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[bookmark: _Toc215767980]1.1 Overview of AKPerog Ltd.
AKPerog Ltd. is a fast-growing consumer electronics top buyer with around 30 physical street stores in  the UK, with an evolving online store. Sales for the company have dramatically  increased over the past year, with consumer demand and market presence both growing. The business carries a variety of products from electronics  to appliances, and its mission is to offer great prices with excellent service (Kotlarsky, Oshri & Sekulic, 2023). Despite its success, AKPerog Ltd. has several operational problems, the most important one being that of outdated and underperforming information systems not supporting new business requirements in a cost -effective way (Prior, Buttle & Maklan, 2024).
[bookmark: _Toc215767981]1.2 Purpose and objectives of the report
The reference of this report is for a comprehensive examination of the current information systems provided by AKPerog Ltd, as well as a suggested  list of improvements that can increase operational effectiveness, pursue data perfection and improve customer satisfaction. The objectives include:
· Assessment of current  inventory and CRM systems/reporting.
· Finding  out the gaps, inefficiencies, and compliance risks of the present methods.
· Suggesting to you a viable information system solution to  solve your operational problem and help your business flourish.
· Creating a rollout plan that would facilitate  integration, staff training and keeping interference with daily business to a minimum (Setyowati, Widayanti & Supriyanti, 2021).
[bookmark: _Toc215767982]1.3 Key operational and information system challenges
The main obstacles at AKPerog Ltd. are manual inventory counting and reporting that result in stock mismatches, dispersed customer information across different systems, and slow, unreliable reporting. These inefficiencies lead to lost income, a negative user experience, delayed decision-making and the risk of non-compliance with data  protection laws. Furthermore, disconnectedness between departments results in bureaucratic enmeshment that stymies  agility for real-time data analysis and strategic decision-making. It is important to overcome these difficulties,  keep the company growing, and maintain its competitive edge (Riyanto, 2022).
[bookmark: _Toc215767983]2. Evaluation of Existing Information Systems
[bookmark: _Toc215767984]2.1 Current systems overview (inventory tracking, CRM, reporting)
Now, AKPerog Ltd employs a combination of traditional  and semi-automated solutions to run the business. The store does not have an inventory management system, other than  a manual one where the staff at the store updates stock on spreadsheets and often inconsistently and lately (Tariq et al., 2021). Its Customer Relationship  Management (CRM) is siloed and separate from each other, customer data is stored in different disconnected systems that lack visibility, making it challenging to track purchase histories or for the marketing team to launch personalised campaigns. Reporting is also manual, and sales/financial reports are pulled by hand as required, doing  spreadsheet updates regularly. These systems have served the company well in earlier stages of growth, but  are increasingly not able to accommodate the operational complexity that comes with being a retail and e-commerce business that is growing quickly (Saqib & Zarine, 2021).
[bookmark: _Toc215767985]2.2 Inefficiencies and gaps
Several weaknesses can be found in the current  systems. Manual inventory management results in a  wide gap between the stock levels of retail stores and online orders, which results in stock-outs/ overstocks. Poorly integrated CRM solutions compromise  customer profiling and targeted promotion, resulting in low marketing efficacy. Reporting is slow and often inaccurate, leading to a struggle in finding up-to-date views of sales behaviour or  business health. More importantly, such systems suffer from weak access control and could be subject to compliance issues  with GDPR, as well as becoming an imminent target of a data breach. No inter-departmental integration translates to sales, finance and inventory teams working out of their own world , making manual data transfer cumbersome (Shaik et al., 2023).
[bookmark: _Toc215767986]2.3 Impact on operations, customer satisfaction, and decision-making
These shortfalls have a great impact on  operational performance. Stockouts interfere with order  completion, causing more complaints and refunds and negatively affecting customer satisfaction and brand image. Leaders waste too much of their  time putting numbers together instead of making decisions based on strategic thinking (Pan et al., 2022). Time-lagged, imprecise data inhibits the company from making decisions as  they happen and staying on pace with market changes. All these challenges make  a business lose revenue opportunities, reduce operational efficiency, and increase legal liability as the business is not compliant with data protection acts (Miraz et al., 2024).
