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Introduction

Kalori Ltd. is a growing electronics retailer with both physical stores and an online platform. Although the business is expanding, it is facing several problems due to outdated and inefficient information systems. Issues such as inaccurate stock levels, poor customer data management, slow decision-making, and weak data security are affecting daily operations and customer satisfaction. Kalori Ltd. is a rapidly growing consumer electronics retailer with 30 physical stores and an online platform. Over the past year, the company has experienced significant sales growth and aims to expand further. However, its current information systems are outdated and inefficient, causing operational challenges that affect day-to-day business.
The company faces problems such as inaccurate inventory tracking, fragmented customer data, slow reporting, and poor decision-making. These issues result in stock shortages or overstocking, delayed order fulfilment, ineffective marketing, and customer dissatisfaction. In addition, the lack of integration between departments and weak data security increases the risk of errors and regulatory non-compliance.
This report analyses the current challenges at Kalori Ltd. and proposes a modern, integrated information system solution. The goal is to improve operational efficiency, enhance customer satisfaction, ensure data security, and support the company’s future growth.

These challenges are mainly caused by a lack of system integration and the use of manual processes. I will examine the problems faced by Kalori Ltd. and suggest modern information system solutions to improve efficiency, support better decision-making, and help the company continue to grow successfully.
One of the primary issues lies in the company’s reliance on manual and outdated systems, particularly in inventory management, where inaccuracies frequently lead to stock discrepancies between physical stores and online platforms. Additionally, customer management is limiting the company’s ability to effectively manage customer relationships and deliver personalised services. 
Furthermore, Kalori Ltd. faces significant risks in relation to data security and regulatory compliance, particularly concerning the General Data Protection Regulation (GDPR). The lack of integration between departments such as sales, finance, and inventory further compounds these issues, creating inefficiencies and increasing the likelihood of errors.
This report will analyse the key challenges faced by Kalori Ltd. and propose suitable modern information system solutions to address these issues. The aim is to recommend an integrated approach that will streamline operations, enhance data management, improve decision-making, and support the company’s continued growth.

Evaluation of existing systems 

 Kalori Ltd. currently relies on a range of outdated and disconnected information systems to manage its operations. Inventory is tracked manually, often using spreadsheets, while customer data is stored across multiple separate systems. Sales reports are also created manually, which makes the process time-consuming and prone to human error. Additionally, different departments such as sales, finance, and inventory use their own software, with little or no integration between them.
This setup creates several inefficiencies and gaps. The manual inventory system leads to frequent stock inaccuracies, resulting in overstocking or stock shortages and delays in fulfilling customer orders. The lack of a centralized customer database makes it difficult to track customer history, reducing the effectiveness of marketing and customer service. Manual reporting slows down decision-making and often provides outdated or incorrect information. The absence of proper security measures increases the risk of data breaches and non-compliance with regulations.
Overall, the existing systems are not suitable for a growing business like Kalori Ltd., as they limit efficiency, increase errors, and prevent the company from making informed and timely decisions. Inventory is tracked using spreadsheets, customer data is stored in multiple unconnected systems, and sales reports are compiled manually. Different departments, such as sales, finance, and inventory, operate using separate software that does not communicate with each other. These systems create multiple inefficiencies. Stock inaccuracies result in shortages or overstocking, causing lost sales and financial losses. Customer information is incomplete and difficult to access, which makes marketing and customer service less effective. Manual reporting is slow and often contains errors, while the lack of system integration leads to duplicate work and increases the likelihood of mistakes. Weak security and inadequate access controls further expose the company to risks of data breaches and regulatory non-compliance. Overall, the existing systems are outdated, fragmented, and inefficient, limiting the company’s ability to operate effectively and grow. (Seun, E.B.I.E.S.U.W.A., Babajide, G.E.G.E.L.E.S.O., Taye, F.A.L.A.N.A., Aderonke, A.D.E.G.B.E.N.J.O. and Olabode, B.A.M.I.S.I.L.E., 2023.)

Current Systems (What they use now):
· Inventory is tracked manually using spreadsheets.
· Customer data is stored in different systems that are not connected.
· Sales reports are created manually.
· Different departments (sales, finance, inventory) use separate software.
Problems / Inefficiencies:
· Stock levels are often incorrect (items show as available when they are not).
· Too much or too little stock leads to lost sales and wasted money.
· Customer information is incomplete and hard to access.
· Marketing cannot target customers effectively.
· Customer service is slow due to missing information.
· Reports take a long time to prepare and may contain errors.
· Decision-making is slow because data is outdated.
· Systems are not connected, so staff must re-enter data manually.
· Higher chance of mistakes due to manual work.
· Weak security increases the risk of data breaches.
Overall Issue:
· The current systems are outdated, not connected, and inefficient.
· They cannot support the company’s growth or increasing demand.

