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ABSTRACT: Moral issues Multinational companies are experiencing more difficulty in customer-facing project
management as well as managing international teams. In this paper, the author will discuss how predictive and
prescriptive project portfolio management (PPM) is implemented to optimise the results of project development using
the strategic merge of Salesforce CRM with top-ranking project management software, such as Asana, Jira, Primavera
P6 Professional, and Microsoft Project. The study measures functional capabilities, predictive and prescriptive
capabilities, integration potential as well as the effect on satisfaction of customers, project delivery and international
collaboration using a qualitative comparative method and real-world case studies. The results have shown Salesforce
CRM to be great in terms of automation of workflows, management of customer information, and teamwork, whereas
such tools as Jira and Microsoft Project reinforce risk management and prescriptive decision-making. Combination of
these technologies can be used to provide data-driven planning of projects, knowledge management, and proactive
dedication of resources. The paper offers a practical guideline to MNCs pursuing the ideal of customer interaction and
execution of global projects, and points to implications on strategy, efficiency in operations and further research on the
integrated PPM systems.

KEYWORDS: Predictive Project Portfolio Management, Prescriptive Project Management, Salesforce CRM
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L. INTRODUCTION

In modern business world, multinational organisations (MNCs) are under growing pressure to maximise the results of
customer-facing projects as well as to advance collaboration in global working teams that are geographically spread. The
combination of predictive and prescriptive project portfolio management (PPM) strategies has been developed as the
strategic tool that will realise these goals and make it possible to utilise information-based decision-making and allocating
resources proactively (Grover, Chiang, Liang, and Zhang, 2018). Predictive PPM uses past project data and makes
predictions of the possible risks and opportunities, but prescriptive PPM goes a step further by offering actionable
measures that will help in maximising the performance of projects (Blackburn, Alexander, Legan, and Klabjan, 2017).

Customer relationship management (CRM) software and especially Salesforce have been of prominent significance in
facilitating such efforts through the creation of a platform through which customer-related data is centralised, sales
operations are automated, and workflows are collaborative (Sunkari, 2022; Xu, Yen, Lin, and Chou, 2002). It has been
argued that the implementation of CRM systems along with the top project management tools including Asana, Jira,
Primavera P6 Professional, and Microsoft Project promotes real-time communications, the sharing of knowledge, and
alignment of project implementation and organisational strategic goals (Moutot and Bascoul, 2008; Chowdhury and
Lamacchia, 2019).

Moreover, the advent of the big data analytics has enhanced the predictive and prescriptive systems in the CRM and PPM

platforms. Using large-scale customer and operational datasets, organisations will be able to draw patterns, predict client
needs, and optimise resource utilizations to enhance the overall project results (Zerbino, Aloini, Dulmin, and Mininno,
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2018; Blackburn et al., 2017). Knowledge management practises also exert a vital mediating factor in bringing data
insights to actionable outcomes in increasing the project efficiency and teamwork among the global workforces (Garrido-
Moreno and Padilla-Melendez, 2011).

MNCs are continuing to experience difficulties in balancing customer-oriented goals and project global executions since
these technologies, although much used, vary in terms of technological adoption, organisation structures, and the level
of process standardisation. As a result, it is important to conduct a comparative study of Salesforce CRM, as well as the
most popular project management tools, to learn how they can contribute to the improvement of the customer-facing
project results and the cooperation of multinationals in a global setting. This paper attempts to fill this gap by looking at
the functional abilities, integration possibilities and empirical performance that comes with these tools in the modern
MNCs.

II. LITERATURE REVIEW

Information systems and data analytics have made a lot of contributions to the evolution of the project portfolio
management (PPM) in multinational companies. Predictive PPM involves the utilisation of past project data to predict
the possible risks, resource limitations, and project success rates, whereas prescriptive PPM gives concrete advice on
how the project could best be undertaken (Blackburn, Alexander, Legan, and Klabjan, 2017). These methods at the
inclusion of Customer Relationship Management (CRM) systems have been shown to boost organisational potential in
the complex, customer-facing projects (Grover, Chiang, Liang, and Zhang, 2018).

The salesforce CRM is renowned and considered to be one of the primary customer engagement tools that provide such
features as automated workflows, sales analytics, and real-time collaboration to facilitate working with projects in global
strengths (Sunkari, 2022; Xu, Yen, Lin, and Chou, 2002). Empirical research studies have shown that Salesforce adoption
enhances customer satisfaction and efficiency in operations as customers are centralised by centralising information and
facilitating communication across departments (Moutot and Bascoul, 2008). Likewise, the project management software
such as Asana, Jira, Primavera P6 Professional, and Microsoft project can offer systematic guidelines to track the tasks,
assign resources, and manage risk so that global teams can work as a team (Chowdhury and Lamacchia, 2019).

