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Proposal for Improving Business Performance at Kalori Ltd. Through Modern Information Systems
[bookmark: _Toc224151749] Introduction
Kalori Limited is a consumer electronics company that operates 30 stores and an e-commerce website.  Over the past several years, demand and sales of the company grew very rapidly. Consequently, Kalori Ltd. presently has a significant weakness in its current information systems. The organization operates from a range of stores and has an e-commerce website; however, their systems are outdated and disparate and cannot support a modern-day retailer. The company is employing a manual inventory tracking system. As a result, inventory data at physical outlets and at the e-commerce site is not synchronised in real-time. This causes a lot of stock-errors where customers order products which are out of stock. Refunds, order cancellations, and delays affect customers and business.  Similarly, store managers struggle to monitor stock levels and restock them promptly. Another problem lies with customer relationship management. Customer information is found across numerous systems.

Kalori Ltd is probably unaware that there are numerous requirement issues which they have. A lot of their data and process management is manual. When dealing with sales queries and orders, the customer information is not made available to the sales staff. They cannot see stock availability which causes delays and missed sales as well. When handling complaints, or support queries, the customer service staff suffer as well with not having access to purchase history. The organization lacks a unified system to manage client information.

Essentially, Kalori Ltd. cannot fully know or engage their customers. Decision-making is also inefficient at the organisation which implies. Sales reports are prepared manually by making using of spreadsheets. As human errors increased, things also began to get delayed. Managers are unable to make strategic decisions due to the inability to access live data. Consequently, it becomes exceptionally challenging to predict demand and detect sales patterns.

Kalori Ltd. is also faced with compliance risk.  Organisations must ensure that personal data is secured due to data protection laws such as the General Data Protection Regulation (GDPR). The current systems of the organization do not successfully have security features and access controls to prevent unauthorized access to customer data. The organization is jeopardized, which could result in serious, costly consequences. 
The individual report examines Kalori Ltd current information systems and recommends one integrated enterprise system that will streamline operations, improve data-driven decisions, and enhance customer satisfaction.
[bookmark: _Toc224151750] Evaluation of Existing Systems
Kalori Ltd. depends on several information systems for their business decisions however these systems are fragmented and mostly manual based tools and techniques. Over the years, it looks as though the systems were put in place without an overarching vision. As the business expanded, the inefficiencies within these systems increased. An important shortcoming is the manual management of inventory. In a multi-channel retail business, visibility control in inventory management is complex. With several online and offline touchpoints of the organization, the company should ideally integrate real-time inventory tracking with its all channel of sales.  One of the issues in the existing systems at Kalori Ltd. is that the inventory management and updating system is done manually, leading to incorrect levels in the system. As stated by Laudon and Laudon (2022), an obsolete inventory system creates many problems like poor demand planning causing stock-out and surplus etc. Moreover, the customer service also hampers. Another limitation is the absence of a centralised customer database. Customer information is saved in such systems as an online order management system, customer service systems, and marketing systems. This division leads to an incomplete view of the customer. As a result, marketing campaigns are less effective because the organization cannot personalize them according to customer purchase behaviour or preferences. As suggested by Payne and Frow, the CRM systems help organisations improve customer stickiness using data analysis and the provision of a tailored experience.

Moreover, the organization has weaknesses in their reporting functions. Sales information are fed into sheets prior to reporting, in this case. Afterward the data is analysed by the manager. As a result, this is a slow process and can give incorrect stories too. Many organizations that need to gain insights from the data analysis often struggle to adapt quickly with changing market conditions. Firms utilizing a modern information system do not experience this since they come equipped with the latest technology which helps in faster decision-making (Turban et al 2021).
Security and compliance issue is another important weakness.  The current system is lacking in access controls and data protection protocols as mandated by the GDPR norms. As companies become more driven by data, lapses in the system can wreak havoc. Many studies have focused now a days on forecasting, cybersecurity and data governance (Kshetri, 2021) 
Ultimately, the absence of integration has created numerous inefficiencies in daily operations. The employees must always extract data from a software and transfer to another. This takes a lot of time and creates many errors. Integration among departments is one of the necessary systems that any organisation must have to improve its coordination and communication (O’Brien and Marakas, 2019).
The existing systems of Kalori Ltd. no longer meets the suitability for a fast-growing retail business. Kalori Ltd requires a contemporary information system that integrates all functions of the organisation.
Recommended Solution
The difficulties mentioned in the above discussion can be resolved with the help of a combined ERP system with a CRM platform Kalori Ltd. An ERP system helps manage the business and automate back-office functions (eg. manufacturing, supply chain, procurement, and other functions) related to technology, services, and HR from a single central system. The enterprise resource planning also has a spreadsheets and presentation.
An example of an integrated ERP system is Microsoft Dynamics 365. These systems are widely used in retail organisations. Their modules include inventory, CRM, financial reporting and data analytics.

