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Business proposal to improve performance at Maldiva Ltd:

Introduction:
Maldiva Ltd is a fast growing, consumer electronics retailer operation retailer operating 30 physical stores alongside an e-commerce platform. Although the company has experienced significant sales growth, its currently experiencing challenge because of outdated systems and inefficient, creating operational challenges that limit its ability to expand effectively. Information systems play crucial role in improving operational efficiency, supporting decision-making, and enabling organisations to achieve competitive advantage (Laudon and Laudon, 2022). Information systems must change as companies expand in order to handle growing client demand, bigger data quantities, and more intricate business procedures. Businesses that don’t update their systems frequently see lower customer satisfaction, increased operating expenses and decreased productivity. 
The company’s current challenges including inaccurate inventory records, fragment customer data and slow reporting processes, data security concerns, and poor integration to customer demand and market changes. This report evaluates the weaknesses of Maldiva Ltd.’s existing systems and recommends the implementation of cloud-based Enterprise Resourcing Planning (ERP) systems integrated with Customer Relationship Management (CRM) and Business Intelligence (BI) capabilities. Such integrated systems are widely recognised for their ability to improve coordination across business function and enhancing organisational performance (Davenport,1998).  The report will slow how the suggested solution may increase productivity, lower operational risks, and help the business achieve its long-term strategic goals by making the organisation more data driven and linked. 

Evaluation of existing systems:
Maldiva Ltd.’s reliance on manual inventory tracking leads to discrepancies between physical store stock and online inventory records. These inaccuracies can result in customers purchasing items that are not available, causing complaints, refunds and reputational damage. Effective inventory management is essential for reducing operational inefficiencies and improving customer satisfaction (Heizer, Render and Munson, 2020). Employees must spend a lot of time updating data and fixing mistakes in manual inventory systems, which also are labour-intensive. This raises operating expenses and lowers employee productivity. Furthermore, erroneous ordering decisions may lead to needless emergency purchases or excess inventory, which can have a detrimental impact on supplier relationships. 

Customer relation management challenges:
Customer data is stored across multiple disconnected systems, preventing the organisation from developing a comprehensive view of customers behaviour. The company’s capacity to monitor past purchases, offer tailored marketing and effectively handle client concerns is hampered by this fragmentation. By centralising customer data and facilitating more focused communication, CRM systems are intended to enhance customer relations (Buttle and Maklan, 2019). Employee may find it difficult to access the accurate customer records in the absence of a centralised CRM system, which could result in inconsistent customer service and slower response time. Effective CRM systems are crucial for preserving client loyal and promoting repeat business in today’s cutthroat retail environment, as consumers demand more individualised experiences. 

Reporting and decision-making limitations:
Spreadsheets are used to manually construct sales reports, which may include inaccurate and out-of-date date. The management team’s capacity to examine current sales patterns is hampered by this laborious procedure. By offering precise, timely, and pertinent data through analytics and reporting capabilities, business intelligence systems facilitate improved decision-making (Chen, Chiang, and Storey, 2012). Managers may rely their strategic choices on information from the past rather than the present if reporting is delayed. Opportunities to react swiftly to shifts in consumer demand, rival activity, or seasonal trends could consequently be lost. In addition to increasing accuracy, automated reporting systems free up management to concentrate on strategic planning rather than administrative duties. 

Security and compliance risks: 
The current information system lacks robust access controls and secure data management practices. raising the possibility of client data being accessed without authorisation. The general data protection regulation (GDPR), which mandates that organisation safeguard personal data measures are in places, may be broken as a result (European Union, 2016). Significant financial penalties and brand harm may arise from noncompliance with GDPR. Strong cybersecurity procedures are crucial for preserving customer trust and safeguarding important corporate data since customers are growing more worried about how businesses manage their personal data. 

