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1. Introduction
In today’s rapidly evolving digital landscape, effective information systems (IS) are essential for organisational success, operational efficiency, and competitive advantage. AKPerog Ltd., a fast-growing consumer electronics retailer with 30 physical stores and an expanding e-commerce platform, is currently facing significant operational challenges due to outdated and poorly integrated information systems. These inefficiencies have led to issues such as inaccurate inventory records, inconsistent customer data, slow reporting processes, compliance risks, and fragmented communication across departments.
These challenges highlight the critical role of modern information systems in enabling real-time data visibility, streamlined operations, strategic decision-making, and enhanced customer satisfaction (Laudon & Laudon, 2023). The purpose of this report is to evaluate AKPerog’s current information systems, identify key weaknesses, and propose an integrated, modernised system capable of improving organisational performance, scalability, and long-term competitiveness.


2. Overview of Business Case and Key Challenges
AKPerog Ltd.’s rapid growth has exposed several weaknesses in its existing information infrastructure. The following issues have become particularly severe:
2.1 Inventory Management Problems
The company currently relies on manual inventory tracking, resulting in stock discrepancies between physical stores and online availability. These errors frequently cause customers to place online orders for products that are not actually in stock, leading to cancellations, refund requests, and customer dissatisfaction. Research shows that inaccurate inventory can reduce sales performance by up to 10% and significantly increase operational costs (Waller & Fawcett, 2013).


2.2 Poor Customer Relationship Management (CRM)
Customer information is stored across disconnected systems, with no unified platform to track customer journeys, purchase history, or support interactions. This fragmentation prevents personalised marketing, weakens customer service, and limits the company’s ability to conduct data-driven targeting strategies (Payne & Frow, 2017).
2.3 Inefficient Decision-Making and Reporting
AKPerog’s management team relies on spreadsheets to compile sales reports, a process prone to human error and delays. Without real-time visibility, managers cannot accurately forecast sales trends or identify performance issues, which undermines strategic planning. According to Turban et al. (2021), organisations require real-time business intelligence systems to make accurate, data-driven decisions.
2.4 GDPR and Data Security Risks
AKPerog lacks secure access controls, proper data governance, and structured data handling procedures. This puts the company at risk of GDPR violations, potential fines, and reputational damage. Studies highlight that non-compliance exposes organisations to severe legal liabilities (Voigt & Von dem Bussche, 2017).
2.5 Lack of System Integration
Sales, finance, and inventory departments each rely on different software systems that do not communicate. This results in duplicated work, manual data transfers, inconsistencies, and significant operational inefficiencies. Organisations that use integrated systems experience 20–30% higher productivity (Davenport, 2020).


3. Evaluation of Existing Information Systems
AKPerog’s current systems can be categorised into four main areas: inventory management, customer management, financial reporting, and operational communication. Each of these systems shows significant limitations.
3.1 Manual Inventory Tracking
Currently, stock levels are updated manually by store managers. This process is outdated, time-consuming, and extremely vulnerable to human error. Manual systems cannot support multi-location synchronisation or real-time updates, which are essential for retailers with both physical and online retail channels (Christopher, 2016).
3.2 Fragmented CRM Systems
Customer information is spread across spreadsheets, store databases, email systems, and the online platform. This prevents AKPerog from:
· Accessing complete customer profiles
· Running personalised marketing campaigns
· Delivering seamless omnichannel customer experiences
This fragmentation contradicts CRM best practices, which emphasise centralised customer data storage (Buttle & Maklan, 2019).
3.3 Spreadsheet-Based Reporting
Sales and performance reporting is prepared manually using spreadsheets. Problems include:
· outdated data
· calculation errors
· limited analytics capabilities
· slow reporting turnaround
Modern organisations rely on Business Intelligence (BI) tools that automate reporting and provide real-time dashboards (Sharda et al., 2022).
3.4 Lack of Data Security and GDPR Controls
The company does not have:
· role-based access
· encryption
· audit trails
· consistent data deletion policies
These gaps create a high-risk environment and violate GDPR requirements for data integrity and confidentiality (ICO, 2023).