Enhanced stock control
Our ERP system will allow real-time inventory management of all products. For example, when any product is sold from any physical store or on the e-commerce platform. It gets registered automatically in the central database. As a result, stock discrepancies will not occur, and the customer will not be able to place orders for sold-out items.
In the same way, managers can utilise real-time stock tracking and receive alerts for low stocks. This will assist the staff in restocking them on time to avoid any lost sale in future.
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The CRM feature would consolidate customer data into one centralized system. This will allow Kalori Ltd to track purchase history, consumer preferences and support interactions. This data allowed the marketing team to make targeted promotions and personalized recommendations. According to research, personalisation can immensely improve customer engagement and loyalty (Chaffey and Ellis-Chadwick, 2019). Equally, customer support representatives would benefit from instant access to customer files. Employees could easily view the purchase history and order details for the complaints and queries they are dealing with. Consequently, a quicker and more effective service was possible. Data analytics helps an organisation take better decisions.
The cutting-edge ERP system has reporting tools and analytics integrated. Furthermore, the tools offer real- time business insights. Managers can effectively monitor trends, performance, and consumer behaviour using automated view dashboards. The utilization of these analytics tools will provide Kalori Ltd. with improved ability to forecast demand and strategy decision-making. Organisations that make decisions on data more often than gut feel experience dramatic improvements in operational performance (Davenport and Harris, 2017). Better Security and GDPR Compliance.
The company would also benefit from better data security and compliance with a modern ERP. User authentication, role-based access control, encrypted data storage will prevent misuse of sensitive customer information.

Kalori Ltd can ensure compliance with GDPR and lower the risk of a data breach if they employ these security measures. A secure system that they implemented also boosts customer trust that is of utmost importance nowadays in the digital economy. Another benefit of ERP systems is their scalability, which allows for long-term growth. As Kalori Ltd. is expanding and may enter new locations, the system will scale up easily with more stores, users and transactions. Cloud-based ERP systems help in reducing infrastructure costs and access data remotely. In conclusion, an integrated ERP and CRM system at Kalori Ltd would enhance operational efficiency and customer engagement and decision-making.
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When a new information system is implemented, the organisation must take care of the transition to ensure that things do not get disrupted. The helpful steps should be used in carrying out new systems for Kalori Ltd.  Choosing Systems and Planning
The initial stage marks the choice of an appropriate ERP-CRM system that suits the needs and capacity of Kalori Ltd. At this stage, the organisation must consult the IT experts and conduct a needs assessment. Design and Customization of systems.
The chosen software needs to be tailored to functions according to the business processes. It requires implementing rules for managing inventory, customer profiles and reporting requirements.
Kalori Ltd. must move all their historical data to the different system that they use. Data cleaning must be included in this process. Incorporation with Current Systems.
Some existing systems may still be required even after implementing the ERP and CRM.  The organisation must blend the use of new software with their existing legacy systems. Integration with payment system and e-commerce is critical. Training Staff
For implementation to be successful, it must be adopted by employees. All the staff from different departments must be trained on the new system. Employees must receive training sessions and user manuals to ensure comfort in using the system.
Testing should take place in a pilot environment possibly with a limited number of stores. At this stage, the possible technical issues can solve. System will be implemented in all stores after successful testing of system with Store Department mapping.
After implementation and operation, the system performance to be judged continuously. Implementation of such systems can be cost-prohibitive and hamper operations. Benefit will outweigh the implementation challenges.

[bookmark: _Toc224151753] Conclusion
Therefore, we can summarize Kalori Ltd. analysis on current situation where there are operational challenges impacting the effective functioning of the company which is the key to the progress and growth of the firm. While the organisation’s revenues are skyrocketing and its retail footprint increasingly sophisticated, archaic and fragmented information systems result in huge inconsistencies across departments. Manual inventory tracking leads to persistent inventory mismatch between physical stores and the online outlet, resulting in cancelled orders, customer complaints and severe losses of revenue. In addition, without a unified customer relationship management solution, the company cannot properly manage customer information, which in turn reduces the company’s ability to provide personalised marketing campaigns and effective customer support. And in an organisation where manual reporting processes and disparate data sources slow down decision making. Managers are sometimes reliant on spreadsheets which tend to exclude or distort certain elements, and they have a hard time interpreting sales patterns or making predictions. Furthermore, the current systems lack proper security measures, which increases the potential for unauthorised access to customer data and questions GDPR conformance. To combat these issues, this paper has recommended the adoption of an integrated Enterprise Resource Planning (ERP) system with a Customer Relationship Management (CRM) tool. Kalori Ltd will increase operational performance and data accuracy significantly by putting the essential business functions i.e. inventory management, sales, finance and customer data under one roof. A real-time monitoring of stock would eliminate stock inversions; a single, database-based CRM system would achieve a comprehensive interpretation of customer behaviour that would facilitate efficient marketing and customer service efforts. These internal controls and data security would be much better when Kalori Ltd. took advantage of a modern integrated information system. The strategic plan that the proposed solution is developed, supported by proper employee training and graduated implementation would lay the foundation for long-term company sustainability, enhanced customer service and a powerful competitive position in the booming consumer electronics retail sector.
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