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Proposal for a Modern Information System for AKPerog Ltd.
Introduction
AKPerog Ltd. is a rapidly expanding consumer electronics retailer operating 30 physical stores alongside an e-commerce platform. Over the past year, the company has experienced significant sales growth, signalling strong market demand and positive brand recognition. However, despite impressive sales performance, the company faces major operational challenges due to outdated and inefficient information systems. These issues are now threatening customer satisfaction, regulatory compliance, and long-term competitiveness.
The business case highlights several pressing challenges. First, AKPerog relies heavily on manual inventory tracking, resulting in stock inaccuracies and frequent discrepancies between in-store and online availability. Customers often place online orders for items that appear in stock but are unavailable, leading to cancellations, refunds, and reputational damage. Store managers are unable to maintain optimal inventory levels, causing both overstock and stockouts each of which has financial implications.
Second, customer data is scattered across disconnected systems, creating a fragmented customer relationship management (CRM) environment. Without a unified database, the marketing team struggles to personalise promotions, while the support team cannot easily access purchase histories or complaints. This weakens customer engagement at a time when personalised experience is a key competitive advantage in retail.
Third, the company’s decision-making processes suffer from reliance on manual spreadsheets for reporting and forecasting. These spreadsheets are frequently inaccurate, slow to produce, and do not support real-time analysis. As a result, management often acts on outdated data, limiting their ability to identify trends, optimise inventory, or respond to changes in demand.
Additionally, AKPerog’s current systems lack appropriate data protection measures. Without secure access controls or comprehensive audit mechanisms, the company risks non-compliance with GDPR requirements and exposure to cyber threats, which could lead to financial penalties and loss of customer trust.
Finally, departmental systems operate independently, leading to duplication of effort and manual data transfer. Sales, finance, and inventory teams each rely on different tools that do not integrate, increasing operational inefficiencies and the likelihood of human error.
This proposal analyses AKPerog’s existing systems, recommends a comprehensive modern information system specifically an integrated Enterprise Resource Planning (ERP) and Customer Relationship Management (CRM) solution and outlines an implementation plan that will improve operational performance, strengthen data security, and enhance customer satisfaction.

 1. Evaluation of Existing Systems
A) Current Information Systems in Place
AKPerog currently relies on a fragmented collection of outdated tools. Inventory management is largely manual, requiring store managers to physically count stock and update spreadsheets. Online inventory is updated separately, creating discrepancies between e-commerce numbers and in-store availability.
Customer data is stored across multiple systems some digital, some paper-based, and others tied to old point-of-sale (POS) tools. There is no central CRM system to consolidate customer information, purchase history, or support interactions.
Sales and financial reporting are performed using spreadsheets compiled manually at the end of each reporting period. These spreadsheets are not synchronised with inventory or POS systems, meaning the data is often incomplete or inconsistent.
Finally, security and compliance controls are weak. Employees have broad access to customer information without granular permissions or encryption protocols.
B) Inefficiencies and Gaps
B.1 Inventory Management Gaps
Manual tracking cannot meet the demands of a fast-growing retailer with both physical and digital sales channels. The absence of real-time stock visibility results in:
· inaccurate inventory levels
· lost sales due to stockouts
· excessive holding of slow-moving stock
· customer dissatisfaction due to cancelled orders
Studies show manual inventory processes significantly increase errors and reduce supply-chain performance (Christopher, 2016).
B.2 CRM Inefficiencies
Fragmented customer data limits:
· personalised marketing
· loyalty programme development
· efficient customer support
· targeted promotions based on behaviour
Modern retail relies on unified CRM systems to consolidate customer insights (Buttle & Maklan, 2019), but AKPerog lacks such capability.
2. Reporting and Decision-Making Weaknesses
Manual spreadsheets cause:
· slow reporting cycles
· inconsistent or erroneous data
· lack of real-time visibility
· poor forecasting accuracy
Business intelligence best practice requires integrated systems to support real-time analytics (Laudon & Laudon, 2022), which AKPerog currently lacks.
3. Compliance and Security Risks
GDPR mandates strict protection of personal data, including secure access controls, encryption, and the ability to track data usage. Without proper systems, AKPerog risks breaches and fines. The company also lacks automated audit trails, posing additional cybersecurity concerns.
4. Lack of System Integration
Disconnected systems require staff to transfer data manually across departments, increasing the workload and amplifying the risk of errors. Cross-functional information sharing is essential for operational efficiency and strategic decision-making (O’Brien & Marakas, 2018).
Overall, AKPerog’s existing systems are insufficient for a modern, multi-channel retail environment.
5. Recommended Solution
6.1 Proposed New Information System: Integrated ERP and CRM System
After analysing AKPerog’s challenges, this proposal recommends the adoption of an Enterprise Resource Planning (ERP) system with integrated Customer Relationship Management (CRM) modules. A cloud-based ERP solution such as Microsoft Dynamics 365, SAP Business One, or Oracle NetSuite would be suitable due to their retail-oriented features, scalability, and robust integration capabilities.
6. Justification Based on Business Needs
6.1 Integration Across Departments
An ERP system consolidates sales, inventory, finance, procurement, and reporting into one platform. This eliminates data silos and ensures all departments operate using real-time, accurate information. Integrated systems significantly improve operational efficiency and reduce errors (Monk & Wagner, 2013).
6.2 Real-Time Inventory Management
Modern ERP systems provide automated stock tracking across all stores and e-commerce platforms. Benefits include:
· real-time stock visibility
· automated reorder alerts
· improved demand forecasting
· reduced overstock and stockouts
This directly addresses AKPerog’s most pressing problem.
