond to the changes in the market at a high rate and implement marketing strategies with an immediate response.
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The introduction of the ERP system will provide AKPerog Ltd. with great operational and managerial advantages because data will be inputted only once and will be automatically distributed among all departments (Truong Jr, 2020). This will do away with duplication and inconsistencies, which at present lead to errors in reports and stock records. Live updates will make sure the inventory level in the stores and online is in tandem, which will eliminate customer disappointment and decrease the number of refunds made.
The speed of workflow will also be improved since the employees will not have to manually move data between systems. The sales performance, order history, and financial summaries will be easily available through automated reporting (Patel & Jaiswal, 2020). The managers will have a better idea of the product trends and customer demands, which will enable them to make quicker and better business decisions. Increased visibility of the data will also aid in improved coordination of the finance, sales and marketing teams.
Regarding compliance, the ERP system will ensure secure access controls, and audit logs will minimize the risk of unauthorized data utilization (Cha et al., 2012). Encryption of data storage and due user authentication will be implemented in compliance with GDPR. The enhanced CRM functionality will also facilitate customer interaction by providing personalized communication and follow-ups. This will make it more loyal and get people to make a repeat purchase.
[bookmark: _Toc213234112]Implementation Plan
[bookmark: _Toc213234113]Implementation Steps 
The ERP system implementation of AKPerog Ltd. will be undertaken in a well-planned and gradual manner. The initial stage will be devoted to the selection of the system. The management team will evaluate the various ERP solutions like SAP Business One, Oracle Net Suite, and Microsoft Dynamics based on functionality, scalability and cost. After selecting the most appropriate software, the second step will be the configuration of the system. The modules for stock, sales, finances, and customer relations will be tailormade to the processes in the company during this stage.
The third stage will entail testing. Sample data will be used to test the system to detect and rectify any possible errors before it is fully implemented. Once the system has been tested successfully, the system proceeds to the deployment phase, where it will be implemented in phases in all the branches (Ruivo, Oliveira & Mestre, 2017). There will be a pilot rollout in selected stores to stabilize before it can be widely adopted. The last step will be ongoing monitoring and evaluation. Periodic performance reviews will be conducted to facilitate smooth operation and provision of areas for improvement. The user feedback will also be obtained to make the required adjustments. This incremental implementation strategy will minimize risks and ensure the successful implementation of the new ERP system.
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The success of the new system will heavily depend on training and integration. The structured training sessions will involve employees in various departments to orient them on the interface of the ERP and their functions. Workshops will be practical to enable the staff to learn about how to handle sales data, inventory changes and customer records. The managers will be offered advanced training in creating reports and performance data analysis.
Change management will also be presented, and this will assist the staff to adapt comfortably to the new technology. Resistance will be minimized by clear communication on the benefits of the system, which will create motivation (Ruivo et al., 2014). The existing hardware and online sales platform of the company will also be connected to the ERP system. It will be compatible with the existing database to avoid loss of data in the migration process. Throughout the process, there will be technical support that will solve any system-related challenge. This will guarantee easy adoption and reduce business disruption.
[bookmark: _Toc213234115]Threats and Countermeasures
There are several challenges that may be encountered in the implementation of a new ERP system. Resistance to change by employees as a result of fear or not having confidence in using new technology may be one of the key problems. This is a challenge that can be handled by effective communication, constant encouragement and employee participation in the implementation process (Stojkić, Veža & Bošnjak, 2016). The other difficulty can be cost-related since ERP systems are expensive to invest in in terms of software licenses, training and maintenance. The company can implement a gradual implementation and enter into cheap service agreements with suppliers to keep the costs down.
During configuration or data migration, technical problems or delays in system installation might arise. Regular backup and system testing should be practiced to avoid such issues. It will also be necessary to involve skilled IT specialists so that the installation process and troubleshooting are performed successfully (Zarifsanaiey, Amini & Saadat, 2016). Through these possible risks, AKPerog Ltd. can attain a unified, safe, and effective implementation of the new ERP system in every business area.
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Through the analysis, it has been revealed that AKPerog Ltd. has significant operational issues because of its old and detached systems. The spreadsheet-based reporting, manual inventory processes, and poor customer management have brought about inefficiencies and poor overall performance. The given ERP system is a comprehensive and efficient tool that will provide a combination of inventory management and control, sales tracking, CRM, and safe data management within the same platform. Introduction of this modern system will enhance accuracy, speed and coordination in all the departments (Li, 2023). The managers will be able to access real-time information to make faster and more informed decisions. The company will also improve its adherence to GDPR regulations and customer satisfaction by improving the quality of service and communication. The long-term growth and competitiveness require efficient information systems. Operational excellence and long-term success in the dynamic retail sector can be attained with operational excellence and digital transformation of AKPerog Ltd. through constant monitoring.


