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1. Introduction
The purpose of this study is to examine the information system problems affecting Kalori Ltd and recommend suitable integrated systems that can enhance business operations, improve data management, and support organisational growth 
The company’s background
Kalori Ltd. is a rapidly expanding consumer electronics retailer operating through thirty physical stores and an online e-commerce platform. The organisation has experienced significant growth in sales during the past year and is planning further expansion. However, this growth has exposed several weaknesses in the company’s existing information systems. Many of the systems currently used within the organisation are outdated, inefficient, and poorly integrated. As a result, the business is facing operational challenges that affect productivity, customer satisfaction, and strategic decision making.
One of the most serious concerns involves the company’s inventory management process. Kalori Ltd. relies on a manual inventory tracking system that does not accurately synchronise stock levels between physical stores and the online platform. Customers frequently place online orders for products that appear to be available, only to discover that the item is out of stock. Often orders are cancelled, refunds requested, and increasing customer dissatisfaction. Store managers also find it difficult to manage stock levels effectively, which often results in either overstocking or understocking products.
Another major concern is Customer relationship management. Customer information is currently stored across multiple systems that are not connected. This makes it complicated for employees to access complete customer records or analyse purchasing behaviour. As a result, the marketing department struggles to create targeted promotional campaigns, while the customer support team is unable to quickly resolve complaints due to missing purchase information.
Additionally, decision making within the organisation is slow and inefficient. Sales reports are manually prepared using spreadsheets, which often contain errors and outdated data. Without access to accurate real time information, management cannot effectively analyse sales trends or forecast demand. This reduces the organisation’s ability to respond quickly to market changes and identify new business opportunities.
Security and regulatory compliance also represent a growing risk. The current systems do not provide strong access control or secure data management practices, which increases the possibility of unauthorised access to customer information. Since Kalori Ltd. collects and stores personal customer data, the organisation must comply with the General Data Protection Regulation. Failure to comply with these requirements could lead to legal penalties and damage to the company’s reputation.
Finally, the lack of integration between different departments creates operational inefficiencies. Sales, finance, and inventory teams use separate systems that do not communicate with each other. Employees are therefore required to manually transfer information between systems, which is time consuming and increases the likelihood of errors. This report evaluates the limitations of Kalori Ltd.’s current systems and recommends the implementation of modern information systems that will improve efficiency, support decision making, and enhance overall business performance.


2. Evaluation of Existing Systems
To address the operational challenges identified, it is recommended that Kalori Ltd implements an integrated enterprise information system that combines an Enterprise Resource Planning (ERP) system with a Customer Relationship Management (CRM) system. Integrated information systems enable organisations to connect different business functions within a single platform, allowing data to be shared across departments and improving overall operational efficiency.
According to Kenneth C. Laudon and Jane P. Laudon (2022), ERP systems help organisations integrate key business processes such as inventory management, finance, sales, and supply chain activities into one centralised system. A suitable solution for a retail organisation such as Kalori Ltd. would be SAP S/4HANA, which provides real-time data processing and improved coordination between departments. By implementing an ERP system, the company would be able to monitor inventory levels across all physical stores and its online platform simultaneously. This would significantly reduce the stock inconsistencies currently experienced by the company, where customers place online orders for items that are no longer available.
As noted by Sumner (2005), ERP systems enable businesses to integrate core processes and streamline operations, which is essential for growing retail organisations like Kalori Ltd.
In addition to ERP implementation, the organisation should introduce a CRM solution such as Salesforce. According to Francis Buttle and Stan Maklan (2019), CRM systems enable organisations to collect and analyse customer data in order to better understand customer needs and develop more effective marketing strategies. Greenberg (2010) explains that effective CRM systems improve customer engagement and enable personalised marketing, helping organisations build long-term customer relationships. For Kalori Ltd., implementing a CRM system would allow customer information, purchase history, and interactions to be stored within a single platform. This would enable the marketing team to design targeted promotional campaigns while allowing customer service staff to quickly access customer records when resolving complaints.
Integrated information systems also strengthen data security and support compliance with the General Data Protection Regulation. As highlighted by Efraim Turban et al. (2021), modern enterprise systems incorporate advanced security features such as role-based access controls, encryption, and system audit trails that help organisations protect sensitive data. Implementing such systems would reduce the risk of unauthorised access to customer information at Kalori Ltd. and improve overall data governance.
Research by Sharma and Kumar (2018) found that retail organisations implementing integrated ERP and CRM systems experienced measurable improvements in operational efficiency and customer satisfaction. Although implementing ERP and CRM systems requires a significant financial investment, research by James A. O’Brien and George M. Marakas (2020) indicates that integrated information systems provide long-term benefits including improved operational efficiency, faster decision-making, and enhanced customer satisfaction. For Kalori Ltd., these improvements would support continued business growth while reducing operational inefficiencies.

