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Abstract: The tile industry, while rich with opportunities, operates within a framework of complexity due to its vast range of
product variations, numerous competing brands, and ever-changing customer demands. These dynamics pose significant challenges
for tile resellers, especially those relying on outdated or manual systems to manage inventory, track sales, or engage with customers.
As a result, many businesses experience operational inefficiencies such as stock mismanagement, delayed customer responses, and
missed sales conversions. This research paper delves into the transformative potential of combining data analytics with strategic
project management to streamline operations and boost business performance in the tile sector. By examining the journey of Quality
Tiles a well established tile reseller based in Maharashtra, we provide insights into how the implementation of a tailored Inventory
Management System (IMS) significantly improved day-to-day operations. The system introduced real-time stock tracking, automated
billing, and structured customer interaction tracking, empowering the company to make faster, data backed decisions. Through this
case study, we highlight the real-world benefits of digital transformation in a traditional industry. These benefits include increased
operational transparency, enhanced staff coordination, improved customer satisfaction, and ultimately, a measurable rise in sales
performance. This paper serves as a practical guide for other tile businesses seeking sustainable growth through technology driven
strategies.

Keywords: Digital Transformation, Inventory Management System (IMS), Data Analytics, Project Management, Real-Time
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INTRODUCTION

Operating in the tile industry is no small feat,
resellers are constantly navigating a maze of
operational challenges driven by a massive
assortment of Stock Keeping Units (SKUSs),
unpredictable market demand, and outdated
inventory tracking methods. With hundreds or
even thousands of products in various sizes,
finishes, and brands, managing inventory manually
through ledgers, basic spreadsheets, or off-the-
shelf software often results in delayed updates,
stock discrepancies, and miscommunication
between departments. These limitations hinder
real-time visibility, making it difficult for
businesses to respond swiftly to customer needs or
market changes (Kothari, C.R. 2019).

In today’s fast evolving digital landscape,
embracing a data-driven mindset is no longer
optional, it’s a strategic necessity. Data analytics
plays a crucial role in uncovering patterns within
customer behavior, purchase cycles, and stock
movement. These insights help businesses make
more informed decisions about what to stock,
when to reorder, and how to personalize the
customer experience. However, having data alone
isn’t enough. The successful transformation of this
data into actionable strategies requires a solid
project management foundation.

Project management, when applied effectively,
brings structure and discipline to the digital
transformation process. It ensures that new tools
such as custom inventory management systems,

CRM modules, or mobile dashboards are
implemented smoothly, with clearly defined goals,
timelines, and accountability (  Mohanty, R. P. &
Deshmukh, S. G. 2010). Together, data analytics
and project management create a synergy that not
only improves internal efficiency but also
strengthens customer service, reduces operational
waste, and enables scalable business growth.

By uniting these two powerful disciplines, tile
resellers can overcome the complexities of their
operations and position themselves to thrive in an
increasingly competitive market.

2. THE ROLE OF DATA ANALYTICS
IN TILE BUSINESS OPTIMIZATION

In the fast-paced and competitive tile industry,
where consumer tastes can change rapidly and the
variety of products is vast, staying ahead of the
curve requires more than just traditional business
methods. That’s when data analytics steps in to
make a real difference. It’s no longer just a tool;
it's a crucial enabler for survival and growth in a
market that demands quick adaptability.

When tile resellers tap into data analytics, they get
clearer insights into how their business runs and
what their customers truly want. These insights
allow businesses to make smarter decisions
whether it's optimizing inventory levels to meet
changing demand, fine-tuning sales strategies, or
enhancing the overall customer experience. For
example, data-driven insights can help resellers
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quickly identify which products are popular or in
demand, allowing them to stock the right items at
the right time and avoid overstocking slow moving
goods.