Recommended solution: 
It is advised that Maldiva Ltd. Put in place a cloud-based ERP system that is connected with CRM and BI tools in order to overcome these difficulties. ERP systems consolidate keys business operations into a single platform, such as order fulfilment, sales, finance and inventory management. According to O’Brien and Marakas (2019), this integration facilities more effective operations, increases departmental communication and improves data accuracy. 
By offering precise stock visibility across all physical locations and the e-commerce platform, real-time inventory management would lower inconsistencies. Additionally, managers would be able to optimise stock levels and minimise overstocking and understocking with better inventory visibility (Heizer, Render, and Munson, 2020). 
Maldiva Ltd. Would be able to trace client purchase history and create customised marketing campaigns thanks to the proposed system’s CRM’s component, which would centralise consumer data. By giving support employees quick access to relevant client records, centralised customer information enhances customer service (Buttle and Maklan, 2019). 
The suggested solution ‘s BI capabilities would offer automatic reporting tools and real-time dashboard. Supervisors would be able to track sales results, spot patterns and produce precise projections. Making decisions more quickly and intelligently is facilitated by having access to accurate and correct information (Chen, Chiang, and Storey, 2012). 
Advanced security features like encryption, audit trails, role-based access controls, and frequent system updates would be also included in a contemporary cloud-based ERP system. These features would assist the business comply GDPR regulations and lower the danger of unauthorised access to customer data (European Union, 2016).
Real-Time inventory management: 
Real-time inventory tracking for both the e-commerce platform and all physical stores would be possible with the suggested ERP system. This would guarantee that buyers only buy things that are genuinely accessible and lessen stock disparities. Additionally, managers would be able to optimise stock levels and minimise overstocking and understocking with better inventory visibility (Heizer, Render, and Munson, 2020). Stock shortages would be less likely with real-time inventory updates, which would allow for automatic stock replacement based on predetermined inventory levels. By detecting products that move quickly and facilitating improved demand forecasts, the technology may help increase warehouse productivity.
Integrated CRM Functionality:
The CRM component of the proposed system would centralise customer data, enabling Maldiva Ltd. to track customer purchase history and develop personalised marketing campaigns. Centralised customer information also improves customer service by providing support staff with immediate access to relevant customer records (Buttle and Maklan, 2019). Marketing teams could use this information to segment customers based on purchasing behaviour and send targeted promotional offers, increasing the effectiveness of marketing campaigns. Customer service representatives would also be able to resolve complaints more quickly because they would have immediate access to previous interactions and purchase histories.
Business intelligence:
The suggested solution ‘s BI capabilities would offer automatic reporting tools and real-time dashboards. Supervisors would be able to track sales results, spot pattern patterns, and produce precise projections. Making decision more quickly and intelligently is facilities by having access to accurate and current information (Chen, Chiang, and Storey, 2012). Managers may keep an eye on key performance indicators (KPIs) like sales revenue, stock turnover, customer happiness, and profit margins with interactive dashboards. By assisting managers in identifying areas that need improvement and development prospects, this data would promote strategic planning.

Security and compliance improvement: 
A modern cloud-based ERP system would include advanced security features such as role-based access controls, encryption, audit trails, and regular system updates. These features would reduce the risk of unauthorised access to customer data and help the company comply with GDPR requirements (European Union, 2016). Cloud service providers also invest heavily in cybersecurity infrastructure, offering features such as automated backups, disaster recovery, and continuous security monitoring. These measures improve business continuity by ensuring that data can be recovered quickly in the event of cyberattacks or system failures.

Implementation plan:
The implementation process should begin with a detailed assessment of Maldiva Ltd.’s business requirements. Once the requirements are identified, the company should evaluate potential ERP vendors based on functionality, scalability, cost integration, capability, and security feature. Successful ERP implementation also requires effective change management and staff training to ensure user adoption and minimise resistance to the new system (Kotter,2012). It is necessary to clean, validate and transfer existing data such as inventory, sales, financial and customer records into the new system. Since missing or incorrect data might make the new system less successful, data migration is a crucial step in the ERP deployment process (Laudon,2022).

Conclusion:
Maldiva Ltd. faces significant operational challenges due to its disjointed and antiquated information infrastructure. The company’s capacity to run efficiently and enable future expansion is being hampered by manual inventory tracking, disconnected customer data, ineffective reporting procedures, security threats, and inadequate departmental integration. A complete answer to these problems would be the deployment of a cloud-based integrated ERP system with CRM and BI features. The suggested solution would boost data security, facilitate real-time decision-making, improve customer relationship management, and increase inventory accuracy. Maldiva Ltd. growth by implementing this cutting-edge information, which would enhance the company’s competitive position, customer satisfaction, and operational efficiency. (Davenport, 1998; Laudon and Laudon, 2022). The long-term advantages of deploying a new information system outweigh the initial costs, even though it necessitates organisational change and financial commitment. Maldiva Ltd. will be better positioned for long-term success in a retail climate that is becoming more and more competitive thanks to increased efficiency, better customer experiences, stronger data security, and improved decision-making.
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