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AKPerog Ltd. Information Systems Analysis and Recommendation Report
1. Introduction

AKPerog Ltd. is a rapidly expanding consumer electronics retailer that operates through a network of 30 physical store locations and a fast-growing e-commerce platform. Over the past year, the organisation has experienced substantial revenue growth, driven by increased demand for consumer electronics and a successful expansion of its digital sales channels. Despite this commercial success, AKPerog faces a series of critical operational challenges that stem from its outdated and inefficient information systems infrastructure.

The business case identifies several pressing issues affecting AKPerog’s day-to-day operations. 
Foremost among these is the company’s reliance on a manual, spreadsheet-based inventory management system that results in regular discrepancies between recorded stock levels and actual inventory. These discrepancies create significant complications, such as customers ordering out-of-stock products online, leading to reputational damage, refunds, and customer dissatisfaction. Additionally, store managers face frequent difficulties in identifying overstocked and understocked products, causing lost sales opportunities and revenue leakage.

A second core challenge concerns the organisation’s fragmented customer relationship management (CRM) practices. Customer information is stored across several disconnected systems, creating barriers to tracking purchase histories and limiting the effectiveness of personalised marketing strategies. This fragmentation also affects customer service teams, who often lack access to essential purchase records needed to resolve complaints efficiently.

Furthermore, decision-making processes at AKPerog are impeded by a reliance on manual sales reporting methods. Sales data is compiled through spreadsheets, a process prone to human error and delays. As a result, management struggles to generate real-time insights, forecast accurately, or respond quickly to emerging market trends.

The organisation is also exposed to regulatory and cybersecurity risks due to inadequate data protection measures and incomplete compliance with the General Data Protection Regulation (GDPR). Poor access control mechanisms and scattered data storage practices increase the risk of security breaches and potential legal penalties.

Finally, AKPerog’s departments rely on different software tools that operate in isolation, with no integration capabilities. This lack of interoperability forces employees to manually transfer information between systems, resulting in process bottlenecks, inefficiencies, and duplicated work.

This report examines these issues in depth and provides a structured academic analysis. It evaluates the existing systems, identifies technological and operational gaps, proposes a suitable information system solution, outlines a practical implementation plan, and presents a conclusion supported by academic references.


2. Evaluation of Existing Systems

AKPerog’s current information systems environment is characterised by fragmentation, manual processes, and a lack of integration. These limitations significantly impact the company’s ability to maintain accurate records, deliver efficient services, and scale its operations effectively.

The manual inventory tracking system is one of the most critical weaknesses in the existing infrastructure. Store managers update stock levels manually at the end of each business day, and online stock availability is updated separately. This creates a time gap in which customers may purchase products that are no longer available, resulting in order cancellations and negative customer experiences. Manual processes also increase the likelihood of data entry errors, which become magnified across 30 store locations.

The CRM landscape at AKPerog presents equally significant problems. Customer information is stored in separate databases depending on the department—marketing stores promotional subscription data, point-of-sale systems store basic customer purchase data, and the e-commerce platform maintains its own customer records. These systems do not communicate with each other, creating inconsistent information stores and preventing the organisation from developing a unified customer profile. Without a comprehensive view of customer behaviour, AKPerog cannot implement advanced marketing strategies such as segmentation, retargeting, or loyalty programmes.

The organisation’s reporting practices also require critical evaluation. Sales data is exported manually from various systems into spreadsheets, where employees consolidate and analyse the figures. This process is time-consuming, introduces human errors, and limits the availability of real-time operational insights. The absence of automated analytics tools prevents AKPerog from forecasting demand accurately, identifying performance trends, or allocating resources effectively.

Data security presents another area of concern. AKPerog’s existing systems lack robust cybersecurity protocols, such as role-based access control, encryption, audit logs, and secure authentication. The organisation’s inconsistent data storage practices also increase exposure to GDPR violations, as personal information is scattered across multiple systems with unclear retention policies.

Finally, a major weakness within AKPerog’s systems environment is the lack of integration. Each departmental software operates independently, creating data silos that hinder collaboration. Employees frequently transfer data manually between systems, which wastes valuable time and contributes to errors. This lack of interoperability delays workflows, complicates communication, and reduces organisational efficiency.

Overall, the evaluation highlights an urgent need for AKPerog to modernise its information systems. Without significant improvement, the organisation risks operational bottlenecks, financial losses, regulatory penalties, and competitive disadvantage.


Figure 1: Key Challenges at AKPerog Ltd.
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3. Recommended Solution

To address the numerous inefficiencies identified, this report recommends the adoption of a cloud-based Enterprise Resource Planning (ERP) system integrated with a Customer Relationship Management (CRM) module. ERP and CRM solutions, such as Microsoft Dynamics 365, SAP Business One, and Oracle NetSuite, are designed to unify organisational data, automate business processes, and support strategic decision-making.

A cloud-based ERP system offers several advantages that align with AKPerog’s current needs. Firstly, an ERP provides real-time inventory management capabilities, ensuring that stock levels are accurately reflected across both physical stores and the online platform. This will prevent situations where customers attempt to purchase out-of-stock items, thereby reducing refunds and improving customer satisfaction. Automated stock alerts and predictive demand analysis will support better purchasing and replenishment decisions.

