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Introduction 
Maldiva Ltd. is a fast-growing consumer electronics retailer operating 30 physical stores alongside an e-commerce platform. Over the past year the company has enjoyed significant sales growth and is keen to expand further. However, behind this commercial success lies a technology infrastructure that has not kept pace with the business, creating a widening gap between customer expectations and operational reality. This report has been prepared in response to a request from Maldiva Ltd.'s CEO for an independent assessment of the company's information systems and a recommendation for how they should be modernised. 
The business case identifies five interlinked challenges. First, a manual inventory tracking system creates stock discrepancies between the physical stores and the online platform, leading to customers ordering items that are not actually available, refunds, and reputational damage. Second, customer data is scattered across multiple, disconnected systems, making it difficult to build a single view of the customer, personalise marketing, or resolve support queries efficiently. Third, decision-making is slowed by manually compiled spreadsheet reports that are prone to error and quickly become outdated, leaving management unable to respond to real-time sales trends. Fourth, the company is not fully compliant with data protection regulation, since the current systems lack the secure access controls that would be expected under the General Data Protection Regulation (GDPR), exposing Maldiva Ltd. to legal and reputational risk. Fifth, sales, finance and inventory functions each rely on separate software that cannot communicate with one another, forcing staff to transfer data manually between systems and increasing the likelihood of error. 
Individually, each of these issues erodes efficiency; together, they threaten Maldiva Ltd.'s ability to sustain its growth, protect customer trust, and remain competitive in a fast-moving consumer electronics market. This report evaluates the company's existing information systems and the gaps within them, recommends a suitable replacement system, sets out an implementation plan, and concludes with a summary of the benefits Maldiva Ltd. can expect to realise. 
Evaluation of Existing Systems 
At the operational level, Maldiva Ltd. relies on a manual inventory tracking process rather than an automated Transaction Processing System (TPS). A TPS exists to capture routine, high-volume transactions accurately and in real time so that other parts of the organisation can trust the data it produces (Laudon and Laudon, 2022). Because Maldiva Ltd.'s stock records are updated manually and are not synchronised across the 30 stores and the e-commerce platform, the figures store managers and the website rely on are frequently out of date. This explains why customers can order items online that are already out of stock in practice: the online platform simply has no reliable, real-time record of what is available. The same weakness causes overstocking in some locations and understocking in others, tying up capital in the wrong products and directly causing the delays in order fulfilment described in the business case. 
The company's approach to customer relationship management shows a similar pattern of fragmentation. Payne and Frow (2005) argue that effective CRM depends on a cross-functional “information management process” that brings together customer data from every channel into a single, coherent resource the whole organisation can use. At Maldiva Ltd., customer data is instead held in multiple disconnected systems, so purchase history cannot easily be linked to a single customer record. This makes it almost impossible for the marketing team to target promotions accurately and prevents the customer support team from seeing a caller's order history when handling a complaint. The result is weaker personalisation, slower complaint resolution, and a customer experience that fails to reflect the amount of data the business holds. 
Decision-making is similarly constrained. Laudon and Laudon (2022) distinguish between the operational, tactical and strategic layers of information systems, noting that Management Information Systems (MIS) and Decision Support Systems (DSS) exist specifically to convert operational data into the timely reports and analysis that managers need. Maldiva Ltd. has no such layer: sales reports are compiled manually in spreadsheets, a process that is slow, error-prone, and produces figures that are often already outdated by the time they reach decision-makers. Without a reliable MIS or DSS, management cannot analyse real-time sales trends, which leads directly to poor forecasting, missed opportunities, and reactive rather than proactive decision-making. 
The absence of an integrated system also creates a compliance gap. Under the UK GDPR, organisations must process personal data with “appropriate security... using appropriate technical or organisational measures”, a principle the Information Commissioner's Office (ICO) describes as “integrity and confidentiality” (ICO, 2018). Maldiva Ltd.'s current systems lack the secure, role-based access controls this principle implies, leaving customer data more exposed to unauthorised access than it should be and creating a real risk of regulatory penalties, which under the GDPR can reach up to 4% of annual global turnover. 
Finally, and arguably underlying all the above, is a lack of integration across departments. Davenport (1998) warned that when a company's sales, finance and operational systems cannot communicate with one another, the organisation is left running on fragmented “islands” of data that must be manually reconciled, at real cost to accuracy and staff time. This is precisely the situation at Maldiva Ltd., where employees currently transfer data between sales, finance and inventory systems by hand. In summary, Maldiva Ltd. is missing the core layers of a modern information system: a reliable TPS for transactions, an integrated CRM for customer data, an MIS/DSS layer for reporting and analysis, and the secure, unified architecture that would bring all this together and keep it compliant. 
