Programme: BA Leadership and Management Skills for the Workplace.
Module: Managing Business Information.
Module code: LCLM 5004(C2).
Lecture name: Dr. Kareem Sani.
Student name: Monika Czaja.
Student ID: 2410147.













Table of Contents:
1. Cover page .......................................................................1.
2. Table of contents ..............................................................2.
3. Introduction .......................................................................3.
4. Evaluation of Current Operational Systems......................4-5.
5. Recommended solution ....................................................5-6.
6. Implementation plan ..........................................................7.
7. Conclusion ........................................................................9-10.
8. List of reference ................................................................11-12.











 



1. Case/ scenario of the Business.  
Identification of the key challenge and face of the organisation. 
Introduction:
As a reality expanding retailer Kalori Ltd. is a growing consumer electronics retailer operational efficiency can be enhanced through a network of 30 physical stores alongside and online platforms. Although the company has achieved signification growth in recent years, it interrails information system has not evolved at the same, a result, Kalori Ltd. are facing operational inefficiencies that are hindering performance, customer satisfaction, and future expansion. Research show that outdated information system can significantly limit organisational effectiveness and increase operational risks. (Laudon and Laudon, 2020).
One the key challenges include reliance on the absence of automated investor systems may lead to inconsistencies between stock available in retail locations and the data shown online, customer data is across multiple solution, making it difficult to track purchase history and deliver personalised services. Decision-making also inefficient due to outdated reporting processes that rely heavily on manual spreadsheets, often resulting in errors and delays (O’Brien and Marakas, 2011).
Furthermore, the lack of integration between departments at Kalori Ltd creates significant inefficiencies, departments such as sales, finance, and inventory operate using disconnected software. This lack of integration increases the risk of data inconsistencies and operational inefficiencies. Another critical concern is the company’s lack of compliance with data protection regulations such as GDPR, which exposes it to potential legal and security risks (Voigt and Von dem Bussche, 2017).
Overall, these challenges result in lost revenue, increased operational costs, reduced efficiency, and declining customer satisfaction. The case study therefore highlights an urgent need for Kalori Ltd. to implement a modern, integrated information system that can streamline operations, enhance data management, and support informed decision-making.
The scenario highlights the urgent need for Kalori Ltd. to modernise its information systems to improve the efficiency of business operations, enhance the overall customer experience, and promote continued organisational growth.




2. Evaluation of Current Operational Systems.

Chaffey (2019)
a. Analysis of Currently Service:
Currently, Kalori Ltd. on several outdated and disconnected information systems to manage its operations. Most critical weakness use manual investor tracking method used across both physical stores and the e-commerce platform. Manual solutions are particularly prone to human error and lack real-time visibility (Laudon and Laudon, 2020). 
Become stock levels are updated manually, which often leads to delays and inaccuracies. Furthermore, the e-commerce platform is not directly integrated with in-store inventory solution, meaning that stock information is not synchronised in real time. A result, customers may purchase items online that are no longer available, leading to order cancellations and reduced customer satisfaction.
Customer data management is critical weakness. Instead of using a centralised Customer Relationship Management CRM solution, the  Kalori Ltd. stores customer information across multiple databases and platforms. This fragmented approach prevents the company from gaining a unified view of its customers. CRM solutions are essential for understanding customer behaviour and improving service delivery (Buttle and Maklan, 2019).
The reporting analysis processes are also inefficient. Sales reports are manually compiled using spreadsheets by employees across different departments. This process is time-consuming and prone to errors, which can result in inaccurate financial data and poor strategic decision-making (O’Brien and Maraca's, 2011).
There is limited integration between key departments such as sales, finance, marketing, and inventory management. Since each department uses separate software systems, employees are required to manually transfer data between them, increasing inefficiency and the risk of errors.
Finally, Kalori Ltd. lacks adequate cybersecurity measures. The current platforms do not provide in real time. These weaknesses increase the risk of unauthorised access and non-compliance with GDPR requirements (Voigt and Von dem Bussche, 2017).


b. Inefficiencies and Gaps:
The evaluation of the existing solution reveals several key inefficiencies and gaps.
There is a heavy reliance on manual processes, which leads to errors, delays, and inconsistent data.
The Kalori Ltd. lack of integration between solution prevents effective communication across departments. Additionally, poor inventory visibility makes it difficult to monitor stock levels accurately in real time.
 Limited customer due to fragmented data reduces the effectiveness of marketing strategies and customer service. Decision-making is also slow due to the absence of real-time data and business intelligence tools. Finally, weak data security measures increase vulnerability to cyber threats and regulatory non-compliance, issues demonstrate that the current systems are not suitable for a growing organisation such as Kalori Ltd.
These inefficiencies have a direct negative impact on business performance. For example, inaccurate inventory data can lead to lost sales and increased operational costs due to overstocking or stock shortages. In addition, poor customer data management limits the company’s ability to build strong customer relationships and reduces the effectiveness of marketing campaigns. Over time, this may result in decreased customer loyalty and reduced competitive advantage (Chaffey, 2019).