Moreover, data analytics offers the ability to
predict trends and forecast customer preferences,
enabling businesses to be proactive rather than
reactive. This gives them a competitive edge by
ensuring that they’re not only meeting current
customer needs but also anticipating future ones.
Whether it's adjusting stock levels in response to
seasonal trends or personalizing marketing efforts
based on purchasing history, the ability to make
data-informed decisions ensures that businesses
remain agile and responsive to market fluctuations.

In a market where product variety is often
overwhelming, the integration of data analytics
provides much-needed clarity, making it easier to
navigate inventory management, sales forecasting,
and customer engagement ultimately driving
greater efficiency and satisfaction across the board.
By continuously adapting and refining strategies
based on real-time data, tile resellers are better
equipped to stay competitive and thrive in a
constantly evolving marketplace.

2.1 Inventory Optimization

Efficient inventory management is the foundation
of a successful tile reselling business. Given the
vast variety of products, differing in size, material,
finish, and brand maintaining accurate stock levels
without a structured system can be incredibly
challenging. That’s when tracking inventory in real
time, along with sales data, truly starts to
transform the way business is done.

With digital tools in place, resellers can analyze
product movement across categories and time
periods, gaining actionable insights into inventory
behavior.

e For instance, identifying which products are
consistently in high demand versus those that
remain stagnant on shelves enables businesses
to optimize their procurement strategies.
Instead of bulk-ordering everything, they can
prioritize high-performing SKUs and phase
out the underperforming ones (Chopra, S. &
Meindl, P. 2021).

e This data-driven  approach  eliminates
guesswork, allowing for smarter restocking
decisions. Businesses can avoid overstocking
items that don’t move quickly, freeing up
storage space, reducing operational clutter, and

significantly lowering holding costs (Turban,
E. etal., 2018).

e Moreover, by studying past sales cycles,
businesses can accurately forecast seasonal
demand. This means they can prepare well in
advance for high traffic periods like festive
seasons or year-end sales, ensuring popular
items are readily available and customers
aren’t turned away due to stockouts (Laudon,
K. C. & Laudon, J. P 2020).

In simple terms, analytics helps resellers keep their
inventory just right by having the right products, in
the right amounts, exactly when customers need
them. This not only streamlines internal operations
but also strengthens customer trust, as clients are
more likely to return to a store that never says,
“out of stock.”

2.2 Product Structuring and Tagging

In the tile industry, managing a diverse range of
products each with unique attributes such as brand,
size, type, material, and finish can be a daunting
task. Without a well-organized system in place,
this complexity can lead to disorganization,
inefficiencies, and delays. This is especially true
when dealing with thousands of SKUs that
constantly move in and out of stock.

To overcome these challenges, businesses can
adopt a structured approach to product
categorization. By tagging each product with clear
and relevant attributes, such as brand, size,
material, finish, and type, they can bring a much
needed sense of order to the inventory process.
The benefits of this approach are manifold:

e Faster Searches and Billing:

When products are tagged systematically, staff can
filter and search for products by specific attributes
(e.g., brand, size, material) rather than sifting
through long lists. This speeds up both the search
process and billing at the checkout, making daily
operations more efficient and less prone to errors.

e Improved Customer Service:

Whether a customer is inquiring online or at a
physical store, having a structured product
database ensures that inquiries are handled quickly
and accurately. Employees can  retrieve
information on specific products in seconds,
offering timely responses to customers, which
significantly enhances the customer experience
and boosts satisfaction (Davenport, T. H. & Harris,
J. G. 2007).
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A well-organized product structure doesn't just
streamline internal processes; it creates smoother
experience for customers as well. With easy-to-
navigate data, businesses can provide quicker,
more accurate responses, ensuring that customers
get exactly what they need in the shortest amount
of time. This, in turn, leads to greater customer
loyalty and an increase in repeat business.

2.3 Leveraging Customer Analytics

In today’s competitive tile industry, every
customer interaction whether it leads to a sale or
not offers valuable insights into buyer behavior.
These interactions, such as inquiries, purchase
patterns, frequency of visits, and responses to
follow-up communication, create a wealth of data
that can be used to fine tune business strategies.

