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[bookmark: _Toc226034185]1. Introduction 
In the modern digital economy, organisations depend heavily on effective information systems to improve efficiency, support managerial decisions, and deliver better customer experiences. Businesses that continue to use outdated or poorly connected systems often face operational difficulties, which can negatively affect their performance and ability to compete in the market (Laudon and Laudon, 2022).
This report focuses on Kalori Ltd., a fast-growing retailer in the consumer electronics sector that operates through both physical stores and an online platform. Although the company has experienced significant growth in sales, it is currently facing a range of internal challenges linked to ineffective and outdated information systems.
A number of critical problems can be identified. To begin with, the company uses a manual approach to inventory management, which frequently results in inaccurate stock levels and unsuccessful online transactions. In addition, customer information is stored across multiple unconnected systems, making it difficult to build strong customer relationships or provide personalised services. Decision-making is also inefficient, as reports are manually prepared and often contain errors or outdated data. Furthermore, the organisation faces potential risks related to data protection and compliance with the General Data Protection Regulation. Another major issue is the lack of integration between departments, which leads to repeated work and a higher chance of mistakes.
The aim of this report is to critically examine the current information systems used by Kalori Ltd. and propose suitable solutions that can enhance operational efficiency, improve data management, and support overall business performance.
[bookmark: _Toc226034186]2. Evaluation of Existing Systems 
The information systems currently used by Kalori Ltd. are outdated and not properly connected, which leads to several operational difficulties. These problems have a negative impact on key business areas, including inventory control, customer service, decision-making processes, and data protection.
To begin with, the organisation depends on a manual system for managing inventory. This method is slow and prone to errors, often resulting in incorrect stock records. For example, items may appear available on the online platform while they are actually unavailable in physical stores. This situation leads to customer frustration, cancelled orders, and financial losses. As noted by Laudon and Laudon (2022), manual systems increase the likelihood of human mistakes and reduce operational efficiency.
Another significant weakness is the company’s approach to customer relationship management. Customer information is stored in multiple unconnected systems, which makes it difficult to gain a full understanding of customer behaviour. This limits the organisation’s ability to deliver personalised marketing and provide effective support services. According to Buttle and Maklan (2019), centralised customer data is essential for improving communication and enhancing the overall customer experience.
A further issue is the absence of real-time data to support decision-making. Sales information is collected and processed manually using spreadsheets, which are often outdated and may contain inaccuracies. This delays the decision-making process and makes it harder for managers to identify patterns or respond quickly to changes in demand. Sharda et al. (2020) highlight that modern businesses depend on real-time information systems to make accurate and timely decisions.
In addition, there are serious concerns related to data security and regulatory compliance. The current systems do not include strong access control measures, increasing the risk of unauthorised access to sensitive data. This creates potential legal risks, particularly under the General Data Protection Regulation. Weak data protection practices can result in financial penalties and damage to the company’s reputation (Voigt and von dem Bussche, 2017).
Finally, the lack of integration between departments such as sales, finance, and inventory creates inefficiencies. Employees are required to transfer data manually between systems, which is time-consuming and increases the chance of errors. This situation reduces overall productivity and makes it more difficult for the company to grow effectively.
In summary, the current information systems are not suitable for a business that is expanding, and improvements are necessary to support future development and efficiency.