3. Recommended Solution.
   a. Proposed Solution:
To address these challenges, Kalori Ltd. should implement an integrated Enterprise Resource Planning ERP platforms combined with a Customer Relationship Management (CRM) platform. ERP systems are designed to integrate core business functions and improve organisational efficiency (Monk and Wagner, 2013).
 ERP platform would integrate inventory management, sales, finance, and reporting into a single centralised platform, while the CRM solution would manage customer data and interactions.
This integrated solution would provide real-time inventory tracking, a centralised customer database, automated reporting, and advanced data security features. These capabilities would significantly improve operational efficiency and customer engagement.

   b. Justification:
The implementation of an ERP and CRM platforms would significantly improve efficiency by automating manual processes and reducing human error. Real-time inventory tracking would eliminate stock discrepancies and improve order fulfilment.
CRM platform would enhance customer experience by enabling personalised services and faster response times. Additionally, real-time analytics would support better decision-making and strategic planning.
 ERP solution requires significant initial investment, their long-term benefits outweigh the costs through improved efficiency and reduced operational losses (Davenport, 1998). ERP systems are widely used in modern organisations because they provide a single source of truth, where all business data is stored and updated in real time. This reduces data duplication and improves accuracy across departments (Turban et al., 2018). Furthermore, CRM systems allow organisations to better understand customer behaviour through data analysis, enabling more effective marketing strategies and improved customer engagement (Ngai et al., 2009).




   c. Impact on Operations and Benefits:
The proposed solution would transform Kalori Ltd.’s operations by synchronising inventory data across all platforms in real- time. This would ensure accurate stock levels and reduce lost sales.
The CRM platforms would allow the company to analyse customer behaviour and develop targeted marketing strategies. Furthermore, automated reporting tools would improve forecasting and enable data-driven decision-making.
Overall, the solution would enhance efficiency, customer satisfaction, data security, and organisational performance.



4. Implementation Plan.
(Al-Mashari, M., Al-Mudimigh, A. and Zairi, M. 2003) ‘Enterprise resource planning.
a. Step-by Step
The implementation process requires a structured approach, needs assessment, business requitement solution design, data migration, integration, testing, training, deployment, and ongoing maintenance. They should be fallowing by selecting based on the cost, functionality and scalability. 
The ERP platforms implementation is complex and requires careful planning and change management to ensure success (Xu et al., 2002).
Employee training is a critical implementation process. Staff must be equipped with the necessary skills to use solution effectivity.  Success of the factor in ERP implementation is effective change management. Employees must be actively involved in the transition process to reduce resistance and improve solution adoption. Clear communication about the benefits of the new platforms is essential to ensure user acceptance and minimise disruption to daily operations (Al-Mashari et al., 2003).
   b. potential Challenges and Solution:
Challenges such as employee resistance, data migration risks, high costs, and integration issues may arise. However, these can be mitigated through training, phased implementation, and effective project management.
The primary challenges are employee resistance to change. Employees may feel uncertain or uncomfortable using new technologies, particularly if they are to existing solution. This resistance can lead to reduced productivity and slow system adoption. To address this issue, it is essential for Kalori Ltd. to implement effective change management strategies, clear communication about the benefits of the new platforms and involving employees in the implementation process. Providing comprehensive training and continuous support can also help increase user acceptance, confidence optimise. 




   c. Training and Change Management:
Employee training and change management are essential to ensure successful adoption. Providing continuous support and clear communication will help reduce resistance and maximise solution benefits, must be developed to ensure that staff are able to use the new system efficiently. Training should be different roles within the organisation, as employees in departments such as sales, finance, and inventory management will interact with the system in different ways. A combination of training methods, including workshops, online tutorials, and hands-on sessions, can support improve understanding and practical skills. Continuous technical support should also be provided to assist employees after the system has been implemented.













  5. Conclusion:
(Porter, M.E. 2008) ‘The five competitive forces that shape strategy’, 
Kalori Ltd.’s rapid growth has exposed significant weaknesses in its existing information systems. The reliance on manual inventory tracking, fragmented customer data, inefficient reporting processes, and lack of system integration has created serious operational challenges that negatively impact efficiency, decision-making, and overall customer satisfaction. These limitations not only reduce the company’s ability to operate effectively but also hinder its capacity to scale and compete in an increasingly digital retail environment.
To address these issues, it is recommended that Kalori Ltd. implements a cloud-based Enterprise Resource Planning (ERP) system integrated with a Customer Relationship Management (CRM) platform. This solution would centralise data management, automate key business processes, and provide real-time visibility across all departments. As a result, the company would benefit from improved coordination between departments, reduced operational errors, and enhanced efficiency.
Furthermore, the implementation of the proposed system would significantly improve inventory accuracy, ensuring that stock levels are consistently updated across both physical stores and the e-commerce platform. At the same time, the integration of a CRM system would enable Kalori Ltd. to better understand customer behaviour, deliver personalised marketing campaigns, and improve the overall customer experience. This would contribute to increased customer loyalty and long-term revenue growth.
Access to real-time data and advanced analytics would support faster and more informed decision-making. Managers would be able to identify trends, forecast demand more accurately, and respond proactively to market changes. Improved data security features would also ensure compliance with regulations such as GDPR, reducing legal risks and strengthening customer trust.
The implementation of such a system requires significant financial investment and organisational change, the long-term benefits clearly outweigh the initial costs. Improved efficiency, scalability, and data-driven capabilities will provide a strong foundation for future growth.
In my conclusion, a modern, integrated information system solution will enable Kalori Ltd. to overcome its current operational challenges, enhance business performance, and position itself as a competitive, innovative, and customer-focused organisation in the retail sector.
In my opinion the long-term, the adoption of an ERP information systems will enable Kalori Ltd. to remain competitive in a rapidly evolving digital marketplace. Companies that fail to modernise their systems risk falling behind competitors who can leverage data and technology more effectively and optimise. 
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