By digging into customer data, tile businesses can
do much more than just keep a record of sales—
they can truly understand their customers and what
drives their buying decisions. Instead, they can
begin segmenting their customer base to uncover
valuable insights into who their high-value clients
are, what specific products they prefer, and how
often they make purchases. This level of insight
helps identify loyal customers and understand the
key factors that drive their purchasing decisions
(Rouse, M. 2023).

Once businesses understand their customers better,
they can employ data-driven marketing strategies
that resonate more deeply with their audience. For
example:

e Personalized Recommendations:

Businesses can use analytics to recommend tiles or
related products that match individual customer
preferences, making the shopping experience more
tailored and engaging.

e Upselling and Cross-Selling Opportunities:
Based on customer behavior and past purchases,
businesses can introduce upselling tactics, such as
suggesting premium tile options or offering
complementary products like grout, adhesives, or
tile cutting tools. These suggestions feel natural
and relevant, increasing the likelihood of
additional purchases (Baesens, B. 2014).

Furthermore, automation can be an invaluable tool
in ensuring no sales opportunity is overlooked. By
setting up automated follow-ups based on previous
customer inquiries or abandoned carts, businesses
can proactively engage with customers who may
have shown interest but haven't yet made a
purchase. These automated touches, when

executed thoughtfully, help maintain a personal
and ongoing relationship with customers while
driving conversions.

By fully leveraging customer analytics, tile
businesses can not only improve their sales process
but also build stronger, more personalized
relationships with their customers. In a market
where service and personalization can set one
company apart from the rest, customer analytics
offers a strategic edge that drives long-term
business success.

2.4 Analyzing Sales Trends

In today’s fast-paced business environment,
having access to dynamic, visual, and interactive
dashboards can be a game changer for tile
businesses. These tools not only allow managers
and business owners to see real-time sales data but
also provide a comprehensive view of overall
performance, enabling more informed decision-
making.

With just a few clicks, business leaders can
quickly identify which products, brands, or
collections are performing consistently well and
which ones might need closer examination. This
level of \visibility helps businesses avoid
overstocking slow-moving products and ensures
they focus on promoting high-performing items
(Kerzner, H. 2017). By continuously monitoring
sales trends, they can maintain an optimal
inventory and meet customer demand without
excess or shortages.

Another key advantage of sales trend analysis is its
ability to measure the success of marketing
initiatives. Business owners can easily assess
whether specific promotions, like discounts on a
particular tile collection, resulted in a sales spike
or if certain campaigns failed to generate the
desired impact (Project Management Institute et
al., 2021). This insight helps to fine-tune future
marketing strategies, ensuring that the business
invests in the most effective promotions and
activities.

Sales trend analysis also extends beyond just
understanding product and campaign performance,
it sheds light on staff performance as well. By
analyzing trends in individual or team sales,
businesses can identify employees who may need
additional training or guidance. If certain sales
regions are lagging behind others, it could signal
the need for localized marketing efforts or extra
support to boost performance.
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Ultimately, by transforming raw sales data into
actionable insights, businesses can adapt to market
shifts quickly and stay ahead of competitors. This
agility helps ensure that the business remains
responsive to customer needs, maximizing sales
opportunities while minimizing risks.

Together, these data-driven approaches not only
streamline operations but also contribute to a more
strategic and responsive tile business model. The
result is better resource allocation, increased sales
opportunities, and a customer experience that feels
more tailored and professional.

3. PROJECT MANAGEMENT AS A
CATALYST FOR DIGITAL
TRANSFORMATION

In the dynamic and often fragmented landscape of
the tile industry, adopting digital systems is far
more than a technical upgrade. It represents a
fundamental shift in how a business operates. It
influences not just the technology stack, but also
reshapes  workflows,  enhances  employee
responsibilities, and ultimately transforms
customer experiences. While advanced software
may provide the necessary tools for operational
improvement, it’s the methodology and discipline
of project management that ensure these tools are
implemented in a way that delivers lasting impact.

