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Introduction
An information system is defined as people and processes working together with technology to manage information needs in an organisation (Laudon and Laudon, 2022). Businesses use information systems to complete operational tasks and achieve strategic goals. Modern organisations incorporate information systems to process data, manage day-to-day operations, and assist in strategic decision-making.
The need for information systems in organisations has increased over the years due to technology advancements, globalisation, and competition. Businesses need to manage huge volumes of data associated with customers, suppliers, employees, products, inventory, sales, and financial transactions. The use of information systems reduces manual data entry, speeds up routine tasks, reduces errors, and increases productivity. Information systems allow organisations to achieve strategic goals such as operational excellence, new levels of decision-making, customer intimacy, and competitive advantage (O’Brien and Marakas, 2019). Failure to use information systems will lead to business collapse as firms cannot compete with rivals.
Information systems support competitive advantage by improving efficiencies and aligning with key business processes. Porter (1985) explains that organisations can gain a competitive edge by optimising their value chain activities. Information systems ensure coordination of different business processes to improve communications, minimise costs, and fast track services leading to competitive advantage.
Kalori Ltd. is a consumer electronics retailer with thirty branches and an online store. Over the years, Kalori Ltd. has experienced tremendous growth due to an increased demand for electronics. However, the management of Kalori Ltd. has raised concerns over the information system at Kalori Ltd. This is due to several issues, including the use of manual stocktakes by managers, use of spreadsheets for customer information, running reports to collate information, non-integrated systems, and a high risk of breaching GDPR.
These issues limit efficiency and may prevent the organisation from reaching its objectives. Expenditure associated with running manual systems is higher compared to integrated systems. Customers are turning away from Kalori Ltd.’s retail stores due to the inefficiencies. Inefficient systems impact the decision-making process as vital information is unavailable. If these issues are not addressed, Kalori Ltd. risks falling behind the competition. This report evaluates the current information systems used by Kalori Ltd., identifying key inefficiencies in inventory management, customer relationship management, reporting, and data security. It then recommends the implementation of integrated solutions, including ERP, CRM, and Business Intelligence systems, to improve operational efficiency and support strategic decision-making.


Evaluation of Existing Systems

Inefficient Inventory Management System
Kalori Ltd. performs monthly manual inventory checks where Store managers record stocktakes. This process is time-consuming and subject to human errors. Stock levels reflected on the e-commerce website do not tally with physical copies in stores.
This has caused many problems for the organisation, as customers place orders for products not in stock and are forced to cancel their orders and issue refunds. Failure to have an efficient inventory management system decreases customer satisfaction and may tarnish the organisation’s reputation (Christopher, 2016). An effective supply chain guarantees that materials and finished goods are readily available when needed. Faulty inventory systems cause disruptions in the supply chain, lowering organisational performance.
Furthermore, poor inventory control has caused overstocking and understocking in some stores. Excess stock leads to high storage costs and unnecessary stock holding. Running out of stock leads to missed sales opportunities. Kalori Ltd. struggles to predict customer demand due to the inability to keep accurate inventory records. Forecasting enables planners to manage inventory levels and anticipate customer demand.
Technological advancements have led to automated inventory management systems with real-time tracking of inventory. Automation and tracking increase efficiency as businesses can keep records of inventory levels throughout the supply chain. Kalori Ltd.’s inability to use modern inventory management systems will prevent the organisation from achieving operational excellence.

Fragmented Customer Relationship Management (CRM)
Kalori Ltd. has multiple systems that hold customer information. These systems include point-of-sale systems, the organisation’s e-commerce website, and customer support data logs. The information systems do not communicate with each other, and the organisation has an incomplete picture of its customers.

Marketing analysts are unable to evaluate customer behaviour and formulate promotional plans. Customer service agents also lack access to customer activity history, which lengthens customer query response times. Therefore, customers receive poor services, leading to customer churn.
CRM systems allow organisations to keep records of customer data and analyse customer behaviour. Analysing customer data enables the business to customise services to its customers (Buttle and Maklan, 2019). CRM assists in segmenting customers based on demographics or behaviour (Payne and Frow, 2017). Segmenting customers enable marketers to understand different customer groups and devise promotional packages for specific groups.
Kalori Ltd. needs to implement a CRM system. Failure to act on this issue will lead to customer loss. As customers become more demanding, companies failing to understand customers will lose them to the competition.

Inefficient Reporting and Decision-Making
Management generates reports by running reports on multiple systems and copy-pasting information on spreadsheets. Employees must visit stores to get data or have members of the store staff do it for them. Data is manually entered on spreadsheets which are time-consuming and prone to human errors.
Reports take too long to compile, and the information is often inaccurate. There is no access to real-time data, and as a result, the management is always playing catch up. Consequently, the management of Kalori Ltd. is flying blind as they do not have information required to make timely decisions.
Information is power, and as such, managers should have access to accurate and timely data (Sharda, Delen and Turban, 2020). Business Intelligence enables users to access real-time reports and analyse large datasets (Chen, Chiang and Storey, 2012). BI allows users to visualise data through dashboards making it easier to spot trends.
Kalori Ltd. is unable to use data to make decisions due to the lack of BI tools. As a result, Kalori Ltd. struggles to adapt to market changes.

GDPR/Data Security Breach
Kalori Ltd.’s systems are vulnerable to cybersecurity attacks since there are no security features. This leaves customer data vulnerable to cyber criminals who can gain unauthorised access. As a result, Kalori Ltd. is likely to breach GDPR as there are no confidentiality measures in place.
If GDPR is breached, Kalori Ltd will be fined and customers will lose their trust in the company. Modern IT systems have various security features such as encryption, authentication, and access control (Whitman and Mattord, 2021).

