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Executive summary

Kalori Ltd. Is a rapidly growing consumer electronic electronics retailer operating both physical stores and an e-commerce platform. The current information system has not kept with this growth, leading to operational inefficiencies and increased business risks. Key issues include manual inventory management, fragmented customer data, inefficient reporting processes, poor integration between departments, and weaknesses in data security and regulatory compliance. These limitations reduce operational efficiency, affect customer satisfaction, and restrict the company’s ability to make timely and informed decisions.
This report recommends the implementation of a cloud-based Enterprise Resource Planning (ERP) system integrated with Customer Relationship Management (CRM) and Business Intelligence (BI) tools. This solution would centralise data, automate key processes, and provide real-time visibility of inventory, sales, and customer information. As a result, the company would improve stock accuracy, enhance customer service, and support more effective decision-making through reliable and timely data. A phased implementation approach is proposed, including requirements analysis, system selection, data migration, integration, staff training and testing. Although the implementation requires financial investment and organisational adjustment, the long-term benefits include improved efficiency, stronger data security, better regulatory compliance, and enhanced scalability. Overall, the recommended system will support Kalori Ltd.’s continued growth and strengthen its competitive position in the retail market. 
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1. Introduction

1.1 Overview of the Business Case
Kalori Ltd. Is a fast-growing retailer in the consumer electronics sector, currently operating 30 physical stores in addition to its expanding online platform. Over the past year, the company has experienced strong growth in sales, reflecting increasing customer demand. However, its internal information systems have not kept pace with this expansion. As a result, several operational problems have begun to emerge, affecting efficiency, customer satisfaction, and the company’s ability to scale effectively in the future. At present, Kalori Ltd relies heavily on outdated and largely manual systems to manage inventory, generate reports, and store customer data. These processes are time-consuming and prone to error (Doherty et al.,2003). For example, stock levels are not always accurately reflected between physical stores and the online shop, marketing campaigns lack precision, and management decisions are often delayed because reports are completed manually. In addition, weaknesses in data management expose the company to potential compliance issues. If Kalori Ltd. wishes to continue growing in a competitive retail market, it is essential that its information systems are modernised and better integrated to support long-term, sustainable development (Fox and Sethuraman, 2009).

1.2 Key Challenges
Kalori Ltd. Is currently facing several significant operational challenges thar are limiting its performance and growth potential.
1. Manual inventory management – One of the most pressing issues is the company’s reliance on manual inventory tracking. Because stock levels are not updated automatically across systems, discrepancies often arise between what is available in physical stores and what is shown online. This led to situations where customers purchase items that are out of stock, forcing the company to issue refunds and handle complaints (Wynn, 2021).
2. Customer Relationship Management (CRM) – Customer information is stored in multiple, disconnected systems, making it difficult to gain a complete picture of each customer. Without a unified view of purchase history and preferences, the marketing team struggles to design personalised promotions, and customer service representatives are unable to quickly access relevant records when resolving issues. This fragmentation reduces marketing effectiveness and service quality.
3. Inefficient Reporting and Decision-Making – The company’s reporting processes are largely manual, with sales data compiled using spreadsheets. This approach increases the chances of errors or outdated information being used in decision making. As a result, managers do not have access to real time insights, which limits their ability to forecast, demand accurately or respond quickly to market trends.
4. Data Protection and Security Risks – Kalori Ltd. Is not fully compliant with the General Data Protection Regulation (GDPR). Current systems lack strong access controls and structured data protection measures, increasing the risk of unauthorised access to sensitive customer information (Leese, 2022). This exposes the company to potential legal penalties, financial loss, and reputation being harm.
5. Lack of System Integration – Different departments, including sales, finance, and inventory management, operate using separate systems that do not communicate effectively with one another. Employees must manually transfer data between systems, which wastes time and increases the risk of duplication and human error. This lack of integration creates bottlenecks and reduces overall organisational efficiency (Hvolby and Trienekens, 2010).

Taken together, these challenges clearly demonstrate the need for a modern, integrated, and scalable information system that can streamline operations, improve data accuracy, and ensure regulatory compliance. 















