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Proposal to Improve Information Systems at AKPerog Ltd.
1. Introduction
AKPerog Ltd. is a fast-growing consumer electronics retailer operating 30 physical stores alongside an e-commerce platform. In the last year, the company has experienced strong growth in sales, particularly through its online channel. While this growth creates opportunities for expansion, it has also highlighted serious weaknesses in the company’s existing information systems.
Currently, AKPerog Ltd. relies on outdated and poorly integrated systems that struggle to support its expanding operations. Key challenges include inaccurate inventory tracking, fragmented customer data, slow and unreliable decision-making, limited system integration between departments, and insufficient data security controls. These issues negatively affect both internal efficiency and customer satisfaction.
The purpose of this report is to evaluate the company’s current information systems and propose a modern solution that improves operational performance. By implementing an integrated Enterprise Resource Planning (ERP) system combined with a Customer Relationship Management (CRM) system, AKPerog Ltd. can streamline operations, improve data accuracy, support better decision-making, and enhance customer experience.

2. Evaluation of Existing Systems
 Current Information Systems
AKPerog Ltd. currently uses a largely manual inventory tracking system supported by spreadsheets and basic store-level software. Inventory data from physical stores is not synchronised in real time with the e-commerce platform. As a result, customers often place online orders for products that are no longer available, leading to refunds and complaints.
Customer information is stored across multiple disconnected systems. Online purchases are recorded within the e-commerce system, while in-store transactions are captured separately through point-of-sale systems. This fragmented approach prevents the company from building a unified view of the customer, which is essential for effective CRM (Pan and Lee, 2003).
Sales reporting and performance analysis are also inefficient. Managers manually compile reports using spreadsheets, which increases the likelihood of errors and outdated information. According to Davenport and Harris (2007), organisations that rely on manual reporting struggle to compete due to delayed insights and poor data quality.
In addition, current systems lack adequate security features such as role-based access controls and audit trails. This exposes AKPerog Ltd. to potential data breaches and non-compliance with data protection regulations.
Inefficiencies and Gaps
The most significant inefficiency is poor inventory visibility. Without real-time data, store managers cannot accurately track stock levels, leading to overstocking of slow-moving items and understocking of popular products. ERP research shows that integrated systems significantly improve supply and inventory management efficiency (Huang and Handfield, 2015).
Another major gap is the lack of a centralised CRM system. The marketing team cannot analyse customer purchase history or behaviour effectively, limiting their ability to run targeted campaigns. Similarly, customer support staff struggle to resolve complaints due to missing transaction records. Studies show that effective CRM systems rely on integrated customer data to improve service quality (Ngai, Xiu and Chau, 2009).
Decision-making is also negatively impacted. Management does not have access to real-time sales analytics, making forecasting inaccurate and strategic planning difficult. Firms without strong data analytics capabilities often experience lower decision-making performance (Ghasemaghaei, Ebrahimi and Hassanein, 2018).

3 Recommended Solution
Proposed Information System
To address these challenges, this report recommends implementing a cloud-based Enterprise Resource Planning (ERP) system integrated with a Customer Relationship Management (CRM) solution. Systems such as SAP Business One, Microsoft Dynamics 365, or Oracle NetSuite are suitable options for medium-sized retailers.
An ERP system would integrate inventory management, sales, finance, and reporting into a single platform. At the same time, the CRM component would consolidate customer data from both online and in-store channels, creating a unified customer view.
 Justification for the Recommendation
The recommended solution directly addresses AKPerog Ltd.’s operational problems. ERP systems are widely recognised for improving organisational efficiency by integrating business processes and reducing data duplication (Seddon, Calvert and Yang, 2010).
Real-time inventory tracking would significantly reduce stock discrepancies and improve order fulfilment speed. This is particularly important for retailers operating across multiple channels, where accurate stock visibility is critical (Huang and Handfield, 2015).
From a cost perspective, cloud-based ERP and CRM systems reduce the need for expensive hardware and ongoing maintenance. They also allow the company to scale its operations easily as the business grows. Research suggests that modern ERP systems offer long-term cost benefits and flexibility compared to legacy systems (Elragal and Haddara, 2012).
Security and compliance are also improved. Modern systems include advanced access controls and monitoring features, helping organisations protect customer data and reduce compliance risks.
Impact on Operations and Decision-Making
The implementation of an integrated system would automate many manual processes, reducing errors and saving time. Inventory updates would occur automatically when sales are made, ensuring accurate stock data across all channels.
Centralised data would improve reporting accuracy and allow managers to access real-time dashboards. This supports faster and better decision-making, which is essential in a competitive retail environment (Davenport and Harris, 2007).
In addition, improved analytics capabilities would allow the company to identify customer trends, optimise pricing strategies, and improve demand forecasting. Strong data analytics has been shown to positively influence organisational performance and decision quality (Ghasemaghaei, Ebrahimi and Hassanein, 2018).

