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INTRODUCTION
Managing the Business Information Components (MIS) encompasses of five key elements which collect, process, store and distribute the data in order to support the organisational decision making which consists of People, Data, Business Procedures, Hardware and Software (Pearlson, Saunders and Galletta, 2024). 
Kalori Ltd is a fast growing customer electronics retail which has around 30 physical stores along with an E-Commerce platform. From the past few years, the sales of the company has increased gradually and the company is ready to expand further (Tracxn, 2026). Due to the outdated and ineffective information system, it is driving a major problem. 
At present, the company is facing Operational issues due to the manual inventory tracking system that results in discrepancy and also results to stock outs when the customers has already placed the order for that particular item. Besides that, the company has certain lacking in their present CRM due to which the data is stored across multiple disconnected system. The Operational Challenges are arising due to the slow and ineffective decision making and due to the sales reports which are being compiled manually using the spreadsheets. While, the management team struggles to analyse the real time sales trends and results into poor predictions and lost revenue opportunities.
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[bookmark: _Toc222397494]Evaluation of Existing Systems
Based on the present scenario of the business case i.e. Kalori Ltd, the company is trying to adopt to a modern and high growing Omni channel retail model which uses the manual processes. 
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Following are the current Information System –
Customer Relationship Management System – The customer relation management system at Kalori Ltd, is a growing concern as presently the data of the customers is stored at multiple and disconnected systems which makes it almost impossible to track the purchase history or offer tailored marketing while at the same time, the organisation faces several operational challenges like the marketing team finds it complex to send the targeted promotions and on the other hand, the customer support team finds it challenging to handle the complaints due to missing data and thus it ultimately affects the operational efficiency of the departments.  
Manual Inventory Tracking System – Currently, Kalori Ltd is having Manual inventory tracking systems in their physical as well as online stores which has the discrepancies of stock as the inventory is not being digitalised is still done through manual methods like using spreadsheets. Due to this, the customers frequently place the order online and later that item is found to out of stock already. Meanwhile, the store managers struggle to keep a track of the overstocked and understocked products which ultimately results financial losses and operational inefficiency. At the store level, the system depends over manual inventory tracking which shows a lack of automated data capture which mean the physical reality of the store is rarely reflected in the digital record (Ayoola, et al. 2024). The E-Commerce platform exist as a different entity instead of the expansion of the retail footprint. 
Besides that, the Data Management aspect is virtually none existent as the customer information is trapped within the different systems which separates out the database for the website, in-store loyalty programs and support logs (Chai, et al. 2022). Thus, it lacks the appropriate management of the data and leads to severe operational challenges. 
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The potential gaps at Kalori Ltd can be grouped in three different failure points 
 Inventory and Fulfilment (“Visibility” Gap) – It is due to the most damaging inefficiency due to the discrepancy between the E-Commerce storefront and physical inventory because as the updates are manual and the time between the sale and the system update is too high (Mattegunta, 2025). Therefore, it results in “ghost stock” sales where the customer purchase the items which does not even exist and thus ultimately fostering high refund rate and potential damage to the brand. The inefficiency is clearly seen when the store managers spend excessive hours or manual audits instead of the floor management or sales. 
Decision Making and Strategy (The “Intelligence Gap”) – Decision Making at present is driven by historical data instead of the real time insight (Doshi, 2025). While, using manual spreadsheets for sales reports pose significantly a high risk, where it introduces potential human error and make sure that by the time the report reaches to the CEO, the data is already of no use. Kalori Ltd., lacks the predictive analytics capability where it cannot predict the demand and results into the problem of stock out on popular items and dead stock. 
Compliance and Security Adherence – Due to the lacking of secure access controls, it is eventually ticking time bomb as without the Role Based Access Control (RBAC) any employee can potentially access or takeaway the sensitive information of the customer (Singh, Rani and Kumar, 2024). Thus, it leaves Kalori Ltd vulnerable to internal data theft and external breaches with the evolving risk of massive GDPR fine which can potentially bankrupt the growing organisation. 
 “Integration Gap” – Several departments such as Sales, Finance and Inventory functions on the basis of the information provided. Thus, due to the “Manual Data Transfer” process, retyping data from one software to another is a huge drain over the productivity (Muse, Khomh and Antoniol, 2023). As it introduces the broken telephone” effect where the financial records of the organisation might not match with the practical, real time sales and thus complicates the tax adherence and profit auditing. Due to the absence of Unified CRM, it restricts the “360 degree view of the customers. Marketing spends budget for generic promotion which might not interest the generic promotion and would ultimately lead to low Return over Ad Spend (ROAS). 
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In order to resolve the structural disproportionate within Kalori Ltd, the integration of Cloud Based Enterprise Resource Planning (ERP) suite which is particularly a retail focused solution such as Microsoft Dynamics 365 Commerce or Oracle NetSuite. 
Thus, instead of the present fragmented setup, this system will act as a key driver for uniting the e-commerce, physical store operations, inventory management and finances along with CRM into a single, real time database.
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The shift to a Cloud based ERP is justified through the four key business factors –
Operational Efficiency – By switching over to automated workflow from manual data entry process, the company will see an instant reduction in the administrative overhead (Yesodha, Jagadeesan and Logeshwaran, 2023). The data entered over the Point of Sale (POS) will align with the finance and inventory module and will mitigate the bottleneck of manual transfer. 
Scalability – As the Kalori Ltd, will expand, the cloud based ERP will foster seamless addition of new store. The system will grow along with the growth of Company without needing a total overhaul of the IT architecture. 
Alignment with Business Needs – At present, Kalori Ltd. is at present struggling with the “growth pains”. The cloud driven ERP will mitigate the requirement for expensive on site servers and will offer a unified area which supports the 30 physical store locations as well as the digital store. 
Cost Effectiveness – Although the first integration needs significant investment yet the Total Cost of Ownership (TCO) is decreased by the reducing labour cost which is associated with the manual reporting and minimising the “dead stock” while avoiding the catastrophic legal fees that is associated with the non-compliance of GDPR. 
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Revolutionising Inventory and Operations
The new system will foster a Perpetual Inventory Management module and thus by involving the Barcodes and mobile scanners at every checkpoint, the “Visibility Gap” can be closed. 
Real Time Sync – When a customer purchase will buy a product from the offline store, the online inventory will automatically get updated in milliseconds and thus will prevent the ordering crisis or stock out issues (Shrimal, Singh and Singha, 2025).
Automated Replenishment – The system can be programmed in a manner to trigger the purchase orders automatically when the stock reaches to a minimum threshold while making sure that the popular items never gets unavailable.
Unified Data Management and CRM 
The ERP involves an effective Customer Relationship module which will help to centralise every interaction (Hamza, et al. 2023).
Fosters Efficiency – The Customer service agents will have quick access to the real time records and it reduces the resolution time and fosters “Net Promoter Score” (NPS). 
Data Driven Decision Making 
The system help to replace the spreadsheets that have the risk of Business Intelligence (BI) dashboards. Thus, by integrating machine learning to historical data, the system will offer “Predictive Forecasting” which will allow the owner to make strategic decisions based on the market trends (Olajide and et al. 2022). Besides that, the management will be able to view the sales performance maps for its 30 different stores. 
Security and Compliance 
The modern cloud based ERPs are built with Privacy by design where the system will involve automated data encryption and “Right to be forgotten” tools. Besides that, by using the Role Based Access Control (RBAC), the store clerk would only be able to see what is necessary for their role while on the same time the financial data would stay safe and will restrict within the finance department which will minimise the risk of internal data breaches. 
Therefore, by shifting from a reactive and manual posture towards a proactive integrated digital ecosystem, Kalori Ltd will not only solve its present operational issues but it will also develop an efficient foundation for its next phase of aggressive expansion.
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	Phase	
	Key Activities
	Goals

