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Individual Report -Business Case: AKPerog Ltd. – Overcoming Operational Challenges
[bookmark: _Toc213522212]1. Introduction
AKPerog Ltd. is a fast-growing consumer electronics retailer with 30 stores and an online shopping platform. Although sales have been increasing, the company’s information systems have not kept pace with its growth. Most of its systems are old, manual, and disconnected from one another. This has led to significant operational issues, including stock errors, suboptimal customer experiences, inaccurate reporting, and inadequate data security.
As IT consultants, our task is to evaluate these problems and suggest a modern information system that will enhance the company’s operations, enable managers to make informed decisions, and improve customer satisfaction while meeting regulations such as the General Data Protection Regulation (GDPR) (DCKAP, 2025).
[bookmark: _Toc213522213]2. Current Business Problems
[bookmark: _Toc213522214]2.1 Inventory Management Issues
AKPerog currently uses manual spreadsheets and paper records to track its stock. Each store maintains its own records, and the e-commerce site runs separately. This causes frequent differences between store inventory and online stock levels (NetSuite, 2025). For instance, customers may order a product online that appears to be available, only to be told later that it is out of stock. This not only leads to customer complaints but also to refund costs.
Store managers also find it difficult to manage overstocked or understocked items. Overstock ties up money in unsold goods, while understock means missed sales opportunities. Manual inventory management takes a lot of time and increases the chance of errors (CTND, 2025).
Modern retailers like ASDA and others use automated inventory systems that provide real-time updates. This helps managers see accurate stock levels across all stores and online platforms, reducing waste and improving customer satisfaction.
[bookmark: _Toc213522215]2.2 Customer Relationship Management (CRM) Challenges
Customer data at AKPerog is stored in multiple, unconnected systems. This makes it impossible to see a customer’s complete purchase history. As a result, the marketing team cannot send personalised promotions, and the customer service team often struggles to find past order details when handling complaints (Rootstock, 2025).
A proper CRM system would combine all customer data into one platform, allowing the company to track buying behaviour, send targeted offers, and improve customer support. It would also make it easier to build customer loyalty and manage communication effectively (Friedman Corp, 2025).
[bookmark: _Toc213522216]2.3 Reporting and Decision-Making Delays
Currently, managers use spreadsheets to prepare sales and performance reports. These reports take a long time to compile and often contain mistakes. Because the information is not updated automatically, decision-making is slow and sometimes based on outdated data Kimball, R. and Ross, M. (2013)
For example, if a product is selling quickly, management may not notice in time to reorder stock. Business Intelligence (BI) tools can solve this issue by showing real-time dashboards with key metrics such as sales, profits, and stock levels (CTND, 2025). This allows faster, data-driven decision-making.
[bookmark: _Toc213522217]2.4 Data Protection and GDPR Compliance
AKPerog’s systems currently lack proper data security controls. There are no clear access permissions, meaning sensitive customer information can be viewed by people who do not need it. This creates a risk of data breaches and makes the company non-compliant with GDPR rules (DCKAP, 2025).
If customer data were leaked or misused, AKPerog could face serious fines and loss of trust. The company needs systems that include encryption, secure logins, and audit trails to track who accesses data. Proper data governance policies should also be introduced to protect both customers and the business (GetDataBees, 2025).
[bookmark: _Toc213522218]2.5 Lack of System Integration
Each department within AKPerog sales, finance, warehouse, and marketing uses its own software that does not connect with the others. Employees must manually copy information between systems, which wastes time and increases the chance of human error (CTND, 2025).
For example, when an order is placed, the warehouse and finance departments must enter the same information again. This slows down order processing and causes communication gaps. A fully integrated system would allow all departments to work from the same real-time data, improving accuracy and productivity (Rootstock, 2025).
[bookmark: _Toc213522219]3. Recommended Information System Solutions
To solve these challenges, AKPerog should move towards a single, integrated information system that combines Enterprise Resource Planning (ERP), Customer Relationship Management (CRM), and Business Intelligence (BI) tools. These systems should be cloud-based for scalability, flexibility, and security.
[bookmark: _Toc213522220]3.1 Enterprise Resource Planning (ERP)
An ERP system connects all core business functions such as inventory, purchasing, finance, and sales. It ensures that information is shared automatically across departments (NetSuite, 2025).
Benefits include real-time stock updates, faster order processing, accurate financial records, and fewer human errors. A cloud-based ERP system would also allow the company to scale easily as it opens new stores or expands online (Friedman Corp, 2025).
[bookmark: _Toc213522221]3.2 Customer Relationship Management (CRM)
A CRM system focuses on managing customer interactions. When linked with the ERP, it allows staff to see all customer information, from purchase history to communication records (Rootstock, 2025).