3. Recommended Solution 

To overcome the operational issues experienced by Kalori Ltd., it is proposed that the organisation implements an integrated solution that combines an Enterprise Resource Planning (ERP) system with a Customer Relationship Management (CRM) system. The use of these systems together can significantly improve operational efficiency, data reliability, and the quality of decision-making, while also supporting long-term business growth.
To begin with, the introduction of an ERP system would allow the company to connect its main business functions, including inventory control, sales activities, and financial management, within a single system. One of the main advantages of ERP is the ability to share data instantly across different departments, which reduces duplication of work and improves coordination. Laudon and Laudon (2022) suggest that ERP systems provide organisations with a clear and integrated view of their operations, leading to higher productivity and better process management.
For Kalori Ltd., implementing an ERP system would directly address the current problems with inventory management. Stock information would be updated automatically across all channels, including both physical stores and the online platform. This would minimise errors in stock levels, reduce the number of failed customer orders, and increase overall customer satisfaction. In addition, managers would benefit from access to real-time operational data, enabling quicker responses to changes in demand and improved performance monitoring.
In addition to ERP, the adoption of a CRM system would strengthen the company’s ability to manage customer information effectively. A CRM system stores all customer-related data in one central location, allowing the organisation to track interactions, purchases, and preferences more efficiently. According to Buttle and Maklan (2019), CRM systems support businesses in developing stronger customer relationships by enabling more personalised communication and targeted marketing strategies.
In the context of Kalori Ltd., a CRM system would provide valuable insights into customer behaviour, helping the company tailor its marketing campaigns more effectively. The marketing team would be able to design personalised offers, while customer service employees could quickly access accurate and complete customer records. As a result, customer satisfaction and loyalty are likely to improve.
Another key benefit of integrating ERP and CRM systems is the enhancement of decision-making processes. At present, the company depends on manually created reports, which are often delayed and may contain errors. By introducing integrated systems, managers would have access to real-time dashboards and analytical tools. Sharda et al. (2020) emphasise that organisations using data-driven systems are better able to forecast trends and identify new opportunities in the market.
From a long-term perspective, both ERP and CRM systems offer strong scalability. As the business continues to expand, these systems can support increased data volumes and a larger number of users without major disruptions. This flexibility makes them a valuable long-term investment for a growing organisation.
It is important to recognise that implementing such systems involves significant costs, including software purchase, employee training, and system integration. However, these initial expenses are balanced by long-term advantages such as improved efficiency, fewer operational errors, and stronger customer relationships. In a competitive market, investing in modern information systems can also provide a strategic advantage.
Furthermore, the proposed systems will enhance data security and support compliance with the General Data Protection Regulation. Modern ERP and CRM solutions include advanced security features, such as controlled access and data encryption, which help protect sensitive information and reduce the risk of data breaches (Voigt and von dem Bussche, 2017).
Overall, the combination of ERP and CRM systems offers a comprehensive and effective solution to the current challenges faced by Kalori Ltd. These systems will improve internal processes, strengthen customer relationships, and support more effective decision-making, making them highly appropriate for the organisation’s future development.

[bookmark: _Toc226034188] 4. Implementation Plan 
Introducing an integrated ERP and CRM system within Kalori Ltd. requires a clear and well-organised implementation strategy. A structured approach is essential to minimise potential risks and ensure that the transition to the new systems is effective and smooth.
The first step involves identifying requirements and selecting appropriate systems. The organisation needs to clearly define its operational needs and choose ERP and CRM solutions that align with its business size, financial capacity, and future expansion plans. It is also important to include input from different departments during this stage to ensure that the selected systems meet the needs of the entire organisation (Laudon and Laudon, 2022).
The next stage focuses on system design and data preparation. Before transferring data into the new systems, existing information such as inventory data and customer records must be reviewed, cleaned, and properly organised. If inaccurate or incomplete data is transferred, it can create problems in the new system. Stair and Reynolds (2020) emphasise that high-quality data is essential for reliable system performance.
The third stage is system installation and integration. At this point, the ERP and CRM systems are set up and connected to existing business processes. This includes configuring the software, establishing databases, and ensuring that different system components can communicate effectively. It is important to carry out testing during this stage to identify and resolve any technical issues before the system is fully introduced.
Following this, attention should be given to employee training and managing organisational change. Staff members must understand how to use the new systems correctly. However, employees may resist changes due to a lack of confidence or fear of new technology. Providing training programmes and ongoing support can help increase acceptance and ensure effective system usage (Besson and Rowe, 2012).
The final stage involves testing and full system deployment. The system should first be tested in a controlled environment to confirm that it operates as expected. Once testing is successful, the system can be implemented across the organisation. Continuous monitoring during the early stages is important to quickly detect and resolve any issues that may arise.
Despite following a structured process, certain challenges may still occur. These may include high implementation costs, technical problems, and temporary disruptions to daily operations. However, such risks can be managed through careful planning, effective project management, and regular system evaluation.
It is also essential for the company to ensure that the new systems meet legal requirements, including compliance with the General Data Protection Regulation. This involves applying strong security measures, such as controlled access and protection of sensitive customer data.
In summary, a carefully planned and well-managed implementation process will enable Kalori Ltd. to successfully adopt modern information systems and achieve long-term improvements in efficiency and performance.
5. Conclusion 

In conclusion, this report has analysed the operational challenges faced by Kalori Ltd. due to its outdated and inefficient information systems. The evaluation identified key issues, including inaccurate inventory management, poor customer data handling, slow decision-making, lack of system integration, and risks related to data security and compliance.
To address these challenges, the report recommended the implementation of an integrated Enterprise Resource Planning (ERP) system and a Customer Relationship Management (CRM) system. These solutions provide a centralised platform for managing business operations and customer data, which improves efficiency, accuracy, and communication across departments.
In addition, the proposed systems support real-time data access, enabling better decision-making and improved forecasting. They also enhance customer experience through personalised services and faster response times. Importantly, modern systems include strong security features that help organisations comply with regulations such as the General Data Protection Regulation.
Although the implementation process may involve costs and challenges, the long-term benefits, including increased productivity, reduced errors, and improved customer satisfaction, make this investment highly valuable. Overall, adopting modern information systems will allow Kalori Ltd. to achieve sustainable growth and maintain a competitive advantage.
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