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Introduction 

Information systems are a fundamental component of modern organisations, enabling businesses to manage data effectively, improve operational efficiency, and support strategic decision-making. As organisations expand across multiple channels, including physical stores and online platforms, the need for integrated and reliable information systems becomes increasingly important. Effective systems allow companies to coordinate activities, respond to customer demands, and maintain a competitive advantage in rapidly changing markets (Laudon and Laudon, 2020).
[bookmark: _Int_InEhw54n]Kalori Ltd is a growing consumer electronics retailer that operates 30 physical stores alongside an e-commerce platform. While the company has experienced significant growth in sales, this expansion has exposed several weaknesses in its existing information systems. Currently, the organisation relies on manual inventory tracking, which often leads to inconsistencies between stock levels in stores and online availability. In addition, customer data is stored across multiple disconnected systems, limiting the organisation’s ability to analyse customer behaviour and deliver personalised services. Decision-making is also hindered by the use of manually generated reports, which are often inaccurate and outdated. Furthermore, the lack of robust data protection measures raises concerns regarding security and compliance with data protection regulations.
This report critically evaluates the current information system challenges faced by Kalori Ltd and proposes integrated technological solutions, including ERP, CRM, and Business Intelligence systems, to enhance operational efficiency, improve customer relationship management, and support data-driven decision-making.

Evaluation of Existing Systems

Inventory Management Challenges

One of the most significant operational challenges faced by Kalori Ltd is its reliance on a manual inventory management process. Inventory levels are currently tracked manually across the company’s physical stores and online platform, which creates frequent inconsistencies between actual stock levels and the information displayed to customers. As a result, customers may place online orders for products that are no longer available in store, leading to order cancellations, refunds, and customer dissatisfaction.
Manual inventory management is particularly problematic for organisations operating across multiple locations and sales channels. Without a centralised system that automatically updates stock levels in real time, it becomes difficult for managers to monitor product availability accurately. In addition, manual processes increase the likelihood of human error when recording stock movements or updating inventory records. These inefficiencies can lead to both overstocking and understocking of products, resulting in financial losses and reduced operational efficiency. According to Laudon and Laudon (2020), organisations that rely on fragmented or manual information systems often experience operational delays and reduced productivity.

Customer Relationship Management Limitations

Another major limitation within Kalori Ltd is the absence of an integrated Customer Relationship Management (CRM) system. Currently, customer information is stored across several disconnected databases, preventing employees from accessing a complete and unified view of customer interactions and purchasing behaviour. This fragmented approach limits the organisation’s ability to effectively manage customer relationships and deliver personalised services.
For example, the marketing department cannot easily analyse purchasing patterns or segment customers based on their preferences. As a result, promotional campaigns are less targeted and may fail to reach the most relevant customer groups. Similarly, the customer service team faces difficulties when handling complaints because they lack immediate access to customers’ purchase histories and previous interactions with the company. Research suggests that organisations with effective CRM systems are better able to understand customer behaviour and improve long-term customer loyalty (Buttle and Maklan, 2019). Without such a system, Kalori Ltd risks losing valuable opportunities to strengthen customer engagement and increase repeat sales.

Inefficient Decision-Making Processes

The current information systems used by Kalori Ltd also limit the organisation’s ability to make effective strategic decisions. At present, sales reports are generated manually using spreadsheets, which is both time-consuming and prone to errors. Because these reports are not produced in real time, managers often rely on outdated information when making operational and strategic decisions.
The lack of accurate and timely data makes it difficult for management to identify important business trends, evaluate product performance, or forecast future demand. This can negatively affect inventory planning, pricing strategies, and marketing decisions. Modern organisations increasingly rely on data-driven decision-making supported by advanced analytics tools. Business Intelligence technologies allow companies to analyse large volumes of data quickly and identify patterns that can support strategic planning (Sharda, Delen and Turban, 2018). However, Kalori Ltd’s current reliance on manual reporting systems prevents it from fully utilising the data generated through its business operations.