Project management acts as the guiding force that
holds a digital transformation together and keeps it
moving in the right direction. It brings a much
needed structure to what could otherwise become
an overwhelming or disjointed transition. By
offering clear timelines, defined goals, and
coordinated execution, project management
transforms vision into reality step by step. It keeps
all stakeholders aligned, identifies potential risks
early, and ensures resources are optimized
throughout the change journey.

Rather than simply launching a new software
system and hoping for the best, organizations that
leverage project management create a well mapped
roadmap for change. Every phase from
requirement gathering and role assignment to pilot
testing and post launch optimization is handled
systematically. This not only minimizes disruption
to daily operations but also builds a culture of
accountability and continuous improvement.

In essence, project management is the catalyst that
turns digital ambition into sustainable action. In
the tile industry where precision, timing, and
coordination are everything this structured
approach is what enables businesses to transition

confidently into a more efficient, data-driven
future.

3.1 Scope and Goal Definition

Before any digital tool is introduced, it’s crucial to
have a clear understanding of what the business
aims to achieve. This may include automating
stock updates, improving billing speed, enabling
real-time customer tracking, or centralizing all
inventory data.

Project management practices start with defining
these goals in a detailed, actionable manner. By
setting clear expectations early, all stakeholders
from store managers to software developers are
aligned on the purpose and expected outcomes of
the implementation (Schwalbe, K. 2015). This
prevents confusion and keeps the team focused
throughout the project lifecycle. This prevents
confusion and keeps the team focused throughout
the project lifecycle.

3.2 Phased Rollouts and Timelines

Rather than launching a system all at once, a
phased rollout is often more practical and less
disruptive, especially in a retail environment where
business continuity is critical.

For example, the first phase may involve digitizing
the master product database. Once that’s stable, the
next step could be building dashboards for
performance monitoring, followed by mobile or
touch screen integrations for point-of-sale use.
This step-by-step approach reduces stress on the
business and allows teams to adapt progressively
to the new system (McKinsey & Company, 2020).
Clear timelines with achievable milestones also
help track progress, ensuring the transformation
stays on schedule and within scope.

3.3 Role Assignment and Collaboration
Successful implementation relies on people just as
much as it does on technology. Project
management structures the team by assigning clear
roles such as system developers, testers, trainers,
and operations staff.

When each person knows their responsibilities,
there’s greater ownership and less ambiguity. This
clarity fosters collaboration across departments,
ensuring technical and operational insights are
both considered. Developers, for example, may
gain a better understanding of on-ground
challenges, while staff become more invested in
the success of the system because they’re involved
in its rollout (IBM Institute for Business Value et
al., 2022).
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This cross-functional teamwork transforms the
system from a "top-down" imposition into a shared
goal.

3.4 Risk Planning and Mitigation

Every digital transformation project comes with its
share of uncertainties. Whether it’s resistance from
employees who are used to manual processes or
technical challenges during data migration, risks
are inevitable.

Project management involves proactive risk
identification,  assessment, and  mitigation
planning. For instance, if employee resistance is
expected, change management strategies like
training, demos, and feedback sessions can be
introduced. Similarly, for data migration, backup
plans and testing phases can be designed to
safeguard against data loss or corruption
(Salesforce Research et al., 2023). By planning for
setbacks in advance, businesses can minimize
disruptions and maintain momentum even when
issues arise.

In essence, project management transforms digital
adoption from a one time installation into a guided
journey balancing technology, people, and
processes. When executed well, it ensures that
systems don’t just get implemented, they get
integrated, embraced, and optimized for long-term
success.

4. CASE STUDY: QUALITY TILES’
DIGITAL LEAP

4.1 Background

Quality Tiles, a well established tile and stone
reseller based in Maharashtra, catered to a wide
customer base with a product portfolio ranging
from 1,000 to 2,000 Stock Keeping Units (SKUs).
These SKUs included a diverse mix of ceramic
tiles, vitrified tiles, Kadapa stones, and various
types of natural stones sourced from over 10
different brands.