Predictive and prescriptive becomes even more efficient with the implementation of big data analytics in CRM and PPM.
Organisations can discover patterns, predict the needs of clients, and improve resource allocation by analysing both their
customer and operation data in large volumes (Zerbino, Aloini, Dulmin, and Mininno, 2018; Blackburn et al., 2017). The
practises of knowledge management play the vital role of a mediator and make sure that the insights gained through the
data help to implement the ideas into practical project strategies and contribute to the innovativeness as well as efficiency
(Garrido-Moreno and Padilla-Melendez, 2011).

Although the advantages could bring an increase, there exist problems in aligning objectives of customers with global
projects execution. The adoption of tools, process standardisation, and organisational culture are likely to be varying
issues, which prevent the maximum utilisation of predictive and prescriptive PPM benefits (Kumar and Reinartz, 2018;
Yong, Ki, and Soo, 2003). Therefore, Salesforce CRM and some of the best project management tools should be compared
to assess their input to the customer-centred project deliverables and international teamwork.
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Figure 1: Combining CRM and Project Management Tools to improve teamwork.
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Figure 2: predictive vs Prescriptive PPM Functions of MNCs.
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Figure 3: uptake of Big Data-Powered CRM on the Project Performance.
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Problem Statement

The multinational corporations have been struggling with the continuous inability to engage in harmonious teamwork in
worldly teams and secure the best project outcomes toward customers. Although CRM systems and project management
software are available, most organisations are unable to integrate these systems in a manner that minimises unwarranted
duplication of effort or sluggish project completion and improved client satisfaction (Xu, Yen, Lin, and Chou, 2002;
Chowdhury and Lamacchia, 2019). In addition to this, the absence of a comparative framework of the effectiveness of
CRM systems such as Salesforce to project management tools such as Asana, Jira, Primavera P6, and Microsoft Project
constrain the organisational decision making in relation to technology adoption.

Objectives

e To discuss how Salesforce CRM can help in supporting customer facing project results and facilitating support to
work globally.

e To investigate how project management tools used as the top leaders (Asana, Jira, Primavera P6, and Microsoft
Project) perform in predictive and prescriptive project portfolio management.

e To offer a comparative analysis of Salesforce CRM and project management software in multinationals.

e To suggest a strategic model of merging CRM and PPM tools to streamline world-wide project implementation and
consumer contentment.

Proposed Solution

This paper suggests a unified model in which Salesforce CRM is integrated with best project management software to
utilise predictive and prescriptive PPM models. Organisations can gain real-time information about project status and use
of resources by centralising information about customers, automating business processes, and even empowering cross-
functional teams (Moutot et al., 2008; Grover et al., 2018). The combination of the big data analytics will make the
predictive insights actionable, which will enable the managers to foresee risks and recommend the best intervention. The
KM processes also facilitate the process of converting the insights into actionable strategies to facilitate efficiency and
decrease the project delay, as well as increase customer satisfaction (Garrido-Moreno and Padilla-Melendez, 2011;
Zerbino et al., 2018).
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Figure 4: The Integrated CRM-PPM Framework that has been proposed to MNCs.
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III. METHODOLOGY

The proposed research will be a qualitative-comparative research design to assess whether Salesforce CRM and the best
project management tools in increasing customer facing project deliverables and collaboration across countries in
multinational enterprises (Asana, Jira, Primavera P6 Professional and Microsoft Project). The study is aimed at learning
how predictive and prescriptive project portfolio management (PPM) approaches may be implemented with the help of
these technologies.

Research Approach

The case study methodology was used to present a detailed investigation of MNCs who have successfully deployed
Salesforce CRM application and the chosen project management tools. It helps to study real-life organisational situations,
processes, and collaboration (Grover, Chiang, Liang, and Zhang, 2018). The purposive sampling strategy was employed
to choose the MNCs that have reported the experience of utilising CRM and PPM tools, which is the relevance and
practical insights.

