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[bookmark: _Toc204872522]INTRODUCTION
AKPerog Ltd. is a developing network of consumer electronics stores that holds a network of 30 brick and mortar stores and a robust online store. The need to expand can be attributed to a huge boost in sales that the company has witnessed over the last one year. Nonetheless, AKPerog Ltd. is undergoing currently some setbacks in the operational performances up to some extent as can be attributed to apparent outdated and ineffective information systems at its disposal. The inventory management system of the company is done manually, therefore creating a gap between the physical and online stores in terms of stock maintaining, which often creates an issue of complaint and delay in order fulfilment. Also, the customer relationship management (CRM) system of the company is scattered, as customer data is distributed and not consolidated on a single platform, thus it will not be able to personalise its marketing or manage customer relationships efficiently (Hu, 2022). The organization has a slow decision making processes because reports on sales are prepared manually and may have errors and age old information. In addition, it is faced with data security and compliance especially in the compliance with GDPR. Coupled with lack of integration in different aspects of the company, these problems have led to inefficiencies and have crippled the scaling ability of the company in terms of providing the best customer service.
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AKPerog Ltd. is using a whole host of antiquated information systems in its operation. The inventory of the company is largely manual where the store managers actually have to keep a check on the stock levels of the products across 30 brick and mortar stores (Onikoyi, 2024). This, along with the e-commerce platform also results in disparities in stock availability, and other problems such as overselling of an item when it is no longer available or delays in filling an order. The CRM is highly fragmented and decentralized with data about customers being scattered across numerous and disjointed systems (Boppana, 2024). This complicates tracking of customer interaction, purchase history and offering individualized marketing. Besides, sales are reported manually with the help of spreadsheets that are subject to errors and frequently have out-of-date information. The finance and sales teams have divided and dissimilar software systems, and to synchronize them, employees still have to manually transfer data between them, thus making errors and inefficiencies more likely.
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The following are some of the major inefficiencies that exist in the current systems of AKPerog Ltd.
· The manual tracking system of the inventory contributes to inventory shortage in the physical stores versus the online orders that the company makes, making the customers disappointed after the purchase, as well as making the business waste resources through overstocking or understocking (Kondo and Vicente, 2023).
· Coupled with having no integration between CRM, sales and the finance system, workers are arguably wasting a lot of time having to copy and paste data manually and this could lead to inaccuracies of information and slowness in making a decision (Mononen, 2022).
· It has security holes as the dispersed systems fail to favour compliance with the GDPR adequately (Marotta and Madnick, 2021). The data of a customer cannot be stored in a safe way, which means the possibility of data theft and the prohibitions that might occur after it.
· Sales reporting is not efficient and prone to errors because it still relies on manual spreadsheets, thus hindering the process of getting real-time information. This adds to ineffective decision making and loss of revenue.
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Considering the operational problems in AKPerog Ltd., what the company needs is a hybrid solution of systems that will help it have a solution to the problems that exist in the inventory management, customer relationship management (CRM) and general running of the business:
· ERP System (ex. SAP S/4HANA u. Microsoft Dynamics 365)
Enterprise Resource Planning (ERP) system is also necessary to integrate all the business operations in the company which include inventory management, sales, finance, and customer relationship management (Zhao and Tu, 2021). A new ERP solution will eliminate the existing fragmentation situation and enable different departments to operate on a common platform whereby effective sharing and updating of data throughout the company takes place with ease.
· .Net CRM System (e.g. Salesforce or HubSpot, etc.):
An efficient CRM is vital so that AKPerog Ltd. can centralize customer data, put customer relation management in a better way and enhance marketing campaigns. Salesforce or HubSpot would enable the company to follow the customer interaction, sales record, and preferences so that personalized marketing initiatives and better customer service could be performed.
· Inventory Management system (ex. TradeGecko, or NetSuite)
Upgrading the inventory management system to that provided by the TradeGecko or NetSuite will enable AKPerog Ltd (Shah, 2021). to manage the stocks in a better way, eliminate discrepancies with the stocks levels in the real stores and the e-commerce platform, and see the overall stocks levels easily and in real-time. This will facilitate a better order fulfilment and demand forecasting.
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· Interdepartmental Integration
ERP system unifies important business activities such that the sales, inventory and other departments have a common source of data. Such an integration eliminates the process of data transfers made manually and minimizes the risks of mistakes to be caused by improper or outdated information inconsistency. As an example, when stocks will be available in real-time, inventory level will be transparent to all departments leading to enhanced inventory-monitoring and order-accuracy.
· Customer Data Centralization
The CRM system has the advantage of bringing all the interactions with the customers in one point (Wang and Bayanati, 2023). Combining purchase histories and preferences will allow the company to offer more appropriate marketing to those customers and deliver a more appropriate customer experience. This centralized database enables customer support departments to more effectively be able to address each problem because they have a complete record of interaction of the customers with the company.
· Improved Decision-Making:
The real-time access to the correct data that both the ERP and CRM systems will provide will help make decisions within a shorter period of time and more intelligently. The sales data, inventory balances and customer trends will have the ability to be viewed real time enabling the management to make more accurate forecast and evade a stockout or an overstock situation. The enhanced data flow means that they (decision-makers) can do so in a manner that is time and matter appropriate due to the quality information.
· GDPR and Safety:
The suggested systems (particularly, the ERP and the CRM ones) have a strong security that allows them to be in accord with GDPR. This involves the existence of introductory control supplies, security, and encryption of data and an audit track which lowers the probability of illegal accessibility of customer and company information.
Benefits
· Enhanced effectiveness in action.
The unification of all systems into one platform decreases the manual effort required hence saving time and reduces errors. Example, auto-update of inventory will enable AKPerog Ltd. to have updated stock in place without any human interceptive updates.
· Customer Satisfaction Achievement
A centralized CRM helps in providing better customer service as proper customer information is availed to all teams so that they can provide quicker responses and they are able to serve them on a more personal level.
· More Data Security
Due to the compliance with GDPR, protected information about customers is stored on reliable systems reducing the chances of a data leak and possible legal punishment (Skladannyi et al., 2025).
· Better Decision-Making:
The ability to access real-time data through integrated systems enables managers to come up with more informed decisions in a quick and efficient manner and this allows proper planning and better adaptation to market changes.

