




Table of Contents

1. Introduction	2
2. Evaluation of Existing Systems	3
3. Recommended Solution	4
3.1 Enterprise Resource Planning (ERP)	5
3.2 Customer Relationship Management (CRM)	6
3.3 Business Intelligence (BI) and Analytics	6
3.4 Knowledge Management System (KMS)	6
Integration and Expected Benefits	7
4. Implementation Plan	8
Phase 1: Planning and Needs Analysis	8
Phase 2: System Design and Data Migration	9
Phase 3: Training and Change Management	9
Phase 4: Testing and Rollout	9
Phase 5: Monitoring and Continuous Improvement	9
Risk Management and Success Metrics	10
5. Conclusion	10
References	11









[bookmark: _Toc213964585]1. Introduction
AKPerog Ltd is a fast-growing retailer that sells consumer electronics through physical stores and an online platform. Over the past few years, the company has built a strong reputation for affordable prices and reliable service. However, the systems that support its daily operations have not evolved at the same pace as its growth. Staff now spend too much time on manual work, and managers often lack a complete and accurate view of performance (Laudon & Laudon, 2020).
Currently, AKPerog uses several disconnected systems across departments. The lack of integration means employees often duplicate tasks, data becomes inconsistent, and decisions are delayed (Turban, Pollard & Wood, 2018). In the long term, these weaknesses could reduce profitability and customer trust.
Information systems are no longer just back-office tools but key drivers of competitiveness and innovation. In retail, they connect customer experience, supply chains, and analytics into one ecosystem. Companies that invest strategically in information technology often outperform those that rely on outdated manual processes (Porter, 1985; Deloitte, 2022).
This report, prepared by DataBridge Technologies, analyses AKPerog’s current information systems and proposes realistic improvements. The goal is to design an integrated solution that improves accuracy, efficiency, and communication across all departments while ensuring compliance with data-protection regulations and supporting future growth.
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AKPerog relies heavily on manual and outdated systems. Inventory data is tracked using spreadsheets that are updated by different people at different times. This results in inconsistent information. For instance, an item may appear available online but be sold out in-store, leading to order cancellations and frustrated customers. When businesses depend on isolated databases, they lose visibility and waste resources correcting errors (O’Brien & Marakas, 2017).
Customer data management is also fragmented. Separate platforms are used for online sales, store purchases, and marketing. Because these systems do not connect, customer records are duplicated and incomplete. The marketing team cannot see full purchase histories, while customer service staff must search several systems to answer queries (Coughlan, Lycett & Macredie, 2005).
Reporting is another pain point. Managers must merge information from spreadsheets and emails, meaning reports are often outdated by the time they reach senior staff (Turban et al., 2018). These inefficiencies reduce the company’s ability to forecast demand or spot market trends.
Security and compliance risks are growing. Customer data is spread across various devices and cloud accounts without a consistent policy. This breaches several GDPR (2018) principles on secure storage and limited access. According to ISO (2022), companies must apply structured governance to protect data throughout its life cycle.
The weaknesses in AKPerog’s current systems also affect employee performance and morale. Staff in sales and inventory teams often spend hours fixing errors or searching for information that should be easy to access. This creates frustration, reduces productivity, and increases staff turnover. According to Bourgeois et al. (2019), poor information management often leads to hidden costs such as lost time and lower employee engagement, which can seriously impact service quality.
These disconnected systems create information silos, pockets of data that cannot easily be shared (Laudon & Laudon, 2020). Over time, this fragmentation damages customer trust and slows organisational learning. Departments also rely on informal communication to bridge gaps, which wastes time and increases errors.
In summary, AKPerog’s current systems are too manual, inconsistent, and insecure to support sustained growth. To remain competitive, the company needs a unified solution that connects data, simplifies workflows, and empowers employees to make informed decisions.





The following table summarises the main weaknesses identified in AKPerog Ltd’s existing systems and their operational impacts.
	Functional Area
	Current Issue Identified
	Impact on Business Performance
	Related IS Concept

	Inventory Management
	Manual stock tracking in spreadsheets
	Frequent stock errors, overselling online, inefficient replenishment
	Data integrity and process automation

	Customer Data
	Fragmented records across systems
	Limited customer insight, inconsistent communication
	Data centralisation and CRM integration

	Reporting & Analysis
	Reliance on manual report compilation
	Delayed information, slow decision-making
	Business Intelligence (BI) and analytics

	Compliance & Security
	No unified data-protection policy
	GDPR non-compliance risk, reputational damage
	Information governance and security

	Internal Communication
	Siloed systems across departments
	Duplication of effort, poor collaboration
	System integration and interoperability


Source: DataBridge Technologies internal assessment (2025), adapted from Laudon & Laudon (2020).
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After assessing the company’s needs, DataBridge Technologies recommends adopting four interlinked systems:
1. Enterprise Resource Planning (ERP)
2. Customer Relationship Management (CRM)
3. Business Intelligence (BI) dashboards
4. Knowledge Management System (KMS)
Together, these tools will streamline operations, support better decisions, and enhance customer experience.