Data Collection

Secondary data was used to obtain the information, such as peer-reviewed journal articles, industry reports, and company
documentation. Major measures aimed at gaining production outcomes, customer satisfaction rates, effectiveness of the
collaboration of the global team, and the application of predictive and prescriptive analytics (Sunkari, 2022; Zerbino,
Aloini, Dulmin, and Mininno, 2018). Real case application was also examined in the study that involves Salesforce CRM
applications in the context of global sales and project management and adoption of Asana, Jira, Primavera P6, and
Microsoft Project in portfolio management.

Comparative Analysis

The data obtained were synthesised with the help of a cross-case comparative system. The criteria of evaluation were:
e Useful functions: automation, tracking of tasks, analytics, and support.

e Predictive PPM characteristics: forecasting risk, project resources prediction, and scenario planning.
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e Actionable recommendations, optimization strategies, and workflow improvements are some of the features of
Prescriptive PPM.

e Potential to integrate: Capacity to connect with the other organisational systems and CRM tools.

¢ Influence on customer results and working together internationally: Use case study evidence to support, and provide
reported customer delight in improvement of project delivery, client satisfaction, and inter-team coordination (Moutot
and Bascoul, 2008; Garrido-Moreno and Padilla-Melendez, 2011).

Data Analysis

The content analysis tool was applied to the data through thematic analysis and the recurrent patterns and observations
on the tool effectiveness under predictive and prescriptive PPM situations were identified. Organisational factors
including knowledge management practises, team structures, and global workflow processes were also used in the
analysis, thus translating the effect of CRM and PPM tools on the project outcomes (Chowdhury and Lamacchia, 2019;
Kumar and Reinartz, 2018).

IV. RESULTS
The results of this study highlight the comparative effectiveness of Salesforce CRM and leading project management
tools (Asana, Jira, Primavera P6 Professional, and Microsoft Project) in enhancing customer-facing project outcomes and
promoting global collaboration in multinational companies. Data were synthesized from documented case studies,
industry reports, and peer-reviewed literature, focusing on predictive and prescriptive project portfolio management
(PPM) capabilities, integration potential, and impact on organizational performance.

1. Comparative Functionality Analysis

Table 1: Functional Capabilities of CRM and Project Management Tools

Feature / Tool Salesforce Asana Jira Primavera P6 | Microsoft
CRM Professional Project

Task Tracking & Management V4 N4 v v v
Workflow Automation v v v X v
Predictive Analytics v X v v v
Prescriptive Recommendations | X v v v
Collaboration & | v v X v
Communication

Integration with Other Systems V4 N4 v v v

Note: vindicates presence of feature; X indicates limited or no feature.
Interpretation: Salesforce CRM demonstrates superior capabilities in workflow automation, predictive analytics, and
collaboration support, making it highly suitable for customer-facing project management. Traditional PPM tools like

Primavera P6 excel in prescriptive planning but show limitations in collaboration features (Moutot & Bascoul, 2008,
Sunkari, 2022).

2. Predictive and Prescriptive PPM Capabilities

Table 2: Predictive vs. Prescriptive Features Across Tools

Tool Predictive PPM Features Prescriptive PPM Features Observed Impact on Project
Success

Salesforce Risk forecasting, customer | Actionable recommendations for | High (improved project delivery,
CRM behavior prediction client engagement customer satisfaction)

Asana Task progress tracking Workflow suggestions Moderate (task-level efficiency)
Jira Issue prediction, risk alerts | Prescriptive workflows for issue | High (team collaboration & risk

resolution mitigation)
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Primavera P6 | Resource forecasting, | Project schedule adjustments High (resource utilization and
schedule optimization timeline adherence)

Microsoft Risk and resource | Prescriptive scheduling & | High (project delivery and

Project forecasting optimization timeline management)

Interpretation: Salesforce CRM, combined with PPM tools like Jira or Microsoft Project, provides both predictive and
prescriptive capabilities, offering an integrated approach to manage global projects and customer-facing initiatives
effectively (Blackburn et al., 2017, Zerbino et al., 2018).

3. Impact on Customer-Facing Project Outcomes and Global Collaboration

Table 3: Reported Outcomes in Case Studies

Metric Salesforce Asana Jira Primavera | Microsoft
CRM P6 Project

Customer Satisfaction M 1 7 7 1

Project Delivery Timeliness " 1 M " 1

Team Collaboration (Global) | 11 1 1" 1 1

Knowledge Management | 11 1 1 1 1

Efficiency

Note: 1 indicates moderate improvement, 11 indicates significant improvement.