[bookmark: _Toc213234117]References
Al Maruf, A. (2025). A systematic review of ERP-integrated decision support systems for financial and operational optimisation in global retail business. American Journal of Interdisciplinary Studies, 6(1), 236-262.
Bezrukova, K., Spell, C. S., Perry, J. L., & Jehn, K. A. (2016). A meta-analytical integration of over 40 years of research on diversity training evaluation. Psychological bulletin, 142(11), 1227.
Cha, M., Han, S., Lee, J., & Choi, B. (2012). A virtual reality-based fire training simulator integrated with fire dynamics data. Fire safety journal, 50, 12-24.
Chernev, A. (2019). Strategic marketing management: theory and practice. Cerebellum Press.
Kadadakatti, V., Satish, J. G., Gaitonde, V. N., Kulkarni, V. N., & Kotturshettar, B. B. (2023, July). Enhancement of supply chain surplus by ERP implementation in retail industries–A brief review. In 3RD INTERNATIONAL CONFERENCE ON MANUFACTURING, MATERIAL SCIENCE AND ENGINEERING (ICMMSE 2021) (Vol. 2548, No. 1, p. 040031). AIP Publishing LLC.
Kerzner, H. (2018). Project management best practices: Achieving global excellence. John Wiley & Sons.
Kogetsidis, H., Kokkinaki, A., & Soteriou, V. (2008). Enterprise resource planning implementation in the retail sector: a case study on the effects of the implementation of an ERP system in Cyprus. Journal for International Business and Entrepreneurship Development, 3(3-4), 270-283.
Li, L. (2023). Application of ERP Information System in Business. International Journal of Computer Science and Information Technology, 1(1), 194-200.
Patel, D. M., & Jaiswal, M. (2020). Learning on CRM in ERP with Special References to Selected Engineering Companies in Gujarat. International Journal of Management and Humanities (IJMH), ISSN 2394-0913.
Pineda, P. (2010). Evaluation of training in organisations: a proposal for an integrated model. Journal of European Industrial Training, 34(7), 673-693.
Pinto, J. K. (2007). Project Management Best Practices: Achieving Global Excellence (Kerzner, H.; 2006). IEEE Transactions on Engineering Management, 54(2), 391-392.
Ruivo, P., Mestre, A., Johansson, B., & Oliveira, T. (2014). Defining the ERP and CRM integrative value. Procedia Technology, 16, 704-709.
Ruivo, P., Oliveira, T., & Mestre, A. (2017). Enterprise resource planning and customer relationship management value. Industrial Management & Data Systems, 117(8), 1612-1631.
Stojkić, Ž., Veža, I., & Bošnjak, I. (2016). A concept of information system implementation (CRM and ERP) within Industry 4.0. In Proceedings of the 26th DAAAM International Symposium (pp. 912-919). Beč: DAAAM International Vienna.
Truong Jr, H. M. T. (2020). Choosing an ERP system for a Vietnamese Small‐sized retailing company: Case ThaiLai LTD.
White, J., & Weiner, J. S. (2004). Influence of least restrictive environment and community-based training on integrated employment outcomes for transitioning students with severe disabilities. Journal of Vocational Rehabilitation, 21(3), 149-156.
Zarifsanaiey, N., Amini, M., & Saadat, F. (2016). A comparison of educational strategies for the acquisition of nursing students’ performance and critical thinking: simulation-based training vs. integrated training (simulation and critical thinking strategies). BMC Medical Education, 16(1), 294.
2 | Page

image1.png
Prifysgol Cymru

Y Drindod Dewi Sant
University of Wales
Trinity Saint David