[bookmark: _Toc215767987]2.4 Theoretical frameworks/models
To do this , and to critically appraise the existing systems, some information system frameworks can be used. The Transaction Processing System (TPS) model illustrates the significance of timely, accurate data to daily operations such as sales  and stock reports. The Management Information System (MIS) concept stresses the significance of timely, organised information in aiding managerial decision-making. Also, the Decision Support System (DSS) model underscores the role  of integrated data and analytics in good strategic decision-making. The application of such frameworks shows that the  current systems at AKPerog Ltd. do not provide operational security, managerial help, or strategic backing (Hossain et al., 2024).
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[bookmark: _Toc215767989]3.1 Proposed system (e.g., integrated ERP, cloud-based CRM)
In light of issues with current business processes experienced at AKPerog Ltd., it is essential that a new application ERP, coupled with a cloud-based module for CRM, can be implemented, which is suitable and adaptable to the company's requirements. It would consolidate inventory management, sales processing, customer records, finance, purchasing and reporting into a unified centre digital ecosystem.
Cloud-based ERP systems, for instance, Microsoft Dynamics 365, Oracle NetSuite or SAP Business One, are especially convenient for AKPerog Ltd., since they don’t require costly local hardware and can be accessed on demand from all 30 retail locations and online. The CRM integration provides live data about customer interactions, buying behaviour and services across all channels. The ERP's inventory module would automatically update stock, synchronise warehouse and store data to make way for demand forecasting. The reporting module was intended to create analysis dashboards for management decision support.
Taken together, the ERP and CRM proposed by Sealey would supplant CAE's disconnected systems and manual methods with a state-of-the-art, scalable and fully integrated information system (Hossain et al., 2024).
[bookmark: _Toc215767990]3.2 Justification for recommendation (efficiency, cost, scalability, compliance)
A recommended ERP-CRM solution is justified  for several reasons:
Efficiency
Automation will save time with data entry, stock takes , and report generation. Live  updates between departments prevent duplication and ensure workflow synchronicity. It is the 'routine' administrative tasks that become automated , and the staff are more productive.
Cost-Effectiveness
Subscription-based cloud ERP systems to cut costs of acquiring servers, maintenance, and  IT staff. Savings that come in the long run are a smaller number of errors, low back stock wastage, centralisation, automated accounts and operations (Rîndașu et al., 2024).
Scalability
As AKPerog Ltd. grows, online and physically, the modular design of the ERP system makes it possible for  them to plug in new stores, product categories and users without replacing the system. With  cloud hosting, storage and processing power capacities can grow automatically to accommodate a business boom.
Compliance and Security
ERP systems are compliant with international data protection and cyber security norms. The system is GDPR ready with  controlled access, data encryption, an audit trail, and database structuring. Financial reporting automation also facilitates compliance by  simply meaning there are fewer risks from manual records and disparate systems (Katuu, 2021).
Ultimately, the ERP-CRM solution delivers a sustainable  and future marketable system corresponding to your organisation's strategic orientation.
[bookmark: _Toc215767991]3.3 Expected operational and data management improvements
The integral  benefits of moving to the unified system would be:
Operational Improvements
· Accurate inventory on all stores and e-commerce in real-time  at 30 locations
· Less stockouts and overstocks thanks  to automated forecasting
· Sales are faster with real-time product  availability added
· Better customer service through access  to full customer records during interaction
· Centralised procurement, supply chain  management
· Staff had less manual work to do because their  time was freed up to focus on the customer.
Data Management Improvements
· A centralised database that maintains uniformity and avoids  duplicate data
· Automatic reporting  dashboards for sales, stock, staff performance and customer trends
· Better  decisions with real-time analytics and insights
· Enhanced data security and  system access control
· Improved monitoring of how customers shaped  journeys, to design tailored marketing and promotional activities.
· Better financial precision  with module-based sales, expenses and accounting integrations
These enhancements will improve not only the ‘business as  usual' but also strategic readiness for the organisation (Rîndașu et al., 2024).