Interpretation: Case study evidence shows that Salesforce CRM, when integrated with project management tools,
enhances customer satisfaction, project timeliness, and global team collaboration. Tools like Asana are effective for task-
level management but have limited predictive capabilities, while Primavera P6 excels in resource and schedule
optimization but lacks collaboration features (Chowdhury & Lamacchia, 2019; Garrido-Moreno & Padilla-Meléndez,
2011).

Figure 6: Comparative Outcomes of CRM and PPM Tools on Customer-Facing Projects
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V. DISCUSSION

The results of this research indicate that the alignment of Salesforce CRM and the top-notch PM tools makes the
customer-facing project results and collaboration throughout the globe of multinational corporations much better. The
comparative analysis shows that each tool has its own set of strengths; however, when used jointly, the tools would offer
a holistic framework of predictive and prescriptive project portfolio management (PPM).

Salesforce CRM is the best system to use in automating business workflows, consolidating customer data, and facilitating
the cross-functional workflow. These characteristics facilitate real-time decision-making and communication with the
clients, which is vital in projects that require direct customer interaction in globally spread teams (Sunkari, 2022; Moutot
and Bascoul, 2008). Integration of predictive analytics into Salesforce enables organisations to predict the needs of clients
and discern possible risks of projects so they can intervene in advance and reduce time losses (Grover, Chiang, Liang,
and Zhang, 2018; Blackburn et al., 2017).

The project management systems like Jira and Microsoft Project are complementary to Salesforce because Jira and
Microsoft offer the ability to track tasks, determine risks, and rely on forecasting schedules. The issue-tracking and
prescriptive processes of Jira are quite useful in solving bottlenecks in operations; meanwhile, resource distribution and
project schedules are optimised by Microsoft Project and Primavera P6 Professional, which guarantees their efficient
delivery and coordinated work by global teams (Chowdhury and Lamacchia, 2019; Zerbino, Aloini, Dulmin, and
Mininno, 2018). Nevertheless, such tools as Asana are effective at the task level and collaboration, yet they prove to show
little predictive and prescriptive capabilities, which suggest the need to integrate these strategies in order to remain
holistic in terms of project performance.

The findings also highlight the essence with which knowledge management is instrumental in achieving the fruits of
CRM and PPM integration. Good knowledge-sharing practises will make sure that the knowledge based on predictive
analytics are translated into actionable knowledge, which will result in the efficiency, innovation, and a better level of
client satisfaction (Garrido-Moreno and Padilla-Melendez, 2011). MNCs that deploy structured knowledge management
operations and capacity building on top of these tools state enhanced equilibrium in group undertakings, quicker reaction,
and enhanced conformity in the customer anticipations as well as project execution (Kumar and Reinartz, 2018).

Strategically, Salesforce CRM integrated with predictive and prescriptive PPM will offer MNCs the two-fold benefit: to
start with, the possibility to improve customer-centred performance due to the ability to predict the needs of clients and
automate the process of interaction; second, the centralization of data receiving, real-time tracking of the activities, and
actionable insights will enable the global collaboration. The utilisation of these factors leads to the organisations being
in a position to optimise on the deployment of their resources, minimising project delays and the attainment of better
customer satisfaction levels.

VI. CONCLUSION

This paper shows that strategic integration of Salesforce CRM and dominant project management tools can have massive
impact on improving the customer-facing project outcomes and provide a strong global collaboration in multinational
corporations. It is established in the comparative analysis that each tool is unique in its strength, but when used in
combination, they have a full-fledged framework on how to be used in predictive and prescriptive project portfolio
management. Companies that make the most of such technologies, in an integrated fashion, enjoy better task tracking,
risk prediction, actionable recommendations, and better knowledge-sharing habits and proceed to execute projects in
more efficient and end up satisfying customers better.

The study will help to understand better how the CRM systems and project management tools may be reconciled to
contribute to the operational efficiency and strategic decision-making at the complex multinational environment. It is
also a useful model that can be adopted by companies in the effort of incorporating predictive and prescriptive abilities
into project portfolio management process.

These, however, have restrictions in the variation of organisational adoption, the difference in technological maturity, and
the data sneak preview offered by case studies. Future studies may focus on merging existing Al-related analytics, study
the longitudinal effect of project performance and research on the performance of such tools in various industries and
organisational frameworks.
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By extension, the results of this research show that the critical joining of CRM and project management instruments is
more than a technological intensification, but a tactical need in multinational organisations that seek to streamline the
worldwide involvement of customers as well as execution of projects.
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