2. Evaluation of Existing Systems

2.1 Analysis of Current Systems
At present, Kalori Ltd.’s IT infrastructure appears to rely on a combination of basic and largely disconnected systems. Inventory is managed either through manual record keeping or simple standalone stock software. Sales reporting is carried out using spreadsheets, and customer data is stored in separate CRM and sales platforms that do not communicate with one another. While this type of setup may be sufficient for smaller businesses, it becomes increasingly problematic as a company grows. Kalori Ltd.’s recent expansion has exposed the limitation of these systems. The lack of automation and integration not only slows down daily operations but also increases the likelihood of errors, inefficiencies, and operational risks. (Begley, et al.,2019) 


2.2 Identification of Inefficiencies and Gaps
Inventory Discrepancies
The reliance on manual inventory tracking makes the system highly vulnerable to human error (Wynn, 2021). Because stock information is not updated in real time, there is no accurate synchronization between physical stores and the online platform. As a result, stock levels cannot always be trusted, leading to fulfilment issues and customer dissatisfaction.
Data Silos
Customer information is stored across multiple, disconnected systems, creating what “data silos”. In practice, this means that departments cannot easily access or share important information. Without a unified customer view, it is difficult to build detailed customer profiles or offer personalised marketing campaigns (Patel, 2019). 
Manual Reporting Errors
The use of spreadsheets for reporting carries some risks. Manual data entry and formula-based calculations can lead to errors or duplication. When management relies on inaccurate reports, forecasting becomes unreliable and strategic decision making is weakened (Anderson, 2004).

Compliance Risks
Under the General Data Protection Regulation (GDPR), organisations are required to implement strict data protection measures, including secure access controls, audit trails, and clear consent management procedures. Kalori Ltd.’s systems lack these structured safeguards, increasing the risk of data breaches, financial penalties, and reputational damage (Benedek,2012).
Poor Scalability
The existing systems are not designed to support continued growth. As the company opens new stores or experiences higher online demand, current inefficiencies will only become more pronounced. Without scalable and integrated systems, operational challenges are likely to intensify.
Overall, this evaluation highlights clear weaknesses in integration, automation, data security, and analytical capability. These gaps demonstrate the urgent need for a modernised information system that can support both current and future expansion.


3. Recommended Solution

3.1 Proposed System: Integrated ERP with CRM and Business Intelligence
Based on the challenges identified, I recommend that Kalori Ltd. implements a cloud-based Enterprise Resource Planning (ERP) system that is fully integrated with Customer Relationship Management (CRM) and Business Intelligence (BI) tools. Samsung Electronics it is a successful example who expands the next generation ERP System to 120 offices. An ERP system would bring together the company’s core business functions into one unified platform (Pandey et al., 2022). Well established solutions such as Microsoft Dynamics 365 or Oracle NetSuite offer integrated modules for inventory management, finance, sales, customer management, and analytics. Instead of operating through separate systems that do not communicate, Kalori Ltd. would have a single, centralised system that connects all departments and ensures data consistency across the organisation


3.2 Justification for the recommendations

Alignment with business needs
Kalori Ltd. Is growing rapidly, and its systems must support that growth. An ERP system integrates all departments into a shared database, ensuring that everyone works with the same accurate and up to date information (Lee and Lee, 2000). 
Improved operational efficiency
Automation is one of the main advantages of ERP systems. Tasks such as inventory updates, order processing, and report generation would no longer rely on manual input. This reduces the risk of human error, saves time, and allows employees to focus on more strategic activities. 
Scalability for future growth
Because the system would be cloud based, it can easily scale as the business expands. New stores, additional users, and new functionalities can be added without significant changes to physical infrastructure. This makes it a long-term solution that supports sustainable expansion (Mathaisel, 2015).
Cost effectiveness in the long-term
Although the initial implementation may require a substantial investment, the long-term financial benefits are likely to outweigh the costs. By reducing stock errors, improving forecasting, and enhancing customer retention, the company can increase profitability. Furthermore, cloud-based system reduces the need for expensive hardware and ongoing maintenance.




Enhanced security and regulatory compliance
Modern ERP systems include advanced security features such as encryption, role-based access controls, and automated audit trails. These features help ensure compliance with regulations such as GPDR. Strengthening data protection will reduce the risk of legal penalties and protect the company’s reputation (Wortmann, 1998).