Data Security and Compliance Risks

In addition to operational inefficiencies, Kalori Ltd also faces potential risks related to data security and regulatory compliance. The existing systems lack strong access controls and advanced security measures, increasing the likelihood of unauthorised access to sensitive customer information. This issue is particularly concerning given the strict requirements of modern data protection regulations, such as the General Data Protection Regulation (GDPR).
Failure to protect customer data adequately may lead to financial penalties, legal consequences, and reputational damage for the organisation. Furthermore, customers increasingly expect companies to handle their personal information responsibly and securely. Organisations that fail to meet these expectations risk losing customer trust and damaging their brand reputation. Therefore, improving data security and implementing stronger information governance practices should be considered a priority for Kalori Ltd.3. Recommended Information Systems

Enterprise Resource Planning (ERP) System

To address the operational inefficiencies currently experienced by Kalori Ltd, the implementation of an Enterprise Resource Planning (ERP) system is strongly recommended. ERP systems integrate multiple business functions, such as inventory management, finance, sales, and supply chain operations, into a single unified platform. This centralised approach allows organisations to manage their data more efficiently and improve communication between departments (Laudon and Laudon, 2020).
For Kalori Ltd, adopting an ERP system such as SAP ERP or Oracle ERP would significantly improve inventory management and operational coordination. At present, the company relies on manual processes to track stock levels, which often leads to inconsistencies between physical store inventories and online product availability. With an ERP system in place, stock levels would automatically update whenever a product is sold through either a physical store or the e-commerce platform. This real-time inventory tracking would reduce the likelihood of customers purchasing items that are out of stock and improve overall customer satisfaction.
Furthermore, ERP systems provide organisations with real-time visibility into business operations. Managers can access integrated reports covering sales performance, inventory levels, and financial information. This allows decision-makers to respond more quickly to changes in demand and manage resources more effectively. Although ERP implementation can require significant financial investment and organisational adjustments, the long-term benefits include improved efficiency, reduced operational errors, and enhanced organisational control.

Customer Relationship Management (CRM) System

In addition to ERP implementation, Kalori Ltd should adopt a Customer Relationship Management (CRM) system to improve how it manages customer interactions and marketing activities. CRM systems enable organisations to collect, store, and analyse customer data in a centralised database, providing a comprehensive view of customer behaviour and preferences (Buttle and Maklan, 2019).
A widely used CRM platform suitable for Kalori Ltd is Salesforce CRM. By implementing such a system, the company would be able to integrate customer information from both its physical stores and online platform. This would allow the organisation to track purchase histories, customer preferences, and previous interactions with the business.
The marketing team could then use this information to create targeted promotional campaigns tailored to specific customer segments. For example, customers who frequently purchase gaming products could receive personalised recommendations and promotional offers related to those items. Such targeted marketing strategies can increase customer engagement and encourage repeat purchases.
Additionally, CRM systems can significantly improve customer service operations. Customer service representatives would have immediate access to customer profiles and transaction histories, enabling them to resolve complaints more quickly and effectively. Improved customer service contributes to higher levels of customer satisfaction and long-term customer loyalty, which are essential for sustaining business growth in a competitive retail market.

Business Intelligence (BI) System

To further strengthen decision-making capabilities, Kalori Ltd should implement a Business Intelligence (BI) system. BI systems analyse organisational data and present it in the form of dashboards, reports, and visualisations that support strategic and operational decision-making. Popular BI tools include Microsoft Power BI and Tableau, both of which enable managers to quickly interpret complex data sets (Sharda, Delen and Turban, 2018).
Currently, Kalori Ltd relies on manually created spreadsheets to generate sales reports, which can contain errors and outdated information. A BI system would automate this reporting process by collecting data from ERP and CRM systems and transforming it into real-time visual dashboards.
For example, managers could monitor daily sales performance across all stores and the online platform, identify best-selling products, and analyse customer purchasing trends. These insights would enable the organisation to make more informed decisions regarding product promotions, pricing strategies, and inventory planning.
In addition, BI systems support predictive analytics and forecasting capabilities. By analysing historical sales data, the organisation can anticipate future demand patterns and optimise inventory levels accordingly. This helps prevent stock shortages and reduces the risk of overstocking products that do not sell quickly.
Overall, the integration of ERP, CRM, and Business Intelligence systems would provide Kalori Ltd with a comprehensive information infrastructure capable of improving operational efficiency, strengthening customer relationships, and supporting data-driven decision-making.