6.3 Unified CRM for Customer Data
A CRM module centralises:
· customer profiles
· purchase history
· communication logs
· marketing preferences
This enables personalised marketing, loyalty programmes, and faster resolution of customer issues.
6.4 Enhanced Reporting and Business Intelligence
ERP systems have built-in analytics tools that support:
· real-time dashboards
· automated reporting
· predictive analytics for sales and demand
· data-driven decision-making
Research shows that data-driven organisations outperform competitors in profitability and efficiency (McAfee & Brynjolfsson, 2012).
6.5 Data Protection and Compliance
Modern ERP systems include:
· role-based access controls
· data encryption
· audit logs
· GDPR compliance tools
This strengthens AKPerog’s security posture and reduces legal risk.
7. Scalability and Cost Efficiency
A cloud-based ERP requires minimal on-premise infrastructure and can scale easily as AKPerog continues to grow. Subscription models reduce upfront costs and provide predictable budgeting.
8. How the System Will Improve Operations
1) Operational Efficiency
Automation of inventory management, reporting, and interdepartmental processes will reduce manual tasks and improve workflow efficiency.
2) Improved Customer Experience
Customers will benefit from more accurate stock information, timely fulfilment, and personalised service.
3) Data Accuracy and Reliability
A single source of truth eliminates discrepancies and improves forecasting accuracy.
4) Faster Decision-Making
Real-time analytics enable managers to respond quickly to market changes, promotional opportunities, and supply-chain disruptions.
9. Implementation Plan
Implementing an ERP + CRM system is a strategic and technical project that requires careful planning. A phased approach is recommended to ensure minimal disruption.
· Level 1: Requirements Analysis (4–6 weeks)
· Conduct workshops with sales, finance, inventory, marketing, and customer support teams.
· Document current processes, pain points, and desired improvements.
· Identify essential features such as barcode scanning, automated stock replenishment, CRM integration, and analytics dashboards.
· Level 2: Vendor Selection (3–4 weeks)
· Evaluate cloud-based ERP solutions such as Dynamics 365, SAP Business One, and NetSuite.
· Assess based on cost, scalability, retail-specific modules, and ease of integration.
· Conduct product demonstrations and secure stakeholder feedback.
· Level 3: System Customisation and Integration (8–12 weeks)
· Configure inventory workflows, CRM modules, financial processes, and dashboards.
· Integrate existing POS systems and e-commerce platform.
· Develop data migration routines to import existing customer and inventory data.
· Level 4: Testing (4 weeks)
· Perform system testing, including unit testing, integration testing, and user acceptance testing (UAT).
· Validate accuracy of migrated data.
· Ensure GDPR features access controls, encryption are correctly configured.
· Level 5: Training (2–4 weeks)
· Conduct role-based training for store managers, inventory clerks, finance staff, marketing team, and executives.
· Provide training manuals and video tutorials.
· Offer helpdesk support during the transition period.
Training is critical studies show poor training is the leading cause of failed ERP implementations (Bradford, 2015).
· Level 6: Deployment (Go-Live)
· Deploy the system during a low-activity period.
· Provide onsite support for the first week to address issues quickly.
· Monitor system performance and user adoption.
· Level 7: Post-Implementation Review (after 3 months)
· Assess system performance relative to KPIs such as inventory accuracy, order fulfilment speed, customer satisfaction, and reporting time.
· Implement refinements where necessary.
· Level 8: Potential Challenges
· User Resistance: Some staff may resist change; continuous training and communication are essential.
· Data Quality Issues: Poor data can undermine the new system. Data cleansing is critical before migration.
· Integration Complexity: E-commerce and POS integration may require specialist expertise.
· Cost and Time Overruns: Careful project management is needed to avoid delays.
Despite these challenges, benefits significantly outweigh risks when implementation is managed effectively.
11. Conclusion
Modernising AKPerog Ltd.’s information systems is not merely an operational improvement but a strategic necessity for ensuring long-term competitiveness. The retail sector is increasingly shaped by data-driven decision-making, and organisations that cannot access accurate, real-time information face serious limitations in their ability to respond to market changes. Implementing a cloud-based ERP system with integrated CRM capabilities will enable AKPerog to monitor sales trends more effectively, anticipate customer needs, and manage inventory with greater precision. Furthermore, shifting routine administrative tasks to automated workflows will allow employees to devote more time to value-adding activities such as analysing performance data, enhancing customer relationships, and supporting strategic planning, rather than correcting errors caused by outdated processes.
An additional strength of the proposed system is its scalability. As AKPerog continues to expand through new physical locations and increased online activity, the volume and complexity of operational data will grow substantially. A cloud ERP platform can accommodate this growth without requiring extensive hardware upgrades or disruptive software replacements. This adaptability ensures that the system remains functional and efficient during high-demand periods, such as product launches or seasonal sales. In the long term, this scalability will reduce both the financial and operational burdens associated with maintaining legacy systems, thereby offering a more sustainable technology strategy.
Moreover, the introduction of a unified CRM system will enhance AKPerog’s ability to cultivate strong and lasting customer relationships. By providing a consolidated view of each customer’s interactions, preferences, and purchase history, the system will support the development of targeted marketing initiatives, loyalty programmes, and personalised service. Such capabilities are increasingly important in a highly competitive retail environment where customer retention and brand loyalty play crucial roles in organisational success.
Finally, modernising the information system will support broader organisational development. An integrated ERP and CRM platform fosters improved communication and collaboration between departments by ensuring that all teams operate from a single, reliable source of information. This enhanced information flow will promote a more analytical, data-oriented organisational culture, enabling faster and more informed decision-making. Ultimately, the adoption of this modern system represents a critical investment in AKPerog’s capacity to grow, innovate, and remain competitive in the dynamic consumer electronics market.
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