Recommended Solution 
The most appropriate response to these interlinked problems is not a set of separate fixes but a single, integrated information system: a cloud-based Enterprise Resource Planning (ERP) platform with built-in inventory management, CRM and business intelligence modules, of the type offered by vendors such as Microsoft Dynamics 365 Business Central or Oracle NetSuite. Rather than treating inventory, customer data and reporting as separate problems, an ERP unifies them within a single database, which is precisely the point Davenport (1998) makes in describing enterprise systems as replacing incompatible legacy applications with “a single, integrated system.” 
For inventory, a cloud ERP would give Maldiva Ltd. one real-time stock record shared by all 30 stores and the e-commerce platform, updated automatically at the point of sale. This would directly resolve the discrepancy between advertised and actual stock, reducing failed online orders, refunds and the associated customer complaints, while giving store managers accurate, real-time visibility of overstocked and understocked lines. 
For CRM, the recommended system would consolidate customer records, purchase history and support interactions into the single, cross-functional resource that Payne and Frow (2005) identify as the foundation of effective customer relationship management. With one customer view available to both marketing and customer support, Maldiva Ltd. would be able to run genuinely targeted promotions and resolve complaints faster, since support staff would immediately see what a customer had bought and when. 
For decision-making, a modern ERP includes built-in dashboards and business intelligence tools that automatically compile sales and operational data into real-time reports, removing the need for manually maintained spreadsheets. This effectively gives Maldiva Ltd. the MIS and DSS layers it currently lacks, in line with Laudon and Laudon's (2022) view that these systems exist to turn raw transactional data into the timely information managers need for forecasting and planning. 
On cost and scalability, a cloud, subscription-based ERP is well suited to a growing retailer such as Maldiva Ltd. Industry research shows that cloud ERP has become the dominant deployment model precisely because it lowers upfront capital costs, is billed on a predictable operating-expense basis, and scales easily as a business adds stores, users or sales channels; the global cloud ERP market is forecast to keep growing at close to 15% a year as more retailers make this shift (Grand View Research, 2024). This matters for Maldiva Ltd. specifically because the same platform that fits the business at 30 stores can scale with it as it continues to expand, without the disruptive, high-cost re-platforming that an on-premises system would eventually require. 
Finally, on security and compliance, a modern cloud ERP provides role-based access controls, encryption and audit trails as standard, directly addressing the “integrity and confidentiality” principle the ICO (2018) identifies as central to GDPR compliance. Configuring access so that staff can only see the customer data relevant to their role would substantially reduce Maldiva Ltd.'s exposure to unauthorised access and the regulatory penalties that follow a breach. 
A Complementary Recommendation: Blockchain for Supply Chain Traceability 
As a further, complementary recommendation, this report proposes that Maldiva Ltd. pilot blockchain technology alongside the core ERP system, specifically for inventory verification and supply chain traceability. Laudon and Laudon (2022) describe blockchain as a distributed, tamper-evident ledger that allows multiple parties, such as suppliers, warehouses and stores, to record and verify transactions without relying on a single central authority to guarantee their accuracy. For a multi-site retailer like Maldiva Ltd., this matters because it adds a second, independently verifiable layer of record-keeping on top of the ERP's central database: every movement of stock from supplier to warehouse to store, or store to customer, can be logged as an immutable entry that cannot be altered after the fact. 
This is particularly valuable for high-value consumer electronics, where discrepancies between recorded and actual stock can arise not only from data-entry error but also from loss, damage or internal fraud during transit and handling. A blockchain-based record would give Maldiva Ltd. an auditable, end-to-end history of each product's journey through the supply chain, making it easier to identify exactly where and when a discrepancy occurred rather than simply knowing that one exists. Because blockchain entries cannot be edited retrospectively, the same mechanism also strengthens Maldiva Ltd.'s GDPR accountability, since it provides a verifiable audit trail of data handling that supports the ICO's (2018) emphasis on demonstrable compliance, rather than merely stated compliance. 
Given the cost and complexity associated with blockchain infrastructure, this report recommends introducing it as a contained pilot, applied initially to a subset of high-value product lines, rather than as a company-wide replacement for the ERP's inventory module. This allows Maldiva Ltd. to test the technology's practical benefits and integration costs before deciding whether to extend it further, consistent with the phased, risk-managed approach set out in the implementation plan below. 
