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1. Introduction
In modern organisations, effective management of business information is essential for improving operational efficiency, supporting decision-making, and maintaining competitive advantage. Information systems play a critical role in collecting, processing, and analysing data to support strategic and operational activities (Laudon & Laudon, 2020). As businesses grow, the need for integrated and accurate information becomes increasingly important to ensure smooth operations and high levels of customer satisfaction.
This report analyses the operational challenges faced by Kalori Ltd., a fast-growing consumer electronics retailer. The company’s rapid expansion has exposed several weaknesses in its existing information systems, including inefficient inventory management, disconnected customer data, slow decision-making processes, and poor system integration. These challenges have negatively impacted operational efficiency, customer experience, and regulatory compliance.
The purpose of this report is to evaluate Kalori Ltd.’s current information systems, identify key inefficiencies, and recommend suitable modern solutions to address these issues. Specifically, the report will examine the limitations of existing systems, propose the implementation of integrated technologies such as Enterprise Resource Planning (ERP), Customer Relationship Management (CRM), Point of Sale (POS), and Business Intelligence (BI) tools, and outline a structured implementation plan.
The report is structured as follows: Section 2 evaluates the existing systems and identifies operational gaps; Section 3 presents recommended information system solutions; Section 4 outlines the implementation plan and risk management strategies; and Section 5 concludes with a summary of key findings and recommendations. 
1.1 Overview of the Business Case
Over the past year, the company has achieved a significant increase in sales due to rising demand for electronics and strategic marketing campaigns. While this growth is a positive indicator for future expansion, it has highlighted critical operational challenges related to outdated information systems.
Currently, Kalori relies on manual inventory tracking, disconnected customer data systems, and manual sales reporting processes. These legacy systems have become major operational bottlenecks. Stock discrepancies frequently occur, customers receive delayed or incorrect order information, and decision-making is slow due to inaccurate or outdated data. Furthermore, regulatory compliance risks, particularly regarding GDPR and data security, have become an increasing concern for the management team.
As an IT consultancy, our objective is to analyse these challenges, recommend modern information systems, and propose a comprehensive implementation plan. The aim is to streamline operations, improve efficiency, and enhance customer satisfaction, thereby supporting the company’s expansion goals. Furthermore, the proposed solutions will enable better data management, improved communication between departments, and more informed strategic decision-making. By adopting these technologies, the company can build a scalable digital infrastructure capable of supporting long-term growth and adapting to future market demands. 
1.2 Key Challenges
Kalori faces the following major challenges:
1. Inventory Management Issues:
Manual systems result in stock discrepancies between physical stores and the e-commerce platform. Overstocked items tie up capital, while stockouts lead to lost sales and customer dissatisfaction.
2. Disconnected CRM and Customer Data:
Customer data is stored in multiple silos, preventing accurate tracking of purchase history and personalised marketing. Marketing campaigns are generic, and customer service cannot access full purchase histories, resulting in delayed complaint resolution.
3. Inefficient Reporting and Decision-Making:
Sales reports are manually compiled in spreadsheets, which are prone to errors and outdated by the time they are used. Management struggles to make informed decisions based on real-time sales trends.
4. Compliance and Security Risks:
Existing systems lack proper access controls and audit capabilities, increasing the risk of GDPR violations and unauthorized access to customer data.
5. Departmental Silos:
Sales, finance, and inventory teams use separate systems that do not communicate. Employees spend significant time manually transferring data, leading to errors and wasted productivity.
Addressing these challenges requires a holistic digital transformation, integrating ERP, CRM, POS, and business intelligence solutions.
2. Evaluation of Existing Systems
2.1 Current Systems Overview
Kalori Ltd. currently relies on manual inventory tracking through spreadsheets, fragmented customer databases, a standalone e-commerce platform with limited integration, and manual sales reporting using basic accounting software. Because these systems operate independently, they create significant operational inefficiencies across the organisation.
2.2 Inefficiencies and Gaps
One major issue is inventory management. The manual tracking system frequently causes stock discrepancies between physical stores and the e-commerce platform, resulting in cancelled orders or backorders. Inventory decisions are also based on outdated sales data, which leads to overstocking or stock shortages and ultimately financial losses. Research suggests that automated inventory systems can significantly reduce stock variance and improve order fulfilment rates (Markarian, 2020).
Customer relationship management is another challenge. Customer data is stored across separate systems, making it difficult for marketing teams to personalise campaigns or for customer service teams to access purchase histories when handling complaints. Implementing a centralised CRM system could improve customer retention, engagement, and revenue through personalised marketing and better service (Buttle & Maklan, 2019).
Decision-making is also affected by manual reporting processes. Sales data is compiled using spreadsheets, which is time-consuming and prone to errors. As a result, management often works with outdated information, making forecasting unreliable. Modern business intelligence tools can provide automated reporting and real-time analytics to support more effective decision-making (Laudon & Laudon, 2020).
In addition, the current systems present compliance and security risks. The lack of proper access controls and audit logs makes the organisation vulnerable to data breaches and non-compliance with data protection regulations such as GDPR, which can result in significant financial penalties and reputational damage (European Commission, 2018).
Finally, the lack of system integration has created departmental silos. Sales, finance, and inventory teams use different systems that do not communicate with each other, forcing employees to manually transfer data. This reduces productivity and increases the likelihood of errors. Integrated enterprise systems have been shown to improve efficiency and coordination across departments (Bradford, 2015).
3. Recommended Solution
To address these issues, Kalori Ltd. should implement an integrated set of modern information systems, including Enterprise Resource Planning (ERP), Customer Relationship Management (CRM), integrated Point of Sale and inventory management systems, business intelligence tools, and a stronger data security and compliance framework. Together, these systems would streamline operations, improve data accuracy, and enhance customer experience.
3.1 Enterprise Resource Planning (ERP)
A cloud-based ERP system such as SAP S/4HANA Cloud or Microsoft Dynamics 365 is recommended. ERP systems integrate key business functions, including inventory, finance, procurement, and sales, into a single platform. This allows real-time visibility across both physical stores and the e-commerce platform while automating inventory updates and supporting future business growth.
Industry studies indicate that ERP systems can reduce operational costs by 20–30% and improve efficiency in multi-location retail businesses (Monk & Wagner, 2019).
ERP Modules Relevant to Kalori
	Module
	Benefit