Recommended Solution

To address the challenges faced by Kalori Ltd., it is recommended that the company implements a cloud-based integrated information system, combining both Enterprise Resource Planning (ERP) and Customer Relationship Management (CRM). This system would allow all departments, including sales, finance, and inventory, to work from a single platform with a shared database.
This solution is suitable because it meets the company’s business needs by improving communication and coordination between departments. It will increase efficiency by reducing manual processes and minimizing errors. Although there may be an initial cost to implement the system, it will save money in the long term by improving productivity and reducing losses caused by stock issues. Additionally, the system is scalable, meaning it can grow alongside the business as more stores and customers are added.
Kalori Ltd. should introduce a new cloud-based integrated system that combines both ERP (Enterprise Resource Planning) and CRM (Customer Relationship Management). This system will replace the current outdated and disconnected systems and bring all business operations into one central platform.
This solution is appropriate because it meets the needs of the business as it continues to grow. It will improve efficiency by reducing manual work and limiting errors. Although there will be some initial cost to set up the system, it will help save money over time by improving productivity and reducing losses caused by incorrect stock levels. The new system will significantly improve operations by providing real-time inventory updates, ensuring that stock levels are always accurate across both physical stores and the online platform. It will also improve data management by storing all customer and sales information in one central location, making it easier to access and manage. 
 The system is also scalable, meaning it can easily expand as the company opens more stores or gains more customers.
The new system will improve operations by providing real-time updates on stock levels, helping to prevent stock shortages and overstocking. It will also make order processing faster and more accurate. In terms of data management, all customer and sales data will be stored in one place, making it easier to access, update, and keep secure. This will also help improve customer service and allow for more targeted marketing. (Brown, A., 2013.)
In addition, decision-making will become faster and more effective. Managers will be able to access real-time reports and analyse sales trends, which will help with better planning and forecasting. This solution will make Kalori Ltd. more efficient, reduce errors, improve customer satisfaction, and support future business growth. Furthermore, decision-making will be enhanced through automated reports and real-time data analysis, allowing managers to make faster and more informed business decisions. The recommended solution is to implement a cloud-based integrated system that combines Enterprise Resource Planning (ERP) and Customer Relationship Management (CRM). This system will provide a single platform to manage inventory, sales, finance, and customer data. Real-time inventory updates across all stores and the online platform will improve accuracy, while built-in analytics and reporting tools will provide automated insights for decision-making. This solution meets the company’s needs by connecting all departments in one system, reducing manual work, minimizing errors, and saving time. Although there is an initial cost, it will be offset by long-term savings through increased efficiency and fewer losses. The cloud-based system is scalable, meaning it can grow alongside the company as new stores or customers are added. The benefits of the system include more efficient operations, accurate stock management, faster order processing, centralized and secure data management, improved decision-making through real-time reports, better customer service, and the ability to support future growth (Brandy, S., 2023.)

Implementation Plan

To successfully introduce the new integrated system, Kalori Ltd. should follow a step-by-step approach.
First, the company should carry out planning and system selection. This involves identifying business requirements, choosing a suitable ERP and CRM system, and preparing a clear implementation timeline.
Next is data preparation and migration. Existing data, such as customer records and inventory information, should be cleaned and organised before being transferred into the new system. This helps reduce errors and ensures accuracy.
The third step is system installation and integration. The new system should be set up and connected with the existing e-commerce platform and any other necessary tools. This ensures all parts of the business can work together smoothly.
Training is also very important. Employees should be given proper training on how to use the new system so they can feel confident and avoid mistakes. Support should be available during the early stages to help staff adjust to the changes.
After this, the system can be gradually rolled out across all stores and departments. A phased approach is recommended to reduce disruption and allow any issues to be fixed early. (Singh, R., Keil, M. and Kasi, V., 2009.)
There are some potential challenges to consider. Employees may resist change, so clear communication and training are important. Data migration may also cause issues if not done carefully, so testing is necessary. There may also be temporary disruptions during implementation, but these can be managed with proper planning.
Overall, a well-planned implementation will ensure the new system is introduced smoothly and delivers the expected improvements.

Conclusion

Kalori Ltd. is facing significant challenges due to outdated and disconnected information systems. These issues include inaccurate inventory, slow decision-making, poor customer data management, and weak data security. Such problems affect both operational efficiency and customer satisfaction, overall business performance.
Implementing a cloud-based integrated system combining ERP and CRM is the recommended solution. This system centralizes all business data, automates processes, and provides real-time insights, addressing the key problems identified.
The recommended solution is to implement a cloud-based integrated system combining ERP and CRM. This system will centralize data, automate processes, and provide real-time insights, helping to improve inventory management, customer service, and decision-making. It is efficient, scalable, and supports the company’s future growth.
A careful implementation plan, including planning, data migration, system integration, training, and phased rollout, will ensure a smooth transition and help overcome potential challenges. The key benefits of the new system include improved operations through accurate inventory management and faster order fulfilment, enhanced data management with secure, centralized information, and better decision-making supported by real-time reporting and analytics. Customer satisfaction will improve through personalized marketing and efficient service, and the system will support the company’s future growth and expansion. In summary, the adoption of an integrated ERP and CRM system will streamline operations, reduce errors, improve efficiency, enhance customer experience, and position Kalori Ltd. for sustainable long-term success.
In conclusion, adopting the new integrated system will allow Kalori Ltd. to streamline operations, reduce errors, improve customer satisfaction, and support continued expansion, positioning the company for long-term success. 
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