The following table provides an overview of the proposed information systems and how each contributes to AKPerog Ltd’s strategic improvement goals.
	Proposed System
	Core Function
	Strategic Benefit to AKPerog Ltd
	Academic Link

	Enterprise Resource Planning (ERP)
	Integrates core operations (finance, HR, sales, inventory)
	Improves data accuracy, reduces duplication, enhances visibility
	Enterprise Integration (Sengupta, 2015)

	Customer Relationship Management (CRM)
	Centralises customer profiles and interactions
	Builds loyalty and supports targeted marketing
	Relationship Management (O’Brien & Marakas, 2017)

	Business Intelligence (BI)
	Provides dashboards and analytical reports
	Enables data-driven decisions and forecasting
	Decision Support Systems (Turban et al., 2018)

	Knowledge Management System (KMS)
	Captures and shares staff knowledge
	Improves learning and consistency
	Knowledge Sharing (Nonaka & Takeuchi, 1995)


Source: Compiled by DataBridge Technologies (2025) based on academic and industry research.
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An ERP system will integrate sales, finance, inventory, and HR into one database. Data entered in one department becomes instantly available to others (Sengupta, 2015). For example, when a customer places an order online, the ERP automatically updates stock, financial records, and delivery schedules.
This automation will reduce errors and save hours of manual data entry each week. Laudon and Laudon (2020) note that ERP systems improve coordination and accuracy across departments. According to Gartner (2023), retailers using ERP platforms typically see inventory accuracy improve by 25–35 per cent within the first year.
A brief example comes from UK retailer Currys, which reported a 30 per cent improvement in order accuracy six months after implementing an ERP system (Deloitte, 2022). Although initial costs for software, licences, and training can be significant, long-term savings come from lower labour costs and fewer stockouts. In addition, having real-time visibility helps managers respond faster to demand changes, improving both sales and customer satisfaction.
The recommended ERP platform should be cloud-based, giving AKPerog flexibility to access data securely from any location. Cloud solutions also reduce the need for costly physical servers and allow the vendor to manage updates automatically. This makes scaling up easier as the company grows. According to Gartner (2023), cloud ERP models reduce maintenance costs by up to 30%. They also include disaster recovery features and encrypted backups, strengthening business continuity and overall data security (ISO, 2022).
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The CRM will centralise customer information from all channels and link directly to the ERP. This will create a single profile for each customer, showing purchase history, communication records, and service issues. The marketing team will be able to design targeted campaigns, while customer service can resolve problems quickly (O’Brien & Marakas, 2017).
Retail leaders like Tesco and Argos use integrated CRM systems to personalise offers and track loyalty, which has been shown to increase repeat purchases (PwC, 2023). For AKPerog, this means moving from generic marketing to tailored promotions based on customer preferences and buying behaviour.
In the longer term, the CRM data will feed into the BI dashboards, giving management a clear understanding of customer trends and helping to predict demand cycles.

[bookmark: _Toc213964590]3.3 Business Intelligence (BI) and Analytics
BI dashboards will provide AKPerog’s managers with live data on sales performance, stock levels, and profitability. These visual tools transform large volumes of data into simple charts and graphs, allowing decisions to be made quickly (Turban et al., 2018).
With BI, managers can identify best-selling products, adjust pricing, and forecast seasonal demand. For instance, if data shows a spike in laptop sales before school terms, extra stock can be ordered in advance. Deloitte (2022) found that companies using BI make decisions up to 25 per cent faster and with greater accuracy.
Over time, BI analytics can help AKPerog identify underperforming stores, evaluate employee performance, and measure marketing success. These insights will turn data into a genuine strategic asset.
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A KMS will preserve valuable organisational knowledge, such as training materials, process documentation, and problem-solving guides. This ensures that expertise remains available even when staff leave. Nonaka and Takeuchi (1995) describe this as converting tacit knowledge — what employees know — into explicit knowledge that others can access.
Davenport and Prusak (1998) argue that knowledge sharing promotes innovation and consistency. For AKPerog, this means new employees can learn faster, errors will be reduced, and service quality will remain stable across all branches.
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Combining these systems will give AKPerog a single, reliable source of information. Key benefits include:
· Real-time visibility and better coordination (Sengupta, 2015).
· Faster, data-driven decision-making (Turban et al., 2018).
· Improved customer satisfaction and loyalty (PwC, 2023).
· Full compliance with GDPR and ISO 27001 (European Union, 2018; ISO, 2022).
· Long-term efficiency gains and lower operating costs (Gartner, 2023).
Potential challenges include data-migration complexity and user resistance. However, clear communication and staff involvement during rollout can minimise these risks (Prosci, 2021).
This proposal supports Porter’s (1985) principle that technology delivers a competitive edge when aligned with business goals. By adopting these integrated systems, AKPerog can move from reactive problem-solving to proactive management and continuous improvement.
















