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Improving AKPerog Ltd.’s Information Systems
[bookmark: _Toc1471619580]1. Introduction
[bookmark: _Toc371860506]1.1 Company Overview and Background
AKPerog Ltd. is a retail company that sells consumer electronics both in-store and online. It operates 30 physical stores as well as an e-commerce website. Over the past year, the company has grown quickly in terms of sales and customer base. However, this rapid growth has also revealed some serious operational issues caused by outdated and inefficient information systems.
The business currently depends on manual inventory records, disconnected customer data, and departmental systems that do not link together. These problems lead to confusion, wasted time, and unhappy customers. For example, customers sometimes buy products online that appear to be in stock but later discover they are unavailable because of inaccurate inventory tracking. This damages the company’s reputation and results in refunds and lost revenue.
In addition, departments like marketing, sales, and finance all use different tools and databases. This makes it difficult to share information, track performance, or make quick decisions. The company also faces increasing concerns about data security and compliance with the General Data Protection Regulation (GDPR).
Therefore, this report aims to evaluate AKPerog’s current systems, identify weaknesses, and propose an improved information system that can enhance efficiency, data accuracy, customer satisfaction, and long-term growth.
[bookmark: _Toc702451575]1.2 Main Challenges Identified
AKPerog Ltd. is currently facing several major challenges because of its outdated and fragmented information systems. The most pressing problem is inaccurate inventory tracking, which relies on manual spreadsheet entries. This process often causes errors and inconsistencies between the company’s physical stores and online platform, leading to situations where products are shown as available when they are out of stock. The result is customer dissatisfaction, cancelled orders, and financial losses.
Another challenge is the disorganisation of customer data. Information about customers is held separately by the marketing, sales, and customer service departments, meaning staff cannot access complete purchase histories or track interactions effectively. This makes targeted marketing difficult and slows down complaint resolution. Buttle and Maklan (2019) argue that without an integrated Customer Relationship Management (CRM) system, organisations cannot develop strong customer relationships or deliver personalised service.
The company also suffers from inefficient reporting and decision-making. Sales and performance reports are prepared manually and often contain errors or outdated figures, which delays decision-making. Laudon and Laudon (2024) highlight that real-time analytics are vital for modern businesses, but AKPerog Ltd.’s current system does not allow this.
In addition, data protection and compliance are growing concerns. Weak access controls and a lack of centralised security increase the risk of data breaches and non-compliance with GDPR (European Union, 2018). Finally, there is poor integration between departments, forcing staff to transfer data manually between sales, finance, and inventory systems. O’Brien and Marakas (2020) note that when systems operate independently, productivity declines and errors increase.
Together, these challenges limit efficiency, reduce customer satisfaction, and threaten the company’s growth potential. To stay competitive, AKPerog Ltd. needs a modern, integrated information system that enhances accuracy, automation, and compliance.
[bookmark: _Toc86034211]2. Evaluation of Existing Systems
[bookmark: _Toc1086696520]2.1 Current Systems in Use
AKPerog Ltd. still uses old and separate systems that no longer work well for a growing business. The company relies on manual inventory tracking through spreadsheets, which often causes mistakes and delays when updating stock levels. Customer information is kept in different databases by the sales, marketing, and service teams, so employees cannot easily see full customer details or past purchases.
The finance system is also separate, leading to differences between sales and accounting data, while the online store is not connected to in-store systems, creating stock problems and slow order processing. Most internal communication happens by email, which makes teamwork harder and slows down daily tasks.
These systems were fine when the company was smaller, but now they cause inefficiency and confusion. To improve accuracy and work faster, AKPerog Ltd. needs a modern, integrated system that links all departments and provides real-time information for better decisions. 
[bookmark: _Toc416329189]2.2 Inefficiencies and Gaps
[bookmark: _Toc2116054762]2.2.1 Inventory Management Problems
Because stock levels are recorded manually, mistakes often happen. As a result, the company may have too much stock of some products and not enough of others. Chong et al. (2022) explain that companies using real-time data systems can improve inventory accuracy by around 25%. This shows that AKPerog’s manual system is not sustainable.
[bookmark: _Toc1885962196]2.2.2 Customer Relationship Management