3.5 No Integration Across Departments
The systems used by finance, sales, procurement, and inventory are independent. Manual re-entry of data causes:
· inconsistencies
· delays
· duplicated tasks
· higher operational costs
Integration is essential for accurate data flows and process optimisation (Davenport, 2020).

4. Recommended Solution
The most suitable solution for AKPerog Ltd. is the implementation of an Integrated Enterprise Resource Planning (ERP) System with real-time inventory management, a unified CRM module, and embedded business intelligence capabilities. Systems such as SAP Business One, Microsoft Dynamics 365, or Oracle NetSuite are ideal for mid-sized retail organisations.
4.1 Why an ERP System?
ERP systems integrate all major business functions into one centralised platform, enabling:
· Real-time inventory tracking
· Centralised customer data
· Automated financial reporting
· Enhanced forecasting
· Improved decision-making
· Full audit trails for GDPR compliance
Research shows that ERPs significantly improve accuracy, reduce operational costs, and enhance organisational coordination (Hawking & Sellitto, 2019).

4.2 Key Components of the Proposed ERP System
A) Real-Time Inventory Management System
This module synchronises inventory levels across:
· physical stores
· online stores
· warehouses
Benefits include:
· No more out-of-stock online orders
· Automated updates when products are sold
· Demand forecasting for better purchasing
· Reduced overstocking and understocking
(Christopher, 2016).

B) Unified CRM Platform
A CRM module will centralise customer information and allow:
· personalised marketing
· accurate purchase history tracking
· automated loyalty programs
· improved customer support
CRM systems can increase customer retention by up to 27% (Buttle & Maklan, 2019).

C) Business Intelligence Dashboards
The ERP’s BI module will provide:
· real-time sales dashboards
· automated performance reports
· predictive analytics
· improved decision-making
(Schroeder et al., 2020).

D) GDPR Compliance Features
The system will include:
· access controls
· data encryption
· user logs
· data retention policies
These features ensure AKPerog meets regulatory requirements (Voigt & Von dem Bussche, 2017).

5. Implementation Plan
Implementing an ERP system requires a structured, phased approach to reduce risks and ensure smooth adoption.
5.1 Phase 1 – Requirements Analysis (2–3 weeks)
· Engage stakeholders (IT, sales, finance, store managers)
· Identify essential features
· Map current processes

5.2 Phase 2 – Vendor Selection (3–4 weeks)
Evaluate ERP providers based on:
· cost
· scalability
· retail-specific functionality
· cloud vs on-premises options
(Most mid-sized retailers select cloud-based systems for lower cost and easier updates.)
5.3 Phase 3 – Data Migration (4–6 weeks)
· Clean existing customer and product data
· Transfer into unified ERP format
· Validate data accuracy
This step is crucial for avoiding system errors after implementation.
5.4 Phase 4 – System Integration (4–6 weeks)
Integrate:
· e-commerce platform
· POS systems
· accounting software
· warehouse management systems
5.5 Phase 5 – Training and Change Management (2–4 weeks)
Staff training is essential to ensure adoption:
· store teams trained on inventory module
· marketing trained on CRM
· management trained on BI dashboards
Lack of training is a major cause of ERP failure (Hawking & Sellitto, 2019).
5.6 Phase 6 – Testing and Go-Live (2 weeks)
· Pilot launch in 1–2 stores
· Fix issues
· Full rollout to all locations
5.7 Phase 7 – Post-Implementation Review
Continuous monitoring and optimisation should follow for at least 3 months after launch.

6. Conclusion
AKPerog Ltd.’s operational challenges stem from fragmented and outdated information systems that are no longer suitable for a fast-growing retail organisation. The recommended solution—an integrated ERP system with real-time inventory management, CRM, BI and compliance tools—will address current inefficiencies, improve decision-making, enhance customer satisfaction, and support long-term scalability. Modernising AKPerog’s information systems is not only beneficial but essential for sustaining growth and competing effectively in the consumer electronics market.
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