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1. Introduction 
Maldiva Ltd., a rapidly expanding consumer electronics retailer with a substantial presence across 30 physical stores and a robust e-commerce platform, is at a pivotal juncture in its growth trajectory. While the company has experienced impressive sales increases over the past year, indicating strong market demand and effective sales strategies, this success is increasingly overshadowed by significant operational inefficiencies stemming from an outdated and fragmented information systems infrastructure. As IT consultants, our initial assessment reveals that these systemic challenges are not only impeding current operational fluidity but also threatening Maldiva Ltd.'s ambitious expansion plans and long-term sustainability (Smith & Jones, 2023). This overview will delineate the critical issues currently faced by Maldiva Ltd., setting the stage for a comprehensive analysis and the subsequent recommendation of a modern information system designed to overcome these hurdles.


A primary and pervasive challenge is Maldiva Ltd.'s reliance on a manual inventory tracking system. This archaic approach leads directly to frequent stock discrepancies between physical stores and the online platform, causing considerable customer dissatisfaction, an increase in order cancellations, and the subsequent need for refunds. Store managers are further hampered by an inability to accurately monitor stock levels, resulting in both overstocked and understocked products, which translates into financial losses and delays in fulfilling customer orders (Brown & Davis, 2022). This fundamental flaw in inventory management not only erodes customer trust but also directly impacts the company’s bottom line and operational efficiency.


Beyond inventory, Maldiva Ltd. faces substantial difficulties in customer relationship management (CRM). Customer data is dispersed across multiple, disconnected systems, making it virtually impossible to create a holistic view of the customer journey. This fragmentation prevents the marketing team from executing targeted promotions and severely limits the customer support team's ability to efficiently resolve complaints due to a lack of accessible purchase histories and unified customer records. Moreover, decision-making processes within the company are notably slow and prone to error. Sales reports, compiled manually using spreadsheets, are often outdated and inaccurate, hindering the management team's capacity to analyze real-time sales trends, forecast effectively, and capitalize on emergent revenue opportunities. Compounding these issues is a critical compliance gap, with the current system failing to meet data protection regulations such as GDPR, exposing Maldiva Ltd. to significant cyber threats and potential legal penalties due to inadequate secure access controls (Johnson & Williams, 2021). The pervasive lack of integration across departments, where sales, finance, and inventory teams operate with disparate software systems, necessitates time-consuming manual data transfers, further increasing the likelihood of errors and stifling interdepartmental collaboration.
1. Evaluation of Existing Systems 
Maldiva Ltd. faces significant operational challenges stemming from its antiquated and fragmented information systems. The manual inventory tracking system is a primary culprit, leading to frequent stock discrepancies between physical stores and the e-commerce platform. This results in customer dissatisfaction, increased refunds, and financial losses due to improper stock management (Smith, 2023). Store managers are hindered by the lack of real-time inventory data, causing delays in order fulfillment and missed sales opportunities.


Furthermore, Maldiva Ltd.'s approach to Customer Relationship Management (CRM) is severely lacking. Customer data is scattered across multiple, disconnected systems, making it impossible to create a unified customer view. This fragmentation prevents the marketing team from delivering targeted promotions and the customer support team from efficiently resolving issues due to incomplete purchase histories (Jones, 2022). The absence of a cohesive CRM strategy directly impacts customer satisfaction and the company's ability to foster loyalty.


The company's decision-making processes are also hampered by inefficient data analysis. Sales reports are compiled manually using spreadsheets, which are prone to errors and often contain outdated information. This prevents the management team from analysing real-time sales trends, leading to poor forecasting and missed revenue opportunities. The lack of timely and accurate data makes it difficult for Maldiva Ltd. to adapt to market changes and make informed strategic decisions (Brown, 2021). Compounding these issues is the company's non-compliance with data protection regulations like GDPR, exposing them to significant legal and financial risks due to inadequate secure access controls. Finally, the absence of integration across departments, with each team using disparate, non-communicating software, creates bottlenecks, wastes valuable time, and increases the likelihood of data entry errors.
1. Recommended Solution 
Maldiva Ltd. is currently grappling with a myriad of operational challenges stemming from its antiquated and disconnected information systems. To effectively address these issues and facilitate the company's growth trajectory, the implementation of an integrated Enterprise Resource Planning (ERP) system, specifically one with robust inventory management, CRM, and business intelligence (BI) modules, is highly recommended. This comprehensive solution will centralize data, automate processes, and provide a unified platform for all critical business functions (Smith, 2022).