Customer information is spread across many files and systems. The marketing team cannot easily see customers’ purchase histories, and customer service staff struggle to handle complaints quickly. Buttle and Maklan (2019) argue that having a central CRM system helps companies improve customer retention and loyalty by providing a clearer understanding of customer behaviour.
[bookmark: _Toc2025034225]2.2.3 Reporting and Decision-Making
Managers spend a lot of time compiling sales reports in spreadsheets, often with errors or outdated information. This slows down decision-making and prevents the company from spotting sales trends or forecasting accurately. According to Laudon and Laudon (2024), real-time analytics are essential for supporting faster and more accurate business decisions.
[bookmark: _Toc1707972943]2.2.4 Compliance and Data Protection
The current systems do not provide secure data storage or access control. This increases the risk of data breaches and fines under GDPR. The European Union (2018) requires all companies to ensure customer data is processed securely and only by authorised staff.
[bookmark: _Toc102262282]2.2.5 Lack of Integration Between Departments
Each department uses different software. Staff must manually transfer data between sales, inventory, and finance, which wastes time and increases the risk of mistakes. O’Brien and Marakas (2020) highlight that disconnected systems reduce productivity and communication efficiency within organisations.
[bookmark: _Toc118770473]3. Recommended Solution
[bookmark: _Toc266018725]3.1 Proposed System
The best solution for AKPerog Ltd. is to bring in an integrated Enterprise Resource Planning (ERP) system that also includes Customer Relationship Management (CRM) features. This type of system would connect all main parts of the business, like inventory, sales, finance, marketing, and customer service, into one easy-to-use platform that updates information in real time.
A good option for the company could be Microsoft Dynamics 365, which works well for retail businesses and can link online and in-store sales. Another choice could be SAP Business One, which is designed for medium-sized companies and helps manage daily operations more smoothly. The company could also consider Oracle NetSuite ERP, a cloud-based system that fits well with e-commerce and can grow as the business expands.
By using one of these systems, AKPerog Ltd. would be able to save time, reduce manual work, and improve how departments share information. This change would make the company more and help staff make better decisions using accurate, up-to-date data. 
[bookmark: _Toc260567595]3.2 Justification of the Recommendation
[bookmark: _Toc1427859749]3.2.1 Meeting Business Needs
A new ERP and CRM system would help AKPerog Ltd. fix most of its current problems. It would keep stock levels updated automatically for both stores and online sales, so the company would always know exactly what products are available. The system would also put all customer information in one place, making it easier for staff to see orders, returns, and enquiries. This would help the marketing and service teams work faster and give customers a better experience.
The system would also create clear and accurate reports, so managers could make decisions based on up-to-date information instead of waiting for manual updates. It would make data more secure by controlling who can access it and help the company follow GDPR rules properly. Overall, this new system would make the business run more smoothly, save time, and reduce errors.
[bookmark: _Toc2030286572]3.2.2 Efficiency and Cost
Even though buying a new ERP and CRM system might cost between £120,000 and £150,000, it would be a good investment for AKPerog Ltd. in the long run. The system would help reduce mistakes, save time, and stop problems like wrong stock levels or slow reports. Studies show that companies using ERP systems can cut their running costs by about 23% because everyday tasks become faster and easier to manage (Panorama Consulting, 2023).
The new system would also help the company keep better control over its work. Many jobs that are now done by hand, like checking sales, updating stock, or creating invoices, would be done automatically. This would let employees focus more on helping customers and improving sales instead of spending hours on paperwork. Overall, the new system would make AKPerog Ltd. work more smoothly, increase profits, and prepare the business for future growth. 
[bookmark: _Toc227247096]3.2.3 Scalability
Cloud-based ERP and CRM systems would help AKPerog Ltd. grow without needing major hardware changes. Because everything runs online, new stores, products, or users can be added easily as the business expands. This makes the system flexible and cost-effective, since it can grow with the company instead of being replaced later (Monk and Wagner, 2021). It would also let managers access data from any location and reduce the time spent on maintenance, as updates are handled automatically by the provider. Overall, the system would make AKPerog Ltd. more efficient and ready for future growth. 
[bookmark: _Toc1884517596]3.2.4 Integration and Automation
With ERP and CRM integration, information flows automatically. For example, when an item sells online, the system updates the inventory, records the transaction, and adjusts financial records instantly. This improves accuracy and speed across all departments.
[bookmark: _Toc873099628]3.3 Expected Operational Benefits
	Current Problem
	ERP/CRM Feature
	Expected Improvement