[bookmark: _Toc213964593]4. Implementation Plan
To ensure success, DataBridge Technologies recommends a phased nine-month implementation with strong communication and stakeholder engagement.
The following table outlines the proposed implementation phases, key activities, responsibilities, and expected outcomes.
	Project Phase
	Key Activities
	Timeframe
	Responsible Parties
	Expected Outcome

	Phase 1: Planning and Needs Analysis
	Identify requirements, define KPIs, and select vendors
	Month 1–2
	Project Manager, Dept Leads
	Clear roadmap and stakeholder alignment

	Phase 2: System Design and Data Migration
	Configure systems, clean and transfer data
	Month 3–4
	IT Vendor, Data Team
	Operational, secure, unified system

	Phase 3: Training and Change Management
	Conduct workshops and user onboarding
	Month 5–6
	HR, System Champions
	Confident, trained workforce

	Phase 4: Testing and Rollout
	Pilot test in selected stores, troubleshoot issues
	Month 7–8
	IT Vendor, Project Lead
	Smooth transition and stable system

	Phase 5: Monitoring and Evaluation
	Measure KPIs and gather feedback for improvement
	Month 9+
	Managers, BI Team
	Continuous optimisation and measurable ROI



Source: DataBridge Technologies Implementation Framework (2025), adapted from Prosci (2021).
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Conduct meetings with managers from each department to identify priorities and specific functionality. Create a detailed project plan outlining timelines, budget, and success indicators. Vendors such as SAP Business One, Oracle NetSuite, or Microsoft Dynamics should be compared for scalability and cost-effectiveness (Gartner, 2023).
The project will require a dedicated budget for software licences, vendor support, and staff training. Based on industry averages, ERP and CRM implementation costs typically range between 2–5% of annual revenue but can be offset by efficiency gains within the first year (Deloitte, 2022).
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Customise modules to match AKPerog’s workflows and reporting needs. Clean, validate, and migrate existing data into the new system. During this stage, formal information-governance policies must be introduced to comply with GDPR (2018) and ISO 27001 standards (ISO, 2022).
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Training is vital for success. Workshops and e-learning sessions should be provided for all users. Communication should emphasise how the new systems make everyday work easier and more efficient. Prosci (2021) notes that visible leadership support and user champions in each department significantly reduce resistance to change.
[bookmark: _Toc213964597]Phase 4: Testing and Rollout
Pilot testing will begin in two retail locations and one warehouse. Feedback will be collected to identify issues before full rollout. A project steering committee will meet weekly to monitor progress and solve emerging problems quickly.
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After launch, KPIs such as system uptime, order-processing speed, and customer satisfaction scores will be tracked through BI dashboards. Regular security audits and refresher training will ensure compliance and maintain staff confidence (Laudon & Laudon, 2020).
Continuous improvement will depend on regular feedback from employees and customers. DataBridge Technologies recommends creating a monthly performance review meeting to discuss dashboard metrics and system usability. Adjustments can then be made based on user experience and customer data trends. This feedback loop will keep the system aligned with business needs and ensure that the investment continues to deliver measurable benefits over time (Deloitte, 2022).
A concise summary of key roles is shown below:
	Role
	Responsibility

	Project Manager
	Oversees schedule, budget, and scope

	Department Leads
	Communicate needs, review progress

	IT Vendor
	Customises and supports systems

	Data Protection Officer
	Ensures GDPR compliance

	System Champions
	Train peers and gather feedback


This collaborative approach ensures accountability and shared ownership of outcomes.


[bookmark: _Toc213964599]Risk Management and Success Metrics
Major risks include cost overruns, data-migration errors, and user resistance. Mitigation strategies involve realistic budgeting, pilot testing, and phased adoption. Success will be measured through tangible metrics such as reduced order-processing time (target −20%), improved stock accuracy (target +30%), and faster reporting cycles. Regular reviews will help maintain continuous improvement (Deloitte, 2022).
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AKPerog Ltd’s growth has exposed serious weaknesses in its outdated and disconnected systems. Manual data handling, inconsistent reporting, and poor communication have slowed operations and frustrated customers.
By adopting an integrated solution combining ERP, CRM, BI, and KMS, the company can streamline processes, improve accuracy, and build a culture of data-driven decision-making (Bourgeois et al., 2019). These improvements will also strengthen data security and ensure compliance with GDPR (2018), protecting the business from legal and reputational risks.
With careful planning, training, and continuous monitoring, AKPerog can transform into a modern, efficient, and customer-focused retailer ready for future challenges (Deloitte, 2022).
Looking ahead, AKPerog should view this transformation as an ongoing journey rather than a single project. As digital technologies evolve, the company can expand its systems to include AI-driven analytics, automation tools, and mobile solutions that enhance customer engagement. By continuing to invest in both technology and people, AKPerog will remain adaptable and maintain a sustainable competitive advantage in a rapidly changing retail environment (Bourgeois et al., 2019; PwC, 2023).
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