While the business had grown in scale and
reputation, it was still heavily reliant on traditional,
manual methods to manage its day-to-day
operations. This reliance led to several critical
challenges that affected both internal efficiency
and customer satisfaction:

e Manual Billing Errors:

Billing was performed manually, increasing the
likelihood of calculation mistakes, missing line
items, or incorrect tax applications. This not only
slowed down the checkout process but also eroded
customer trust.

e Lack of Real-Time Inventory Visibility:
Inventory data was updated only at the end of the
day or even later. This delay resulted in frequent
mismatches between what was actually in stock
and what staff believed was available, causing
order delays and lost sales.

e Weak Customer Follow-Up Mechanisms:
There was no central system to record or track
customer inquiries. As a result, sales teams often
missed out on following up with interested buyers,
leading to potential revenue slipping through the
cracks.

e Internal Confusion Due to Unstandardized
Processes:

Without standard operating procedures or

centralized systems, teams lacked clarity on roles,

responsibilities, and processes. This misalignment

led to inefficiencies and unnecessary internal

friction.

4.2 The Transformation

To overcome these persistent issues, Quality Tiles
decided to embrace digital transformation by
implementing a customized Inventory
Management System (IMS) tailored to their unique
business model. The system brought together the
power of data structuring, automation, and
analytics into a single user-friendly platform.

Smart Product Structuring

The first step was organizing the vast product
database. Each item was systematically tagged
based on attributes such as brand, size, type (e.g.,
wall tile, floor tile), material (e.g., ceramic,
vitrified, stone), and finish (e.g., glossy, matte).
This structured classification made it easier for
both staff and customers to search for and compare
products quickly, reducing time spent on manual
searches during billing and inquiry handling.

Customer Inquiry Module

To enhance customer engagement, a dedicated
module was developed to log every inquiry. This
included capturing essential metadata such as the
customer's hame, phone number, product interest,
preferred timeline, and the staff member assigned
to assist them. This module ensured that no inquiry
was lost or forgotten and enabled automatic
follow-ups, improving lead conversion rates
significantly.

Real-Time Stock Ledger

A livestock ledger was integrated into the system,
updating inventory levels instantly with every sale
or purchase. This meant that every employee from
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sales to inventory managers could see up-to-date
stock positions, helping them make informed
decisions on the spot. It also helped in setting
automated reorder alerts to prevent stockouts and
overstocking.

Automated Billing Engine

The billing system was overhauled to support
automatic tax calculations, including GST, and to
generate real-time invoices linked to customer
records. The system also supported multi-mode
payments and instantly updated stock levels after
each transaction. This streamlined the billing
process, reduced customer wait time, and ensured
accuracy in every invoice.

Performance Dashboards

To make the system insightful as well as
functional, customizable dashboards were created
for the management team. These dashboards
displayed real-time analytics on:

o Daily sales summaries

e Inquiry-to-conversion rates

e Most in-demand products or brands

This data empowered decision-makers to act
faster, strategize better, and identify improvement
areas on a daily basis.

Results and Impact

Within a few months of deployment, Quality Tiles

observed tangible improvements:

o Billing time reduced by over 40%

e Inventory errors dropped drastically due to
real-time updates

e Customer inquiry follow-up rates increased,
directly impacting monthly sales

e Internal processes became more synchronized,
improving team efficiency

This digital transformation didn’t just modernize
their operations, it equipped Quality Tiles with a
competitive edge in a fast evolving marketplace.
The journey also served as a blueprint for how
traditional businesses can successfully pivot to
data-driven operations without losing the personal
touch that customers value.