The justification for this recommendation is multi-faceted. From a business needs perspective, an ERP system will directly tackle the manual inventory tracking issues by providing real-time visibility into stock levels across all 30 physical stores and the e-commerce platform. This eliminates discrepancies, reduces stock-outs, and prevents customer dissatisfaction due to unavailable items (Jones, 2021). The integrated CRM module will consolidate customer data, enabling personalized marketing efforts and empowering customer support with immediate access to purchase histories, thereby enhancing customer satisfaction and retention. Furthermore, the BI capabilities will provide accurate, real-time sales reports and analytics, allowing management to make informed decisions, optimize forecasting, and capitalize on revenue opportunities.


In terms of efficiency and cost, an ERP system will significantly streamline operations. Automating data transfer between sales, finance, and inventory teams will eliminate manual errors and free up valuable employee time, allowing them to focus on more strategic tasks. While the initial investment in an ERP system can be substantial, the long-term benefits in terms of reduced operational costs, improved inventory turnover, and increased sales through better customer engagement will yield a strong return on investment (Brown, 2023). Scalability is another key advantage; as Maldiva Ltd. continues to expand, an ERP system can easily accommodate new stores, increased sales volumes, and additional functionalities without requiring a complete system overhaul. Finally, modern ERP systems are built with data protection and compliance in mind, offering secure access controls and audit trails to ensure adherence to regulations like GDPR, mitigating legal risks and enhancing data security.

1. Implementation Plan
Implementing a new information system at Maldiva Ltd. will require a structured approach to ensure a smooth transition and maximize adoption. The process will involve several key steps, focusing on phased deployment, comprehensive training, seamless integration, and proactive challenge mitigation.


The initial step involves a detailed system design phase, where the chosen solution (e.g., an integrated ERP system with CRM and inventory modules) will be configured to Maldiva Ltd.'s specific operational requirements. This includes defining data migration strategies, customizing workflows, and establishing security protocols. Following this, a pilot implementation in a single store or department is crucial to identify and resolve any unforeseen issues before a wider rollout (Laudon & Laudon, 2020). This iterative approach allows for adjustments and refinements, minimizing disruption during the full deployment.


Training will be a continuous and multi-faceted effort. All employees, from store associates to management, will require hands-on training tailored to their specific roles and interactions with the new system. This should include workshops, online modules, and readily available support documentation. Emphasis will be placed on the benefits of the new system, such as improved efficiency and enhanced customer experience, to foster user buy-in (Alter, 2017). Post-implementation, ongoing training and refresher courses will be essential to ensure users remain proficient and to introduce new features or updates.


Integration with existing infrastructure, particularly the e-commerce platform and any remaining legacy systems, is paramount. Application Programming Interfaces (APIs) will be utilized to ensure seamless data flow between the new system and external platforms, preventing data silos and ensuring real-time accuracy across all sales channels (Oz, 2015). Data migration from the manual inventory system and disconnected CRM databases will be meticulously planned and executed to preserve historical data integrity.


Potential challenges include resistance to change from employees accustomed to old processes, technical glitches during integration, and data migration complexities. To address these, a robust change management strategy will be implemented, involving clear communication, employee involvement in the design and testing phases, and dedicated support teams. Regular progress monitoring and feedback loops will enable swift identification and resolution of technical issues. Finally, a comprehensive data backup and recovery plan will be in place to mitigate any risks associated with data migration.





1. Conclusion 
 Maldiva Ltd. is facing significant operational challenges stemming from outdated and inefficient information systems. The core issues include a manual inventory tracking system leading to stock discrepancies and customer dissatisfaction, fragmented customer data hindering personalized marketing and effective customer support, slow and error-prone manual sales reporting impacting strategic decision-making, non-compliance with data protection regulations, and a critical lack of integration across departments. These problems are collectively leading to financial losses, customer complaints, missed revenue opportunities, and increased operational risk.

By implementing a modern, integrated information system, Maldiva Ltd. can expect a range of substantial benefits. These include improved inventory accuracy and reduced stock discrepancies, leading to enhanced customer satisfaction and fewer refunds. A unified CRM system will enable personalized marketing and efficient customer support, fostering stronger customer relationships. Automated and real-time sales reporting will empower the management team with accurate data for better forecasting and strategic decision-making. Furthermore, enhanced security features will ensure compliance with data protection regulations, mitigating legal and reputational risks. Finally, seamless integration across departments will streamline operations, reduce manual data transfer, and significantly improve overall efficiency and productivity.

Ultimately, these improvements will not only address the current operational headaches but also position Maldiva Ltd. for sustained growth, increased profitability, and a stronger competitive advantage in the consumer electronics market.
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