	Inventory & Supply Chain
	Real-time stock tracking, automated reordering, and reduced stockouts.

	Finance & Accounting
	Automated reporting, accurate bookkeeping, and improved cash flow management

	Procurement
	Streamlined supplier management and order processing.

	Human Resources
	Centralized employee data and payroll management.


.
3.2 Customer Relationship Management (CRM)
A CRM system such as Salesforce or Microsoft Dynamics 365 would centralise customer data in one platform. This enables personalised marketing, improves customer service through accessible purchase histories, and helps increase customer retention and sales performance (Payne & Frow, 2017).
3.3 Integrated POS and Inventory Management
An integrated omnichannel POS system connected to the ERP would automatically update inventory across both physical and online stores. This reduces overselling, improves stock accuracy, and captures customer interaction data for CRM integration, enhancing operational efficiency and the overall shopping experience (Wang & Wang, 2018).
3.4 Business Intelligence and Analytics (BI)
Business intelligence tools such as Microsoft Power BI or Tableau would provide real-time dashboards, automated reporting, and predictive sales analysis. These tools replace manual spreadsheets and support faster, data-driven decision-making (Laudon & Laudon, 2020).
3.5 Data Security and Compliance
To ensure GDPR compliance, Kalori should implement stronger data security measures including role-based access controls, encryption, and audit trails. These measures protect sensitive customer information, reduce cybersecurity risks, and prevent potential legal penalties.
4. Implementation Plan
A phased implementation approach will minimise disruption and support successful adoption.
Phase 1 (Weeks 1–4): Requirements gathering and vendor evaluation with key departments. Phase 2 (Weeks 5–10): System configuration of ERP and CRM based on business processes. Phase 3 (Weeks 11–14): Data migration and integration across POS, e-commerce, ERP, CRM, and BI systems. Phase 4 (Weeks 15–18): System testing, including user acceptance testing. Phase 5 (Weeks 19–22): Staff training and change management. Phase 6 (Weeks 23–26): System go-live, performance monitoring, and post-implementation review.
This structured plan ensures that Kalori Ltd. can transition to the new systems smoothly while improving efficiency, decision-making, and customer satisfaction.
4.7 Risk Management
	Risk
	Mitigation Strategy

	Resistance to change
	Early stakeholder engagement and communication

	Data migration errors
	Incremental migration and parallel testing

	Budget overruns
	Continuous monitoring, and contingency budget

	Cybersecurity threats
	Implement robust security protocols and monitoring



5. Conclusion
This report has critically examined the operational challenges faced by Kalori Ltd. and demonstrated how ineffective management of business information can limit organisational performance. The analysis highlights that fragmented systems, manual processes, and lack of integration not only reduce efficiency but also weaken decision-making and customer experience (Laudon & Laudon, 2020). A key insight from this discussion is that information, when properly managed and integrated, becomes a strategic asset rather than just an operational resource (Davenport, 2018).
The evaluation of existing systems shows that relying on outdated and disconnected technologies creates data silos, delays access to accurate information and increases the risk of errors and non-compliance. In contrast, the adoption of integrated solutions such as ERP, CRM, POS, and business intelligence tools enables real-time data visibility, improved coordination across departments, and more informed decision-making (Monk & Wagner, 2019). This demonstrates that the value of information systems lies not only in automation but in their ability to support strategic and data-driven management.
The implications of effective business information management are significant for organisational success. Companies that invest in integrated and secure information systems are better positioned to respond to market changes, enhance customer satisfaction, and achieve sustainable growth. For Kalori Ltd., implementing the recommended systems would not only resolve current operational inefficiencies but also create a scalable digital infrastructure capable of supporting future expansion and innovation.
In conclusion, effective business information management is essential for organisations seeking to remain competitive in a rapidly evolving business environment. By transforming data into actionable insights and aligning information systems with business strategy, organisations can improve performance, strengthen resilience, and gain long-term competitive advantage.
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