5. LONG-TERM
ADVANTAGES

While the immediate benefits of digital
transformation are often seen in smoother
workflows and better inventory control, the true
value lies in the long-term strategic gains it
delivers. The integration of data analytics and
structured project management doesn’t just resolve
day-to-day challenges it lays the groundwork for

STRATEGIC

sustainable growth, scalability, and smarter
business decisions. Let’s explore how:

5.1 Scalability Across Branches and Locations
One of the most powerful advantages of
implementing a well planned digital system is its
ability to scale effortlessly. Whether Quality Tiles
decides to open new branches, onboard franchise
partners, or expand into other regions, the existing
system can be replicated with minimal changes.
Master databases, standardized procedures, and
integrated tools allow new teams to adopt the
system without starting from scratch. This
drastically reduces onboarding time and ensures
consistency in operations across all outlets.

5.2 Improved Accuracy and Reliability

Manual processes are often plagued by human
errors missed entries, wrong quantities, or
incorrect tax calculations. By automating critical
functions like stock updates, billing, and reporting,
the system ensures that every transaction is
captured with precision. Real-time checks and
notifications help catch errors before they occur,
ensuring that mistakes are avoided. This proactive
approach not only saves valuable time and
resources but also protects the reputation of the
business. Over time, this leads to stronger
operational integrity and higher staff confidence.

5.3 Higher Customer Retention through Better
Experience

In a competitive market like the tile industry,
customer loyalty is hard won and easily lost. With
the new system in place, businesses can provide
faster service, follow up proactively on inquiries,
and maintain detailed customer histories for
personalized interactions. Customers feel valued
when their preferences are remembered and their
concerns are addressed promptly. This consistent
and efficient service builds trust, increasing the
chances of repeat business and long-term
relationships.

5.4 Smarter, Data-Driven Decision Making
With real-time insights available at their fingertips,
business owners and managers no longer have to
rely on guesswork or delayed reports. The system
provides data backed clarity on which products are
performing well, which customers bring the most
value, and which marketing campaigns are driving
sales. Armed with this information, decision-
makers can:

e Fine tune procurement to avoid overstocking

or shortages
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e Design promotions around top selling or
seasonal items

e Adjust pricing strategies based on market
trends and sales velocity

Ultimately, this data-first approach empowers

International Publishers, New Delhi, India. A
comprehensive guide on research methods
covering  qualitative and  quantitative
approaches, widely used in academic and
professional research planning.” (2019).

: ¢ ' - 2. Mohanty, R. P. & Deshmukh, S. G. “Advanced
leadership to act with confidence, agility, and operations management: Concepts and cases.
fore5|ght_ transforming the business from reactive Pearson Education, New Delhi, India. This
to proactive. book offers in-depth insights into advanced
6. CONCLUSION concepts and practical case studies related to
The tile reselling industry operates in a uniquely operations management strategies.” (2010).
challenging environment characterized by vast 3. Chopra, S. & Meindl, P. “Supply chain
product  assortments,  fluctuating  customer management:  Strategy, planning, and
preferences, and demand patterns that are often operation. Pearson_Educgtlon, Boston, MA. A
difficult to predict. In such a landscape, relying found_atlonal text discussing !<ey strategies and
solely on traditional, manual systems is no longer a planning techniques used in global supply
viable option. The case of Quality Tiles clearly chain management (2021). N
demonstrates how modernizing operations through 4. Turban, E., Sharde}, R. &. Dele_n, D. “Decision
technology isn’t just a value-add it’s a business support and b'usmess intelligence _SyStemS'
imperative. Pearson Education, Upper Saddle River, NJ.