The CRM system would help the marketing team send targeted offers, assist customer service in resolving issues faster, and track customer satisfaction. It can also automate marketing campaigns and loyalty programs to increase repeat sales (GetDataBees, 2025).
[bookmark: _Toc213522222]3.3 Business Intelligence (BI) and Data Analytics
A BI system gathers data from the ERP and CRM systems to create visual reports and dashboards. This helps management monitor sales, inventory, and performance in real time Kimball, R. and Ross, M. (2013)
With BI, AKPerog can identify which stores or products are performing best, predict demand more accurately, and plan marketing strategies based on real evidence (CTND, 2025). This leads to smarter and faster decision-making.
[bookmark: _Toc213522223]3.4 Data Security and Compliance
The new systems must have strong data protection features. This includes role-based access controls, encryption, and regular data backups (DCKAP, 2025). GDPR compliance features such as consent tracking, audit logs, and data anonymisation should also be built in.
[bookmark: _Toc213522224]3.5 System Integration
All systems ERP, CRM, e-commerce, and finance, should be integrated using APIs or middleware. This allows data to flow automatically between systems without manual updates (CTND, 2025).
For example, when a customer makes an online purchase, the stock levels should update automatically, the finance team should see the transaction instantly, and the customer service team should be able to view order details immediately (Rootstock, 2025). Integration is there to make sure that everyone works with the same accurate data.
[bookmark: _Toc213522225]4. Implementation Plan
To successfully upgrade AKPerog Ltd.’s information systems, a clear and structured plan is needed. The implementation should be done step by step to reduce disruption and help employees adjust to the new way of working. Below is a detailed plan showing each stage of the process.
Step 1: Assess Business Needs
The first step is to meet with all departments, such as sales, finance, warehouse, marketing, and customer service, to understand their current problems and requirements. This will help identify what features are most important in the new system. For example, the sales team may need real-time access to inventory, while marketing may want customer data for promotions.
This assessment should also look at the company’s goals for the next few years to make sure the new system can support future growth. A full needs analysis prevents wasted spending and ensures the new system fits the company’s long-term plans (Friedman Corp, 2025).
Step 2: Choose the Right Vendors
Once AKPerog knows its requirements, the next step is to compare and select suitable software providers for the ERP, CRM, and Business Intelligence (BI) systems. The company should focus on cloud-based systems because they are flexible, easy to update, and cost-effective compared to traditional systems (NetSuite, 2025).
Before signing a contract, the company should also check vendor reviews, request product demonstrations, and ask for customer references. Choosing the right vendor is important because switching later can be costly and time-consuming (CTND, 2025).
Step 3: Data Cleansing and Preparation
Before moving to the new system, AKPerog needs to clean and organise all its existing data. This means checking for duplicate customer records, correcting spelling errors, and deleting outdated or missing information. For example, some customer records might have different spellings for the same person, which can confuse later.
Clean and accurate data ensures that the new system works correctly from the start and that reports are reliable (GetDataBees, 2025). It also reduces future data errors and helps the company comply with GDPR rules on data accuracy (DCKAP, 2025).
Step 4: System Design and Customisation
After data cleansing, the chosen vendor should design and customise the new systems to match AKPerog’s needs. This includes setting up system modules such as inventory tracking, finance, sales, and customer management.
Customisation allows AKPerog to use only the features it needs, which helps staff adapt faster. For example, the CRM can be designed to track customer preferences, while the ERP can automatically reorder products when stock is low (Rootstock, 2025).
Step 5: Trial run 
Before launching the system company-wide, AKPerog should run a trial test in two or three stores and on the online platform. This helps the company identify any issues early and see how the system works in real situations.
During this stage, staff can provide feedback about what works well and what needs improvement. Testing will also allow time to fix any technical errors or connection issues before a full rollout. Running a trial test reduces risks and increases the chances of success (CTND, 2025).
Step 6: Employee Training and Change Management
Training is one of the most important parts of the project. All employees should be trained on how to use the new ERP and CRM systems. Training can be done through workshops, videos, and one-to-one sessions.
It’s also important to explain why the changes are being made and how they will make work easier. For example, staff should understand that automation will reduce manual work and help them serve customers faster. Clear communication helps reduce fear or resistance to change (Friedman Corp, 2025).

Step 7: Full Rollout
After successful testing and training, the system can be rolled out across all 30 stores and the online platform. The rollout should be done in phases, perhaps five stores at a time, to avoid major disruptions.
During this stage, technical support teams should be available to help staff with problems. A clear communication plan should be in place so that all departments know when and how the changes will happen (NetSuite, 2025).
Step 8: Continuous Monitoring and Support
Once the system is live, it should be carefully monitored for performance and errors. Regular reviews should be carried out to check system speed, accuracy, and user satisfaction. Any issues should be fixed quickly to keep operations running smoothly.