Taken together, the ERP recommendation, extended by a contained blockchain pilot, addresses all five of the challenges identified in the business case, because each of them stems from the same underlying problem: the absence of one, unified and verifiable information system. As Umble, Haft and Umble (2003) note, a well-implemented ERP system delivers exactly this kind of integration, improving efficiency, decision-making and data accuracy across every department it touches, provided the implementation itself is properly managed. 
Implementation Plan 
Implementing an ERP system of this scale is a significant undertaking, and Umble, Haft and Umble (2003) stress that its success depends as much on process and people as on the software itself. An 8month, phased plan is therefore recommended, running from Month 1 to Month 8, as set out in the Gantt chart below. 
The first step is discovery and requirements gathering, mapping current processes across stores, the warehouse, e-commerce and finance so the new system is configured around how Maldiva Ltd. operates, rather than forcing the business to adapt to the software. This should be followed by vendor selection and solution design, choosing an implementation partner and configuring the inventory, CRM, finance and reporting modules, alongside integration with the existing point-of-sale hardware in stores. 
Data migration follows in Months 2 and 3 and is arguably the most delicate stage. Existing inventory records and the customer data currently scattered across disconnected systems must be cleaned, deduplicated and consolidated before they are migrated into the new database, since Umble, Haft and Umble (2003) identify accurate data as one of the critical success factors for ERP projects, and poor-quality data carried into a new system simply repeats the old problems in a new place. 
Rather than switching all 30 stores over at once, a phased rollout is recommended, beginning with a pilot group of five stores in Months 3 and 4. This allows any configuration issues to be identified and resolved while the risk of disruption is contained, before the system is extended to the remaining stores between Months 4 and 6. The blockchain pilot for inventory traceability, described in Section 3.1, runs alongside the company-wide rollout, from Month 4 to Month 6, so that the additional verification layer can be tested on live data as the ERP itself scales up. 
Training and change management should run throughout the project, from Month 1 to Month 6, rather than being treated as a single event before go-live. Store managers, marketing staff, customer support and finance each need role-specific training, and Davenport (1998) cautions that an enterprise system is a business transformation rather than a purely technical project, so visible support from senior management and clear communication about why the change is happening are essential to overcoming staff resistance. GDPR compliance should similarly be built into the configuration from the outset, with access rights, encryption and data retention settings agreed between Months 2 and 5, and a data protection impact assessment completed before going-live rather than treated as an afterthought. 
Full system go-live is scheduled for Month 6, once the company-wide rollout and blockchain pilot are complete, followed by a structured post-implementation review in Months 7 and 8. This review should track key performance indicators such as stock accuracy, online order fulfilment rates and customer complaint volumes, allowing the system to be fine-tuned before the 8-month project formally closes. 
Implementation Gantt Chart 
[image: ] 
Figure 1: Proposed 8-month implementation timeline, Month 1 to Month 8. 
Maldiva Ltd. should also anticipate common implementation challenges within this timeline: staff resistance to unfamiliar processes, a temporary dip in productivity during the transition, the practical difficulty of migrating years of historic data from 30 stores, and the risk of cost or timeline overruns that Umble, Haft and Umble (2003) identify as common in ERP projects that lack strong project governance. Planning for these risks explicitly, rather than assuming the 8-month rollout will proceed smoothly, is itself part of a responsible implementation plan. 
Conclusion 
Maldiva Ltd.'s difficulties with stock discrepancies, fragmented customer data, slow reporting, GDPR exposure and disconnected departmental systems are not five separate problems but different symptoms of the same underlying issue: the absence of a single, integrated information system capable of supporting a 30-store, multi-channel retailer. The cloud-based ERP solution recommended in this report, combining unified inventory management, CRM and business intelligence within one secure platform, and extended by a contained blockchain pilot for supply chain traceability, directly addresses each of these symptoms at their source. It offers real-time stock visibility across all sales channels, a single customer view that supports both marketing and support functions, automated reporting that replaces error-prone spreadsheets, a tamper-evident audit trail for high-value stock, and the access controls needed for GDPR compliance, all on a scalable, cost-effective cloud model suited to a fast-growing business. Delivered through the 8-month, phased implementation plan set out above, with particular attention to data quality, staff training and change management, this system should allow Maldiva Ltd. to reduce lost sales and refunds, improve customer satisfaction, make faster and better-informed decisions, and continue to expand with confidence that its information systems can scale alongside it. 
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