3.3 How the System will improve operations
3.3.1 Real time inventory management
 One of the most immediate benefits would be improved inventory control. A fully integrated ERP system would provide real-time stock visibility across all physical stores and the online platform. Inventory levels would automatically update after each transaction, significantly reducing discrepancies. The system could also generate low stock alerts and use historical sales data to support more accurate demand forecasting (Immadisetty, 2025). 
3.3.2 Unified customer relationship management
By integrating CRM functionality into the ERP system, all customers information would be stored in one central database. This would allow the company to track purchase history, preferences, and interactions more effectively. Marketing teams could segment customers based on buying behaviour and design more personalised campaigns (Kumar and Reinartz, 2018). At the same time, customers service representatives would have immediate access to relevant information, enabling them to resolve issues more quickly and efficiently.
3.3.3 Business Intelligence and analytics
The addition of Business Intelligence tools would significantly strengthen managerial decision making. Management would have access to real time dashboards and automated sales reports. Trend analysis and performance indicators could be monitored continuously, allowing leaders to respond quickly to changes in demand or market conditions. This data-driven approach would improve forecasting accuracy and strategic planning.
3.3.4 Improved compliance and security
The proposed system would also enhance data protection. Features such as role-based access control, secure authentication methods, data encryption, and automated audit logs would ensure that sensitive information is properly protected. These measures would not only support regulatory compliance but also reduce the risk of cyber threats and internal misuse of data (Kwon and Eric, 2011).
3.3.5 Departmental integration
The ERP system would connect sales, finance, and inventory within a single integrated environment. Information would flow automatically between departments, removing the need for manual data transfer. This would improve communication, reduce duplication of work, and create a more efficient and collaborative organisational structure. 
Implementing an integrated ERP system with CRM and BI capabilities would transform the business operations, making them more efficient and secure (Elbanna, 2007).

4. Implementation Plan

Introducing an ERP system is not just a technical upgrade, it represents a significant organisational change. Because of its complexity, the implementation should be carried out gradually using a phased approach. This will reduce risk, allow time for adjustment, and ensure the system is aligned with business needs (Shanks, 2000).
4.1 Phase 1: Requirements analysis
The first step is to clearly understand what the business needs from the new system. This would involve speaking with key stakeholders from different departments to identify their daily challenges and expectations. It is important to map existing business processes and determine where improvements are required. Based on this analysis, detailed system requirements can be defined. At this stage, potential ERP vendors should also be evaluated to ensure the selected solutions aligns with the company’s operational and strategic objectives.
        4.2 Phase 2: System selection and customisation
Once the requirements are clearly defined, the most suitable ERP vendor can be selected. After selection, the system must be configured and customised to reflect Kalori Ltd.’s specific processes, such as inventory management, sales operations, and financial reporting. In parallel, a clear data migration strategy should be developed to ensure that existing information can be transferred smoothly into the new system.


          4.3. Phase 3: Data migration 
This is one of the most sensitive stages of implementation. Before transferring information into the new system, existing data must be carefully reviewed. This includes cleaning inaccurate records, removing duplicates, and standardising formats to ensure consistency. Only accurate relevant data should be migrated and ensuring data quality at this stage is essential (Vidacic et al.,2010).
           4.4 Phase 4: Integration
The ERP system must then be integrated with company’s e-commerce platform and point-of-sale (POS) systems across all physical stores. This will ensure real-time communication between online and in-store operations. Through testing should be carried out to confirm that all modules function correctly together and that information flows smoothly between departments.
          4.5 Phase 5: Training and change management 
One of the biggest challenges in implementing a new system is employee resistance. Staff may feel uncertain about learning new processes or fear that automation will change their roles. To address this, comprehensive training sessions should be provided to ensure employees feel comfortable using the new system. User manuals and ongoing technical support should be provided. Clear communication about the benefits of the system is essential to gain employee acceptance and reduce disruption.
         4.6 Phase 6: Testing and deployment
Before a full organisational rollout, pilot testing should be conducted in selected stores or departments. This allows the company to identify and resolve technical or operational issues on a smaller scale. Continuous monitoring during the early stages will help ensure performance targets are met, and any unexpected issues are addressed promptly.
         4.7 Potential challenges
The productivity may temporarily decline as employees adapt to the new system. Resistance to change and data migration errors are common risks. They need to be mitigated phased implementation, leadership support, and clear communication (Lederer and Sethi, 199
5. Conclusion

Kalori Ltd’s rapid growth has exposed major weaknesses in its current information systems, including manual inventory management, disconnected customer data, inefficient reporting, and poor system integration. These issues are reducing operational efficiency and limiting the company’s ability to grow effectively. This report recommends implementing a cloud-based ERP system integrated with CRM and BI tools. This would centralise data, automate processes, improve decision-making, and strengthen security and regulatory compliance.
Although implementation requires investment and organisational change, the long-term benefits will improve efficiency, support better customer service, and provide a strong foundation for Kalori Ltd.’s future growth.
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