	Phase 1: Discovery and Planning
	It will Conduct stakeholder interviews while mapping current manual workflows and will define "To-Be" processes.
	This will align the ERP configuration with specific retail needs.

	Phase 2: System Design and Configuration 
	It will customise the ERP modules involving Inventory, CRM and Finance. Thus, it will set up GDPR-compliant access tiers.
	It will eventually develop a system which can mirror the unique business logic of  Kalori. 

	Phase 3: Data Migration
	It will clean legacy spreadsheet data and map and migrate the customer along with the inventory records to the new database.
	This will make sure that the new system begins with high-quality and accurate data.

	Phase 4: Integration and Testing
	This will connect the ERP to the e-commerce API and POS hardware while performing the "User Acceptance Testing" (UAT) (Soko, 2022).
	It will verify that the online store and physical stores sync perfectly.

	Phase 5: Training and Deployment
	The key activities will involve conducting "Train the Trainer" sessions along with phased "Go-Live" starting with a pilot store (Prapas, et al. 2021).
	It will ensure of the staff competency and will minimise the Day 1 operational shock.

	Phase 6: Post-Launch Support
	This will monitor the system performance while resolving the potential "bugs" and will gather the feedback for Phase 2 optimisations.
	It will ensure of the long-term adoption and system stability.
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Kalori Ltd, at present uses an E-Commerce platform and various other departmental software 
API First Approach – The new ERP will use Application Programming Interfaces in order to “Talk” to the existing E-Commerce front end which will allow the website to stay consumer facing (Larsson and Åkermark, 2021).
Hardware Sync – The present Point of Sale (POS) hardware which is located in 30 different stores will be examined. Thus, if they are found to be incompatible with the new cloud software, a phased hardware upgrade would be integrated in order to make sure that the data is captured in the real time. 
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Role Based Training – The store managers will be trained for inventory replenishment and staff scheduling while the marketing team would be trained for CRM segmentation and data analytics (Zhang, et al. 2022).
Digital Adoption Platforms – It will integrate the in-app guided tours in order to provide real time assistance to the employees for the new interface. 
[bookmark: _Toc222397503]Potential Challenges and Mitigation
Data Integrity Issues – Shifting the poor data from the old spreadsheets to new spread sheets will result in potential errors in the new system. Thus, in order to eliminate this risk, it will flag the incomplete or duplicate record. 
Employee Resistance – The organisation can encounter the denial behaviour of the employees as they are accustomed to the manual processes (Furxhi, 2021). Therefore, in order to mitigate this, the CEO will ensure of the clear communication in terms of the benefits and training programmes.  
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The report concluded with the discussion on the management of the Business Information Components where it evaluated the business case study of Kalori Ltd which operates in the electronics sector. It analysed the present information system along with the potential inefficiency and gaps. Further, the report presented a suitable proposal for a new information system along with the justified recommendations that are based on the business needs, cost and scalability. It also explained that how the system will improve the operations, data management and decision making. While, it also discussed about the steps for integrating the new system. 
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