Covers  frameworks and  technologies
By embracing a custom built inventory supporting  managerial  decision-making,
management system, paired with robust data including analytics and Bl tools.” (2018).
analytics and structured project execution, tile 5. Laudon, K. C. & Laudon, J. P. “Management
resellers gain much more than just automation. information systems: Managing the digital
They acquire a strategic command center one that firm. Pearson Education, Boston, MA.
provides real-time visibility, enhances customer Explores how modern businesses leverage IT
interaction, optimizes inventory cycles, and systems to operate efficiently in a digital
supports data informed decision-making at every environment.” (2020).
level of the organization. 6. Davenport, T. H. & Harris, J. G. “Competing
This transformation enables businesses to: ﬁ'n anzlytlcs_. The new: science of winning.
e Eliminate inefficiencies caused by manual arvar Bu_smess Rewevx{ I?ress, Boston, M-A '
processes An mflt_;entlal work gx_plalnmg how companies
can gain a competitive edge through data-
* Serve custpmers faster and more accurately driven decision-making and analytics.” (2007).
e Adapt swiftly to market shifts and product 7. Rouse, M. <“Customer data analytics.
trends _ _ _ TechTarget. An online article discussing the
e Empower their teams with tools that drive role of customer data analytics in enhancing
productivity and accountability customer experience and driving strategic
In today’s fast paced and competitive market, business decisions. (2023). _
embracing digital transformation has become 8. Baesens, B. “Analytics in a big data world:
essential, rather than optional. It's what separates The essential guide to data science and its
just getting by from truly growing and succeeding. applications. Wiley, Hoboken, NJ. A practical
For tile resellers who aspire to scale sustainably, guidebook highlighting the relevance and
remain relevant, and lead with innovation, now is application of big data analytics and data
the time to act. Just as Quality Tiles turned its science in real-world business scenarios.”
operational challenges into opportunities for (2014). _
growth, others in the industry can follow suit by 9. Kerzner, H. “Project management: A systems
investing in systems that not only support today’s approach to planning, scheduling, ~and
demands but prepare them for tomorrow’s controlling. Wiley, Hoboken, NJ. A classic
possibilities. and detailed reference on all aspects of project
management including frameworks,
REFERENCES methodologies, and tools.” (2017).
1. Kothari, C. R. “Research methodology: 10. Project Management Institute (PMI). “A guide
Methods and techniques. New  Age to the project management body of knowledge
Copyright © 2022 The Author(s): This work is licensed under a Creative Commons Attribution- NonCommercial-NoDerivatives 4.0 7

(CC BY-NC-ND 4.0) International License
Publisher: SARC Publisher



Dahule, P.

Sarc. Jr. Eng. Com. Sci. vol-4, issue-6 (2025) pp-1-8

11.

12.

(PMBOK® Guide) — 7th edition. Project
Management Institute, Newtown Square, PA.
A globally recognized standard for project
management  best  practices, providing
guidance on performance domains and
principles.” (2021).

Schwalbe, K. “Information technology project
management. Cengage Learning, Boston, MA.
Focuses on the challenges and methodologies
of managing IT projects, including planning,
executing, and monitoring.” (2015).

McKinsey & Company. “The next normal in
construction: How disruption is reshaping the
world’s largest ecosystem. McKinsey Global
Institute, New York, NY.
Analyzes the impact of digital disruption and

13.

14.

global changes on the construction industry,
suggesting future pathways for growth and
innovation.” (2020).

IBM Institute for Business Value. “Intelligent
automation:  The engine for digital
transformation. IBM Corporation, Armonk,
NY. Examines how intelligent automation is
central to digital transformation and business
agility in modern enterprises.” (2022).
Salesforce Research. “State of the connected
customer: 5th edition. Salesforce, San
Francisco, CA. Reports evolving customer
expectations and behaviors based on data from
global surveys, emphasizing the importance of
personalization and digital engagement.”
(2023).

Source of support: Nil; Conflict of interest: Nil.

Cite this article as:
Dahule. P. "Leveraging Data Analysis and Project Management to Transform Tile Industry Operations."”

Sarcouncil Journal of Engineering and Computer Sciences 4.6 (2025): pp 1-8.

Copyright © 2022 The Author(s): This work is licensed under a Creative Commons Attribution- NonCommercial-NoDerivatives 4.0 8
(CC BY-NC-ND 4.0) International License

Publisher: SARC Publisher



