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A Strategic Report for Asset Owners,'

Developers, and Operators.




Executive Summary

The Global Propilic cit mictrciNispLo]cClc e
'reach $86.5 billion by 2032, yet the operational

reality on the ground tells a different story.

Industry data suggests that nearly 73% of
digital transformation initiatives in the built

environment fail to deliver their projected ROL.

They don't fail because the technology is flawed.
They fail because the delivery model is

broken.

This report analyzes the root causes of this

failure rate—ranging from "Feature Fatiglie i

"User-Adoption-Gap"—and proposSes e s

framework for deployment -

The Outcome-First Sprint.




Part 1: The anatomy of failure

" Whv do millions of dollars in software
spend result in "Shelfivare'?

1. The "Big Bang" Deployment Fallacy

Most enterprises attempt to digitize their entire
portfolio (People, Assets, Finance, Energy)
‘simultaneously. This introduces massive
organizational friction. By the time the 12-month °
Implementation is complete, the requirememnvs e

changed, and the ground staff has disengaged.

- The Stat: Projects with a timeline exceeding 6
months have a 60% higher probabilifsE .

abandonment.



:2. The U‘ser—DéSign Disconnect (The "Blue Collar"

'Gap)"

'R_eaI Estate software is typically bought by C-Suite °

executives (on MacBooks) but used by technicians
'_a.nd security guards (on budget Androids). When
interfaces are text-heavy and complex, ground staff
revert to their path of least resistance: WhatsApp and
Paper.

- The Reality: If a technician cannot log a ticket in

3 clicks, they won't log it at all, The datasstEEeinss

dies at the source.

- 3. The Data Silo Epidemic

Facilities Management uses one tool, Leasing uses

another, and Energy Management uses a third. None

]

of them speak to the ERP. This fragmentation fOreesss

Asset Managers to spend 40°%o of their time collating

data in Excel rather than making decisions.

- The Risk: Fragmented data hides "Operationa,l" 2

Leakage"—the 15-20°% of OPEX lost to mefﬁm;x:

and vendor over- blllmg s

...,-'»

i

_5
Fased
s



rh )]

a‘. =

. '4,;Iﬁ;ﬁut—Based vs. Outcome-Based Contracts
.'p_ro_ﬁT:ech is traditionally sold as a "License" (Access).
: .Ho_Wever, clients need an "Outcome" (Compliance).
' _When vendors are paid for licenses rather than usage
_or data quality, their incentive to ensure adoption

.‘vanishes after the sale.




Part 2 Regional Intelligence

® APAC (Singapore/HRK/SEA)

‘Specific market dyvnamics contributing to
the failure rate in key regions.

The High-Labor/High-ESG Matrix

‘High density, mixed-use assets with complex

ownership structures (Strata).

The Failure Mode: "Integration Fatigue." Trying to
force legacy BMS, tenant apps, and new ERPs to talk-
_to each other, resulting in years of stalled integration
projects.

The Fix: The Unified Laper A system that sits above
the hardware, acting as a single pane of glass without

A

requiring a rip-and-replace of legacy tSEEs



Part 2 Regional Intelligence

aB Australia

‘Specific market dyvnamics contributing to
the failure rate in key regions.

The High-Labor/High-ESG Matrix
The Context

High labor costs and strict environmental standards
(NABERS) drive the market.

The Failure Mode: "Data Overload." Buildings have-
_sophisticated BMS systems, but FM  TeaiilSsssi
drowning in alerts they cannot resource.

The Fix: Automated Triage. Using Al to filter noise

and dispatch high-cost labor only when necessary

Al

iBeclictive vs. Reactivel:



Part 2 Regional Intelligence

= India

‘Specific market dyvnamics contributing to
the failure rate in key regions.

The Cost & Compliance Squeeze
The Context

A highly price-sensitive market now facing strict
regulatory pressure (SEBI BRSR Core).

The Failure Mode: "The Whatsapp Trap." Operations’
‘run entirely on informal chat groups. While efficient *
for communication, it creates zero audit trails for ESG
or SEBI compliance, creating massive liability risk.
The Fix: Process Ejfficiency - Moving from chat-based
chaos to structured, mobile-first workflows that :

- generate compliance reports automatically. /A



Part 2: Regional Intelligence
: '@ Middle East (UAE & Qatar)

.Speéiﬂc market dvnamics contributing to
the failure rate in key regions.