	Manual stock tracking
	Real-time inventory system
	Accurate stock levels, fewer customer complaints

	Scattered customer data
	Central CRM database
	Personalised marketing, improved loyalty

	Slow decision-making
	Data dashboards and reports
	Faster and more informed business decisions

	GDPR risks
	Secure access and audit trails
	Compliance with legal standards

	Disconnected systems
	Integrated ERP modules
	Better collaboration and time efficiency


[bookmark: _Toc1986898516]3.4 Overall Benefits
The new system would make a big difference to how AKPerog Ltd. works every day. It would help the company keep track of stocks more accurately and reduce waste by updating inventory levels automatically. Customers would have better experience because the company could use customer data to send more relevant offers and respond to their needs faster. Managers would also benefit from having real-time information about sales, finances, and performance, helping them make smarter decisions more quickly.
The system would also make data safer by controlling who can access it and keeping information protected under GDPR rules. Over time, this upgrade would make the company more efficient and reliable, helping it grows and stay profitable as it expands both in stores and online.
[bookmark: _Toc1802318465]4. Implementation Plan
4.1 Main Phases
The new ERP and CRM system will be introduced in six main phases to make sure everything runs smoothly and staff have time to adjust. Each phase focuses on a different part of the process, starting from planning and setup to training, launch, and review. This step-by-step approach will help the company avoid major problems and make the change easier for everyone involved.


	Phase
	Time
frame
	Key Activities
	Expected Output

	Planning and System Selection
	Months 1–2
	The company sets its departmental needs and chooses the most suitable software provider. Will be set the project timeline, budget, and clear responsibilities.
	A final plan and chosen system ready to begin setup.

	Configuration and Design
	Months 3–5
	The ERP and CRM modules will be installed and adjusted for sales, stock, finance, and marketing. The e-commerce website will be connected so data updates automatically.
	A working system ready for testing.

	Data Migration and Testing
	Months 6–7
	Existing data will be cleaned, checked, and moved to the new system. Tests will be carried out to make sure everything works correctly and the data is accurate.
	A tested system with correct and secure data.

	Staff Training and Change Management
	Months 8–9
	Employees will take part in workshops and online lessons to understand the new system. Managers will explain the benefits and support staff during the process.
	Well-trained staff use the new system.

	System Launch
	Month 10
	The new system will go live across all the stores, for a short time, alongside the old one.
	Fully working ERP and CRM system in use.

	Evaluation and Continuous Improvement
	Months 11–12
	Last checks about how well the system works, collect feedback from staff, and make updates. Training will continue if new features are added.
	System improvements and updates for the future.


The company will continue to provide technical support and regular refresher training so staff can stay confident using the system. This will help AKPerog Ltd. get the best results from its investment and keep improving how the business operates.
[bookmark: _Toc524952063]4.2 Training and Support
Training is vital to ensure staff feel confident using the system. Employees should receive practical, hands-on sessions and ongoing technical support. A helpdesk or internal IT support team should handle any issues that occur after launch. Continuous training will also be provided when software updates are released.
[bookmark: _Toc1231375415]4.3 Integration with Current Infrastructure
The new ERP system will connect to the company’s online shop and payment gateways. This integration ensures that when a customer makes an online purchase, stock levels and financial records update automatically. Sales data will also sync with marketing reports and accounting records, saving time and improving accuracy.
[bookmark: _Toc1678308854]4.4 Possible Challenges and Solutions
	Challenge
	Proposed Solution

	Employee resistance
	Include staff early in the process and provide incentives for adoption

	Data migration errors
	Test migration with small data samples first

	Budget constraints
	Implement system modules in phases

	Technical problems
	Maintain cloud backups and vendor support contracts

	Security threats
	Use encryption, firewalls, and multi-factor authentication



[bookmark: _Toc1853247322]5. Conclusion
AKPerog Ltd. has outgrown its current information systems. Manual work, poor data management, and lack of integration are affecting the company’s ability to serve customers and make good decisions.
The best solution is to adopt an integrated ERP and CRM system such as Microsoft Dynamics 365, SAP Business One, or Oracle NetSuite. This will automate inventory control, centralise customer data, support faster reporting, and ensure GDPR compliance.
With careful planning, employee training, and strong change management, AKPerog Ltd. can significantly improve efficiency, reduce errors, and gain a long-term competitive advantage. The investment will modernise the business and create a foundation for sustainable growth in both physical and online markets.
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