Implementation Plan

System Selection and Strategic Planning

The first stage in improving Kalori Ltd’s information systems involves the careful selection of appropriate technological solutions. The organisation should evaluate several ERP, CRM, and Business Intelligence platforms to determine which systems best align with its operational requirements and long-term business objectives. Important factors to consider include system scalability, implementation cost, compatibility with existing infrastructure, and the level of technical support provided by vendors.
During this stage, management should conduct a detailed needs assessment and consult with IT specialists to ensure that the selected systems support the company’s expanding retail operations. Establishing a clear implementation timeline and allocating sufficient financial and human resources will also be essential to minimise disruption to daily business activities.

Data Migration and System Integration

Once the systems have been selected, the next stage involves transferring existing organisational data into the new platforms. This process includes migrating inventory records, customer data, and historical sales information into the ERP and CRM systems. It is important to verify the accuracy and quality of this data before migration to ensure that the new systems operate effectively.
In addition, the ERP, CRM, and Business Intelligence systems must be integrated so that data can flow automatically between them. For example, when a product is sold through the ERP system, inventory levels should update immediately, and the transaction data should be available for analysis through the Business Intelligence platform. This integration will eliminate the need for employees to manually transfer data between systems, significantly improving operational efficiency.

Employee Training and Change Management

The successful implementation of new information systems largely depends on employee acceptance and effective system usage. Kalori Ltd should therefore provide comprehensive training programmes for staff members across all departments. Training sessions, workshops, and user guides can help employees develop the necessary skills to operate the new systems confidently.
Furthermore, effective change management strategies should be introduced to reduce resistance to technological changes. Management should clearly communicate the benefits of the new systems, such as improved efficiency, reduced workload, and enhanced decision-making capabilities. Encouraging employee involvement during the implementation process can also improve system adoption and overall organisational support for the changes.

Cybersecurity and GDPR Compliance

The implementation plan must also include strong cybersecurity measures to protect sensitive organisational and customer data. The new systems should incorporate advanced security features such as secure authentication procedures, role-based access controls, and data encryption to prevent unauthorised access.
Regular system monitoring and security audits should also be conducted to identify potential vulnerabilities and ensure compliance with data protection regulations such as the General Data Protection Regulation (GDPR). By implementing these safeguards, Kalori Ltd can protect customer information, reduce the risk of data breaches, and maintain customer trust.

Conclusion

[bookmark: _Int_TdRbl617]In conclusion, this report has analysed the key information system challenges faced by Kalori Ltd as a result of its rapid organisational growth and reliance on outdated processes. The evaluation highlighted several significant issues, including inefficient manual inventory management, fragmented customer data across disconnected systems, slow and inaccurate reporting processes, and potential risks related to data security and regulatory compliance. These problems limit the organisation’s ability to operate efficiently, respond to customer needs, and make informed strategic decisions.
To address these challenges, the report recommended the implementation of integrated technological solutions, including an Enterprise Resource Planning (ERP) system, a Customer Relationship Management (CRM) system, and a Business Intelligence (BI) system. An ERP system would enable Kalori Ltd to centralise its operational processes and improve real-time inventory management. The adoption of a CRM system would allow the company to manage customer data more effectively, support personalised marketing strategies, and enhance customer service. In addition, a BI system would provide management with accurate, real-time insights into sales performance and customer behaviour, enabling more effective data-driven decision-making.
Finally, the report proposed a structured implementation plan that includes system selection, data migration, employee training, and improved cybersecurity measures. By adopting these integrated information systems, Kalori Ltd can significantly improve operational efficiency, strengthen customer relationships, and support sustainable long-term business growth.
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