The integrated CRM component will consolidate customer data from all touchpoints into a single centralised database. This unified view will support the marketing team in generating targeted promotional campaigns based on customer behaviour and historical purchases. Customer service teams will also benefit from improved visibility into customer records, allowing them to resolve issues more efficiently and enhance the overall customer experience.

In terms of reporting and analytics, ERP systems include powerful real-time dashboards and business intelligence tools. Managers will have immediate access to up-to-date sales data, enabling faster and more accurate decision-making. Predictive analytics modules will support more reliable sales forecasting, allowing AKPerog to optimise inventories and allocate resources more effectively.

Cost-wise, cloud ERP solutions provide a scalable subscription-based model, eliminating the need for significant upfront investment in hardware. The system can grow alongside AKPerog, accommodating new store locations, increased transaction volumes, or expanded service offerings.

Security and compliance are also significantly improved. Modern ERP/CRM systems are equipped with industry-standard security features, including data encryption, access restrictions, and automated audit trails. These features support GDPR compliance by ensuring that customer data is stored securely and processed transparently.

In summary, the adoption of an integrated ERP/CRM system aligns with AKPerog’s business needs, enhances operational performance, supports data-driven decision-making, reduces long-term costs, and positions the organisation for sustainable growth.


Figure 2: Expected Benefits of the Proposed ERP/CRM System
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4. Implementation Plan

The successful implementation of an ERP/CRM system requires a structured and carefully planned approach. This section outlines the key phases involved in the implementation process, along with associated considerations and potential challenges.

1. Requirements Assessment
The implementation process begins with a detailed requirements assessment involving all key stakeholders. Departmental managers from sales, marketing, finance, and inventory operations must provide input on functional needs, workflow requirements, and pain points. This ensures that the selected system aligns with organisational objectives.

2. System Selection
Once requirements are defined, AKPerog must evaluate ERP providers based on factors such as cost, functionality, scalability, integration capabilities, and vendor support. Comparative analysis should be used to determine which solution best meets the organisation’s needs.

3. Data Preparation and Cleansing
Before implementation, existing data—including inventory records, customer information, and sales history must be reviewed, cleaned, and standardised. Removing duplicate or outdated records ensures accuracy during the migration process.

4. System Configuration and Customisation
During this phase, system modules for inventory management, CRM, finance, HR, and reporting are configured according to AKPerog’s workflows. User roles are assigned in compliance with GDPR guidelines, ensuring appropriate data access control.

5. Integration with Existing Infrastructure
The ERP system must then be integrated with AKPerog’s existing POS systems and e-commerce platform. This step ensures automated synchronisation of stock levels, sales data, and customer information across all channels.



6. Training and Change Management
Employee training is critical to implementation success. Staff should receive comprehensive role-specific training, supported by user manuals, workshops, and ongoing technical support. Change management strategies—including communication campaigns and incentives—help reduce resistance to new systems.

7. Pilot Deployment and Testing
A pilot launch in a small number of stores allows the organisation to assess system performance, identify issues, and implement improvements prior to full rollout.

8. Full Deployment
Following successful testing, the system is deployed across all stores and the central management office. Continuous support should be provided during the initial months of operation.

Potential challenges include budget constraints, technical compatibility issues, data migration errors, and employee resistance. Addressing these challenges requires early planning, effective communication, comprehensive testing, and strong leadership support.


5. Conclusion

In conclusion, AKPerog Ltd. faces significant operational and strategic difficulties as a result of its outdated, disconnected, and largely manual information systems. These challenges hinder the organisation’s ability to maintain accurate inventory, deliver high-quality customer service, make informed managerial decisions, and ensure regulatory compliance.

The evaluation of the existing systems demonstrates the urgent need for technological modernisation. The recommended cloud-based ERP system with integrated CRM functionality provides a comprehensive, scalable, and cost-effective solution that directly addresses AKPerog’s operational weaknesses. By consolidating departmental functions, automating workflows, and improving data integrity, the proposed system will support enhanced efficiency, accuracy, and organisational performance.

The structured implementation plan ensures that the transition to the new system is smooth, controlled, and aligned with organisational goals. With appropriate training, integration, and ongoing support, AKPerog can achieve significant operational improvements, strengthen its competitive position, and sustain long-term growth in the dynamic consumer electronics retail sector.


References

Chaffey, D. & White, G. (2019) Business Information Management.

Laudon, K.C. & Laudon, J.P. (2022) Management Information Systems: Managing the Digital Firm.

Microsoft (2023) Dynamics 365 Overview. Available at: https://dynamics.microsoft.com.

Oracle (2023) NetSuite ERP. Available at: https://www.netsuite.com.

SAP (2023) SAP Business One. Available at: https://www.sap.com/products/business-one.html.

Turban, E., Pollard, C. & Wood, G. (2018) Information Technology for Management. Wiley.

	
	
	



image.png
35f

30

25

20

15

10

Key Challenges at AKPerog Ltd.





image2.png
50

40

30

201

10

Expected Benefits of Proposed System