These combined systems will eventually improve operations, customer dealings and the expansion objectives of AKPerog Ltd.
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	Step
	Details

	System Selection
	- Select the appropriate ERP system to integrate inventory management, CRM, sales reporting, and compliance functions.

	
	- Evaluate vendors (e.g., SAP, Microsoft Dynamics 365, NetSuite) based on cost, scalability, compatibility, and support services.

	
	- Form a cross-functional team from IT, finance, and operations to ensure alignment with business needs.

	System Integration
	- Integrate the new ERP system with AKPerog Ltd.'s existing infrastructure (e.g., legacy systems).

	
	- Data Migration: Migrate data from the old system to the new ERP platform.

	
	- Seamless Communication: Ensure real-time data sharing between departments (sales, finance, and inventory).

	
	- Compliance: Set up access controls, encryption, and ensure GDPR compliance.

	Timeline
	- Initial Setup (2 months): System customization, installation, and data migration.

	
	- Testing (1 month): System functionality testing, bug fixes, and workflow adjustments.

	
	- Full Rollout (1-2 months): Complete deployment across departments to ensure the system is fully operational.

	Training
	- Workshops: Led by the vendor or consultants for hands-on training.

	
	- Online Tutorials: Available for ongoing learning and user-specific needs.

	
	- User Manuals & FAQs: Provided as reference materials.

	Post-Implementation Support
	- Technical Support: Regular vendor support to resolve any issues.

	
	- Refresher Training: Periodic sessions to ensure employees stay up to date with new features and best practices.

	Potential Challenges
	- Resistance to Change: Employees may be reluctant to adopt the new system due to complexity or fear of the unknown.

	
	- Integration Difficulties: Challenges in migrating data and ensuring smooth integration with legacy systems.

	Mitigation
	- Clear Communication: Leadership must explain the benefits of the new system to gain employee buy-in.

	
	- Phased Implementation: Gradual rollout to allow employees to adjust to the new system.

	
	- Change Management: Involve employees in the selection and testing phases to increase engagement and reduce resistance.
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In this report, the issues of operations encountered by a fast growing consumer electronics retailer, AKPerog Ltd. have been reported. Used of illegal information systems in the company has also been very costly in that the company has been experiencing severe inefficiencies such as discrepancy of inventory, fragmented customer relationship management, slowness in decision making and safety issues. An in-depth study of the current systems has pointed out important gaps that are slowing down the growth and performance of the company. The solution that would be recommended is to implement a modern, integrated ERP system and upgrade the CRM system and the inventory management solution. Such an amalgamation will solve the fundamental problem of the organisation due to incorporation of major business processes, automation of inventory, containment of centralised customer data and better decision making capabilities. The relevant systems proposed will also make the company compliant with GDPR and enhance its cybersecurity stature.
	The new systems will lead to major changes in improvement in the operation process. The ERP will make the communication and coordination more smooth and easy between the departments, and this will eliminate manual data entry, as well as data accuracy. Using the CRM system will enable the marketing department to provide personalized customer service and relevant marketing campaigns that will improve customer satisfaction. Being able to access real time data and automated reporting will enable the company to make more informed decisions and this will enhance forecasting and revenue generation. Additionally, the enhanced systems will enhance adherence with regulations to minimize cases of security breaches.
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