The "Glitz vs. Grit" Gap
The Context

The region boasts the world's most advanced
infrastructure, yet operations are often outsourced to
low-cost labor providers. The Failure SSiEsE
"Manpower-Supply" contracts.

FM vendors are paid by the headcount, not by
efficiency. They have a financial disincentive to adopt
technology that reduces labor hours.

The Fix: Digital Transparency - Asset Owners must
mandate "Digital Proof of Presence" to shift contracts :

. from Manpower-Based to SLA-Based. /A 'i-.'_ﬁ;



Part 2 Regional Intelligence

Saudi Arabia (KSA)

‘Specific market dyvnamics contributing to
the failure rate in key regions.

The "Vision 2030" Velocity Risk
The Context

Giga-projects (NEOM, Red Sea) are being built at
unprecedented speeds.

The Failure Mode: "Digital Dust." In the rush to
handover, the "Golden Thread" of asset data is lost.
Projects launch with massive physical assets but zero
digital history, leading to immediate operational
decay. .
The Fix: The Handover Sprint — Digitizing the asse‘t'..
registry during construction, not after. Ensuring [}x 1

“Readiness is a KPI, not an afterthought.



".;Part‘ 3: Bibliography

- A eurated list of authoritative sources validating the :

"73%_ Failure" thesis.
: 'McKinsey & Company (2019)
| "Unlocking success in digital transformations."

- Rey Finding: Identifies the 70 failure rate
in digital transformations, citing lack of
employee engagement and inadequate
management support as primary drivers.

Deloitte Center for Financial Services (2023).

"2024 Commercial Real Estate OutlooKk."
- Rey Finding: Highlights that while 80% of

real estate firms plan to increase tech budget,

only 30°% have a defined roadmap for data
governance.

RPMG (2022). "Global PropTech Survey."

- Key Finding: 58% of real estate companies

admit their digital strategy 1S G- GE= =

)

nonexistent, leading to fragmented adopti’&.é&
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- Part 3: Bibliography

: ;oﬁfnal of Corporate Real Estate (2021).

"‘Barr_iers tor Proplech adoptien @ In FHaecilitics
'Management."

- Rey Finding: Academic review citing "User
Ease of Use" (UTAUT Model) and "perceived
cost vs. value" as the highest barriers to
adoption for ground staff.

JLL (2023).
MEaetsiate of PropTlech.”

- Rey Finding: Identifies the shift from "Point
Solutions" (single features) to "Platform

Ecosystems" as the only way to generate ROL.

Harvard Business Review (2020).

Fl

"Why So Many High-Profile Digital Transformations

Eail”

- Rey Finding: Argues that failure stems from

focusing on the technology stack rather than

the operational workflow change.
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. Part 4: The HAPLO reOS

g 3" Why we are the 27%0 that succeed.
'HAPLO reOS was engineered specifically to reverse
the failure modes identified in this report. We reject
the "Big Bang" deployment model in favor of a
Sprint-to-Scale  methodology that guarantees

outcomes before you scale.

We Don't Just Sell Software;
We Fix Operations - Through our "Diagnostic

Sprints," we identify the specific operational fracture

—whether it's Handover Chaos or Vendor Leakage—

Fl

and deploy a targeted solution in 4 weeks. This _

eliminates the "ROI uncertainty" that Kills most

projects.



_Part 4: The HAPLO reOS

Why we are the 27°b6 that succeed.

; 'Built for the "Blue Collar" Reality.

- our platform is designed for the technician in the
basement, not just the CEO in the boardroom. With
QR-code driven workflows and "No-Text" interfaces,

we ensure 100% adoption at the ground level. If the

cdlata enters the system correctly, the " exeChiiiicm

dashboard takes care of itself.

The "Golden Thread" of Truth.
HAPLO reOS creates a single, immutable digital

Fl

twin of your portfolio. By unifying Asset Data,

Vendor Governance, and Compliance into one

system, we stop the "Data Silo" epidemic; TEErEE.

your portfolio from a chaotic liability  FREEEE—

systematized asset.

Stop buying shelfware. Start building a systéé:
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HAPLO

HAPLO reOS @

SoFTDeW Innovations Pvt. Litd
Australia. Dubai, India & KSA
Wwww.HAPLOreOS.com
getStarted@HAPLOreOS.com
+91.907 O 907 907

+61.439 221 811