It’s also important to collect feedback from employees and managers to improve how the system is used. Over time, the company can add new features or automation tools to increase efficiency even further (Rootstock, 2025).
Step 9: Evaluation and Continuous Improvement
After months of using the new system, AKPerog should evaluate whether it has achieved its main like reducing stock errors, improving customer service, and saving time on reporting.
Management should also review reports from the BI system to measure performance improvements. Lessons learned from this project can guide future updates or expansions, such as adding AI-based forecasting or a mobile sales app Kimball, R. and Ross, M., 2013)
[bookmark: _Toc213522226]6. Possible Risks and Mitigation
With a well-planned strategy, introducing new information systems will always involve certain risks. It is important for AKPerog Ltd. to recognise these risks early and manage them carefully to ensure the project’s success. 
One of the main risks involves financial and budget pressures. Implementing new systems such as ERP, CRM, and Business Intelligence can be expensive when considering software licences, training, and maintenance costs. If the project is not properly managed, it may exceed the planned budget. To prevent this, AKPerog should develop a detailed financial plan that includes all possible costs and a small reserve for unexpected expenses. Selecting cloud-based systems can also reduce costs related to hardware and maintenance, as updates are managed by the service provider (NetSuite, 2025). Comparing vendors and choosing scalable payment options will further help the company control its spending (CTND, 2025).
Data migration is another area of concern. Moving information from the old systems into the new ones can be complex, and mistakes may lead to missing or duplicated data. Poor data quality at the start could make the system unreliable and affect business decisions (GetDataBees, 2025). To manage this, AKPerog should carry out a thorough data cleansing process before migration, removing errors and duplicate records. A small-scale test transfer can be performed first to ensure the process works smoothly before migrating all data. Working with data experts or the software vendor will also help ensure a safe and accurate transfer (DCKAP, 2025).
Cybersecurity and data protection risks are also very important. Moving to cloud-based systems means that customer and company data will be stored online, which can make it vulnerable to cyber threats such as hacking or phishing attacks. Any security breach could damage the company’s reputation and lead to large fines under GDPR regulations (DCKAP, 2025). To prevent this, AKPerog should select software vendors with strong security measures, such as encryption, two-factor authentication, and firewalls. The company should also schedule regular system audits and provide cybersecurity training for all employees to help them recognise potential threats (CTND, 2025).
Technical problems are another risk, especially during the early stages of implementation. The system could experience slow performance, software bugs, or downtime, which could interrupt business operations and affect customer service. This risk can be reduced through detailed testing before the system goes live and by ensuring that a dedicated technical support team is available to respond quickly to any issues that arise. Cloud-based systems are also helpful because they are regularly updated and backed up automatically, reducing the risk of data loss or long downtime (Rootstock, 2025).
There is also a risk of poor integration between the ERP, CRM, and BI systems if they are not properly connected. When integration fails, departments may end up with different versions of the same data, causing confusion and errors (CTND, 2025). To prevent this, AKPerog should use secure Application Programming Interfaces (APIs) or middleware to ensure that information flows smoothly between systems. Integration should be tested carefully during the trial phase to confirm that all parts of the system communicate correctly (Rootstock, 2025).
Legal and compliance risks are also significant. Mishandling customer data, such as storing it without permission or failing to delete it when requested, could breach GDPR rules and lead to penalties (DCKAP, 2025). To avoid this, AKPerog should introduce strict data management policies and ensure that its new CRM system includes built-in tools for tracking consent and handling customer data requests. Regular compliance reviews and staff training will help maintain legal standards (GetDataBees, 2025).
Finally, there is the risk that the new systems might not be properly maintained after they are launched. Without regular updates and support, the system could slow down or become outdated, and employees might forget how to use certain features (Friedman Corp, 2025). To prevent this, AKPerog should arrange ongoing maintenance contracts with the software providers and schedule refresher training sessions every few months. This will ensure that employees remain confident using the system and that the technology continues to meet the company’s needs (NetSuite, 2025).

[bookmark: _Toc213522227]7. Conclusion
[bookmark: _Toc213522228]AKPerog Ltd. is growing quickly, but its old and disconnected information systems are causing major problems. These include stock mistakes, slow manual processes, and poor handling of customer data. Because of this, the company is not working as efficiently as it should.
This report showed that the best solution is to introduce a modern, cloud-based system that includes ERP, CRM, and BI tools (Rootstock, 2025; NetSuite, 2025). These systems will bring all important business information together, improve customer service, and give managers real-time data to make better decisions.
Although there are some risks, such as high costs or data migration issues, these can be reduced with careful planning, staff training, and strong data protection.
Overall, upgrading the company’s information systems will improve efficiency, reduce errors, support legal compliance, and help AKPerog grow successfully in the future.
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