[bookmark: _Toc215767992]4. Implementation Plan
[bookmark: _Toc215767993]4.1 Step-by-step implementation strategy
· Project governance and sponsor appointment (Weeks 1-2): Form a project steering group comprising the CEO, CIO/IT lead,  Heads of Sales/Finance and Operations and a Project Manager to approve scope, budget, success metrics (KPIs).
· Requirements gathering & vendor shortlisting (Weeks 2–6): Run workshops with stakeholders within the business to  document functional/non-functional (inventory, CRM, POS, e-commerce sync, GDPR) and understand e-commerce synchronisation (GDPR). Issue RFP, evaluate vendors (Dynamics 365, NetSuite, SAP B1 or suitable cloud SME vendors) against criteria, functionality, integration capability, cost, support and security. 
· Proof-of-Concept/Pilot (Weeks 7–10): Execute a pilot in 2 to 3 stores and e-commerce sandbox –to  confirm core inventory, order flow and CRM integration. Collect feedback and refine requirements.
· Data preparation and migration (Weeks 9–14): Audit and clean historical data (SKUs, customer information, transactions). Write migration scripts,  map the fields and plan test migrations.
· System configuration and integration (Weeks 11–18):  Configuring modules, POS Integration, Payment gateways, warehouse/scan devices (barcode/RFID), as well as developing APIs/middleware to connect with legacy systems if required.
· Testing (Weeks 16–20): Test unit, integration, user acceptance (UAT) and security. Bugfix  and retest until satisfactory to the acceptance criteria.
· Training & change  readiness (Week 18-22): Train superusers present early and often, then front-line staff; distribute user guides and quick reference cards.
· Go-live and hyper care (Week 23): Roll out in a phased manner (region/store  clusters) with dedicated support team (hyper care) oversight for 2–4 weeks.
· Post-implementation review and optimisation (Week 27–30): Monitor KPIs, gather feedback and act on iterative enhancements.
[bookmark: _Toc215767994]4.2 Employee training and change management
· Role-catered training: super-users (advanced), store associates (operational) and management (analytical). Blend classroom,  hands-on sandbox sessions and brief e-learning modules (Nordlund, 2025).
· Change champions:  Select store-level champions to drive adoption.
· Communication plan: Frequent updates, FAQs, and ways to provide feedback aimed at reducing  resistance.
· Motivation and acknowledgement:  Minor incentive for accurate input during the transition period and system use.
[bookmark: _Toc215767995]4.3 Integration with existing infrastructure
· Leverage API-first approach and middleware(e.g. , iPaaS) connecting E-commerce platform, POS, payment gateways and 3PL.
· Keep only the lightweight required  legacy systems and wrap them by connecting connectors until complete decommissioning (Puthuruthy, 2021).
· Verify that mobile/scan hardware (barcode / RFID) is supported, and  secure cloud connectivity is possible via VPN or secure TLS endpoints.
[bookmark: _Toc215767996]4.4 Potential challenges and mitigation
· Data quality issues: Resolve this with data cleansing,  incremental test migrations and validation rules.
· User resistance:  Address with training champions and early involvement.
· Downtime/operations disruption: Mitigate by rolling out in phases and having a parallel run of the old system for  a critical period (Pearlson, Saunders & Galletta, 2024).
· Cost overruns: Fixed price  clauses in vendor contract, contingency budget (10–15%).
· Security/compliance risks: can define  security checks, role-based access, encryption, logs and GDPR data retention (Rahmati et al., 2021).
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	Phase
	Timeline
	Milestone

	Project Initiation
	Weeks 1–2
	Project team & scope confirmed

	Requirements & Vendor Selection
	Weeks 2–6
	Vendor selected

	Pilot Testing
	Weeks 7–10
	Pilot approved

	Data Migration
	Weeks 9–14
	Clean and validated data ready

	System Configuration & Integration
	Weeks 11–18
	System fully configured

	Testing (UAT & Security)
	Weeks 16–20
	Testing sign-off

	Training
	Weeks 18–22
	Staff trained

	Go-Live & Hypercare
	Weeks 23–26
	System is live & stabilised

	Review & Optimisation
	Weeks 27–30
	Final review completed



[bookmark: _Toc215767998]5. Conclusion
AKPerog Ltd. analysis of its existing information  systems reveals substantial weaknesses in inventory record accuracy, control and reporting, customer data management and performance. Adopting systems such as ERP and CRM helps to ease the business and increase the overall quality related to data and overall drive experience in real time (Hanelt et al., 2021). Overall, the proposed system is an up-to-date  and efficient framework that supports the company's needs in both security and strategic aspects. If executed successfully, it will reinforce operative procedures and allow AKPerog Ltd. to be competitive in the long run  within the retail industry.
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