3. Recommended Solution 
In order to overcome the challenges identified above, it is recommended that Kalori Ltd. implement an integrated enterprise information system. Specifically, the organisation should adopt an ERP system combined with a CRM system.
A suitable ERP solution for a retail organisation is SAP S/4HANA. ERP systems integrate core business functions such as inventory management, finance, sales, and supply chain operations into a single platform. By implementing an ERP system, Kalori Ltd. would be able to track inventory levels in real time across all stores and the online platform (Laudon and Laudon, 2022; Sumner, 2005).
Alongside the ERP system, the organisation should implement a CRM system such as Salesforce. A CRM system would centralise all customer data, including purchase history, preferences, and interactions with the company (Buttle and Maklan, 2019; Greenberg, 2010). This would allow the marketing team to develop targeted promotional campaigns based on customer behaviour while enabling customer service teams to resolve complaints more efficiently.
Integrated systems also provide strong security features that support compliance with data protection regulations. These include access control systems, encryption, and audit trails that protect sensitive customer data (Turban et al., 2021). Sharma and Kumar (2018) also emphasise that integrating ERP and CRM systems leads to measurable improvements in both operational efficiency and customer satisfaction.
Although implementing these systems requires financial investment, the long-term benefits include improved operational efficiency, better decision making, improved operational efficiency and increased customer satisfaction (O’Brien and Marakas, 2020).

4. Implementation Plan
The successful implementation of an integrated information system requires a structured and carefully managed approach. According to Efraim Turban et al. (2021), organisations must follow a phased implementation strategy to minimise disruption and ensure that the new system aligns with business processes.
The first stage involves selecting the most suitable ERP and CRM solutions. During this phase, Kalori Ltd. should evaluate different software vendors, considering factors such as system functionality, scalability, security features, and cost. Choosing systems that are compatible with the organisation’s retail operations and e-commerce platform will ensure that the technology supports future expansion.
The second stage involves system configuration and integration. At this point, the selected systems must be customised to align with the company’s existing business processes. As noted by Kenneth C. Laudon and Jane P. Laudon (2022), successful ERP implementation requires organisations to adapt system settings so that they effectively support activities such as inventory management, sales reporting, and financial operations. For Kalori Ltd., this stage would also involve integrating the new system with its e-commerce platform so that online sales and store inventory are synchronised in real time.
The next stage is data migration. Existing data, including customer records, inventory information, and financial data, must be transferred from the current systems into the new integrated platform. This process must be carefully managed to ensure data accuracy and prevent information loss. According to James A. O’Brien and George M. Marakas (2020), effective data migration is critical to ensuring that the new system functions correctly and provides reliable information for decision-making.
Employee training is another essential component of successful implementation. Staff members across departments must be trained to use the new systems effectively. Turban et al. (2021) emphasise that employee training helps reduce resistance to technological change and ensures that organisations fully benefit from new information systems. For Kalori Ltd., this would involve training store managers, customer service staff, and administrative employees to use the ERP and CRM platforms.
Finally, the system should undergo a testing phase before full deployment. Testing allows the organisation to identify technical issues and resolve them before the system is fully operational. Once testing has been successfully completed, the system can be gradually introduced across stores and departments. Continuous monitoring and system evaluation will help ensure that the new technology operates effectively and delivers the expected improvements in efficiency and customer service.

5. Conclusion
The purpose of this study was to examine the information system challenges affecting Kalori Ltd and recommend suitable integrated solutions that could improve operational efficiency, data management, and support organisational growth. The analysis showed that although the company has experienced rapid expansion through its physical stores and online platform, its current information systems are outdated and poorly integrated.
Several key issues were identified, including manual inventory management, fragmented customer data, slow decision-making due to spreadsheet-based reporting, security weaknesses, and a lack of integration between departments. These problems have resulted in stock discrepancies, operational inefficiencies, and reduced customer satisfaction.
To address these challenges, the report recommended implementing an integrated system combining an Enterprise Resource Planning system and a Customer Relationship Management system, such as SAP S/4HANA and Salesforce. These systems would improve inventory visibility, centralise customer data, strengthen security, and support better decision-making.
Overall, adopting integrated information systems would enable Kalori Ltd. to improve operational performance, enhance customer service, and support its long-term business growth.
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