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Kalori Ltd, the given case study organisation is acknowledged as a consumer electronics retailer that is expanding speedily and boasts of a strong network of 30 physical outlets in addition to an e-commerce platform that is mostly dynamic in nature. Even though the growth of the organisation has been quite considerable owing to a strong sales report achieved over a period of last few years, the information systems existing internally have failed to maintained a similar pace. The outcome of the same being the denoted consumer electronics retailer presently facing an array of challenges within its operations which have constrained its effectiveness, lessened the satisfaction level of consumers as well as limited the brand’s continued growth in the market (Myataza et al., 2024). 
Kalori Ltd is found to be depending way too much on systems that are run manually and mostly obsolete, specifically within management of inventory. The inexistence of real-time visibility of stock has led to repeated disparity between maintaining stocks both in-store as well as online, resulting in orders getting cancelled, dissatisfaction creeping in within consumers owing to delayed fulfillment (Prabu, 2022). During the same point of time, data obtained related to consumers remain disintegrated across an array of standalone systems, which actually makes it tough in performing an analysis of customer behaviour in meaningful ways or deliver services in customized manner. Lacking any sort of integration also has an impact on the way communication is performed internally, wherein various business segments like finance, sales as well as inventory function separately, depending on manual processes associated with transfer of data, and they are found to be quite unreliable and time-consuming at the same time (Irina, 2022). 
The present proposal intends on assessing the challenges facing Kalori Ltd based on which an integrated solution will be recommended with due regards to information system for improving the performance of operations as well as backing the growth in sustainable manner.
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The present information systems existing in Kalori Ltd echoes a technological setup that is obsolete as well as disintegrated. Such information systems would no longer prove to be appropriate for an omnichannel retail brand that is seeking growth. Kalori Ltd, as has been discussed before depends primarily on processes that are handled manually in addition to having digitised tools which mostly works in isolation, leading to a situation where the business becomes unproductive across an array of functional areas. Limitations such as these not just influence activities carried out daily, rather deter the process of making decisions strategically as well as remaining adaptable in long-term (Abaddi, 2025). 
Nonetheless, the brand’s approach towards inventory management remains one of its critical weaknesses. With Kalori Ltd still relying on processes that are handled manually or having incorporated systems that are semi-digital, it does not let the physical outlets of the brand and its e-commerce channel synchronise in real-time. The outcome of the same are faulty recording of stock levels, resulting in circumstances where consumers end up placing orders for products or items which may not be available at that point of time (Kowsar and Rahman, 2022). The same tends to disrupt operations, which involves cancellations of orders, processing of refunds in addition to damage to the brand’s reputation. Adding to that, the managers overseeing the store operations does not possess the tools needed in keeping track of the movement of stock in efficient ways, leading to situations of shortages of stock as well as overstocking. Ineffectiveness augments costs related to holding stock whilst concurrently lessening opportunities related to selling the same (Jabado and Jallouli, 2024). 
Adding to that, Kalori Ltd have been facing considerable challenges with due regards to handling data related to consumers. The denoted brand has been storing information via an array of methods which are not seamless, and the same makes it tough to demonstrate an integrated view of each consumer. A disintegration like this constrains the capacity of the brand in keeping track of the consumer’s buying history, assessing the behaviour of consumers or employing marketing tactics that are data-driven. Subsequently, the team overseeing marketing activities remains incapable of delivering promotions in customised manner, whereas representatives of customer service find it tough in resolving problems effectively owing to records being either inaccessible or inadequate (Pandey et al., 2022). 
Furthermore, Kalori Ltd’s present methods of reporting remains highly ineffective. Spreadsheets are being used by the denoted brand for manual compilation of data related to sales and performance. The time needed in accumulating as well as processing this information leads to a situation where reporting gets delayed, signifying the fact that decisions undertaken by the management are mostly grounded in data that appears outdated. Uninformed insight constrains the capability of the brand in reacting speedily to demand-related changes, acknowledging trends that are evolving or optimising strategies related to pricing (Siddiqui et al., 2023). And lastly, devoid of proper integration between the different departments that functions within Kalori Ltd, there exists an operational bottleneck of considerable sort. Finance teams, sales teams and the ones overseeing inventory depend on discrete processes which do not exchange information, compelling staff to transfer data manually. This is a time-consuming process and also deepens the possibility of errors and contradictions (Hossain et al., 2025). 
On the whole, systems that are existing remain undependable, ineffective in addition to incompetent of backing the persistent growth sought by the business, emphasising on the crucial need of a solution that is contemporary and well-integrated. 
[bookmark: _Toc228465443]3. Recommended Solution
For managing challenges facing Kalori Ltd and its operations, it is suggested that the brand needs employing an information system which is seamless and cloud-based encompassing ERP (Enterprise Resource Planning) process, BI (Business Intelligence) tools alongside an integrated process of CRM (Customer Relationship Management). Blending all these processes will offer a cohesive infrastructure on the digital front which links all essential responsibilities that an organisation possess, empowering sharing of data in real-time in addition to having a decision-making process that is effective (Ali and Haseebuddin, 2015). 
Employing an ERP process will actually be serving as the base of Kalori Ltd’s transformation. Major systems are set to be integrated within a single platform that includes managing inventory, processing of order as well as financial operations, with ERP processes removing discrepancies resulting from systems that are incoherent. Keeping track of inventory in real-time helps in making sure the levels of stocks gets reflected in accurate manner across the denoted brand’s e-commerce medium and its physical outlets. The same would considerably lessen the possibility of stock loss or mismatch in addition to cancellations of order. Furthermore, automated flow of work will reduce the need to enter data manually, lessening mistakes in addition to keeping the employees available for activities that would be more value-adding. Adding to that, the ERP process is set to improve teamwork between different business units like finance, sales as well as inventory wherein they make use of same information that has been updated (Liew et al., 2023). 
In addition to the ERP process, instituting a centralised process of CRM will help manage the challenges the business is facing in terms of customer data. When information related to customer is secured into a single database, the CRM process will empower the denoted brand in developing an extensive overview of each consumer. The same will be enabling the team overseeing marketing activities in developing targeted campaigns on the basis of behaviour related to purchase in addition to customer preferences, thus augmenting the engagement level of consumers and sales. Adding to that, representatives overseeing customer service will have the opportunity of accessing detailed accounts of consumers and that too in accurate manner, empowering the brand ion resolving consumer-related issues in the most effectual of ways. An improvement of this sort for maintaining quality in service delivered in all likelihood will improve the satisfaction level of consumers and their loyalty (Bandara and Oruthotaarachchi, 2025). 
Moreover, Business Intelligence tools are integrated for boosting the brand’s capacity to make key and accurate decisions. Tools such as these helps provide real-time interpretation of data via dashboards deemed which enables the management in keeping an eye on the brand’s performance with due regards to sales, acknowledging trends in addition to making decisions that are driven by data. Attributes associated with predictive analytics will allow in making projections more accurately, enabling Kalori Ltd in improving the levels of inventory in addition to reacting dynamically to the demands existing in market. The business would be served well if it is able to replace its reporting methods carried out manually with real-time insights that are mostly automated, wherein the brand will be enabled in improving considerably the speed at which the decisions would be made from a tactical perspective and the level of accuracy obtained from the same (Korenyuk, 2024). 
The suggested solution’s efficacy can also be outlined via the TAM or Technology Acceptance Model that highlights perceived usefulness’s significance and that of perceived ease of use as well in order to ascertain whether the users would be adopting the same. Considering the situation of Kalori Ltd, the new process provides clear benefits on the practical front, like developing information access, lessening workload performed manually as well as improving performance within job across all the business functions (Karamperi, 2025). Benefits such as these in all likelihood strengthen the perception of staff regarding the usefulness of the system. During the same point of time, utilising contemporary interfaces that are user-friendly alongside automated systems help develop usability, lessening change resistance. Kalori Ltd needs making sure that their staff are able to acknowledge the system’s worth alongside convenience, resulting in maximising the ROI (return-on-investment) (Schütte, 2017). 
Furthermore, the framework of TOE or Technology-Organisation-Environment offers an extensive viewpoint on the solution’s appropriateness. Considering the technological viewpoint, the cloud-based processes that have been suggested remains quite scalable, progressive as well as dependable when weighed against the present tools that the company possess. Considering the organisational viewpoint, incorporation of methods will remain in line with the growth prospects of Kalori Ltd, developing processes existing internally and enabling all departments functioning therein in teaming up and working together (Henze et al., 2016). Considering the environmental viewpoint, growing rivalry within the segment of retail as well as the demand of adhering to regulations related to data protection impose external influence on the denoted brand in modernising its processes. the solution suggested herein would help manage all 3 magnitudes, making the same appear as a choice that is tactically fitting. With Kalori Ltd seeking expansion, the process can be adjusted effortlessly for accommodating growing volumes of transaction, additional outlets or new organisational functions devoid of needing considerable extra investment with due regards to physical infrastructure (Daase et al., 2023). 
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	Phase
	Description