4. Implementation Plan
Implementation Steps
The implementation should begin with a detailed requirements analysis involving key stakeholders from sales, inventory, finance, marketing, and IT departments. This ensures the system meets operational and strategic needs.
Next, AKPerog Ltd. should evaluate ERP and CRM vendors based on functionality, cost, scalability, and support. Once selected, the system should be configured to align with business processes.
Data migration is a critical step. Existing data from spreadsheets and legacy systems must be cleaned and validated before being transferred to the new platform to avoid inaccuracies.
Training and Integration
Employee training is essential for successful adoption. Users should receive role-based training, including hands-on sessions and user guides. According to Seddon, Calvert and Yang (2010), user engagement and training are key factors in achieving benefits from enterprise systems.
Integration with existing systems, such as POS terminals and the e-commerce platform, should be managed using standard integration tools to ensure seamless data flow.
 
Potential Challenges
Common challenges include resistance to change, technical issues, and temporary disruption during implementation. To reduce risks, the company should adopt a phased rollout, starting with pilot stores before full deployment. Clear communication and strong management support will also help overcome resistance.




5. Conclusion & References
Conclusion
In conclusion, AKPerog Ltd. is currently facing significant operational challenges due to outdated and fragmented information systems. The existing systems, which rely heavily on manual inventory tracking, disconnected customer databases, and spreadsheet-based reporting, are unable to meet the demands of a fast-growing, multi-channel retail business. These limitations have caused frequent stock discrepancies, delays in order fulfillment, inefficient decision-making, and a fragmented view of customers. Moreover, the lack of robust security controls increases the risk of data breaches and non-compliance with regulations such as GDPR. If these issues are not addressed, the company risks operational inefficiencies, financial losses, reduced customer satisfaction, and potential reputational damage.
The proposed implementation of a cloud-based Enterprise Resource Planning (ERP) system integrated with a Customer Relationship Management (CRM) solution offers a comprehensive approach to resolving these challenges. An integrated ERP system will allow AKPerog Ltd. to centralize and automate key business processes, including inventory management, sales tracking, financial reporting, and supply chain operations. Real-time visibility of inventory across physical stores and the e-commerce platform will significantly reduce stock discrepancies, minimize overstocking or understocking, and ensure that customers receive accurate information regarding product availability. This improvement alone will enhance the efficiency of operations and improve the customer experience, addressing one of the most critical issues currently affecting the company.
The CRM component of the solution is equally important. By centralizing customer data from all sales channels, AKPerog Ltd. will be able to build a unified view of customer interactions, purchase history, and preferences. This will allow the marketing team to deliver targeted promotions, personalized recommendations, and loyalty programs, which can strengthen customer relationships and increase repeat business. Similarly, the customer support team will be able to respond to complaints and inquiries more efficiently, as they will have immediate access to relevant transaction information. In today’s competitive retail environment, the ability to understand and respond to customer needs promptly is a significant differentiator, and an integrated CRM system provides the technological foundation for this capability.
From a strategic perspective, the implementation of an integrated ERP and CRM system will enable better data-driven decision-making. Management will have access to real-time dashboards, performance reports, and predictive analytics tools, allowing them to analyze sales trends, forecast demand, and identify opportunities for growth more accurately. Decisions based on real-time, accurate data will be faster and more informed, reducing the risks associated with guesswork or outdated information. This will also help in resource allocation, inventory planning, and operational efficiency, contributing to overall cost savings and profitability.
Furthermore, the proposed system supports regulatory compliance and data security. Modern ERP and CRM solutions include advanced access controls, encryption, and audit logs, ensuring that sensitive customer data is protected and that the company remains compliant with GDPR and other relevant regulations. This reduces the risk of legal penalties and enhances customer trust, which is essential for maintaining a positive brand reputation.
Finally, the successful implementation of the proposed systems requires careful planning, training, and change management. Employees must be supported through training programs, workshops, and hands-on practice to ensure that they are comfortable with the new processes. A phased rollout strategy can help manage potential disruptions, while continuous monitoring and support will allow the company to adapt the system to evolving business needs.
Overall, the implementation of an integrated ERP and CRM system represents a strategic investment in the future of AKPerog Ltd. It addresses operational inefficiencies, improves customer satisfaction, enhances decision-making, and ensures compliance with regulatory standards. By leveraging modern information technology, the company can streamline its operations, respond more effectively to market demands, and continue its growth trajectory in a sustainable and competitive manner. The benefits of this solution extend beyond operational improvements; it also positions AKPerog Ltd. as a technologically capable, customer-focused, and data-driven organization, ready to face future challenges and opportunities in the dynamic retail industry.
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