The organisation also has a responsibility to protect customer data. Implementing various data governance policies will ensure customers’ data is secure.

Lack of Integration
Kalori Ltd. uses numerous systems for various departments that do not communicate with each other. Employees must visit stores to pick data or instruct store employees to do it for them.
Systems integration will save time and resources since data can be shared among members of staff. With the appropriate system in place, employees will be able to access information from the convenience of their offices. Systems integration ensures the seamless flow of information from one department to another, reducing the risk of error (Stair and Reynolds, 2020).
Integrated systems such as Enterprise systems allow information to be shared in real-time, improving coordination among employees (Monk and Wagner, 2013). Kalori Ltd. cannot achieve coordination among the various departments since they run on different platforms.

Recommended Information System Solution

Enterprise Resource Planning
ERP integrates basic functions of an organisation into one system (Davenport, 1998). All business transactions are recorded onto a single database allowing real-time information sharing and improving coordination. ERP enables standardisation of business processes and improves efficiency. Enterprise systems are highly scalable allowing them to support business growth.
ERP will automate inventory management, minimise errors and improve order delivery. A unified database will assist in decision-making as users can access information from one platform. Eliminating inconsistencies due to multiple systems improves data integrity.

Customer Relationship Management (CRM)
CRM systems keep records of customer information and allow analysts to study consumer behaviour (Buttle and Maklan, 2019). CRM systems will allow Kalori Ltd. to customise consumer experiences and exceed customers’ expectations.
CRM systems support customer segmentation allowing the firm to target customers based on demographics or previous shopping behaviours (Payne and Frow, 2017). Segmenting customers into different groups allow Kalori Ltd. to gain an understanding of specific groups of customers.

Business Intelligence (BI)
Business Intelligence systems allow users to generate real-time reports and analyse large datasets (Sharda et al., 2020). BI tools come with reporting features allowing users to track sales and identify trends. This will improve forecasting as management will have access to timely and accurate information.
Business Intelligence has analytical tools that assist with predictive analytics (Chen et al., 2012). Predictive analysis allows managers to predict future outcomes.
Implementation Plan
Determining the approach to installing information systems is critical to the success of this project. Implementing new systems such as ERP, CRM, and Business Intelligence systems might affect the way employees work. The implementation process may introduce new business processes and affect the culture of the organisation. As such, the project technicalities and people must be considered when installing systems.

Requirements Analysis
Kalori Ltd. needs to identify its needs and the problems it wants to solve. Departments such as sales, inventory, and finance should sit down and identify pain points in their operations. Systems should be tailored to meet the needs of Kalori Ltd. and not the other way around.

Search for Vendors
Kalori Ltd. should conduct research on various software providers and select the best fit. Factors such as pricing, functionalities, scalability, user friendliness, and tech support should be considered when choosing a system. Kalori Ltd. should consider cloud-based systems as they are cheaper to acquire and allow remote access. Management should carry out a cost-benefit analysis to establish if the software will provide value for money.

System Design and Configuration
After identifying a suitable vendor, Kalori Ltd. should have the systems tailored to its needs. Workflow, user roles, and system interfaces should be defined. The ERP, CRM, and BI systems should be integrated to allow information to be shared across departments.

Data Migration
Once systems are configured, the existing data should be moved to the new systems. Data should be validated and organised to improve quality. Data determines the performance of information systems. As such, data needs to be cleaned before being inputted onto the new systems.

Employee Training
Employee acceptance is one of the vital factors that affect the success of installing new information systems (Venkatesh et al., 2003). Employees need to know how to use the new systems effectively. As such, Kalori Ltd. should invest in training employees on the new systems.

Change Management
Kalori Ltd. management should embrace change and reduce employee resistance to the new systems. Employees view new systems as a threat to their careers. Employees will naturally resist the new systems. Top-management should communicate the need for the new systems to the employees. Employees can provide valuable insight that can improve system design and boost employee acceptance.

Testing and Pilot Implementation
Installing new information technology can be risky. As such, Kalori Ltd. should pilot the systems before launching them into the live environment. The pilot stage will help the organisation identify any challenges that may arise. Once any issues have been resolved, Kalori Ltd can go live with the systems.

Migration
During this stage, Kalori Ltd. can decide to run both systems concurrently. Running both systems will ensure that critical business functions can continue should the new systems fail.

Maintenance and Monitoring
Once systems go live, Kalori Ltd. should continuously monitor and maintain the systems. Performance can be measured using key performance indicators (KPIs). KPIs will help the organisation determine if the systems are providing the desired benefits.

Project management
Kalori Ltd. should adopt an Agile project management methodology to manage this project. Regular stand-ups will ensure projects are delivered on time. Project monitoring will ensure that Kalori Ltd. is on the right track.
Potential setbacks during the implementation process include high costs associated with the implementation, staff pushback, and compatibility issues between systems. Additionally, the project might take too long. To limit the risks associated with this project, Kalori Ltd. should stick to the implementation plan. The project might take six months to one year.

Conclusion
Kalori Ltd. is currently facing significant operational challenges due to outdated and inefficient information systems. Manual processes, fragmented data, and lack of integration have negatively impacted efficiency, customer satisfaction, and decision-making.

The implementation of ERP, CRM, and Business Intelligence systems will enable the organisation to streamline operations, improve customer relationships, and utilise data effectively. These systems will provide real-time insights, enhance coordination, and support strategic decision-making.

In the long term, these improvements will allow Kalori Ltd. to achieve a sustainable competitive advantage and maintain its position in a highly competitive market.
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