	Assessing requirement
	The process of implementation will start off by evaluating the operational requirements of Kalori Ltd in detailed manner. Key stakeholders need to be consulted for acknowledging system specifications and needs, making sure the suggested solution remains in line with the objectives of business (Liew et al., 2023). 

	Selection of System
	Fitting cloud-based solutions like CRM, ERP as well as BI are to be assessed grounded in their cost, scalability alongside utility or usefulness. 

	Designing System and Personalisation
	The system selected is set to be organised in a way that matches the workflow of the business. Personalisation will emphasise on keeping track of inventory, management of consumer data as well as dashboards related to reporting for making sure there exists convenience (Murganoor, 2024). 

	Migration of Data
	Data that is existing is set to be cleaned, consistent as well as transferred in protected form to the new process. This remains crucial for making sure the data remains precise and avert discrepancies (Karamperi, 2025). 

	Integration
	Tools such as CRM, ERP and BI are set to be combined for empowering the data to flow in seamless manner across all business departments which will help develop efficiency within operations (Jude, 2025). 

	Testing and Deployment
	Employees will undergo proper training and the system is set to be put under test prior to deploying the same within stages for reducing any form of disruption. Persistent monitoring will make sure the issues get resolved speedily (Conti and Orcioni, 2019).
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From what has been discussed above, it can be concluded that Kalori Ltd has been facing few challenges within its operations owing to information systems that are obsolete and disintegrated which constrains accuracy, effectiveness and the potential to growth. The present proposal has suggested employing cloud-based solutions in form of ERP, BI and CRM for manage the issues discussed within the report. Through the development of inventory management process, empowering the process of making decisions in real-time in addition to centralising the data involving consumers, the denoted brand will considerably improve its performance within operations as well as improve the satisfaction level of consumers. 
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